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Simplifies your stock 
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The biggest, most highly-developed 
line of Utility Electric Tools in 
Millers Falls history 


Send for this colorful new catalog 
displaying Millers Falls whole 
wide line of high-performance 
“Do-It-Yourself” power tools, ac- 
cessories and attachments. Copies 
are available in any quantities im- 
printed with your name for distri- 
bution to your customers. 
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here’s why \ 
19,000,000 doorways 
wear the kwikset 


"400" line 


From its first day in 
business Kwikset has offered dealer, 
architect, builder, and home owner a top 
quality lockset at a competitive price —and 
backed its product with an unconditional guarantee. 


Dealers everywhere find it more profitable to sell 
the Kwikset “400” Line because Kwikset sells on a 
one-price basis to all its customers. . . offers its 
“400” Line only to selected, recognized Hardware 
Jobbers and Contract Hardware Distributors ...supports 
your sales by vigorous national advertising 
and merchandising . . . safeguards you and your 
customers with an unconditional guarantee. 


For the line that’s easy to stock, easy 
to display, easy to sell—specify the 
Kwikset “400” Line. 


THE QUALITY LOCK FOR QUANTITY BUILDING 


KWIKSET SALES 
AND SERVICE COMPANY 
ANAHEIM, CALIFORNIA 
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Feature UNIVERSAL’S Twin Specials on 
counters, in windows, in mass displays. 
Outstanding values for your customers. Be 


sure to see your wholesaler or write us 
direct for all the facts! 


Landers, Frary & Clark 
New Britain, Connecticut 
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Why does AMERICAN make 
All Basic Chain Patterns ? 


@ Although two chains may look alike, their end 
uses differ, resulting in poor service if a substitu- 
tion is made. For instance, the three heavy 


welded chains in the middle above appear almost’ 


identical except for size. Yet one is designed for 
general service where great strength is not re- 
quired, one is for logging, while the third is for 
heavy duty service. 

The same thing applies to the weldless chains. 
Take the two stamped, flat link chains: the 
safety chain near the left, and the sash chain 
near the right side. One has only to keep some- 
thing from being lost; the other must carry 
weight and run over a pulley. 


co 





In Canada: Dominion Chain Company, Ltd., 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Alike in looks, yes — but that’s as far as it goes. 


Probably we can suffice by saying —‘‘AMERICAN 
makes all basic chain patterns so you can sell the 
best (and most economical) chain for every use.” 


Check your stock. Mark down the items to be 
reordered—and—other items you are not stock- 
ing now so you can sell your customers the cor- 
rect chains for each of their requirements. Your 
AMERICAN CHAIN wholesaler stocks many pop- 
ular numbers. He can get any 
others for you. Write our 
York office if you don’t 
know his name. 













Niagara Falls, Ontario 


merican 
Chain 
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Just Among Ourselves 





Informal Editorial Comments 


The Forest Can 
Hide the Trees 


As business life grows more complex and de- 
manding, one of the major problems facing an 
executive of a hardware manufacturing concern 
is how he can keep in close touch with all the 
important elements that affect his business—his 
production people, his sales staff, his stock- 
holders, and, above all, his retail outlets. 

While all these elements are important to a 
successful business, it often seems that some 
executives are inclined to neglect knowing as 
much as they should about their retail outlets. 

Possibly this is because it is not easy to 
acquire a working knowledge of the problems 
of your retail outlets. 

Quick trips about the country, where you 
touch many but get to know few, do not serve 
to give one an accurate, intimate picture of 
what happens to a product on the firing line 

the dealer’s display space. 

It often seems to us that a great many of 
the dealer displays and much of the packaging 
that marks the hardware trade these days is 
based on an inadequate knowledge of what hap- 
pens at the retail level, and too heavy a depend- 
ence upon self-annointed ‘‘merchandising ex- 
perts.” 

I had the experience, during the past Christ- 
mas season, of spending a week in a very active 
hardware store as an extra clerk. It was a re- 
vealing experience. 

I finished the week with new sets of bunions 
and blisters and aches where none had existed 
before, and a renewed respect for what it takes 
to make a good retail hardware clerk. 

I recommend this experience to every man- 
ufacturing executive who wants to really know 
what happens to his product at the retail level. 
A week spent actually working in a store, will 
give you more practical, useful information 
about your product than a thousand conferences 
with “experts.” 

The impressions of my personal service as a 
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By W. A. Phair 


salesclerk are somewhat blurred by the recol- 
lection of a pace that never seemed to slow up 
of packages that always seemed to be loaded 
with lead weights, and customer questions that 
would require an intimate acquaintance wit! 
the complete Book of Knowledge to have an- 
swered thoroughly. 

But, in a more serious vein, there is a great 
deal more self-service (call it by any name you 
may choose) in the average hardware store 
than most manufacturers realize, if we may 
judge by the packaging job they do. 

Too many packages reflect a failure to under- 
stand that these days a package is called upon 
to do an important selling job. 

Too many packages are dull in appearance; 
excessive space is used in exploiting a trade 
name and too little space to the important sell- 
ing messages. Type sizes are usually too small 
for all but the sharpest eyes, and some color 
schemes seem to have been selected in an ffort 
to conceal the product, rather than draw at- 
tention to it. 

} 


Effective packaging is indeed one of the 
challenges faced by hardware manufacturers 


Packages Must 
Be Versatile 


A little time spent by a sales manager on 
the floor of an active hardware store watching 
the actual reaction to his product could be the 
most valuable way he could spend some time 

He would quickly realize that many people 
shop in a hardware store just as they do in a 
supermarket. In fact that’s exactly what modern 
fixtures are designed to encourage. 

The sales manager would note how a shopper's 
eyes rove over a display; how he selects one 
brand from several, picks it up and reads the 
label. 

Our sales manager would have a chance to 
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learn the sort of questions that are asked of 
the clerk after the label has been read. If a 
clerk is not around, he might hear the comments 
that are passed between two shoppers in de- 
bating whether or not to buy the product 

that all important decision to a manufacturer. 

Our sales manager might learn why one prod- 
uct is placed back in the display, after the label 
has been read, and another picked out ... and 
purchased. 

Indeed, he could learn a great deal about the 
heavy selling job his packaging must do these 
days on the dealers’ shelves. 

I think another thing our sales manager might 
learn is that the distinction between the ‘‘man’s 
side” and the “woman's side” of the store is 
slowly disappearing. The hardware store today 
is becoming a truly family store. 

While there is a degree of separate interest 
on the part of men and women, a woman’s in- 
terest today goes far beyond housewares or 
cleaning supplies. She is frequently an amateur 
electrician or plumber. 

The man of the house, too, has buying inter- 
ests beyond the tool department or hardware 
departments. He frequently finds himself as- 
signed to buying housewares and other so-called 
‘women’s items.” 

Efforts to encourage the purchase of tools as 
Christmas gifts has gone further than it is gen- 
erally realized. Here again, the woman is found 
invading the ‘man’s side” with greater fre- 
quency. 

This, too, puts an added burden on a package 
if maximum sales are to be achieved. 


With Self-Service 
Comes Price Problems 


Another phase of the packaging problem that 
does not seem to have been given adequate atten- 
tion is that of pricing. 

To get the most out of potential self-service 
sales in a store requires that all items be priced. 
But pricing at the retail level is a time consum- 
ing job. Many dealers are doing a complete job 
of pricing each item, but this is a job that could 
be done more economically at the factory level, 
before the item is bulk packed. 


There are admittedly many obstacles to fac- 
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tory pricing, but eventually it will come, more 
and more, 

As an intermediate step to actually pricing an 
item, your package should at least make allow- 
ance in its design for space in which the dealer 
can put the price. The location of this price 
space should be selected with care to make cer- 
tain it is in an area of good visibility. 

A progressive approach to this pricing prob- 
lem recently came over my desk. This is a talk- 
ing card designed to fit over the handle of a new 
lawn tool. A white circle is provided on the card 
for the dealer to mark in his price if, for various 
reasons, it should differ, perhaps because of 
freight, from the retail price suggested by the 
manufacturer. 

The upper section of the tag has a perforated 
section which can be removed by the dealer. On 
this section the manufacturer has printed the 
suggested retail price on a small gummed circle. 
Thus the dealer has the option of simply remov- 
ing this printed price and pasting it in the white 
area on the card, or he can write in his own 
price in the blank space. 

This pricing problem also has a bearing on 
shipping carton design. For example, can your 
product be price stamped while still in the ship- 
ping carton, or must each item be taken out in- 
dividually and priced? 

If the carton is designed to expose the price 
stamping area when the top of the carton is cut 
off, it permits pricing the items much more 
rapidly and thus saves a dealer’s time. 

This type of packaging has been put in use by 
a few manufacturers. It deserves consideration 
by all hardware manufacturers, 

Perhaps even more basic than the pricing 
question is that of adequately identifying a prod- 
uct on the shipping carton. It costs but very 
little more to print the product name, size, 
model, etc., on all four sides of the shipping car- 
ton, rather than on just one end as so many 
firms do. 

Yet this simple procedure will save a great 
deal of time and labor in a store’s stock room. 
If you don’t believe this, spend some time in a 
store digging out merchandise, especially during 
a busy season, 

These little things may seem trivial to some 
manufacturers, but dealers are growing more 
and more conscious that the key to cutting down 
selling costs is in making lots of little savings. 

As dealers grow more selective in the lines 
they carry, these little things are going to play 
more important roles in affecting their decisions. 
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Help your customers 
and help yourself with 


LOGKWOOLD’S 


new SPEEDRIL 


ADAPTER BUSHING (Pat. Pending) 
“C’ CLAMP SCREW 














EDGE HOLE JIG 


ADJUSTING 
CLAMP SCREW 


BREAK THROUGH 
RING 









FEEDER BUSHING 


EASY TO USE, FOOLPROOF 





1. Clamp SPEEDRIL to door with adjusting screw. 
Tighten with ‘C’ Clamp Screw. 
There’s never been anything like 2. Insert threaded bit shank. Close split Feeder Bush- 
SPEEDRIL before. It takes the hard labor out Ing with Wing Nut. 
of hand-boring of doors for lockset installation...speeds 3. Turn crank to bore hole. . ; 
boring of doors up to 75% over previous hand methods. 4. Remove bit by releasing Feeder Bushing and push- 
It’s fool ft ort skilled te : ing shank forward through hole, with handle re- 
s foolproof, too, even an unskilled amateur can moved. 
make smooth, clean holes in perfect alignment every time. 5. Bore edge hole with regular auger bit. 
SPEEDRIL is booming sales of Lockwood’s new ‘C’ : 
Series — the quality line in the low-price field — be- SPEEDRIL will help you sell more 
LOCKWOOD ‘C’ SERIES... 


cause every economy-minded home builder wants to get 
rid of his headaches on lock installations. It will help 
you increase your LOCKWOOD sales in the do-it- 
yourself market, too. 


SPEEDRIL is available in two models — Model No. 
540 for installation of LOCKWOOD ‘C’ Series only. . . 
Model No. 541 (as illustrated) is a Universal model and 
is equipped with adaptors for use with all types and 
sizes of LOCKWOOD cylindrical locks. 


NEVER BEFORE SUCH PERFORMANCE! 














@ Actual timed speeds... 25 to 40 seconds (depend- The top quality lockset in the 

ing on door thickness) for hole through stile; 15 seconds low-price field 

for hole in edge of door. P -—— 

, : e All brass or steel parts, no substitute metals 

@ Clean cut edges both sides... . breakthrough ring @ Full-size, solid brass 5-pin cylinders 

ensures clean edges, no splinters. e Reversible without change 
@ Holes in perfect alignment . . . threaded bit shank @ Complete functions, all field-tested and 

: proved under severest conditions 
ensures a perfect bore, exactly at right angles to door © Quick, fool-proof installation 
stile. om ae at 


Send for descriptive literature giving complete details on new Lockwood SPEEDRIL. 


f Z LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 


HARDWARE AGE, FEBRUARY 4, 1954 














ashin Ston 


NEWS and ViEws 


By Washington Bureau of 
HARDWARE AGE 


Installment Buyers May Get 
Tax Relief on Unpaid Balances 


Installment plan sales to consumers will be boosted 
if Congressional revenue plans now under discussion 
win final approval. The tax-writing House Ways and 
Means Committee has voted its tentative approval of a 
provision permitting consumer to deduct, in preparing 
their income tax returns, up to 6 pct of the unpaid 
balance on installment purchases in cases where the 
interest charges are not separately stated. 

Government tax experts estimate that this change, 
if put into effect, will divert about $10 million annually 
in extra purchasing power to the hands of consumers. 

It’s important to keep in mind, however, that Con- 
gressional tax plans for this year still are a long way 
from assuming any definite pattern. President EKisen- 
hower has asked Congress to maintain a hands-off 
policy with regard to the total revenue produced by 
corporation income, individual income and _ income 
taxes. The yield from these taxes, he declares, must 
be held at its present level in order to minimize the 
current spread (about $3 billion) between Federal 
receipts and spending. 


OUTLOOK—Politically speaking, Congress 
is not disposed to follow all the White House 


recommendat ions. 





é 


reductions in excises, plus a “bonus” cut for 


individual taxpayers. 


Retail Employees May Be Brought 
Under Minimum-Wage Coverage 


What happens to sales methods in many small retail! 
stores may depend on how Congress handles the wage- 
hour law this year. 

Labor Secretary Mitchell is one of the key Eisen- 
hower Administration officials who wants to see the 
law amended to include a higher minimum wage. In 
addition, Mitchell is examining the idea of bringing 
additional workers under the law. 

In itself, a higher floor under employees wages would 
not mean a big worry for the store owner who relies 


10 


Good possibilities: Some, 


chiefly on after-school and week-end employees, ready 
to work for less than the minimum. As of now, small 
retailers are exempt from the law—but the situation 
may be changed. 

It’s possible Congress will extend coverage to all 
persons in merchandising jobs. If retail employees 
are among the “additional workers” brought into the 
system, merchants may be forced to use less clerical! 
help and encourage customers to serve themselves. 


OUTLOOK—Congress may end the retail 
ing exemption as a move to pacify organized 
labor. Unions see scant chances for major 

* changes in Taft-Hartley this year but could 
claim some success on the basis of a highei 
wage minimum and broader coverage. 


19 Million Old Houses 
Considered in Housing Program 


Administration housing recommendations may be 
the spark needed to help private builders make good 
their forecast of matching, perhaps even bettering, the 
1953 level of 1,100,000 new homes. 

The White House urges an 8-point program, includ- 
ing stepped-up slum clearance, more new homes (espe- 
cially in lower price ranges), and easier credit fot 
maintenance, repair and alteration of 19 million homes 
now 30 or more years old. 

Of special significance to hardware and appliance: 
retailers is a proposal aimed at modernization. It 
specifically urges increasing permissible loan limit bs 
$500 to new maximum of $3,000 and extension of the 
loan term from the present three years to five years. 

The Administration will give full support to pro 
posals to open-end modernization and repair mort- 
vages, thus providing incentive for home owners to 
spend more for the purpose. 

OUTLOOK—Look for 1954 housing dolla 
volume to stay at 1953 levels but expect biggei 

s unit total. Expect home maintenance, repair 

expenditures to rise 15 pet to $114-billion total. 


(Continued on page 190) 
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BIGGEST COMBINATION PADLOCK NEWS IN A DECADE! 


Master No. 1500 and 1525 NOW ARMORED IN Here’s Why 





Master Jock Company. arenas 45, wee. 
World's Leading Padlock 
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MASTER 
COMBINATION 
PADLOCKS 


Sell Faster! 





STRONG DOUBLE-WALL 
CASE CONSTRUCTION 


HARDENED STEEL 
LOCKING LATCH 


( 


TUMBLERS 
AUTOMATICALLY 
DISARRANGE 





BUILT IN “SOUND 
EFFECT” TO PREVENT 
PICKING 


NICKEL-PLATED 
ALLOY STEEL SHACKLE 


COMPLETELY FREE 
FROM DELICATE, 
TROUBLESOME PARTS 


Consecutive numbering and 
Combination Record Book 
available for special in- 
stallations at no extra cost. 


i Y-) a-Meed- 2S a -P  ee 


Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 











Electric Clock Kit 


No. 107 Hobby Kit is designed 
’ electric clock. 
Completed it is a real electric wall 
clock for practical use in the home. 
It includes standard parts for 60- 
cycle AC current of 105-120 volts, 
part 
identified, 


to “build-your-own’ 


each factory inspected and 
with full 


and detailed drawings for proper 


instructions 
assembly. Necessary tool and cap- 
sule of special clock oil is provided. 
It has plastic 
case 61% in. wide and 1'% in. deep, 


mahogany finished 


and 4'% in. dial and convex crystal. 


Build Your Ow” 





It can be assembled by hobby fans 
from nine years and up. William 
L. Gilbert Clock Corp. 


For more data circle No. 1 on postcard, p. 201 


Child's Lunch Kit 

Called the Universal Flag-o- 
rama, this child’s lunch kit has the 
authentic flags from 60 countries 
representing the United Nations 
lithographed in red and gray, plus 
the many colors of the flags, on the 
front of the oversize metal kit. 
Added to the 1954 line of vacuum 
products, the kit features a durable 


12 








scratch-resistant finish. Inside of 
kit is divided into two compart- 
ments, one to hold a 10-0z. Wide 
Mouth vacuum food and beverage 
container, and the other for sand- 
fruit. Shur-Grip 
case of vacuum container is of one 


wiches, cake or 


piece aluminum and has plastic Roc- 
Lite cup with adjustable Snap-Tite 
stopper. Landers, Frary & Clark, 


For more data circle No. 2 on postcard, p. 201 


Picnic Grill 

Colorware Picnic Grill portrays 
in full color Smokey, “the fire pre- 
ventin’ Made of 


bear.” sturdy, 





4% 


grill consists of an 


outerbucket decorated in bright red 


heavy steel, 
and yellow plaid, an inner bucket 
to hold folding 
grill with collapsible handles. 


charcoal, and a 
Com 
pact and easy to carry, grill is a 
companion item to the Colorware 
plaid picnic baskets. National Can 
Corp. 


For more data circle No. 3 on postcard, p, 201 
Stove Mat Patterns 
Fish 


der-water panorama, is new pattern 
added to stove and utility mat line. 


Tales (illustrated), an un- 





Other new patterns include Tulip 
Time, Medley, and Vogue. Deluxe 
mats lend beauty and protection to 
stoves, tables, cabinets and walls. 
Offer of a “baker’s dozen” 
cial introductory offer. Mats resist 
heat, rust, stain and acid, and will 
not chip or peel. Exclusive finish- 


is spe- 


ing process, X-54, insures lasting 
beauty. Elimination of insets, sharp 
metal prevents 
scratching 
many sizes, 
$1.29. 


edges and excess 
mat from 
surface. Avaiiable in 
17x19 in. size retails for 
Metaloid Co. 


For more data circle No. 4 on postcard, p. 201 
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Knife, Scraper Deals 


Here are two Hardware Week 
specials, the A-17 (illustrated 
right) and the A-18 (illustrated 


left). A-17 gives dealer 1 doz. P105 
putty knives and display board free 
with purchase of Putty Knife and 


Wall Scraper Assortment, which 
consists of 2 doz, P105-114 putty 
knives, | doz. each P103-3, P103- 


1! and P108-6 wall scrapers. Cost 
to dealer is $16; retail price is 
$26.40. A-18 offers 1 No. 10 
wood scrapers and display board 
free with Wood Scraper Merchan- 


doz. 


diser assortment consisting of 1 


doz. No. 10, 1 doz. No. 40, six No. 





50 and three No. 8 wood scrapers; 
1 doz. each No. 1 blades, No. 1% 
and No. 2'% double blades. Cost to 
dealer is $15.17; retail 
$25.20. Red Devil Tools. 


For morc data circle No. 5 on postcard, p. 201 


Household Glove Offer 


New Horizon blue and Dove gray 
are being made 
available in Twin-Pack Introduc- 
tory Offer on Super Ebonettes. Of- 
fer saves consumer 47¢. Each Twin- 
Pack pair of Ebony 
gloves plus a choice of the blue or 


price is 


household gloves 


includes a 


HARDWARE AGE, FEBRUARY 4, 


FOR THE HARDWARE DEALER 


1954 


vi in hardware merch 





gray pair. The two pairs normally 
retail for $1.96 (98¢ per pair) but 
for this offer come banded in Twin- 
Pack marked to. sell for $1.49. 
Called Deal 1168, 1 doz. Twin-Packs 
(four gray and black, eight blue 


and black) come in two-color dis- 


play. Pioneer Rubber Co. 


For more data circle No. 6 on postcard, p. 201 


Ratchet Screw Driver 
Featured as a special for Hard- 
ware Week, this Yankee-Handy- 
man spiral screw driver, No. 233H, 
which retails for $4.75, 
will be $4.29. 


regularly 


specially priced at 


==——Cil kee 
W444, 


(Continued on page 198) 


Want more information on these 
products? Then use free post 
card on Page 201. 








“etme sc ees = 





andise... 


TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES HEL Pe 


Seed Packaging 


Complete line of sunny and shady 








grass seeds now comes in eight new 
packages printed in full color. As 


selling aid and consumer service, 


“Four Steps to Lawn Beauty” is 


printed on reverse side of Pan 


American package. To give dealers 





garden atmosphere for their coun 
ters and appealing counter identi- 
material is 


fication, point-of-sale 


available. Merchandising piece is 
a solid wood post and base, 17 in 
high, on which is mounted a 
wrought iron support and a bright 
vellow plastic “W” swinging sign 
Whitney Seed Co. 


For more data circle No. 


Flashlight Counter Display 

Five-unit flashlight counter dis- 
play, No. 504, features five bullet- 
flashlights in 


7 on postcard, p. 201 


end three popular 


(Continued on page 230) 
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BUSINESS 
SALES 


Manufacturing 
Wholesale 


Retail 


(Seasonally 
adjusted) 


(in billions) 











Manufacturers Pleased 
With Orders Received 
At Merchandise Shows 


Attendance and interest mani- 
fested by buyers of hardware and 
housewares lines at the various 
merchandise shows held in recent 
weeks indicates that retailers gen- 
erally are looking forward to at 
least a normally good year. 

While 
shows has been generally conser- 
exhibitors have 


buying at these trade 
vative in nature, 


been pleased with the interest 
shown. 

They are confident of increased 
orders through normal channels, 
show usually 


since orders are 


limited to new offerings and those 
which offer special price induce- 
ments. 

The emphasis at all trade shows 
this year is more on merchandisers 
than on Manufac- 


turers are conscious of the need to 


merchandise. 


help retailers move merchandise 
more economically in the buyer’s 
market that is shaping up. 

Even the most prosaic bread- 
and-butter lines of the hardware 
trade are now being packaged and 
displayed in self-contained units 
that promote saleability and facil- 
itate handling by the retailer. 


Retail trade, as reflected by de- 
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> Store Sales Up in January 


> Fair Trade Gains Recorded 


> Sales Rose $7 Billion in 53 


partment store sales, was 2 pet 
higher for the country as a whole 
for the 
Jan. 16, 


period of 1953. 


four-week period ended 


as compared to the like 


Department stores in 10 of the 
12 Federal Reserve districts had 
higher sales for the period and 
those in the Richmond and San 
Irancisco regions had sales even 
with those of the same period in 


1953. 


Expect Retail Sales 

To Hold Gain Made in ‘53 
Trade specialists in U. S. Com- 

merce Dept. retail 

this vear to hold most of the $7 


expect sales 
billion gain made in 1953. This 
was the margin over the 1952 t.- 
tal of $164 billion. Commerce 
Dept. is counting heavily on a 
form of $25 
personal 


business prop in the 
billion in individual 


savings. 


Manufacturers Expected to Make Greater Use 
Of Fair Trade Laws to Control Distribution 


It becomes increasingly evident 


that manufacturers of consumer 
products will make increased use 
of Fair Trade as an instrument 
for maintaining more orderly dis- 
tribution of their products. 
In the highly competitive year 
ahead it is expected that 


yoods will be fair traded. 


more 


Trade 
recently, by over- 


Reenactment of a Fair 
law in Georgia, 
majorities, indicates 
support for Fair Trade 
permissible in all 


whelming 
stronger 
which is now 
but three states. 

Manufacturers are commanding 
greater respect for their minimum 
price maintenance contracts as a 


result of favorable court actions 
against flagrant violators. 

Sunbeam Corp. 
awarded a judgment of $16,551 
against one of the largest discount 
houses in the country, located in 
New York City. 


In a decree issued November 25 


in the Superior Court of Chicago 
The Enterprise Mfg. 
Akron, Ohio, 
fishing tackle, obtained an injune 
tion against a Chicago surplu 
prohibiting the latter from 
reels at less than 


makers of Pfluege) 


store, 
selling Pflueger 
minimum Fair Trade prices. 

During the lengthy trial, testi- 


(Continued on page 264) 
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The SalesRak 


> a Ney - 


ie ee 


The HandyPak 


The SalesMaker 





e and twine sales ear 
are top quality pro 
uth—the most wi 
ordage products. 

Ask your distributo 
for complete 9 
stock cartons. + 
our customers nee 


n maximum 
ducts made 
dely advertised 


r or write Plymouth 


d free display and 


ffers an ; 
bination for 


Select any com 
ds. 


BY THE PACKAGE 
OR BY THE LENGTH 


ROP 


Only Plymouth offers you this wide vari 
ety of hard-hitting sales aids, each de 
signed to provide a space-saving, sell-on 
sight rope and twine department that will 
put more profit dollars in your cash regis 
ter. Take your pick of the one—or com 
bination of units—that fits your require 


ments best. 


The SalesRak 
panel and dispensing rack, this unit sells 


Complete with display 


rope off the spool in any length up to 300'. 


initial stock 


The HandyPak 


for the retailer who has steady but small 


Provides 


demand and wants to build volume in 


“‘impulse-buying”’ merchandise. 


The SalesMaker 


whose volume justifies inventory in full or 


Designed for retailer 


half coils. Rope feeds from basement, over 
head, shelves, or floor. Available in coun 
ter or floor models. 


Carton-Packed Coil Rope — This attrac 
tive carton is a natural addition to any 
rope department. The container serves 
both as a sales inducement and protection 
for the rope. Also available in standard 
coil coverings. 


PLYMOUTH CORDAGE COMPANY 
Plymouth, Massachusetts 
New Orleans, Louisiana 
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MOTOR STARTER ROPES 


CKAGE 


-ENGTH MOTOR STARTER ROPE 


tylon, wound on smooth handle, 
r gas-driven motors. Twelve 
each de-  }pes in each eye-catching coun 
r sell-on r display. 


+9 


that will 





vide vari 


ash regis 
OF COD” pecageeemmr FIBRE-WHITE 
») * §  CLOTHESLINE 


This new Plym 
Kraft clothes 
line is just what 
the housewife 
ordered. Does 
not absorb 
water or dirt; 
won’t swell; 
holds any 
clothespin. It’s 
onomical and long lasting as 
ll, to give you a competitive 
lling price, attractive profit. 


- require 
















1 display 
unit sells 
p to 300". 
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yut small 


oslume in 


r retailer 
in full or 
‘nt, over 


in coun 


HARVEST 
is attrac TWINE 
1 to any 
r serves 
rotection 


standard 


lrmouth Red Top baler and Red 


VIPANY mM Green Top binder twine 


nx the most respected brands in 









ts ¢ field. High tensile and knot 
_ Bength, full length in free-run- 
2 


ngs containers. 


GIVES YOU A 
DECENT PROFIT! 




































GARDEN 
TWINES 







“=, 





PLYMKRAFT 

EZ-TIE—a green, 
paper-wrapped 
wire that ties 
with a twist. 100 x 10" lengths in 
cellophane envelope, 12 envelopes to 


a display carton. 


PLYMKRAFT 
GARDEN TWINE 
250-ft. and 
500-ft. com 
pact balls for every garden need, in 





cartons of 48 and 24 balls, or mixed 


En, 


carton. 





STRONGTIE - 
GARDEN TWINE FREE 

The very finest, made in 36-inch 
lengths, green, 50 to a bundle, 36 DISPLAY UNIT! 
bundles to a carton. “ 
This Rope and Twine Center, occu 
pying less than two feet of floor 
space, is free with an assortment of 
Plymouth Garden Twines and Ropes. 
It will complete your assortment of 
rope and twine and help concentrate 
them in one traffic-stopping, profit 
building display unit. Ask your dis- 
tributor or write to Plymouth for 
complete details. 





ANCHOR LINE 


Premium line packaged 
in 50', 100', and 150! 
lengths for ready sale. 
Water-resistant, won't 
mildew, will take more 
than ordinary abuse. 
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National 
Color Advertising 


1954 sees the start of a great new 
consumer sales campaign for 
F & N. Spearheading the assault 
are full page color ads in Houst 
BeauTiruL and House & Gar- 
DEN plus insertions in SUNSET. 
Get F & N’s on display for custo- 
mers will want the “finest lawn 
mower built since 1889”, 


)) 
a, Hand, Rotary and 
Reel type Power Models 


8 hand models 
models — 3 rotaries: You can’t find 


a better mower line. One source for 


all three types means faster service, 
better stock control and centralized 
responsibility. 

And what a terrific line F & N 
offers! Many exclusive features—a 
model for every pocketbook —a 
model for every customer preter- 
ence and lawn size. 

There’s a reason why F & N has 
built more mowers than any other 
firm in America. Add F & N to your 
stock because here’s a line that 
makes selling a pleasure. Write to- 
day for literature or see your F & N 
distributor. 


—_ 


4 reel type power 


0)) 
9) Emphasis on 


Service and Quality 


No. 1 in product quality—that’s 
the F & N reputation. The exclu- 
sive patented self-adjusting reel 
bearing shown above, is just one 
of many sales packed F & N fea- 
tures customers appreciate. Fur- 
thermore, F & N has the finest 
service policy in the industry— 
no F & N mower has ever been 
an “orphan.” 


ALUMALITE 


One of 8 F & N hand 


models including trimmer, 


Hand Mowers Since 1889 


Power Mowers Since 1917 20” ROTARY 


18” and 16” F&N 
models available. 


20” REEL TYPE 

POWER MOWER 

Also F & N 18”, 22”, and 
24” models. 


> 


The F & N Lawn Mower Co., Richmond, Indiana. . . “America’s Leader’ 
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DEALER PRICE LIST 


oan (Prices Effective Aug. 20, 1953, Subject to Change) 
| | 


© A Complete, Attractively Packaged 
Profitable Line 












@ Provides Simple Answers 


for Gardeners’ Problems 


@ Nationally Advertised— 
Accepted Nationally 


CLPOD 


GARDEN CHEMICALS 






easy to sell... easy to use 


Insect and Disease Control Formulations for 


Fruit Berries Flowers Vegetables Ornamentals 


Effective Chemicals for 
Weed Control Plant Feeding Soil Conditioning 


Specialized Gardening 


Turn page for sizes, prices, etc 











DU PONT GARDEN CHEMICALS 


Prices effective August 20, 1953* 



























PACKAGE SIZES GROSS WEIGHT| SUGGESTED PRICES SUGGESTED PRICES 


PRODUCT Contents of Shipping a Shipping TO DEALERS** TO CONSUMERS** 


Container Container Dozen CASE 





2 doz. 8 oz. dust guns 22 Ibs. | $7.15 | $14.25 | $ .89 
— tapes a : | 1 doz. 1 tb. canisters 18 Ibs. 8.65 | 8.65 | 1.15 
eee ee ae oe er a. Sees | 27lbs. | 1995 | 13.30 | 2.50 $17.50 
+ t t + + } 
FRUIT TREE SPRAY 1 doz. 1 tb. canisters | 18 Ibs. 8.65 8.65 1.15 
for control of insects and diseases!8 only 3 Ib. bags 27 Ibs 19.95 13.30 2.50 17.50 
T T T | | | 
VEGETABLE GARDEN DUST }2 doz. 8 oz. dust guns 22 Ibs. 7.15 14.25 | 89 


. . : 11 doz ‘aniste 18 lbs. 8.65 4 1.15 
for control of insects and diseases! 1 lb. canisters 8.65 


















8 only 3lb. bags | 27 lbs. | 1995 | 13.30 2.50 17.50 
t + + } | 
TOMATO DUST 2 doz. 8 oz. dust guns | 22 Ibs. 6.35 12.65 | 79 
for control of insects and diseases) 1 doz. 21b. bags 26 Ibs. 7.80 7.80 | 98 9.50 
| | I | 
APHID & MITE SPRAY |4 doz. 1x. bottles 10lbs. | 370 | 1475 | 49 
50% Malathion 1 doz. 402. bottles 7 lbs 9.40 9.40 | 1.25 
+ + t + 
ROSE DUST 2 doz. 8 oz. dust guns | 22 Ibs. | 6.35 12.65 | 79 
sulfur and ‘““Fermate” fungicide | 1 doz. 1b. canisters 18 lbs. 7.50 7.50 | 1.00 
+ + t + + + 
LAWN WEED KILLER |2 doz. 8 oz. cans } 18 lbs. 7.50 15.00 | 1.00 
2,4-D liquid selective herbicides | 1 doz. 32.0z.cans (No. 2) 36 lbs. | 22.15 22.15 2.95 
} | t 1 + + 
PC CRABGRASS KILLER 2 doz. 7% oz. bottles 17 Ibs. 7.50 15.00 1.00 
soluble powder 1 doz. 30 oz. bottles 33 Ibs | 22.15 22.15 2.95 
+ + + | + 
**AMMATE”’ WEED KILLER 1 doz. 2 lb. bottles 39 Ibs. 9.20 9.20 | 1.15 
for poison ivy, brush, ete i4 only 6lb. bottles 36 Ibs. 23.55 7.85 | 2.95 10.00 
- | | 
2 doz. 60z. cans 13 lbs. 4.45 8.85 | 59 
SOnuaee + seed FOOD | I doz. 1% lb. cans | 22 Ibs. } 13.15 } 13.15 1.75 eae ins 
19—22— 16 aad 4\lb. bags 26 Ibs. | 2440 | 1220 | 3.25 16.25 sTiil 
| t | 
SOIL CONDITIONER D |1 doz. Bex. cans | 8ibs. | 680 | 680 | 85 f ¢ 
for depth treatment }8only 3lb. bags 27 Ibs | 23.65 15.75 | 2.95 20.50 
| | 
| 1 doz. 402. cans 6 Ibs. 10.00 | 10.00 | 1.25 | 
— pet at Ww 16 only 802. cans | 6 lbs. | 15.60 | 7.80 1.95 | es 
nineteen 4 only 20. cans | I5Ibs. | 54.00 | 18.00 | 6.75 23.00 
i | l | | 
NT, » pn MM Vir / bh Caroli 
FERRO F-T-E ; I doz. 1b. cans | 15 lbs 7.20 | 7.20 | 1.00 nGli 
(Fritted Trace Elements) 6only Sib. bags 32 Ibs. 22.20 | 1.910 | 295 | 
lonly 50 Ib. bag | 51 Ibs. 10.00 ea.t | 12.50+ | 
+ 
DORMANT SPRAY OIL aim ‘ 
for control of scale and insects 1 doz. 1 qt. bottles | 36 Ibs 10.00 10.00 | 1.25 | 
: + + + 
50% Tech. METHOXYCHLOR (2 doz. Boz. cans | 18 Ibs. 6.00 | 12.00 75 | unt 
+ + + AY C 
50% DDT 2 doz. 1b. cans 34 Ibs. 7.20 14.40 | 90 
} + + 
‘‘FERMATE’’ FUNGICIDE |? doz. Bez. cans 19 lbs. 6.00 | 12.00 | 75 (| 
~ + + + 
FUNGICIDE-A (‘‘Parzate’’) 2 doz. 60z. cans 15 Ibs. 6.80 13.60 | 85 
ial l | it | j 





AMMATE” “FERMATE™ and “PARZATE are registered trade-marks of & | du Pont de Nemours & Co inc 
“Prices sight, higher weet of and indiuding Montana, Colorado, Wyoming, and New Mexico 

“These suggested prices represent the manufacturer's views as to the worth of the products at the partioular trade levels in states east of Montana Colorada Wyormng. and New Mexico The fuggestion 18 not intended to prevent other proses beng used 
1Thee package size 1 sold fob Cleveland. Otwo, no freight allowed 






ORDER SUPPLIES FROM YOUR GARDEN SUPPLY DISTRIBUTOR 


. I. DU PONT DE NEMOURS & CO. (INC.) 


RASSELLI CHEMICALS DEPARTMENT GARDEN CHEMICALS 
WILMINGTON 98, DELAWARE 






7.50 


7.50 


’.50 


.50 

















eS 
“oe 


8 


csinite WWIN-TUbe 


FLEXIBLE SPRINKLER 











/pouBLe UTILITY! | The Resinite Twin-Tube Sprinkler is this year’s 


sensation! Produces an even, rainlike spray over an area 20 feet wide; is more 
flexible for curving around flower beds and irregular borders, can be used on newly 
seeded lawns or freshly cultivated gardens. 


| DOUBLE SALES APPEAL! | Home owners immediately recognize that this is by far the greatest portable 


sprinkling system ever made. Heavy duty vinyl, will not rot or mildew, Distinguished packaging attracts buyers. 


| DOUBLE PROMOTION: [i is conducting the most comprehensive advertising 


’ STILL A ; campaign ever this spring.“ large newspaper ads... magazines... radio... television 





/ ... direct mail... store displays. 


T CELE 4 | DOUBLE PROFIT! | With twice the utility, twice the sales appeal and twice 


the promotion, Resinite Twin-Tube sprinklers will sell twice as fast and produce 
‘ esinite twice the profit for alert dealers. Be sure to ask your wholesaler 
...or send the coupon below right now! 
TUBE 7 » 
NGLE lh _— *Manufactured under U.S. Patent No 


2621075. Be sure any multiple tube 
sprinkler you buy bears this patent 
number 


a 


CUT AWAY 


Showing heavy 
construction of 
twin tubes. Brass 
couplings at both 
ends 





Resinite Twin-Tube 










Sprinkler is attrac- 





tively packaged for 






: eg Sales Corp. 

1 50x 1257, Santa Barbara 
' Send com 
; liberal dis 


impulse sales in 25 and 


50 ft. lengths. Calif. 
















Plete informatio 
























. an ation, prices and 
a Sprinklers gua eainite Twin Tube 
. : , Name 
? : ss = — Title 
i ieee Address 
ckaged. t margin for City 
ca ov, ! Our wholesaler is baal 
a alers. in Mfd. by Resin Industries, Inc. Jam 
iin | — send sample. I enclose $1.00 r 
. win-Tube Sprinkler a 
aad single se serene Sold by RESINITE SALES CORP. Wap feaae ammnnee 
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With a New Look...New Line...and 
Selling Aids that pull profits! 







































































Bucu is first with a branded line of garden equipment E 
featuring ‘built-in’ sales appeal. Matching red and ivory b 
colored Bucu products... branded with name and color to E 
build product recognition—help you sell more! Ss 
A complete line designed to meet the growing demand n 
for better garden equipment, with each item boxed for easy 
storing and delivery—nationally advertised to make your 
NEW BUCH WHIZ BARROW . ! 
All the features of a large pro- selling easy: 
fessional barrow, on a smaller 
scale. Steel seamless tray, 
cushion tire, rubber grips. 
Packed in single cartons. 
SQ A 
E 
oO 
C 
t! 
NEW BUCH BARROW CART BUCH +1 SPREADER New low- NEW BUCH #2 SPREADER 20” NEW BUCH PATENTED AERA- se 
Built low to the ground. Easy priced spreader. Positive action hopper. Force-feed agitator. TOR Does a cultivation job that iS} 
to load, push, dump. Heavy direct lever control of slide Rate of flow controlled by promotes deeper, breathing 
gauge steel, two strong plate. Automatic agitator. 15” direct action lever. Packaged in root structures. Strong steel rt 
wheels. Completely packaged hopper, made of 18 gauge steel. single cartons. Also Buch #3 frame, steel roller, 3 discs, 18 
in one single carton. Steel or rubber-tired wheels. spreader with 30” hopper. open steel spoons, rubber grips. b 
le 
a 
n 


NEW SELLING AIDS ... FREE! Window 
streamers, stickers, giant blow-ups of national ads 
help to tell the Bucu story and tie in your store with 
Bucn’s national advertising campaign. 


BucH MANUFACTURING COMPANY Carrying 


Elizabethtown, Pennsylvania the lood 
Since 1868 


Gentlemen: 


() Please send me a free Bucu ‘‘Spring Display Kit.”’ 
(J Please send me full details on Bucu line and name of 
nearest wholesaler. 





















Sd 1 

NAME —_—- = - 
thy 

sToRs_ cece —- 
ADDRESS___ are 

CITY _____ ZONE STATE___ : 










2 . 
5, 
i. 
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ales for you! 


d First with Big National Advertising 
to pre-sell 14,000,000 readers! 





pment Bucu reaches your customers in their own 

1 ivory back yard with colorful ads in Life and 

color to Better Homes and Gardens—ads in The 
Saturday Evening Post and other national 

lemand magazines. 

or easy 


= BUCH backs it up 
with merchandising! 











MAKE A 1000-cnd-1 
Ten Times 
we tee te « 


more then @ 
paw Whet 





Aggressive merchandising follows up 
Bucn’s advertising; point-of-purchase and 
other sales aids help soften up sales. 






Give your customers the Bucu products 
a they’ll be asking for by name— America’s 
i aide complete line of rolling garden equipment— 
ion job that spreaders, wheelbarrows, packaged _ bar- 


breathing 5 

np By: rows, barrow carts, children’s Buch, Jr. 
mther gripe. barrows and medium size Chappie barrows, 
lawn rollers, contractors’ and farm barrows 


and aerators. Remember, BuCH is America’s 


nationally advertised branded line. 

6 Carrying the load €) 
Since 1868 

GARDEN EQUIPMENT 


BUCH MANUFACTURING CO.., Elizabethtown, Pa. 
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Three ways to use it... Cree woysto sll it! | ‘ 










BIG SPRAY HEAD 


For sprinkling gardens, borders, 
flower boxes, etc. Provides a 
gentle spray for newly seeded 
areas and young plants. @ 








ie. ‘ 
ha’ —< 







SMALL SPRAY HEAD Get full details on the complete 
as ’ Cream City line. Write for 
Ideal for spot-killing weeds with bulletins—or ask your jobber. 


weed killer. Concentrates spray 
directly on weeds without en- 
dangering flowers, young grass or 
clover. Makes weed killer go 
further, avoids waste. 








i] 
POURING SPOUT 
For filling car radiators, pipe 


openings, furnace humidifier pans, 
and for general use as a utility 


GALVANIZED WARE water can in the home or garage. 


HARD" 





GEUDER, PAESCHKE & FREY CO., 1700 W. ST. PAUL AVE., MILWAUKEE 1, WI 
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USTOMERS look for names they know and 

when you sell Cyclone “Red Tag” Hard- 
ware Products you have not just one but two 
widely-recognized names. First, there’s the 
name “Cyclone’”’—it has stood for quality in 
fence and wire hardware products for more 
than 50 years. 

And behind Cyclone is the “United States 
Steel” name. The products of United States 
Steel are currently being brought to public 
attention through “The United States Steel 
Hour”—a program being widely acclaimed as 
one of television’s finest dramatic offerings. 
National magazine advertising is at its peak 
now too. 

This extensive advertising works hard for 
you when you handle Cyclone “Red Tag” 
Hardware Products. There’s Cyclone Lawn 
Fence, along with Gates, Trellis and Flower 
Bed Border. There’s Cyclone Insect Wire 
Screening in Galvanized, Bronze and Alu 
minum and Cyclone Hardware Cloth with 
the welded selvage. And remember Cyclone 
Catch-All Baskets and Cyclone Flexible 
Steel Mats. 

Take advantage of the Cyclone and United 
States Steel names. If you're not handling 
complete lines of all these products, check 
with your jobber today. 





FLEXIBLE STEEL MATS 


Clean Better —Lost Longer 


in 
get 
nt SOE i nit 





CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S ‘CYCLONE “2e¢709 HARDWARE PRODUCTS 
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NEW 3- 


MEANS BIGGER SALES—BIGGEI 


Model M 


Model 2S 


3 SIZES! 


3 PRICES! 


NOW A COMPLETE LINE 


Model J 


MODEL J—Waters an area of 1700 sq. ft. at normal 
water pressure. A compact sprinkler with a rugged rust- 
proof frame. High quality at a low price. Adjustable 


LIST PRICE $11.95... YOUR PROFIT $4.78 


MODEL M—Waters an area of 2000 sq. ft. at normal water pressure 
Heavy gauge aluminum tube frame. Adjustable. 


LIST PRICE $13.95... YOUR PROFIT $5.58 


MODEL 2S—Waters an area of 2700 sq. ft. at normal water pressure. 
Heavy gauge aluminum tube frame. Adjustable. Built-in filter, individual 
bronze jets. Extra power, operates on extremely low pressure. Plate 
separates gears from water. 


LIST PRICE $22.95... YOUR PROFIT $9.18 


DEALERS’ DISCOUNTS— 104% On total order if six or more of one 


model is ordered. 3514% On other orders 
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as aaa cae 


HARDW 





at normal 
yged rust: 
stable 


IT $4.78 


pressure 


pressure. 
ndividual 
ire. Plate 


re of one 











WPHUG WV "or SF 


PROFITS! 


QUALITY CONTROL 


METCO INSPECTS 100% 





Each and every METCO Wave Sprinkler is in- METCO Sprinklers 








dividually inspected and water-tested on spe- are precision built! 
cially designed equipment before it is shipped. Dealers can be ho gt te eh ag nese OE 
sure that every METCO sold will stay sold and that their customers si hilices prmiker eda adiaanemaas 
will get the utmost in service and reliability from MeETCO sage 2 yragpinah pater 
Sprinklers. METCO’s inspection insures customer satisfaction. resistont DuPont nylon gears that jp Z 
Returns on 1953 pretested production were less than 1%. pepe ahs eit sl et )) 











Here is the story that Ed Herlihy, famous television 
personality, will tell millions of viewers in major 
markets all over the country. 


























METCO Wave Sprinklers are They distribute their large rain And give you a greener, health Some sprinklers cover a long 
e next best thing to rain ‘ws like drops slowly and evenly, ier lawn No puddles —no norrow strig some wastef 
moving away to give the water runoff. Yes, METCO is better for overlapping circles... but METCO 
time to soak right down to the your lawn and it’s easier for waters a very large rectangle 
roots! you, foo. . so fewer moves water yc 
















METCO’S ARE NATIONALLY ADVERTISED 
IN MAGAZINES, TOO! 


Better Homes & Gardens, Flower Grower, Sunset Magazine 


METCO HELPS YOU SELL! Free aids include: Window 


streamers, sales tags, colorful envelope stufters 




















And when you do movea METCO, It's adjustable too, so that you METCO sprinklers come in three 
you can do it with the water on can adjust it to woter smaller sizes. Drop in at your hardware and mats for newspapers 
oreas or garden store... buy the one 
that fits your needs, but be sure 
it's a METCO! 
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You will create a sensation you never believed possible 

with the new HOMKO ROBOT. Nothing could be easier to 

operate . . . nothing could be easier to sell. 

It is controlled by a panel which the operator holds while 

3 he stands or its nde the area to be mowed. Best of all, 

UM Wg the ROBOT can be demonstrated quietly . . . and within 
ES TRIUMPH OF Le a very small area right on the floor of your store. It almost 
= NATIONAL HARDWARE ‘a= , 
= SHOW cS y opportunity to bring in more prospects . . . 
ee TL AS . pe more sales . . . MORE PROFITS! 


“comes to life’’ to tell its own story. It is your big 


20” 


chance to build store traffic. Ask your jobber for details today. If he does not 
have Homko Robots on hand, he can get them for you at once. 


THE ONE SOURCE LINE OF LAWN EQUIPMENT 


7] I. he 


= ) j 
Reel Type Rotary Self Propelled // ‘ / Hand Le Snow 
f / “ — 
* 


Mowers Mowers Rotary “/ Electric > 
, 3 
r) 

4 , 


ris A Trimmer f ’ 
( h / \ AN 
C 2. = - 4 A WY\ | 

















| MaNugactureD By WESTERN TOOL & STAMPING COMPANY « 2725 Second Avenue, Des Moines 13, lowa 


on stat tinal ancilitienn ds 
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FITS! 


ur 
of 


ow 
ow 





end today 


for your free copy 
















of this new 24-page 
4 Pittsburgh Fence Pittsburgh — Company 


‘ ; Pittsburgh 30, Pa. 


catalog 
"i 
























| 

. It’s packed full of interesting, useful in- thing from animal pens, trash burners, corn 
i . & formation about the various kinds of high- cribs, vegetable bins to play pens and cook- 
| ee quality, attractive, easy-to-sell fences made ing grilles. There are seven full pages de- 
; os by Pittsburgh Steel. voted to “‘How to Erect Fence’? completely 





na ce casas sceaiieas 
















ways; plain top lawn fence; hinged-joint 
farm and poultry fence and gates; barbed 
wire; welded steel fabrics for making every- 


Pittsbur 


a product of 


Pittsburgh Steel Company 


Grant Building 






Pittsburgh 30, Pa. 


Your Name 


: There’s the exclusive ornamental double illustrated with easy-to-follow line draw- 
a | ‘ P 

| 3. scroll lawn fence; the ornamental single ings. 
Ce scroll; attractive gates for walks and drive- Remember, Pittsburgh Fences cost no 
est 


more than standard make fences. Get the 
complete story on Pittsburgh Fences now! 
Fill out and mail the coupon today! 


h Fence 


PITTSBURGH STEEL COMPANY 
Dept. HA, Grant Building 
Pittsburgh 30, Pa. 


Gentlemen: 


Firm Name 


Address 


Send a copy of your free catalog “Pittsburgh Fence” to: 
























ALL ROUND «= J 
PUMP GUN = 


Convenient Dust Dispenser 


Dust and duster all in one. A 
handy, efficient pump-gun pack- 
age filled with a combination of 
insecticides and fungicides for 
control of common insects and 
plant diseases. Equally effective 
for use on flowers, vegetables and 
bush fruits. For the dealer, it 
means only one pump gun to 
stock -one pump gun to recom- 
mend. Size —8 02. 





COMPLETE ACME LINE INCLUDES: == 


All Round Spray * Garden Guard + 5% Lindane Spray » 
Tomato Dust * Wettable Dusting Sulphur * Emo-Nik + 6% 
Chlordane Dust * Weed-No-More + Weed Kille- + Pestroy 
—25% DDT « Stop « Dimite * Arsenate of Lead * Bordeaux 
Mixture * Duradust No. 50 «+ Lime Sulfur (Dry) * Red River 
Potato Mix with DDT + Paris Green + Bug Blaster 





INSECTICIDE DIVISION * ACME QUALITY PAINTS, INC. 
Detroit 11, Michigan 


30 


ACME ll! ROUM 





ACME 
ALL ROUND 
BOMB 


Handy 
Spray Dispenser 





Self-spray package. A new Acme formulation, for con- 
trol of a wide variety of insects attacking flowers and 
plants both indoors and outside. The bomb should 
appeal to many because of its convenience. For use on 
such plantsas African Violets, Azaleas, Beans, Camellias, 
Carnations, Corn (Whorls), Dahlias, English Ivy, 
Geraniums, Grapes, Roses, Tomatoes and many others. 
Size—10 02. 














ACME 
30% 
MALATHION 
SPRAY 


Remarkable New 
Insect Control 


A safe phosphate-type 
spray. A spectacular new 
development, proven for 
control of flies, mites and 
many insects attacking GARDEN INSECTS 
flowers, ornamentals, vege- 
tables, fruit trees and plants 
under glass. Malathion 
brings many advantages of Parathion (widely used as 
commercial spray) without requiring its extreme pre- 
cautions. Experiment stations who have worked with 
Malathion are strong in their praise of i‘s effectiveness. 
Residual activity of 8 to 10 days. Sizes —-1 oz., 4 02z., 
Pint, Quart. 


ACME seems 


AMERICAS BEesT SELLING INSECTICIDES 
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ROTARY POWER MOWERS 
18S” and 20” Cut 





n, for con- 
owers and 
nb should a! Christensen 














“or use on | Outstanding 
Camellias, Mustrial Designe- The COOPER Cyclo-Mo Triminer Type Rotary Mower - an instant hit when introduced in ‘53 - now 
lish Ivy sets a new high in design and will surely make a “HOME RUN” for dealers in ‘54. 


ny others. Improved design provides lighter weight, maximum safety, closer trim, contour cut with NO 
SCALPING, adjustable front grass chute eliminates windrowing or bunching, simple height 
adjustment from 142” to 3%” permits the cutting of high grass or tough weeds, plus new 
Briggs & Stratton 4-cycle, easy starting engine for extreme flexibility and power. Truly 


“TOPS” in design, performance and safety. 


ML/PPER REEL TYPE POWER MOWERS 
18” and 20” Cut 


Fully enclosed oversize Diamond chain drive. 
Oversize enclosed Timken reel bearings with 
automatic ftakeup. Tubular standup steel 
handle. Patented, positive action, non-wear- 
ing clutch. Simple, powerful, self-locking. 
Extra strong, zinc die cast alloy frame. Zinc 
die cast alloy pinions with hardened steel in- 
serts. Patented 
“Quickset’ height 
adjustment with a 
range of 2” to 2%". 
Briggs & Stratton 4- 
cycle engines. Power 
driven weed cutter 
(optional). 

































Specially designed blade and shroud has desirable leaf mulching action. Tubular type 
all-steel handle with large rubber grips stands up for easy and compact storage. 


Imperial : 
oy" ROLLER TYPE MOWER Nationally Advertised 





















for ‘54 in 
Rubber covered steel roller Saturday Evening Post 
= . and caster wheels. New — ~~ & Gardens 
used as \ y positive reel adjustment and ome Ben 
ne pre- /\% new all-steel welded deck. Sunset 
: es > American Cemetery 
ed with Briggs & Stratton 4-cycle 3.1 Park Maintenance 
Iveness. \ HP engine. Rubber tired de Write or WIRE for litere 
, og Ridi Sulk optiona . 
9 + Of, ~ Y (optional ture, prices and name of 


equipment). 






nearest distributor. 


COOPER MANUFACTURING COMPAN 


609-611 South First Avenue 
Marshalltown, Iowa 
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UILT FOR THOSE WHO WANT THE BEST e 








prorits start BIG 
@ smy BIG 


) AND KEEP GROWING 


7") :~ - 








WITH 


PANU 


PLASTIC HOSE 


4 ee ee i N wr i E fe 30-FT. LENGTH WEIGHS LESS THAN ONE POUND 








R 











& 
@ CUARANTEED 4 
Here's the sprinkler that sells on sight... right off your counter. . Workmanship and material . 
Compact and flexible, the Andrews Sprinkler is a quick turn- i fully guaranteed. . 
oyer impulse item. Every homeowner is a potential customer... CARE —The ANDREWS PLASTIC 
and eyery homeowner is pre-sold by national and local advertis- HOSE SPRINKLER is recognized to be 
ing. Sales kee , fe bec ee . ll thei ich of the highest standard of quality 
ing. Sales keep coming in, because customers sell their neigh- hintaan taaiiaaaiianiet 
bors. Start stocking the Andrews Sprinkler and join thousands insure lasting service. 
of dealers who enjoy easy profits from this sure-fire sales getter! 
e272 \ fia 
= \ AY eae 
: -*' ey } ge: 
‘ ’ pli = SS) 
CAN BE SHORTENED SPRINKLES ONE WAY FOR NARROW’ STRIPS ROUND HOLES STAYS UPRIGHT 
. ° ® = 
Greater water delivery! Sprays around curves, over uneven ground. Sa 
Gentle spray can’t harm delicate flowers or blooms. Water stays put, o 
ve i wi - ion. Pe ion not tear 
even on hills... ith no run-off or erosion Perforati s do not inidiniaicdeaaivaias 
or enlarge, as do slits or cuts, and are staggered to give even coverage. 
The Andrews Sprinkler won't rot, mildew, pack or stick together... 0. 7: 
even when stored wet. If damaged near coupling, sprinkler can be JIE Ga 
fixed by merely re-setting the coupling. RE-SETABLE COUPLING 
} : = 
THE ORIGINAL 2-TUBE PLASTIC HOSE SPRINKLER 4 
20, 30, 40 & 50 Foot Length Sprinklers 
Available in Cartons of 12. Economi- ie 
cally Priced from $2.50 to $4.75 Each. le 
other Longs Avatietite. 4621-D Beaverton-Hillsdale Highway 
ii 
COPYRIGHT 1953, A, M. ANDREWS CO. Portland 19, Oregon, U.S.A. =A 
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A new JAC 










ales With IT’S A SEEDER AND 
ofit-Maker SPREADER | 









You know the advantages of handling a popular, presold, fast- 
moving item. This is it! ... the JACKSON 2-in-1 Spreader-Cart. 
Here is the unique piece of equipment that home owners, nursery- 
men, gardeners, etc. have been wasting for. It's a seeder and 
idan it’s an all-purpose cart. Reactions to the introduction of 
the new Spreader-Cart have been most gratifying! And why not! 
This piece of equipment was designed to do a lot of work. Just 
look at these features: 

The combination feature of the Spreader-Cart saves your cus- 
tomers dollars on their initial investment, saves storage space, 
and eliminates a considerable amount of time and effort in lawn 
and garden work. 

As a spreader, its ample 3 cu. ft. capacity eliminates the need for 
frequent refilling—gives greater area coverage. With the spreader IT’S AN ALL-PURPOSE CART! 
cover open (as when seeding), the cart can be used as a spreader 
for all kinds of seed and for pulverized, granular or course fer- 
tilizer. Easily accessible adjustment lever controls even flow of 
material. 

With a flick of the wrist, the same cart can be used... 

As an all-purpose cart. When the heavy-gauge spreader cover is 
closed, you have a flat-bottomed cart ideal for lawn, garden, or 
general work. 

The Spreader-Cart is the newest addition to the already popular 
JACKSON line. Take advantage of the presold quality of JACKSON 
equipment. Popularity means profits, so increase your profits by 
stocking the JACKSON 2-in-1 Spreader-Cart. 


Jaehso MANUFACTURING CC CO. 


H A R R P - 
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Keystone advertising builds up Red Brand dealers with farmers. Geo. Keller & Sons, Quincy, 
il., tes in with rising sses this effective floor display to close fence sales 


Red Brand Fence 
builds sales today 


“We like Red Brand Fence because our customers know it’s a 
quality fence. It gives them years of low-cost service.’ That is 
the experience of Wm. Keller, of Geo. Keller & Sons, Quincy, IIl., 
widely known farm implement and seed dealer . . . long time 

Red Brand Fence dealer. 


*‘Keystone’s strong radio and magazine advertising constantly 
reminds farmers of the advantages they get with Red Brand 
fence. And it reminds them of the importance of fence on 
their farms,’’” Mr. Keller emphasizes. 


“A good product aggressively advertised assures good sales today. 
That’s what we get with Red Brand. That’s why we like it. 
That’s why we’ve featured it for years. But that’s only half the 
story of Red Brand.”’ 


MAKES B 
MANY RED BRAND DEALERS ARE ENJOYING THE 
WANT T¢ 


ADVANTAGES OF THIS EFFECTIVE MERCHANDISING FOR TO 
PROGRAM. IT BRINGS IN NEW CUSTOMERS TO THEM. IT 


KEYSTONE STEEL & 


| 


NewMexicu-sqaggtnckman 


nent eee amen 
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Bill Keller finds that the Practical Land Use program helps build buying power of t fare n oon ers 
“It's good insurance,"’ he says. His seed display is a good place to discuss the plan with farr . 


...Insures Profits 
for tomorrow 


““We’ve been in business here for 75 years. We expect to be here 
for many years to come. But hey won't be profitable years 
unless our farm customers make money.”’ 


That’s the way Mr. Keller looks at his business for the future. 

He wants it to continue earning profits . . . another reason he’s 

an enthusiastic Red Brand dealer. 

“The Red Brand Practical Land Use Program helps my customers 
increase their income. It boosts their buying power. Not just 
today. But tomorrow, and for years to come. 


“T can get no better insurance on profits for tomorrow than to 
have all the farms in my territory on a Practical Land Use 
Program. They’ll be better customers for everything I sell. 
And they’ll keep on buying Red Brand fence.”’ 





MAKES BETTER CUSTOMERS OF THE OLD ONES. IF YOU 
WANT TO BUILD SALES TODAY AND INSURE PROFITS 
FOR TOMORROW, WRITE FOR COMPLETE DETAILS. 








& WIRE COMPANY PEORIA 7, ILLINOIS 


RNAMENTAL FENCE . RED TOP Ff T . ATF ° KE 
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Keystone has a complete pack- 
age to help you increase farm 
buying, and to bring these 
customers to you. It’s the 
P.L.U. (Practical Land Use 
Plan. Ask your Red Brand 
representative for details 
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ELECTRIC 


CAPTURE SALES 


sides of the fence 


on both 


It’s easy to see why these sleek, stream- 
lined beauties will capture the public’s 
fancy. New, lightweight, cast aluminum 
chassis cuts the weight of Vollrath ro- 
tary mowers. Takes most of the “push” 
out of mowing... and puts it where it 
belongs . . . back of your sales. 


And whatever your customer's prefer- 
rs 


ence... gas or electric power... there’s 
a model that’s sure to please him. So 
take advantage of the power mower 
that’s feature-packed . . . and profit- 
packed with customer appeal. Available 
in 17”, 19” and 21” models. See your 
Vollrath representative or write . . . 


THE VOLLRATH CO. * Sheboygan, Wis. 





Allied products of The Vollrath Co., 
Foundry Division 






PORTABLE 


PORTABLE HAND SAWS SABER SAW 
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VERTICAL 
DRILL STAND 


SINCE 1874 


The 


Vellrath « 


\t 





Ss 
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HAR! 


It's EASIER... moro PROF'T \PLE to 


COMPLETE SELECTION! 


There's an Allenco sprinkler or hose accessory for 


Whatever Yo 
every purpose, every purse. “ Watering Need 


your bes? fool for it is ig 


the i 
PRESOLD! € ALLENCO pa 
Allenco watering-toois—more than any other—are = 
presold to your customers by advertising. 
































Established 1887 


W. D. ALLEN MANUFACTURING Co. 
CHICAGO 6 + NEW YORK 7 
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1. CHECK WALL THICKNESS 
2. CHECK FOR ODOR 

3. CHECK FOR SMOOTH, DULL BLACK FINISH 
4. CHECK GUARANTEE 





Se SRS teere, Fe 


when you buy BA 


PLASTIC PIPE! 


VIM LL LLL LLL LLL bd 


only CARLON “the pipe with the 
stripe” meets all 4 specifications 


To be sure you get the best, make these 
four tests ... or... buy CARLON! 
It is the only plastic pipe that more than 
meets specifications established by the 
Thermoplastic Pipe Div., S. P. I., is free 
of impurities that give water a bad 
taste, has uniform dispersion of ingre- 
dients for maximum strength and 
unconditionally GUARANTEES CUS- 
TOMER SATISFACTION! 








BUY THE PIPE 
WITH THE STRIPE! 





10300 MEECH AVENUE @ CLEVELAND 5, OHIO 


CARLON PRODUCTS CORPORATION 


Manufacturing plants in Ohio, Colorado, N. Carolina, Oregon, Texas 
and Ontario ¢ Export: H. E. Botzow, New York City 


Send for literature 
1708-CP 
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LEAF PULVERIZERS 
AT NO EXTRA COST! 


4 


KK 


AN 





OUR NEW MODELS all have striking red-and-yellow bases, of either 5-times-stronger 
permanent mold aluminum with leaf pulverizers included, or smooth stamped steel 
We offer an unusually wide selection of both belt drive and direct drive models, 
with Briggs & Stratton or Clinton gasoline engines or reliable electric motors. The 
Lazy Boy line will be advertised to over forty million home-loving Americans through 
OUR NEW NATIONAL ADVERTISING CAMPAIGN in Life, Better Homes & Gardens, Household, 
Flower Grower, Popular Gardening and American Home, to help make YOUR 
selling job easy. 
Find out how you can sell MORE in '54; write today to Dept. HA-2 
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ys ® wes nus: MOWERS i 


ae DRIVE, 2 H.P.. alum. 
base. Sug. price 109.50 P t “pe. 
7” —~ * with leaf pulverizer. ta ony rf so eun as. 


tt W/ Yy Yj ; 301 West 73rd Street 
Uy / Y fs Kansas City 14, Mo. 


‘> 


) 


8400-4 21” BELT DRIVE, 
2 H.P., alum. base. Sug. 





£1033-4 18” steel base 
trimmer mower, 3450 


ft. cor 


- | Gn AHN OH MALAI 
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Medel 2052—The 
leader In the 20” fan 
field. Delivers large 
volumes of air. 
Rubber mounted 
hub largely elimi- 
nates vibration and 
motor hum. 


“Porta-Breez” Accessery—gi 
versatility to the 20” fan. 
Permits raising or lowering 
for dozens of uses. 


12” - 16" and 20” Contbination 
Portable window fans with ‘‘TIL- 
TA-BREEZ”’ accessory. 12’and 
16” models available with spac- 
er panels as extra accessory. 


TeaE LAU BLOWER COMPANY, 





L 


DIS 
STE 


Withas 
and get ¢ 
play aro 
6 “Quik 
and the 
your Sto! 
success 


of your ¢ 


New! Improved! Smarter! Better! .. . 
Indeed the finest and the best buy on 
the market for “54”, the LAU Fan per- 
formance anywhere, anytime. 


Quality Features for Faster Sales . . . 

LAU engineers lead the field again with 
foremost designs to offer the highest 
standard of quality at an exceptionally 
low cost. 


Plenty of Advertising Helps . . . 

Means Easy Sales for YOU . . . Newspaper, 
radio, television, direct mail AND dis- 
plays . . . merchandising and pro- 
motional helps. You'll sell MORE fans 
. .» MORE profitably. 


Guaranteed 5 Years... 

Lau fan ratings are Certified by the 
PFMA and carry UL approval. Fans are 
guaranteed for 5 years and motors 
Carry a one-year warranty. 


chance t 
sults, an 
May 31, 
as your 


2 ; 


2025 Home Avenue * Dayton 7, Ohio 
Write for catalogs and full information. 
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137 casn PRIZES FOR BUILDING 
DISPLAY AROUND FABULOUS 
STEAK KNIVES PREMIUM 


With a single action, you can build light bulb profits, win $1000.00, 
and get a free set of steak knives. How? By building a light bulb dis- 
play around the new Westinghouse premium. Your customers get 
6 “Quikut” hollow ground, stainless steel steak knives for just $1.00 
and the front panel from a Westinghouse 3-bulb carton bought at 
your store. Westinghouse handles all details. You simply pass your 
success story on to Westinghouse in 100 words or less. A snapshot 
of your display, tear sheets of ads, or any other materials better your 
chance to win. All entries will be judged on ingenuity and sales re- 
sults, and become the property of Westinghouse. The contest closes 
May 31, 1954. Your free set of steak knives will be mailed as soon 
as your entry arrives. 


245 ADS 
| McCalls 


243 COMIC SECTION ADS 
IN SUNDAY NEWSPAPERS March 21 
April 11 
May 2 


P lus— be TV | “WESTINGHOUSE 


STUDIO ONE” 









April 12 














FREE DISPLAY KIT 


contains basic materials 
to build prize-winning display 





you CAN BE SURE...1F ITS 
Westinghouse 
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MAIL THis Coupon 
TODAy 


=a eee > 

~ 
Westinghouse Lamp Division, Dept. HA ? 
Bloomfield, New Jersey 


SQe eee eeanes 


Please reserve my free set of 6 steak knives and rush my free 
display kit. | am interested in entering the Westinghouse 
Display Contest. 


[_] ! now sell Westinghouse Light Bulbs 
(_] ! am not yet o Westinghouse Lamp Dealer 


a 


ADDRESS__ 


ee eS = 


Mailing this coupon does nof obligate you in any way. 


i 
’ 
I 
! 
i 
l 
I 
I 
i 
d 
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Garry Moore 


now selling MYSTIK 





neh for you! 


Mystik Tape now sponsors the "Garry Moore Show" 
on CBS-TV network coast to coast! This popular, energetic, 
super-salesman is telling and selling the 
housewife audience across the nation...delivering 
powerful, hard-hitting sales messages as only 
Garry Moore can do it! Watch Garry Moore 
yourself...see him and hear him sell... 
and watch him move Mystik Tape for you! 





Tie in...cash in! 


Order more Mystik Tape NOW. Get your 
displays up in prominent locations. 
Keep them well stocked with a complete 
assortment—all 13 colors, 3 widths 

.. have plenty of reserves to meet 
the increased demand. Tie in with 
Garry Moore promotional materials— 
window streamers, back cards, newspaper 
mats—they’'re all free to you! 


ea My — bors egistered 
ePr 


MYSTIK ADHESIVE PRODUCTS, 2650 N. Kildare Ave., Chicago 39 (1984 Mystik Ad oducts 
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Don’t forget... | 


(Don't forget... pon't forget... [7 
women are 3-D 


women are 3-D | women are 





hs Se 9 eh RP Ra te 
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SO THEY WANT SO THEY WANT SO THEY WANT 


Knee Koom / Kuce Koom / Kuce Koom / 


Don’t Don’t forget...|\ | Don't forget... 
forget... - women are 1F : women are 3- 
women are ; ° 2. 


3-D 
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SO THEY ~~] 
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SO THEY WANT SO THEY WANT 


Knee Koor / Knee Koo ikyay | | Kawe Koom/ 
SS anc 



































Thats why women need an 
ironing table... with that vital 


3 DIMENSION 


plenty of room f 


i . - ght ww 
eft ™ eae 
ade Pay ce ee 
alls, A ” peed 
et} ay 
hs 

et. coe 
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IT’S A GORGEOUS 


“LOOKER” TOO... 
SUNSHINE YELLOW BAKED 
ENAMEL TOP, AND CHROME LEGS! 



































Adjustable to 10 different 
heights. Comfort level iron- 
ing, sitting or standing. 







Rid-Jid's patented fully ven- 
tilated open-mesh top 
makes ironing faster, easier, 
cooler. 


Gleaming chrome legs of tubu- 
lar steel curve gracefully out- 
ward to provide extra knee 


i 





“1M AMERICAN 
HOUSEWARES 












Non-slip plastic feet can’t mar 


. —_———_- floors—and pad can’t touch 
floor, either. 






Knee Koom 


THE J. R. CLARK COMPANY © SPRING PARK, MINNESOTA NOT 
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Plus 
A WHOPPING BIG 


id 
7 " a | ‘ “ 
oo Sper % 


IN NOTT’S OUTSTANDING 
PRE-SEASON SPECIAL 


* 


NOTT PRODUCTS NEED NO INTRODUCTION, 
particularly RAT-NOTS, MOUSE-NOTS, MOLE-NOTS, 
CRAB-NOT, SOILIFE, PLANT SHOOT and ANT-X. 


yes |  NOTT’S MERCHANDISER has been designed to attrac- 
ATTEN Noone tively display the biggest profit making home and 
w | _ garden pest control products in one complete, self- 
vaes begs en - | selling, space saving department. 
. and YOU GET THIS COLORFUL 
PROFIT MAKING MERCHANDISER 


plus A GENEROUS SUPPLY OF LEAFLETS 


BUY NOW 
PAY LATER 


No need to wait until the 
season starts. Order today 
and receive special advance 
invoice dating. \ 


A 
















CRAB-NO 

h MOLE-NOTS FF 
DOG-CHECK §) 

| MOusE-NoTS | 

SLA-RAT |) 

0 SOULIFE _ 















de 










BE SURE jh | D) 
YOU'RE ON ~ 5 fi baa 
THE a WRAST 
NOTT BANDWAGON 


BOX 87, MT. VERNON, N.Y. 


STURDY 
BEAUTIFUL 
and PRACTICAL NOTT MANUFACTURING CO., 


We are interested in NOTT’S new MERCHANDISER 
Please send literature. 








ASK YOUR JOBBER Name 
FOR DETAILS...or Address = 
City... » 





Products of the 
NOTT MANUFACTURING CO., MT. VERNON, N.Y. 


ee aca anomie 


HARDWARE AGE, FEBRUARY 4, 1954 15 











] 
by FSGS. SALE EEE. BALE de ee mee es rrIrNE er 
nptinct Le oli aan tigate: <a. > 
a eo : a 
fore 
: 


pe 
% 
wey 
Za 
t 
ae 
ae 
ihe 
Fg: 
“® 
a te 
& 
| 


MARCH 
FEATURING 









Peale AY 












mee % ; 












Pres =. 2ee bec - — oo oe oe ed 
OEE ge ee hy % 
ve dy is 
: ° 5 4 : 
a 
f S 
tl 
h 
y 
a 
SOFTER sug . 
S_ BETTER DIFF i 


AF 
es es 
} ‘ 





rr. 











ADS+TV+ DISPLAYS = $$$ FOR YOU! 


TV LIFE 


JANE FROMAN FULL PAGE 
SHOW ADVERTISEMENT | 


GENERAL (Se) ELECTRIC . March 4,11, 18 March 8 





-» AS 
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i ERE it comes again! General Electric’s big 

March “Blitz” Promotion on White lamp bulbs. 
Sales- packed advertising in LIFE, three weeks of 
the JANE FROMAN TV SHOW plus spot radio in 
key areas and effective display pieces will boom 
your bulb volume. 


General Electric White lamps . . . with the famous 
“Q” coat that softens shadows, reduces glare... are 
among the most popular bulbs for the home. They 
should be popular with you, too, because they bring 


in 5¢ more per sale than regular bulbs. 


BLITZ’? DOUBLES NORMAL 
60 AND 100-WATT VOLUME 


Actual sales records from previous years show that 
retailers who give proper store display to G-E 
White bulbs during the “Blitz” average double their 
normal sales of 60 and 100-watt bulbs. 


During past White lamp promotions WHITE 





. bd ~*~ 
* oll 


Seat 





LAMPS ACTUALLY OUTSOLD REGULAR 60 and 
100-WATT BULBS...and SALES OF THE REGULAR 
LAMPS WERE MUCH HIGHER THAN NORMAL. 


Now’s the time to make plans to tie-in with this 
“Blitz” Promotion. Be sure you have plenty of fast- 
selling G-E White bulbs on hand... 
popular 60 and 100-watt sizes. 


especially the 


4 — 


—e 
eS > . — sate = 


anno 
am wer 













G-E WHITE BULBS ARE NOW IN A NEW PACKAGE 
THAT MAKES THEM EASIER TO SEE AND SELL 








GENERAL @@) ELECTRIC 


1954 





DRAIN pire CLEANER © 


‘EATS EVERYTHING us THE PIPE’? 
‘ r pv 
i. 





1 CANNI BAL » 


URAIN PIPE CLEANEA 


be 


% New formula works in cold or hot water 
% Lithographed cans...no paper labels to tear or soil 


Not sold to the Grocery 12 oz. Cans 
Drug or Chain Stores 12 in a carton 


WINDOW STREAMER IN EVERY CARTON } shipping weight 


ORDER FROM YOUR JOBBER 12 Ibs. 


JOHN SUNSHINE CHEMICAL cO., INC., 600 West Lake Street, Chicago 6, Illinois 
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PATIO 
GARDEN 


BELL Sf: 


Big Spring Sales 













Big Summer Sales 
Year ’Round 
Gift Sales 














WITH THIS BELL YOU CAN 


Make every outdoor meal a festive 
occasion 









BIG 6 INCH BRASS BELL © And it’s a perfect House © Call guests to patio area 
SUGGESTED RETAIL Warming or “back to the coun- @ Call the children 
$6.49 try gift’ for friends @ Barbecue Bell 
@ No party is complete without © “Come and Get It” Bell 
@ “Chow Down” Bell 


this “Come and Get It” Bell 

















We believe that there is something almost irre- finish on bracket is antique black satin. This 
sistible about a BIG polished brass bell! And this bracket is perfect for mounting on building, fire- 
new Patio Garden Bell is a beauty that folks just place, patio, porch or tree. 

won't be able to leave behind. It’s a 6” Solid 

Brass bell, highly polished and lacquered. Tongue Bells are individually packed, fully assembled 
is cast and has an easy rocker type pull action, with bracket attached in attractive display car- 
a slight pull on the rawhide lanyard produces tons. Show it and you'll SELL it! 


a loud pleasing tone. The A 2360 Unit consists of 6 Patio Garden 


The Patio Garden Bell is mounted on a steel, Bells (each in display box) packed in a master 
genuine “Good Luck” horseshoe bracket . . . shipping carton. ; 











Llib Be 














; BEVIN BROS. MFG. CO. 
Dil 105 Duane St. | 
New York 8, N. Y. | 
Please send me more information on the BEVIN PATIO GARDEN BELL. | 
BROS. MFG. CO. NAME__ —~ | 
EAST HAMPTON, CONN. | 
FIRM. = , sila bade caeetiaieinaiecemael | 
Sales Agent 
John H. Graham & Co. Inc. | 
105 Duane St., New York 8, N. Y. ADDRESS ——$—__—_—_—_——— | 
MY JOBBER IS__ -_ SS ee 
DIS i 
I 
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A LLLST in appliance history... 


A Wt hia i 
Ml UWOE, 







TOASTMASTER €VERHOT 


UTOMATIC TOASTERS = = = ROASTERS AND ROASTERETTES 











Hectic 
lor a2 weeks: 


Never before in the history of the appliance business has any manufacturer 
supported its retailers so consistently. McGraw Electric appliance advertising 
will appear each and every week, for 52 weeks during 1954, in the great 
Saturday Evening Post. 








Irapressively powerful though this program is, it is by no means the whole story. 
In addition to this gigantic spearhead campaign, McGraw Electric products 
will also be heavily promoted in 14 other leading magazines. 








trademarked appliances that carry the names ‘Toastmaster,’ ‘“‘Manning-Bowman,” 


7 Hence you can expect greatly increased consumer demand for McGraw Electric 
‘“Tropic-Aire,”’ and ‘‘Everhot.” 


For sheer impact this program is in a class apart. It can do everything but tel] 
people where to buy. Only you, the retailer, can do that. 


So make the most of 1954 by your own display and promotion of McGraw 


Electric appliances. Here you have an extremely wide variety of electric see, 
housewares for every customer need and purse. Every merchandising aid is - " "9? 
available to help you. For full details check your distributor now. Mp tt 
Vic j * 7 
My McGraw Electric Company 
Koh al) Llyin, Mlinois : 
“Toastmaster Manning-Bowman Tropic-Aire. and Everhot™ are trademarks of McGraw Electric Co, Elgin, I. © 1984 
—" . 
T Manainc-Bowman TROPIC-AIRE 
&rTES TABLE APPLIANCES AND FANS ELECTRIC BEDCOVERINGS AND HEATERS 
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h Hardware Week Special 


NEW 3IG 


i 
: 


Just in time for HARDWARE WEEK! This new King Cotton Jumbo 
Ball Assortment is a terrific sales aid . . . This is the way to stock and Other King Cotton Twine Assortments 


Iso in displ If shi 
SELL ball twine. The display really goes to work for you and the ee ee ee 














customer is often prompted to buy more than one ball, more than 
one type. 1N TWINE ASSORTMENT 
6 Balls Jute Garden Twine 
6 Balls Polished India Twine 
6 Balls Red Gift Cord 
6 Balls Green Gift Cord 
12 Balls Cabled Household 
& Kite Twine 
12 Balls Parcel Post Twine 


These are BIG Balls, the twine is a good buy. The display self-shipper 
is printed in eye-catching blue and yellow on white . .. it's sure to 
stop the impulse buyer. The balanced assortment gives you an excel- 
lent variety with very little inventory. 


The King Cotton Jumbo Ball Twine Assortment #25 contains: 


100 JUTE AND INDIA 
TWINE ASSORTMENT 













10 Balls 300’ Parcel Post Twine 
6 Balls 500’ Cable Kite Twine 
4 Balls 500’ 4 Ply Household Twine 
4 Balls 160’ 2 Ply Jute Twine ; 
3 Balls 175’ 718 India Twine IRHA 
3 Balls 150’ #24 India Twine Hardware Week 
3 Balls 60’ #4'2 India Twine April 16 thru 24 
3 Balls 150’ #15 Mason Twine ' 


on JOHN H. GRAHAM & CO. INC. 


siping 105 DUANE STREET, NEW YORK 8, N. Y. 
CORDAGE 


We are 
Cooperating 





25 Balls #60 Polished India 
25 Balls #18 Polished India 
25 Balls £36 Polished India 
25 Balls 3-Ply Jute 


Ce ee _ 
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Huctied, WENING POST 
CAN-0-MAT 


THE MOST BEAUTIFUL CAN OPENER EVER MADE! 


Copied . . . but never equalled! Can-O-Mat’s beautiful styling, rich 
colors and gleaming chrome, have put it far ahead of old-fashioned can 
openers. Its features are outstanding: Single-action handle, removable 
magnet, removable cutter, and many others. It's the can opener that more 
women want... and, remember: “It’s the perfect gift!’’ 





<i Un 
: ~ 
: “Guaranteed by ™ 
Good Housekee ping , 

*, ° 










FP ONLY cAN OPENER 


with a 


) REMOVABLE wy, 
~ CUTTER NATIONALLY ADVERTISED . . . 

















Th i heel sli t 
essily 20 Ht may be rinsed FOR EASY POWERFULLY MERCHANDISED! PEN 
under the gn Keeps clean, Nobody merchandises like Rival! Now backed PARENTS 
sanitary an satet b th test dvertisi . MAGALING 
y the greatest advertising in can opener 
CLEANING history in SATURDAY EVENING POST, GOOD 





HOUSEKEEPING and PARENTS! 


ee tee 


THERE’S at IN THE NAME . . . a . . THE GREATEST NAME IN HOUSEWARES! 





% 





Gleaming e wns Meat Grinder & Food Chopper 








ya vn Portable — no clamps! Exclu- 
tial sive suction base. No marred 
{ h table tops! Large, removable, 
nents ee ad -\ Magaloy® hopper 
YG? fn ~ and feed screw. : = 
Cuew «2 Stainless steel cutters. Easy rinless ster Fal 
—_— SUCTION to clean. shinies : 
ENT = BASE! wg IT MIXES—IT WHIPSE-IT BEATS 
1e 


rine Rival 
SHRED-O-MAT ICE-O-MAT® 


4 Every kitchen needs one! Suctior Crushes ice’ for frozen drinks, chilled 

cup feet no clamps to mar - } - salads, desserts, ice bags, etc. Turn 

molU umm laliciatalolale [lo] o) (cme (e lial (ery \ sig handle to right for fine 

tee! discs to shred coarse, shred 4 ice, left for coarse. Button 
or grate = i , releases cup. 


Portable Table Models 
also available. 



















— Rival VAC-O-MAT® 





JUICE-O-MAT 





\) Portable. Two wonder- 
% Pat ful can openers in one. Anvoziae Sitine top mak 
4 ol Use it anywhere .. . on ini Geen aa A hell 
a table or wall. Vacuum eg ig Spe 


> 


disc adheres to any flat, 
AK (Sh ¢<3 non-porous surface. Re- 
7 , J movable magnet. 

; ‘ 5 

A touch changes it for ‘ 

table or wall use. een 





i sie 3 Pra ee ee 7 “2. ” — a > beeath pe? oF By OLE 
ea ae —— 
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AMERICAN 
HOME 





HOUSEHOLD 
Tooays Woman 





Take the ordinary housewife... Add this eye-catching Rubbermaic Add t 
national advertising... area 


... your recipe for big, fat profits !} -- 





rmait Add this big Rubbermatd display 


S 


area in your store... 


—= — And your cash register 


will really sing out! 


RUBBERMAID’s big 20th Anniversary consumer advertising program is bigger than ever! And this 
program is selling more women than ever before on the quality and convenience of Rubbermaid. They’re sold 
on its bright, attractive colors. They’re sold on its cushioned protection. They’re sold on the way it saves 
time and work. They’ll buy at the store where they know they can get Rubbermaid. 

YOU can take advantage of this pre-sold market. Make your store “‘the store for Rubbermaid.” 


1 STOCK a complete, basic Rubbermaid assortment 
s 


. items, sizes and colors. 


2 DISPLAY the complete Rubbermaid line in a good 


" location where shoppers will quickly see it. 


3 PROMOTE Rubbermaid in your local advertising. 


" Use the dealer helps that are provided for you. 


4 REORDER regularly to keep your Rubbermaid 


stocks complete ...so you can fill the Rubbermaid 
needs of all your customers. 


Let your customers know you carry the items they 
saw in Rubbermaid ads in their favorite magazines. 


OUR ZOTH YEAR 


Kubbeemai, GQ tiousEware 


The original... complete... only nationally-advertised line of rubber housewares 








SERENADES 
SALES 
-WAYS 


1 Ads EVERY OTHER WEEK in the 9 Ads every other month in Popular 


* Saturday Evening Post. . . you don’t Mechanics . . . America’s most wide- 
need a song and dance to reach ly read ‘‘how to do it” magazine 
your community, Post does it for you ! most read by those who carry their 

lunch to work. 


HMddiin best Buy 


WIDE MOUTH LINE 


The only popularly priced Wide Mouth line 
of vacuum bottles made! 


Eat out of it! Drink out of it! You can spoon all 
the way down to the last morsel in this gay plaid, 
red trimmed vacuum bottle. Pert and bright 
with attraction plus! The Aladdin Best Buy line 
of vacuum bottles answers the demand for a 
wide-mouth vacuum bottle to meet every need 
and every price. Available in quart, pint and 
10-0z. sizes—in lunch kits, too! 












Just wait til you pick up the tempo 
of this sales serenade. Aladdin has really gone 
on a “‘toot”’ to make sales history. 

This campaign—the biggest ever to hit 

the vacuum ware industry — will charm 
prospects into buying and lure a steady 
stream of profits into your cash register. 


@ Guaranteed by © 
Good Housekeeping 
© toy * 


45 overs HE 






3 Ads throughout the year in Parents’ 4 Ads throughout the year in Good 
* Magazine... Parents’ Magazine * Housekeeping. ... Here’s the final 


Commendation Seal means approval lid raiser on fast turn-over... the 
by those who want the best for Good Housekeeping Guaranty Seal 
themselves and their children. is a Sales clincher for many budget- 


minders. 








ALADDIN INDUSTRIES, INCORPORATED 
Nashville, Tennessee 
1107 Merchandise Mart, Chicago, Illinois 
Pacific Coast: 105 E. Lexington Drive, Glendale, Calif. 
Available in Canada from Aladdin Industries (Canada) Lid. 
1401 The Queensway, Toronto, Ontario 
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Amazing new door mat 






has 88 wiper blades 


LAA. ae 
j / 


J 


le 


SIDIIIJ 


Wives love Kleen-Ezy Mat 
that stops dirt at door 


Here’s the first real improvement in door mats in 
many years. Just put this new Gates product where 
customers can see it and they’ll take it away from 
you fast. — 

Be first in your area to offer it—a mat that scrapes —— = yeni 
soles dirt free in seconds... and can be swept or washed 
ear in Good | Clean in a jiffy ...no messy shaking. 












oo Brand new... nothing like it. Five pounds of live, Gates Kleen-Ezy PA 
nvr d an tough rubber—blades won’t mat down. Extra large— C 
. ustomers 


gives dirt-stopping protection at any doorway... and 


non-skid tread keeps it in place. Will last for years. will give you 


“a big hand” 


for carrying this item 
with the big hand 
on the label. 
—— Order 1 ly r jobber today, 
Kleen-Ezy Mats are packed flat—6 to a car- 
ton. Put the mats where folks can see the 
idected 


A big value 
at 


Customers see immedi- 
ately the big advantages of 
Kleen-Ezy...see that it is big in size, big in 





striking, wrap-around label with the big 





utility and — 2 — aan > 1G i “Stop Dirt” hand. Experience of stores in test 
sett makers not sey - ame me se —— retail o: markets proves that this is a new, substan- 
ee] Gates Garden Hose, and Gates V-Belts. The — po tial-volume profit item for hardware stores. 


Gates Rubber Co., Denver, Colorado. Get your share of these profits. 


“.-3 


Kleen-Ezy Mat 


er corse 
) 
l. 
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NOW is the time for reliability * 


here’s why 
you can depend on 


Your customers depend on you for an 
adequate supply of quality merchandise. 
And you depend on your suppliers. That’s 
why it’s important for you to sell products 
that are backed by reliable manufacturers. 
Tapatco has been in business since 1881, 
and has built up the finest reputation in 
its field for reliability. You can depend on 
Tapatco .. . on our products and on our 
service. When you sell a Tapatco item 
you know you have made a satisfied 
customer. Ask your jobber, or write us 
for literature. 


You can spot a Tapatco Buoyant Cushion any- 
where. They stand out because they ore more 
attractive. Edges ore true ... there are no 
bulges or wrinkles . . . picture designs are *K Reliability is one of the things you have to sell. 
beautiful. The Topatco technique adds up to You get that reliability when you sell Tapatco. 


sales for , safety fi f 5 ’ 
Pre eee Reliable products make happy customers! 


THE AMERICAN PAD & TEXTILE COMPANY 
Ta patdo GREENFIELD, OHIO e FAIRFIELD, CALIF. e NEW ORLEANS, LA. 





Zon cate bay OAT 
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Sleeping Bags 


A-Float many styles, prices and colors. Sportster Vest 
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Masland — makers of Masland and Cumberland 
sportswear is now part of the Tapatco organization. 
This great combination assures dealers and jobbers 
everywhere of the continued high quality that has made 
each of these names first ifi its field. Cash in on the 
big market built for these products by their depend- 
able reputation, aggessive national advertising and 
customer satisfaction. Stock, display and sell Masland 
Creek Coat 28 A 51 . Tac-L-Pac 22 A 105 and Cumberland hunting and fishing clothes—Tapatco ( 
marine safety equipment, sleeping bags and other out- 
door products. See your suppiier or write us. 


ri Rw , ’ “ae 
Handy Andy 16 D 85 ‘ . Fisherman's Creel 169 Fishing Vest 168 
be 





Motor Cover 127 
Fisherman's Pride 47 A 


THE AMERICAN PAD & TEXTILE CO. 
SPORTSWEAR DIVISION 
Greenfield, Ohio 
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The Famous ‘Flying Scout’’ with 
Triple Tread Longer Mileage Whee! 
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Now! You Can$ ust / 


e the Whole Fami 
( g) \Roller Ska 
TA it / 


Jig a Famil 
I] Recreation 


oller skat 
It’s no wonder rolier #. . sell b 
ing is one of the nati 
greatest fun and health 
tivities. It’s a swell spor! 
grand recreation for ef 
one. It’s only good bus@nd longer 
to sell the most comljnd make 
roller skate line you @y{C AGO’ 
find. You’re smart—ani 
stay way ahead—when 


sell"CHICAGO’S! 


onstructio 
mooth spl 
o skimpi 





Make Your Store Headquarters for Sidewalk and Rink St 


——__ a 





FREE ‘Spin the Wheels"’ SPANKING NEW BOX FREE RINK SK/ UMINATED 
DISPLAY All CHICAGO sidewalk DISPLAY yractical sal 
Invites customer action. skates now individually Attention gettin ge 16’ face 


Colorful. Points out fea boxed. They make sales sales appealing Panel Me liiae lal 
>. Ask for 


tures and makes sales winning mass displays. for “'Secrets’’ book <e 


A EX, g 8 
uA Vp 
i HK 18 
J 


] pb 


|: p a \\ | iV f y ad, /) }/\ 
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Now! MODERN NEW PACKAGE FOR 


GUARANTEED 
RINK OUTFITS 


Complete rink skate outfits are pac ked 
in the pleasing new red and blue box 
. and are factory-assembled and 
guaranteed. And the tongue of each 
shoe has a guarantee tag attached. 


vou con shustomers stay happy 


hole Fami 


op Chgthen you sell 
Famil{HICAGO Quality 


‘ 
ati /] Why sure! It’s easy to see why CHICAGO” 
oller skates last longer . . . skate better 

nder rolier 4. . sell better! Just look at the husky 
- of the nati 
n and healt) 
a swell sport 
eation for e 
ly good busnd longer wear are concerned. Go ahead 


onstruction. See the extra value of those 





mooth spinning wheels. And look! There’s 
o skimping on metal where durability 


/ most compind make a direct comparison between 
¥ a you SHICAGO’s and any other make the next 
‘smart—an : é‘ ; 
me y < of skates. We feel sure 
head—whatt’ 1°" think of skates. We feel sure you'll 


CO's! ke the'CHICAGO’S best. 


and Rink SI 


Companion Accessories Make Profits, Too 


= 


TOE St 


“CHICAGQ"| | ia? 
ROLLER SKATES ? ts 
CAce E LOOK FORTHICAG( om EVERY TONGUE ; 
ZEE RINK SK/ UMINATED CLOCK* ILLUMINATED SIGN* An extra profit item in great Every rink skater needs one. Laminated in either jumbo 
DISPLAY ractical sales aid A real traffic stopper demand. White non-marking Practical, colorful, fast-sell- or stondard size, Ovutwear 
tion gettin je 16" face. Avail Identifies your store asa rubber. Easily attached. ing item, Lucite handle. ordinary wood—and even 
appealing e at attractive low sales leader. Surprisingly fibre wheels. 
Secrets'' book e. Ask for details low cost. 


,, Boge id «CHICAGO: 


Wa, MM }) TW } 10. ROLLER SKATE COMPANY 













PATTERN 
FOR 
PROFITS 


Woe 


7 C\ 
MAY 4h fi HI-LO Outdoor Stoves tug at the sportsman’s heart strings. 


Unusually light and sturdy construction features four-position 
IM | fire pan for perfect heat control and a hinged steel fry top 
Mo 

















For fast turnover all year ‘round, display these USP favorites 
and watch ‘em sell themselves! 


ZIPRTOP Rubbish Burners are proven best sellers. Original 
“Zipper” top opens and closes with an easy push-pull on any 
loop. Sag-proof volcano bottom speeds burning. Electro- 
welded, reinforced construction lasts for years. Available in 


that also serves as windguard. HI-LO’s boil, broil, fry or grill. 
” 
two models. 


Come in handsome red pebbled carrying case. 


aS — 


HI-LO Camp Stools are popular indoors or out. Just as 
handy for TV parties as for picnics or fishing trips. Detach- 
able seats of heavy-duty canvas, one each red, green, yellow 
and blue. Sturdy steel legs in Kromolite finish. Set of four 
packaged in green pebbled case. 


ow 
on = 
—————— SS 
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UNION STEEL 
PRODUCTS COMPANY 


| Albion, Michigan 
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EEL the STEEL... steel’s the difference! 





Ferghip ras: 


only Ray-O-Vac is 


HEN YOU WANT a durable, lasting article—have it made 
of steel! It’s the metal that makes the nation... is, 
ad always will be the king for strength. And that’s why 
Ray-O-Vac standardized on steel. Pick up a Ray-O-Vac bat- 
try. Heft it. Get the FEEL OF STEEL. It’s that sealed-in-steel 
onstruction of Ray-O-Vac LEAK PROOF brand flashlight bat- 
tries that delivers the absolute tops in power and performance. 
Steel makes the difference. Ray-O-Vac batteries are sealed 
ompletely with a casing of quality steel, top, bottom, AND 
IDES ...there is nothing else like them on the market. 
dere’s quality construction that makes Ray-O-Vac the top 
performer in the battery industry. It costs us more to make 
... but it costs you no more. Make your future orders... 
Ray-O-Vac LEAK PROOF brand. 
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fully sealed-in-steel 


RAY-O-VAC 
COMPANY 


Madison, Wisconsin 
Ray-O-Vac Canada, Ltd. 
Winnipeg, Manitoba 








Sign up 
— thie line 





—_—_ 


for a BIG '54 


Here’s your winning tire team for 
1954. It’s headed by Goodyear’s 
new Super Eagle—with the lowest 
rolling resistance of any balloon 
tire. And it stars a variety of top- 
flight tires to fit every kind of bike, 


please every type of rider. 


For a winning season, every 
season, feature these six Goodyear 
“best sellers.” Goodyear, Cycle Tire 
Dept., Akron 16, Ohio. 


BEST IN TUBES 


Goodyear Butyl Rubber 
Tubes are compounded 
for maximum air reten- 
tion, stouter resistance to 
Punctures. 





eee 
—E 


WRITE FOR FREE SALES HELPS 


Goodyear, Cycle Tire Dept., 
Akron 16, Ohio 


Please put my name on your mailing list for free sales 


helps, promotion pieces and other useful information. 


Name_ Company 





MORE PEOPLE RIDE 





“p 
na 





Low Rolling Resistance 


SUPER EAGLE — Easier rolling and 
safer, too — thanks to rounded 
tread. A luxury tire that really 
looks it. Also available with white 
sidewalls. 











For Longer Wear 
Greater Mileage 
DELUXE RIB—With a zigzag tread 
and rounded shoulders, the Deluxe 
assures better grip and traction at 
any riding angle. It pedals easier, 
rolls more smoothly. 








Year-Round Favorite 
G-3 ALL-WEATHER — Its famous 
All-Weather tread is unsurpassed 
for road-holding traction, for 
better grip on turns, for straight- 
line stops and low rolling resistance. 









For Lightweight Bikes 
RIB TYPE LIGHTWEIGHT — Espe- 
cially designed for easy pedaling. 
Straight side and hook bead types 
to fit both English and American 
lightweight bikes. 








DOUBLE EAGLE—Heavier tread 
and stronger cord body make it 
ideal for the rugged pace of motor 
bikes. One of the best bike tires 
ever to carry the Goodyear name. 





OD, 


For Motor Bikes, for Bicycles 







STUDDED TREAD-—Assures greater 
safety, dependable traction in mud 
or off-the-pavement travel. For 
motor bikes and bicycles. 









FELL = Te RE Ene 


Super Eagle, Double Eagle, G-3, All-Weather 


—T.M.° 
M.'s The Goodyear Tire & Rubber Company, Akron, Oh!o 


EAR 


ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


HARDWARE AGE, FEBRUARY 4, 1954 


vor. 





2 Gal 








TI 





‘or Sales that are Sure to Bloom in the Spring... [t's Jugs by Columbian! 





Plain Gallon 





1 Gallon Pour Spout 








1 Gallon Faucet 


2 Gallon Faucer 


Deep air-cell 
inner stopper 
is enameled 
drinking cup! 





e DeLuxe Thermic Jugs with the TITANIUM- 


e HITE Porcelain-Enameled Steel Liner 


mone Columbian’s SPORTSMASTER Thermic Jugs hit a new high for 
NEW ... NON-SLIP, TIP-GRIP appeal . . . a new low for price in 1954! No other line offers so 


) . ie) Citeenaoniaiies much in smart appearance, so many selling features that make the 











a an ° ° ° ’ 
af / yy) drop! Other features include cash register ring. You'll be downright proud to show ‘em and very 
eather ‘ i . 
ye ff year's smartest styling, most happy with the way they sell. 
| efficient insulation, super- 
strong, One-seam, prime-steel 





] € $ 
— | jacket. Colored anodized alu- Ch Al |-A : 
= se minum caps on Champion and a m iO n m € i) Ca n 
; All-American lines. 
with the ever-popular New dove-gray PORCELAIN ENAMELED STEEL \ 


sanitary STONEWARE LINER. LINER. Also lightweight aluminum liner. * 


iD REY BY bi 2 , iin, - 
4, 1954 0 um ian | TURN PAGE for Sensational, New BONNIE LINE! 


TERRE HAUTE, INDIANA, U.S.A mspeeiinemmmsansen . | /| 























Bonnie Companions for Your Outdoor Pleasure 


The Beautiful, New, and Different 


. | me y £ AL pam 
Pas ue a 
‘ads iJ y~ : \ ee é 
me TRADEMARK 


ft, br % 
” a _ 


uf g 
OR 


@ Sensational, new and original design. 
The gorgeous-colored, striking plaid 
catches every eye! 

@ Top, locked in place when handle is up, 
is removable and is designed as handy, 
recessed serving-tray. 

@ Made of steel, it’s built to take it and like 
it! Sturdy, handsome plated hardware. 





@ Generous Capacity... 
Overall dimensions: 17” x 9” x 11%”. 
Inside dimensions: 15” x 8” x 10”. 

@ What a seller at its popular, low-price 
. .. what o natural for profits with its 
regular margins! 


No. 815 Bonnie Chest— Packed 
individually in 200-pound test 
carton. Shipping weight 13 Ibs. 
Order by number. 


Neo. 815-T Bonnie Chest— Same 
as No. 815, with inside tray for 
added convenience. Shipping 
weight 13% Ibs. 






ONE-GALLON JUG WITH TITANIUM-WHITE ENAMELED STEEL 


Companion in design to the outstanding, new Bonnie Chest . . . Highest 
attention and interest value available in jugs. Porcelain-enameled steel 
8B with Pour-Spout liner, easy-to-clean, acid-resistant . . . Most efficient insulation . . . stronger 


7B with Faucet ... leak-proof ... has new tip-grip in bottom for easy pouring ! 
(Order by Number.) 


A Banka-Mango Design 


HALF-GALLON INSULATED PICNIC JUG 
WITH REPLACEABLE GLASS LINER, 





FOLD.-A- 
‘round 1 
Weighs | 
Folds to 
8. Carri 
handle. 
or 72" » 








ANODIZED ALUMINUM CAP 


Priced to retail under $2.00 .. . Available in plaid to match 





Bonnie Chest . . . Glass liner easily removable . . . Efficient 
insulation . . . Sturdy construction in plaid steel. Also available No. 12G 
: rf / . Suds Plaid Steel 
in weatherproof all-aluminum. Convenient aluminum drinking- th trictnns 
anka- an 
cup cap. A terrific seller where a gallon capacity is not needed! Design) No. 2G 


All Aluminum 


COLUMBIAN - TERRE HAUTE, INDIANA, U.S.A.- SPORTSMASTER - CHAMPION - ALL-AMERICAN JUGS 


: 


HARDW. 
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FOLD-A-WAY TABLE of 1,000 year- 
‘round uses. Completely new for ‘54. 
Weighs only 19 lbs., hoids over 800 lbs. 
Folds to fit in car trunk, opens to serve 
8. Carries like luggage on own plastic 
handle. 60°" x 24°' top; 60°’ x 27°’. top, 
or 72°° x 30°’ top. 








— 


No. 2G 
Aluminum 


\N JUGS 








YACHT KING... 
weight, 5% Ibs. 
Colorful vat-dyed 
canvas duck on 
polished 1°’ alum- 
inum frame. Rub- 
ber-tipped feet. 
(Also available in 
plaid Saran’*.) 





TERRACE-KING , 
weight, 4 lbs. Real 
relaxation at a budget 
price! Plaid Saran* 
en polished aluminum. 


oie! 08g Mivep > 





- "Guaranteed by ™ 
Good Housekeeping 


or, aw 







¢ FOLDING CAMP 


s STOOL... weight, 

*Miracle plastic @ 1% lbs. Extruded alu- 

waterproof, minum with colorful 

non-inflammale; canvas duck; rubber- 
won't fade, stretch tipped feet. 


or mildew. 
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SUN KING 5-Position Chair 

. weight, 8 lbs. Plaid 
Saran* on polished alumi- 
num. Finger-tip adjustment to 
any of 5 positions. Folds in 
one motion. 









LOUNGE-KING ‘‘Rockerless 
Rocker’’ . . . weight, 6% Ibs. 
Plaid Saran* with padded 
seat and head-rest on pol- 
ished aluminum. Rocks to 
and fro as you shift your 
weight. Folds in one motion. 


















and nationally-advertised SUN ‘N’ SURF aluminum folding 
furniture is the line that gives you protection plus profits! 


No other summer furniture sells like light, compact, portable, 
weatherproof aluminum folding furniture! People- demand it in 
spite of higher initial cost because it’s cheaper in the long run. 
And the line YOU should feature is SUN ‘N' SURF—guaranteed by 
Good Housekeeping; nationally-advertised; styled for smartness; 
built to last . . . all fabrics lifetime-sewn with Orlon thread for 
maximum weatherproofing. The line you can do a BIG job with 
because it’s price-protected, and stocked by your LOCAL dis- 
tributor. Get the full SUN ‘N’ SURF story—send coupon today! 








MAIL COUPON TODAY FOR PRICES, 
LITERATURE, MORE INFORMATION 
@ All-Luminum Products, 36th & Reed Sts., Phila. 46, Pa. 


Please send literature and prices on 
Sun ‘N’ Surf Aluminum Furniture 








a 
: 
My distributor is 2 
Store Name & 
Buyer's Name a 
City Zone State H 


Reed Street at 36th © Philadelphia 46, Pa. awn Se oe ee 
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3 SYake your elatin 
~ th the fasr-growihg 
” plessure bosting natket/ 


1 Soom Atwater 
gives you the first outboard that 


BAILS YOUR BOAT 


PLEASURE BOATING is growing by leaps and bounds as 


America’s millions discover the all-family enjoyment of whole- 


Coler 


Flood 








some fun on the water. And Scott-Atwater stands out as the 








motor with the most to offer this booming market! Th 
. : : sales 
Bail-a-matic—a_ Scott-Atwater exclusive—brings the luxury arr" 
of power bailing to outboarders for the first time. And it’s just 19 
one of the improvements that make Scott-Atwater America’s ules: 
(------- -—— — —— — + choice for family outboarding. Pleasure boating is on the thresh- C 
| Scott-Atwater Mfg. Co., Dept. HA-24 | old of a tremendous boom... cash in with the motor designed of ox 
| Minneapolis 13, Minn. | for easy, effortless handling by every outboarder in the family: You 
| I'd like to discuss a Scott-Atwater dealership in | Scott-Atwater! dem 
this area. Please have a representative call on ‘ : : ‘ 
| me soon. | understand no obligation is involved. | Gi 
| | HERE’S YOUR CHANCE to tap this fast-growing market! A protected Scott- whol 
| LE OT TEE | Atwater dealership carries with it national and local advertising support, aoa 
liberal floor plan, customer financing, nationwide service, other selling if 
l i icsdier Casas sesenewssesaeadews ! helps. Send the coupon today! and 
L 


ie in oe ZONE...STATE...... | Seotr-Atw, «First outboard BAILS YOUR BOAT 
in history that a 


ee | 
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Get Set for Another 
SALES YEAR 














Coleman 


Floodlight histone Coleman 


Folding Camp Stoves 


Coleman Folding Picnic Table & Carrying Case 






e 


reaking All Sales Records! 





The Coleman “Outing Pal” line broke all previous Nationally Advertised with the strongest campaign 
sales records in 1953...hit a new all-time high in units in Coleman history...in LIFE, POST, AMERICAN 


MAGAZINE and all leading outdoor magazines. Backed 
by the finest assortment of merchandising and retail 
sales helps ever provided our dealers. 
: . . ae F FREE Book of Retail Sales Aids shows you how to cash 
Coleman dominates the entire market with its kind in on Coleman National Advertising le a: iain ialiadin 
of outing products... outsells all other similar makes. selling helps. Mail the coupon for your copy. 
You dominate your local market when you display and 
demonstrate them. 


sold and dollar volume. 
1954 will be a still bigger sales year for these pop- 
ular outdoor products...and for YOU, if you get set now! 




















‘ mo The Coleman Company, Inc. 
Get set now to sell more in “54! Order from your | Dept 051-HA, asian <4 Kenees 
wholesaler your Coleman Camp Stoves with the im- | Please send me free copy of the new Coleman 
proved copper-brazed fuel tank...Coleman Lanterns... j Sook of Sates Aids. 
and Coleman Picnic Table-Carrying Case NOW! NAME 
| ADDRESS 
ORDER FROM YOUR WHOLESALER | 
| CITY TATE | 
i 
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aly Warren Tools 
Y/ Double Finished 


You can see the difference in the 
double finished Grade A Hickory 


handles in Warren-Teed Tools. y 
Buy and display your 


Warren-Teed Tools in 
packages with handles 
inserted. They are easy 
to stock and inventory. 
Placed “out front’ they'll 
boost sales by helping 

to sell themselves. 


Deep stain brings out the rugged, 
perfect grain — buff wax adds a 
smooth, clean “non-slip” surface. 
Warren-Teed handles are safe and 
handsome. They put added sell 
in one of America’s finest lines of 


heavy hand tools. 


Grade A Hickory shaped into a per- 
fect handle. 


Add a smooth stain that penetrates 
and brings out the natural grain. 


Buff wax gives a sales-appealing 








handle, 
WARREN-TEED. 


WARREN TOOL CORPORATION 


Vanufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 


Export Division . . 30 Church St., New York 7, N. Y. 
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SKIL 4-way combination 


of Portable and Bench Tools 
captures two major markets for you 





Drum Sander 





Bench Saw 





The Biggest Value in the "Do-It-Yourself" 
Field: 1. World's Finest Portable Saw. 2. 
Bench Saw. 3. Drum Sander. 4. Shaping 
Unit... All for as little as $97.15. 


Sales volume tripled in nation-wide 90-day test 

your assurance of a big sales opportunity in your 
store. Think of the value you can offer your cus 
tomers—an all-around, all-purpose unit for every 


remodeling and home shop need for under $100! 


There are six SKIL Home Shop and Builders Saw 
models. 6”-74"-84%4" blade sizes. Priced from 
$43.95. 


SKIL Saw Tables From $33.95. 
SKIL Saw to ulting arbor table saw 


cross Culs, rips 


Quickly converts 
Makes all 
Actually 


cuts—bevels, miters, 


doubles use of saw 


SKIL Sander and Shaper Kits from $19.25. (Quickly 
converts SAIL Home Shop Saw Table into shaper 
and drum sander for all drum sanding, grooving 


molding, shaping 


22 Tools to Step Up Your Power Tool Profits! SK II 
—the Biggest, Best-Accepted Line of Tools in the 
Home Shop Field! You'll Never Miss a Sale Be 
cause SKIL Gives You a Tool 


SKIL Backs Your Sales Effort with 
Year 'Round Advertising in 1954! 


ina Price Range 
for Every Buyer! 
Complets informatior Ca Y 


Wholesaler or 


SKIL is advertising in leading national magazines and supple- Fo, 
ments including: Saturday Evening Post, Better Homes & 
Gardens, Popular Mechanics and The Family Handyman. 
These are big space ads with plenty of “‘sell” on the SKIL four- 


Send Coupon Bel 





way combination of portable and stationary tools! | SKIL Corporation, Dept. HA-24 | 
| 5033 Elston Avenue, Chicago 30, Illinois | 
| Please send me complete information on the SKIL Four-Way Combi | 
| nation of portable and bench tools and the SKIL Home Shop Line | 
| | 
| Nome | 
| | 
HOME SHOP TOOLS Sweet 
Made only by SKIL Corporation, formerly SKILSAW, Inc. | City State | 
5033 Elston Avenue, Chicago 30, illinois - 3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities L an aw ae ae ee ee ee ewe aw ew ew aw aw a a ew a ee ea a 
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Flere's a quality line with real profit possibilities. 
To get the most out of it carry the complete Champion 
DeArment Channellock line. Millions of national maga- 
zine subscribers will read about the Channellock line 
every month’. they are being told and sold. Use 
display boards, stock the full line .. for real profit 
possibilities. You can sell more pliers than ever before 


when you feature the complete Champion DeArment 


x 


Channellock line. 





ROO eee Gre ea 


COT TT ae ope 
Tees Oe 
i 








uaaal CHAMPION DeARMENT TOOL CO. - 


MEADVILLE, PENNSYLVANIA 
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[STANLEY ] 


A NEW 7' | ee 


BUILDERS SAW 


Here’s a new Stanley Handyman builders saw that 
cuts 2 x 4’s at 45° and only weighs 12 Ibs. Its 7” 
blade takes a deep 2%” bite at 90° and bevels at 
any angle up to 45°. Competitively priced. 








Gj. ; hh The H70 
BAA f 


CHECK THESE OUTSTANDING~ 
STANLEY FEATURES 


Patented Stanley blade flanges that protect 
| the motor from shock loads. If user hits a 
nail or other obstruction, the blade stops 
but the motor turns over until switch 
off. There’s never any kickback or motor 


An automatic telescoping safety guard with 
burn out. 3 convenient finger knob control. Positive 
Cutaway window lets user see what he’s safety at all times — hands are never near 

2 doing as he does it. Can keep eye on the the cutting edge even when pulling back 
line of cut, whether left- or right-handed. the guard. 


OTHER STANLEY HANDYMAN SAW ADVANTAGES 


Housing — Fully polished, die cast aluminum alloy Speed — 5200 r.p.m. with no load 


Gears — Alloy steel Accessories — Metal carrying case, ripping guide, ex 
tra blades and extension cords 








| 


Bearings — Full anti-friction ball and needle 


Service — There is a Stanley Electric Tool Service 

Switch —Double pole, momentary contact Station near you, no matter where you 

i F are located. Consult your classified 
h Handle — Pebbled, non-slip surface, “multi-grip” telephone directory. 









pe eeee 
















bet TE SEO 





addition to 


a new and timely 
- line of tested 


Here’s 





Stanley Handyman 
a roved electric tools. Call your STANLEY} 
pro ay or for na details, 





supplier tod 
write Stanley 
Myrtle Street, 





Electric Tools, 408 


HARDWARE 
New Britain, Conn. 


TOOLS 
STEEL STRAPPING 
STEEL 


ELECTRIC TOOLS 
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display em on your counter and... 
theyll sell themselves ! 


these LEADING JOBBERS can supply you from STOCK 


Amarillo Hardware Company Amarillo, Texas 
American Hardware Supply Co. - Pittsburgh, Pa 
Arett Sales Corp. New Rochelle, N.Y 


Baker & Hamilton — San Francisco, Cai 

Bay Cities Wholesale Hardware Co. Sam Francisco, Cali! 
Beckley Hardware & Supply Co. Beckley, W. Va 
Belknap Hdwe & Mfg. Co.- Louisville, Ky 

Benson, L. A. Co.— Baltimore, Md. 

Billings Hardware Co. — Billings, Mont. 

Blish, Mize & Silliman Hardware Co.— Atchison, Kansas 
Bluefield Hardware Co. Bluefield, W. Va 

Bluefield Supply Co. Bluefield, W. Va 

Bostwick-Braun Company Toledo, Ohio 

Bruce-Rogers Company Fort Smith, Ark 

Buchanan- Wiiliamson Supply Co. Grundy, Va 

Budrow & Company Los Angeles, Cai 

Buhrman Pharr Hardware Company — Texarkana, Ark.-Tex. 
Buyrn, Old & Eaton, Inc.—Norfolk, Va 


California Hardware Co.—Los Angeles, Cai 
Carlisle Hardware Co.- Springfield, Mass 
Central Hardware Company St. Louis, Missouri 
Central Wholesale Co. Boise, Idaho 

Charleston Hardware Co. Charleston, W. Va. 
Cleveland Hardware Co. Shelby, N.C 

Cotter & Company —Chicago 11, Illinois 

Crisman Hardware Co. Chattanooga, Tenn 


Danser Hardware & Supply Company Weston, W. Va 
Dawson, G. R. & Son Chester, S. Carolina 
Drumheller Company — Walla Walla, Wash. 
Dunham, Carrigan & Hayden Co.— San Francisco, Cal. 


Emmons-Hawkins Hdwe Co.—Huntington, W. Va 


Famport Hardware Co. —New York, N. Y. 
Farwell-Ozmun-Kirk & Co.— St. Paul, Minn 
Findlater Hardware Co. San Angelo, Texas 

Foster. Thornburg Hardware Co. Huntington, W. Va. 
Fox Brothers Hardware Co.— Pine Bluff, Ark 

Fries, Beall & Sharp Co.— Washington, 0.C 


General Hardware & Supply— Philipsburg, Pa 
Goodkin Hardware Company Hollywood, California 
Goshorn Hardware Company Charleston, W. Va 


Hail & Company—Spartanburg, S. Carolina 

Hardsocg, Martin The, Company—Pittsburgh, Pa 
Hardware Distributing Company — Seattle, Washington 
Harper & Reynolds Corp.,—Los Angeles, California 
Hibbard, Spencer, Bartiett & Co.— Chicago, Illinois 





Hight Co., The W.T.— Boston, Mass. 

Holmes Hardware Company Pueblo, Colorado 
House-Hasson Hardware Co. Knoxville, Tenn 
Hubbard, Geo. W. Hardware Co. Flint, Mich 
Hubhy-Reese Co., Inc.—Waco, Texas 

Hulfish, Worth & Sons Alexandria, Va 

Hunt & Mottet Co.—Tacoma, Washington 


Janney -Semple-Hill & Co. Minneapolis. Minn. 
Jellico Hardware Co., Inc. Jellico, Tenn 
Jensen-Byrd Company — Spokane, Wash 


Kane & Keyser Hardware Co.— Belington, W. Va. 
Keith-Simmons Co.— Nashville, Tenn 
Kelley-How-Thomson Co. Duluth, Minnesota 
Kruse Hardware Company Cincinnati, Ohio 


Leonard, Chas. Hardware Co. Petersburg, Va. 
Loewenstein & Sons Charleston, W. Va 

Logan Hardware & Supply Logan, W. Va 

Long-Lewis Hardware Company Birmingham, Alabama 


McCarty, H.J. & Company Detrcit, Michigan 
McClung, C.J. & Company Knoxville, Tenn 
McComb Supply Company Harlan, Ky 
McMaster-Carr Supply Co. Chicago, tll 
Marshall-Wells Company Duluth, Minn 

Maxwell Wholesale Hdwe Co. Oakland, Cai 
Miller, C. H., Hardware Company — Huntingdon, Pa 
Missoula Mercantile Company — Missoula, Montana 
Momsen-Dunnigan-Ryan Co. E! Paso, Tex 
Monroe Hardware Co. Monroe, N.C. 
Moore-Handley Hardware Co. Birmingham, Ala. 
Marton, Chas. E. Company Los Angeles, Cali! 


Newark Specialty Company Newark, N.J 
Northern Wholesale Hdwe Co.- Portland, Oregon 
Norton Hardware Company Norton, Virginia 


Oklahoma Hardware Co. Oklahoma City, Okla. 
Orgil! Bros. & Company — Memphis, Tenn 
Ott-Heiskell Company Wheeling, W. Va 


Pacific Tent & Awning Company — Fresno, Calif 

Paxton & Gallagher Co.Omaha, Neb 

Pennsylvania & West Virginia SupplyCorp. Wheeling, W.Va 
Persingers, inc. Charleston, W. Va 

Persinger Supply Co.—Williamson, W. Va 

Phillips Hardware Company —Cambridge, Maryland 
Phillips, 1. W. & Company —- Tampa, Fla 

Pritziaft Hdwe., John — Milwaukee, Wis. 

Prutzman, H. C. Company— Altoona, Pa 


JUDSEN RUBBER WORKS, INC. © 4107 W. KINZIE STREET © CHICAGO 24, ILLINOIS © Founded 1891 


Railey-Mi!am Inc.— Miami, Fla. 
Raleigh Hardware Co.— Beckley, W. Va. 


Saginaw Hardware Company Saginaw, Michigan 
Schelly, C. Y .& Bros.—Allentown, Pa 

Schlatter Hardware Co.—Fort Wayne, indiana 
Seattle Hardware Co.—Seattle, Wash 

Seller Bros. & Company — San Francisco, Cal. 
Shapleigh Hardware Co. St. Louis, Mo 
Sickels-Loder, Inc.--New York, New York 

Simon Hardware Company — Oakland, California 
Somers, Fitier & Todd Co. Pittsburgh, Pa 
Southern Hardware Company——Charleston, W. Va 
Southern Hardware Co., inc.—Helena, Ark 
Southwestern Hardware Co. Oklahoma City, Okla. 
Sovetts, R.D. Los Angeles, Cali! 

Speer Hardware Co.— Fort Smith, Ark 

Stearns, F. C., Hardware, Inc.— Hot Springs, Ark. 
Sterling Hardware Company— Hazard, Kentucky 
Stratton & Terstegge Co.— Louisville, Ky 
Stratton-Baldwin Co. Inc.—New Osleans, La. 
Stratton- Warren Hardware Co.— Memphis, Tena. 
Summers Hdwe & Supply Co.—Johnson City, Tenn. 
Superior -Sterling Company— Bluefield, W. Va. 
Swank Hardware Co.—Johnstowa, Pa, 


Thomson-Diggs Co. Sacramento, Cal. 
Townley Metal & Hdwe Co.— Kansas City, Me. 
Tracy-Wells Company Columbus, Ohio 
Tryon, Edw. K. Company— Philadelphia, Pa. 


Union Hardware & Metal Co. —Los Angeles, Calif. 


Valley Supply Company —Elkins, W. Va. 
Van Camp Hardware & Iron Co.— indianapolis, Ind. 
Virginia Wholesale Company — Appalachia, Virginia 


Watkins Cottrell Company —Richmond, Va. 

Weed & Company— Buffalo, N.Y 

Wein Hardware Co., Inc.—New York, N.Y 
Western Wholesale Hdwe Co.— San Francisco, Cal. 
Williamson, Ben & Co., inc.—Ashland, Ky. 

Willis, R. F. & Bros., Inc.— Penns Grove, N.J 
Wilson-Pugh Company— Cumberland, Md. 
Wimberly-Thomas Hdwe Co. — Birmingham, Ala. 
Woodbury Hardware Company Portland, Ore 
Woodward Hardware Co. — Cairo. Illinois 
Woodward, Wight & Company New Orleans, La. 
Worth Hardware Company—New York. WN. Y. 
Worthington, George Co. Cleveland, Ohio 


Zork Hardware Co. -E1 Paso, Texas 





MOLDED RUBBER e EXTRUDED RUBBER e@ SPONGE RUBBER 
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How Porter-Cable helps you 


/ 


@ As a Porter-Cable Distributor you get more than 
a good line of tools. You get on-the-spot assistance 
from your local P-C Sales Representative to help you 
move those tools. 

The P-C Representative shown above is demon- 
strating Routers in a hardware store in Canton, Ohio. 
His audience: The distributor’s inside and outside 
salesmen and prospective tool customers. 

Each P-C Representative is factory trained to con- 
duct such meetings. He’s an expert in using tested 
sales appeals to convert prospects into immediate 
buyers and loyal repeat customers. 

Direct, productive help like this is one of the 
reasons a Porter-Cable Distributorship is so profitable. 
Right now there are several lucrative territories still 
open. YOU might be one of the men we're looking for. 
Find out — write today. 


Porter-Cable Machine Co. 


2102 N. Salina Street, Syracuse 8, New York 


Routers * Planes * Hedgshear 
Combination Drill Sander 


* Belt Sanders * Orbital Sanders * 
Shapers ¢ Drills * Lock Mortiser * 
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Sell More Electric Tools! 


Porter-Cable R 
e . 
Personally help ss ee 


° Tr Gining of s 
ales peop, 


ati 
® Store dem onstrati on 


ee ons and promoti, 
orticipation in trade shows* 


* Inventory contro] 
direct mai] 


Send for 


at full d 


our 12-page Disa’, 2" @ co 


Distributor Policy 


Porter-Cable 
Qualily Fleclrie Joo€s. 








AN ACTUAL 


0. — OO —— 


LAWN RAZOR 


Patent 2070190 


a 






EVERY HOME OWNER 
A POTENTIAL CUSTOMER 


This Lawn Razor will be the big seller for ‘'54’’—the item that gives 
you that extra profit. Here are three reasons why:- 


First, it’s new and different. Second, it’s loaded with sales appeals 
such as razor sharp because it has a razor blade edge and easy to 
keep sharp because it uses any double edge razor blade. Third, every 
house and camp owner is a prospect 


To help you stop store traffic and get your share of sales, 6 Lawn 
Razors are packed in a small, yet attention getting master display 
carton. Each Lawn Razor in this carton is individually packed com- 
plete with 9 double edge blades in a colorful package that tells a 
complete sales story. Just display them—they sell themselves. 


Besides this, the Lawn Razor will receive national publicity and there 
are free folders and advertising mats available for your use 






Ask your jobber to show you this tool and give you 
complete details or write us. Don’t miss this 
chance to enjoy this extra business—order 
your Lawn Razors from your jobber today 


Write today for your FREE catalog 
giving details on more than 65 
other Lawn and Farm Tools. 


Other Patents Pending 


| 
; 
} 
3 








Suggested 
Retail 


$2.25 


= = = 
Check These “| 


Terrific Sales Appeals 


= RAZOR SHARP — 
RAZOR BLADE EDGE 


: 

i ELIMINATES 
i | ea SHARPENING WORRIES — 
‘ 
i 
I 


USES ANY DOUBLE EDGE BLADE 
- EASILY CUTS AND 
TRIMS CLOSE TO GROUND 


FOLDS FOR 


| a EASY STORAGE 
4 PATENTED 
| a SAFETY GUARD 
UNCONDITIONALLY 
| a GUARANTEED 
Ee EE ES ee a 
FREE SHIRT 
A free Hathaway shirt to Mr. Geo. Kimier, 
Kimler Hardware Co., Hamden, Conn. Send 
us your shirt size. Also, free shirt to Jobber 
salesman in your area who sells North Wayne 


Tools. Please send his name, company and 
address. 


NORTH WAYNE TOOL COMPANY 


OAKLAND 1, MAINE 
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LEXTRA SALES... EXTRA PROFITS 


' 


F 





Nuit . 


The CHOREMASTER One Wheel Garden Tractor is a multi-purpose 
Unit. Customers can get low-cost CHOREMASTER attachments . . . 
cultivating tools, mowers, sprayer, snowplow, seeder, etc. . . . for 
house, farm, yard or garden chores. One-wheel design permits 
“between-the-row”’ cultivation ... makes CHOREMASTER the top 
seller it is. 


CHOREMASTER’S the **main attraction” with 
customers and dealers alike. Customers recognize 
CHOREMASTER Power Equipment as the 
labor-savers that can’t be beat-——-dealers acclaim 
CHOREMASTER as the top seller that builds 
business ... produces extra sales, extra profits 


all year ’round., 


Write for Dealer kit and name of distributor. 


BY WARD-HI 
AL ADVERTISING 
‘ tly 
R Line is constan 
i : steady flow nd 
dvertising in eee so 
zines. CHOREMA | 


HATION 


the CHOREMA 


being pre-sol 
rd-hitting 
ha home maga 


passes any- 
al ma 


and 
highly com 


es thing ever ° _ 


| 


_-CHOREMpsrER 


WEBER ENGINEERED PRODUCTS, INC. 


Manufacturers of Choremaster Garden Tract rs, lers, Rot 


terial sur 
d in this 





FARM AND GARDEN SALES, INC. 
Chorsinniter Peadiues 


‘ 
yUDsiIdiary 


828 EVANS ST., CINCINNATI 4, OHIO 
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WORLD'S ONE WHEEL GARDEN TRACTOR 


with 35 money-making attachments, 1/2 — 3 H. P. Models 
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SALES MAKING POWER UNITS NS, 









CHOREMASTER ROTARY TILLER 


Here’s the fastest grow- 
ge | 
/ 


ing product in the field. 
Self-contained unit does y 
all ground work in one 

Operation . . . plows, 

discs, harrows and cul- nM 
tivates. No attachments > A t , 
needed. The biggest PRE 

profit investment you # 

can make. r 





j, ne ROTARY MOWEI 
~ . 
F 4 | 


The beautiful, profit-packed unit 
that sells on sight. Fast, safe, com- 
fortable. ‘Fine cuts’? 18-inch swath. 
Simplified controls and adjust- 
ments. Low-cost leaf mulcher at- 
tachment makes Autumn sales hum. 


CHOREMASTER POWER HOLE DIGGER 
Gives your customers a permanent vacation 

from laborious hand digging. Power driven 

mechanical digger requires only seconds 

per hole for limited or extensive fencing 

jobs. Works on steep hillsides, soft ground, 

woods, waterways and gullies. 


CHOREMASTER CHAIN SAW 
Sets the pace in the chain saw field 


Notches, fells and trims toughest trees 
Lightweight, rugged, durable. Easy to 
handle under all conditions. Anyone can 
operate it... everyone can afford it. 











_ _DEALER’S 
Sasemovyso"—= PROFIT 










3% 


ON THIS FAST-MOVING 
ASSORTMENT OF 
POPULAR GRASS SHEARS 


A] TOOLS 
FOR *21° 


Best buy of the season. LONG PROFIT and 
the ASSORTMENT IS RIGHT for quick 
sell-out. You'll turn this over several times 


d nis me 
: ES | : \ 






during the season! 





No. J 7 PROFIT-MAKER PACK 
No. 77 CONSISTS OF: 


FREE —this colorful Grass Shears 12 No. 057 Special “EZY-CUT" Grass Shears 
Metal Display. ALSO “How To 6 No. A57 “EZY-CUT" Grass Shears 
Sell More Garden Tools”, a 2 No. 277 World's Finest Grass Shears 
sales manual for retail clerks. 1 No. 277 FREE 
All 21 tools (each in standard pac Sage) pac ked in single oe oe ee Apt ony i sinasis 


carton with metal display board (15! x 13°4" x 10%”) 
and copy of retail clerk’s sales maneel. Wt. 23 Ibs. 


OTHER aaa owe SPRING HEADLINERS 


Ff HEDGE SHEARS 
Snape N W LAWN TRIMMER . ——_ 


WORLD’S FINEST PRUNER No. 700. Here’s the elec- <— mas 
tric trimmer you 
have been wait- 
ing for. Backed 











& * a 
4 “%, rey oe the best No. 64-9. Complete line in styles 
- : —— ae and price range, including No. 64-9, 
—_ ay = - — the world’s finest, with blades forged 
iced competi- »f Sheffield steel. 
tively at $29.95 . 
retail. 


No. 119. This is the pruner every , PRUNING SAWS 
dealer should have—the fastest sell- ee. ul a 
ing pruner in the world—the best Seymour Smit aa 4 : 


known and most widely advertised. nee 
MOST RESPECTED NAME 
IN GARDEN TOOLS 





Famous Swedish styles and steel. 
Extremely fast cutters, from 14” to 
30” blades. Also Pole Saws with ex- 
cellent new improvements. 





No. 118. Like the 119 but slightly 
smaller—ideal size for the ladies. | 











SEYMOUR SMITH & SON, INC., 41502 Main St., Oakville, Conn., U. S. A. 
Sales Representative: John H. Graham & Co., Inc., 105 Duane St., New York 8, N. Y. 
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WITH THIS COMPLETE LINE 
OF POWER MOWERS 


RUGGED ROTARY MOWERS 


Model 421A 20” Self-Propelled “—~ = 
Model 420B 20” Side-Trimmer \ 
Model 412B 21” Front-Trimmer \ 
Model 361E 18” Front-Trimmer } 
Model 362E 18” Side-Trimmer } 
Model 360 18” Electric 


GREAT REEL TYPE MOWERS 


@ 441B 21” 1.6h.p. 
e 433C 18” Special 1.1 h.p. 
e 438B 18” DeLuxe 1.1 h.p. 


SELF-PROPELLED 


POWER TO MOW- 
POWER TO GO 





Bolens offers a complete line of both gasoline and electric powered 
models, with power units and cutting widths to suit every budget 
and need, from cottage to estate. All as smartly styled as a sports car. 
Powerful, easy to handle. All designed for volume sales. Whatever 
type your customers prefer, it’s in the Bolens line — along with 
more and better selling aids that multiply inventory turnover. 





GRIND-A-LEAF 
ATTACHMENT 
No leaf raking, burning 
or disposal problem. 
Wonderful, easily at- 
tached device pulverizes 





BOLENS 421A 20 INCH 
_ ROTARY 2% H. P. 


autumn leaves and dis- 
tributes them evenly 
over lawn as fine 
fertilizer. 
























Pie A Ol 
THIS WINNING SALES COMBINATION SCORES IN SALES 
BOLENS GARDEN TRACTORS BOLENS CHAIN SAWS BOLENS M-E ROTARY TILLERS 
A ee. 7 <n 









Featuring the Bolens M-E Mustang 
and 3 larger models—the BA-12, BA- 
Versa-Matic Drive gives variable for- 6 models including a bow-saw, loaded 16 and BA-24, all carrying the 
ward speeds and safety type reverse. with new features and offered at a Guarantee... Non-winding tines 
9 models—111 attachments. new low price to help you make sales. guaranteed against breakage. 


WITH BOLENS YOU’LL OFFER MORE...MAKE MORE IN ’54 


Mail Coupon Now for details on 
BOLENS POWER PROFIT PLAN 


BOLENS PRODUCTS DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 

233-2 South Park Street, Port Washington, Wisconsin 

Please send information on BOLENS money making Dealer Franchise Offer. 






















See ‘‘America’s Finest Outdoor 
Power Equipment”’ at: 
NEW YORK MERCHANDISER 
71st Infantry Reg. Armory 
Booths 173-177 
February 2-4 

















coccererer er 


PENNSYLVANIA & ATLANTIC ea ee <<<  .. 
SEABOARD HDWE. ASSOC. aie Seay a ee 
Chalfonte-Haddon Hall Address mo = 
a — 702 Bane A op a STR A CC AAAS 
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DISPLAY-PACKAGED 
ON A STORAGE REEL! 


SUPPLEX is the only flexible 
sprinkler display-packaged on 
a handy reel for easy storage 
and longer life. 

THE COLORFUL TELL-ALL 
CARD ACROSS THE PACKAGE 
SELLS SUPPLEX FOR YOU! 


[/pPLEX 


SPRINKLER 


TRIPLE TUBE ® ON A REEL 

































PATENTED* 


TRIPLE TUBE CONSTRUCTION 


Because it’s wider than it is high, SUPPLEX always lies flat, Because 
it has holes on the upper side only, it sprays UPWARD ONLY, at 
exactly calculated angles. It distributes a gentle, even ‘rainfall’ 
along its entire length—no downward jets to wash out loam or 
seedlings. Turned over, SUPPLEX is an excellent SOAKER too! 

*Manufactured under U.S. Patent #2,621,075. Other Patents Pending. 


PLENTY OF STEAM BEHIND 


> 





WWD 1A 


WEEMMLPOST vamos SHOT 






oa, =~ 





rs 
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cUPPLEA 
GARDEN HOSE 


10 YEAR GUARANTEE _ (1 


NOW WITH 


FREE 
REEL 
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STREAMLINE YOUR INVENTORY! 


The SUPPLEX STANDARD GARDEN HOSE delivers all 
the water available in 90% of American homes. Why 
have a storeroom full of different diameter hoses when 
this one hose is right for 9 out of 10 customers? 









SUPPLEX 50 FT. 
; STANDARD 95 | 
Suggested retail WITH FREE REEL 
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NEW FLUSH-OUT CLAMP 
Gy Makes it easy to clean out silt, mud and other impur- 
iy» ities that collect at the very end of the Sprinkler. 

\ SUPPLEX SERVICE KITS will be available to repair 
accidental damage to the Sprinkler, and to make 
tailored Sprinkler lengths. 







REINFORCED WITH TIRE-CORD! 


So tough it can be shut off at the nozzle 
and left under full pressure in hottest 
summer sun for days! 


REATTACHABLE 
COUPLINGS 


No returns: Leaky 
couplings or accidental 
damage con be easily 
repaired at home. 
SUPPLEX SERVICE KITS 
available for splicing or 
tailor-made lengths. 


SUPPLEX CORPORATION GARWOOD, NEW JERSEY 


Division of Industrial Synthetics Corporation 
Manufacturers of SUPPLEX SPRINKLERS AND SUPPLEX REINFORCED GARDEN HOSE 
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Model #600 —— 25 
foot length covers a 
rectangular area 25 ft. 
long by 25 ft. wide 
(625 sq. ft.) 


Suggested retail 


Model #1000 — 50 
foot length covers a 
rectangular area 50 ft. 
long by 20 ft. wide 
(1000 sq. ft.) 


Suggested retail 


$ > 


PRICES INCLUDE 
STORAGE REEL 


The SUPPLEX TEAM that has 
swept the garden market 
on the sheer strength of 
unbeatable quality—now is 
teamed up in an all-out 
national advertising 
campaign! 


Last season, the SUPPLEX 
SPRINKLER was a sellout 
everywhere, because so 
many of your customers 
heard from their neighbors 
about SUPPLEX perform- 
ance. 


Last season, more of your 
customers than ever before 
picked SUPPLEX GARDEN 
HOSE —tire-cord reinforced 
and guaranteed for 10 
years—as the country’s best 
garden hose buy. 


THIS YEAR, we’re telling 
every one of your customers 
about this great SUPPLEX 
TEAM in national maga- 
zines, newspapers, home 
and garden magazines and 
on radio and TV! 


ADVERTISED IN 


LIFE 

SATURDAY EVENING POST 
BETTER HOMES & GARDENS 
AMERICAN HOME 

POPULAR GARDENING 
FLOWER GROWER 

NEW YORK TIMES 

NEW YORK HERALD TRIBUNE 
and other leading 
newspaper garden sections 


and garden magazines 


PLUS 


TV and RADIO! 


PLUS 
DEALER SELLING AIDS: 


NEWSPAPER MATS 
WINDOW STREAMERS 
ENVELOPE STUFFERS 
TELEVISION FILM 


Place your SUPPLEX 
order now with your 
Jobber’s Salesman! 


$l 








WHAT JOBBERS SAY 


IS MORE ee ee 


Fe oeruary 29, ] 1952 


T Seve 
ur retail store sd it —_ year 
daily in yards and 


y-Tite -ous lumber 


the var 
vicinity. 
agin truly yours, 
J. E. SMI = te 
jarlon 
aaa paintHa viwareDePt- 
g 


Ox. INC. 


KAY-TITE, when applied properly, is ap- 
proved by the Veterans Administration in 
the North Jersey Area. Kay-Tite is used 
by leading building contractors in North- 
ern New Jersey to solve their water seepage 
problems. One U. S. military department 
tested Kay-Tite against seven competitors 
—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 

but we let users prove it! 

AT YOUR JOBBERS or 

WRITE FOR PRICES 


yeu" 





PROTECTS MASONRY 
_ AGAINST 
WATER SEEPAGE 

























er WHITE 
BRICK and 


CREAM GREEN 
STUCCO 


KAY-TITE company 


BUFF BLUE 





CINDER BLOCK 
ROUGH MASONRY 
UNGLAZED TILE 





GRAY 
ROSE 
BRICK RED 


COLORS 


YELLOW 


SPANISH BUFF 








$2 








WEST ORANGE NEW JERSEY 


ELEVEN FAR WESTERN STATES CONTACT KAY-TITE COMPANY 
1717 WESTLAKE AVENUE, NORTH, SEATTLE 9, WASHINGTON 
More than 20 years of satisfactory performance 
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B) Swan Crscorinces ti Hou 
eta: 
'LEXIBLE SPRINKLER! 


Does the work of a Lawn-Sprinkler and Soil-Soaker, 
and does it better! 


. 







Sprinkles or soaks uneven 






Guaranteed to lie flat! 
Will not roll 
or shift position! 


Stays where you put it! 










The Best Sprinkler 
pling on the Market! 


terrain ... terraces... long 
narrow strips . . . between 





walks or vegetable rows 






... all those hard-to-get-at 


WATER OPENINGS places! Throws lots 
ON ONE SIDE ONLY of water! 













" MALE ON ONE END 
FEMALE ON OTHER END 
Several lengths can be joined 












< 
‘= 











25’ 






The above illustration shows the Swan 
TRIPLE-TUBE Sprinkler in action. Water 


openings are scientifically placed at the correct 





fan's new TRIPLE-TUBE Sprinkler coupling 
right! (See cut away view above). Three 

















bered brass inserts (See figure A) fit each angles. Every square foot of area receives a 

be perfectly, prevent plastic tube from tear- steady, gentle soaking! Covers a strip about 

}. Brass coupling is securely seated-around 25 feet wide the entire length of the sprinkler, The only practical way to sprinkle or soak long 

erts assuring permanent water-tight connec- with normal city water pressure. Made of narrow strips, rectangular, square, or oval 

m. Female coupling on one end, male beautiful green plastic. Tough, thick walls areas. When used as a soaker will not damage 

mpling with brass cap on other end. When prevent tearing, snagging on thorns, or burst- roots, and will not wet the underside of foliage. 

itis unscrewed, additional sprinklers can be ing. Will not fade, rot, or mildew. Easy to clean A thust for everyone who wants beautiful lawns, 
hed in series. and keep clean. flowers, and productive vegetable gardens. 





AVAILABLE IN 25-FT. AND 50-FT. LENGTHS AND PRICED TO SELL! 





25-Ft. 
Sprinkler 
Retails at 





: — » $325 
= == 





Sprinkler 
Retails at 


$498 























Each Swan TRIPLE-TUBE flexible sprinkler STYLE LENGTH PACKAGING WEIGHT 
is securely and beautifully packaged with 25-Ft. 10 Sprinklers > emstien 27 Ibs. 
olorful merchandising display on each side No. 20 ; 

Tells your customers the entire story, yet al- 50-Ft. 10 Sprinklers to carton 47 \bs. 

















lows them to examine merchandise completely 















SWAN RUBBER COMPANY e BUCYRUS, OHIO, JU. S. A. 













SWAN’S FAMOUS 


of Plastic Garden Hose 


VIRGIN VINYL PLASTIC « LIGHT WEIGH? 
EASY TO HANDLE DURABLE BEAUTIFUL 4 
































IS SELLING GREAT GUNS! 


Introduced to the hardware trade last 
fall, the Swan ‘Jewel Box” display of 
plastic garden hose has become a 
“must” for every hardware merchant. 
If you have not already ordered your 
supply of this beautifully-packaged, 
colorful plastic hose — 


ct Your 
Contac yobber | 


Swa sat TODAY 


UNIT 
SIZE PACKAGING | SHIPPING | WT. 
| CARTON 


4 : 
| | 25-ft. coil 5 coils 
| 


Kelly Green | Full coupled in 7” 125 ” 14 Ibs 
Light Green | 7/16 Jewel Box | rtor 
185 Cherry Red Inside } - —- ———---- +4 - — = 
Amber | Diam 50 ft coil 5 coils 
Aquamarine | eter coupled in for 250-ft 26 Ibs 
| Jewel Box carton | 








der plenty rn 
te 
i z H | T ‘ Sat P' 


A COMPLETE LINE OF PLASTIC AND 


RUBBER HOSE TO SUIT EVERY NEE 


It’s later than you think! Spring and the big demand for Swan Gar- 
den Hose is just around the corner! Check your hose inventory now 
and order plenty of Swan Garden Hose from your Swan jobber 
today. Swan, the nationally advertised garden hose is preferred by 


millions and millions of Americans! 








| HARD" 


SWAN RUBBER COMPANY BS BUCYRUS, OHIO, U. S. 
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Suery homeowner neede NO-SEE Grass Barrier 


= Repeats and Repeats! 









Here’s how it’s used... 


NO-SEE is installed flush with the soil 
around shrubs, flower beds, trees, hedges 
Gives a permanent neat edge that Stays put! 
Keeps grass out of driveways and away 
from fences. Gives any lawn a well-kept, 
semi-formal appearance 


Here’s how it works... 


Eliminates grass trimming and edging 
fF} NO-SEE is made of corrugated, galvdnized steel selected 







STOPS GRASS 
HERE! 
expressly for this purpose. Sections two feet long by four 
inches deep key together with special clips making a 


* Packaged 40 feet in colorful car- 
ton. Easy to handle and display. Five 
packages to a master shipping carton. 


continuous length. Easy to install—just drive down to 
soil level. Bends easily around corners. Steel barrier 
keeps bluegrass, quack, bent, St. Augustine, Bermuda 
and other grasses from spreading into cultivated areas, 
You mow right over NO-SEE trimming edges neatly, 


Ask your jobber for 
NO-SEE GRASS BARRIER 


or write for name of 


Speeds cultivation too! 


Ne-See will be edvertised in leading national 
home and garden magazines reaching millions 
of homeowsers. Newspaper mats and circulars 
are available for your own use. 


KEELOR STEEL, INC. 


925 Ninth St. S.E., Minneapolis 14, Minnesota 


nearest distributor 



















“‘You can sure feel 
the difference!“ 


says Henny Mozzone of Mainline 
Hardware, Bala-Cynwyd, Pa. 


Mr. Mozzone ran several cuts on four 
well-known, but unidentified, brands of 
single-strength window glass. Each was 
marked A, B, C or D. He picked brand 
D every time. “You can sure feel the 
difference—this brand is by far the 
easiest to cut!” 

Brand D was L:O-F. This is no iso- 
lated case. 28 out of the 30 dealers who 
took this “Blindfold Test” picked 
L:O-F! 

L-O-F Window Glass is easier to cut 
into big pieces or little pieces. It’s 
easier to cut into angled or curved 
pieces. You can even cut off narrow 
strips with a light, easy stroke. 

L:O-F cuts easier because it is an- 
nealed more slowly, more patiently. 
That makes it less brittle and more 
“even” in structure—so it’s a safer buy 


tor your customers, too. 





— 





TRY THE “’BLINDFOLD TEST’’ YOURSELF! yellow pages of phone books in many principal 
Cut L-O-F first, last, or in between the other cities throughout the country. And send for your 
prande. Cun any Ghd of © at you wank. Vout free booklet—’’For Greater Profits in Window 


Glass.’ 


| see why you have fewer bad cuts, less waste 

| and more profit with L-O-F. 

| Call your nearest L-O-F Distributor. These Write Libbey-Owens-Ford Glass Company, 
| local businessmen are listed under “Glass” inthe 6724 Nicholas Building, Toledo 3, Ohio. 

Bs 


BUILDING THROUGH BUSINESS FOR A BETTER AMERICA! 
support Junior Achievement & 


Junior Achievement Week, Janvery 31-February 6 


LIBBEY: OWENS: FORD the easy-to-cut WINDOW GLASS 
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HARDWA 


It pays to insist 
upon the best in 
screen hardware = 


Look for this 
“| flag symbol 





oa 
Every toom tn the home needs 
jul scheen firotection 











n four 
nds of 
+h was 
brand 
el the 
r the 
Home owners are becoming more quality-conscious today and 
i ile, are vitally concerned about building for permarence. Modern 
es methods and materials follow this popular trend ot a longer and 
laa more serviceable life. National Screen Hardware has always 
exemplified the best in design, basic materials and operational 
me efficiency. Dealers find it easier to sell and certain to satisfy the 
oe most discriminating of buyers. 
urved 
irrow 
Note the variety and the completeness of the sets shown with all 
Ss an- component parts included for a first-class installation—all 
ently. securely packed including necessary screws, etc. 
more A catalog of the complete National line is yours for the 
r buy asking—send for one today! 



















bi 


No. 79 Screen and Storm Sash Hanger 


“ 


No. 80 
Screen and 
Storm Sash 
Hanger 


. 90 Screen and Storm Door Set ; No. 93 Screen and Storm Door Set 





Sterling, 


MANUFACTURING COMPANY jfjinois 
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Shop around for bolts? Not me! 


“We used to shop tar and wide for bolts. But all too often we'd find ourselves 
in a jam, trying to locate a particular size or style. 


“Now we save time by getting all our bolts from Bethlehem. They've got 





such a wide range of bolts that it more than meets our needs. Bethlehem Bolts 


are well made, too. They're thoroughly dependable — good bolts in every way.” 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 





Export Distributor: Bethlehem Steel Export Corporation 
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THE WIZARDS WITH WOOD 


Are wondrous wise 
_ They know it Pays to Advertise 
So scads of Ads electrify 
Your customers who cye-and BUY 


















Big demand for natural wood finishes, sells 


SATINLAC. \\, 


, ydern style 
The bi —_ aeht | 











trend 1 
— | natural wood fin mn 
| ishes — on furniture, Z 
el panelling am dl | | 
= woodwork, W he n — UW 
se customers ask for == °| 
what to use, you \I UW 
make friends ” re { a A 
s NLAGC. It bring | 
s\ eg en = * natural grain | oe 
\" Coes pono" color-beauly of any plywood o 
Sek Wwe solid wood, Watet cleat — <a a. 
Fe se . a woids that “built-up look. asy ~ 5 sae | 
brush or sprays dries “dust-Iree | a - 
1) minutes, Fe ady for nest coat m . 
or 4 hours. _ 
In pints, ean gallons drums 











And here’s how YOU profit DIRECTLY 
from our ads in Saturday Evening 
Post and 29 other magazines: we 
refer ALL inquiries to our registered 
dealers, give them literature and store 
signs besides. If YOU stock Weldwood 
Glue, Firzite and Satinlac, write us today 
and we'll refer nearby inquiries direct to you. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 298 55 West 44th St., New York 36, N.Y. 





ke. I 
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Here’s All You Need to 
Sell Any Color They Want 
in Alkyd Flat Enamel 


Don't mortgage the old homestead to buy 
hundreds of cans of flat enamel in a few colors 


you hope will meet the demand! Colorizer—fam- 





ous for the ‘“‘mostest colors with the leastest in- 





, : ventory’ —now gives you a top quality flat wall 
The New Odorless, Alkyd-Base Colorizer Flat 
Wall Enamel i; sarubbable, casicr to apply, and 


covers most surfaces in | quick coat. Packaged under a 


enamel in 1,322 colors—yet you stock only 2 bases 
and 16 colorants in tubes. No cans to intermi1x... 
beautiful new 4d-color Jabel, it makes a dramatic mass no measuring or guessing! Your customers Just 
display on the shell, choose, use, and come back for more! 


You Stock Only 2 Bases...and 16 Colorants...to Sell 1,322 Colors! 


~ 


ee, me . 
~ —e_ * sa —_——a - a : % to ay Se His 





You stock only 16 colorants and two base Colorants are packaged in fool-proof tubes. Customer finds her color quickly and easily 
paints. Fach colorant is used in making Perfect color control and pre-measurement — in the Colorizer Album of 1,322 real paint 
many different colors; 16 colorants make — of colorant at factory insure exactly the right) samples. There’s no guesswork—her_ paint 


1,322 paint colors. Stock investment is small. color every me—without mess or muss. color will match the chip sample perfectly. 


For Full Facts, Write 


° : . pase ; "7 . ; e 
‘izer Asse 5, 349 N. Western Ave., Chicago, Il. 
Colori Ass Somes f ; & 4 Bennett's, Salt Lake City, Utah, and Los Angeles, Calif. * Blue 


Ribbon Paint Company, Wheeling, West Virginio * Walter 

N. Boysen Co., Oukland and Los Angeles, Colif.* Brooklyn 

‘* Paint and Varnish Co., Brooklyn, New York * James Bute 

Company, Houston, Texas * Great Western Paint Mfg. 

Dp Corp’n., Kansas City, Missouri* Jewel Paint & Varnish Co., 

® Chicago, Illinois * Kohler-McLister Paint Company, Denver 

Colorado* W. H. Sweney & Company, St. Paou!, Minnesota * 

+ Vane-Calvert Paint Company, St. Louis, Missouri * Warren 
m 1322 COLORS Paint and Color Company, Noshville, Tennessee * Geo. D. 
Wetherill & Co., Inc., Philadelphia, Pa. * IN CANADA: 

Imperial Varnish & Color Co. Ltd., Toronto, Ontario * IN 


THE WORLD'S NO. 1 PAINT COLOR SYSTEM ENGLAND: Jenson & Nicholson, Ltd., London, England. 
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custo omers Unree yz; 
“FOOT ROLL of 


ar-Fine for 1001 use, 








This Dispenser Selling Rack makes it easy for you to 
“Do-It-Yourself’’ demand for 
Fiber-Glass insulation. 


cash in on the enormous 
easy-to-handle 
100-foot roll of L”’ 
mounted above 


high-efficiency, 

It holds a 24-inch wide, 
Several cards showing suggested uses, 
the roll, help sell the ‘"Do-It- Yourself” 
handyman on the varied ways he can benefit from using 
this rot-proof, vermin-proof insulation material. 


Super: Fine. 
householder and 
Among the scores of uses for L°O°F Super’Fine Fiber: 


Heating duct insulation cold-water pipe 
sound insulation — par 


Glass are: 
weather-strip caulking 
tition and ceiling insulation 


wrap 
insulating exposed floors 
insulating hot-water tanks lay-down insulation be 
tween joists in unfloored attics. 

You'll sell by the roll, too. 
jobs for which you will sell L-O-F Super-Fine by the 
roll. It can be one of your big volume sellers. For special 
jobs, you can recommend Super’Fine with aluminum 


There'll be any number of 


foil and other facings. 

It’s a big profit item. And L-O-F is paving the way for 
more Super’Fine sales with national and trade adver 
tising, and supplying strong sales-promotion material. 
Send the coupon 


—and get one of the best profit deals ever! 


now. 


Libbey-Owens:Ford Glass Company 
Fiber-Giass Division, 4024 Wayne Bidg. 
Toledo 3, Ohio 


Send me details of your program on the L O-F Super Fine Fiber-Glass 
Dispenser Selling Rack. Also, facts about the huge “Do-It-You urself” 
Market for Fiber-Glass, and name of nearest distributor. 


YOUR NAME — ‘ — 





— =— 


LIBBEY OWENS - FORD GLASS COMPANY 
FIBER - GLASS DIVISION 


FIBER - GLASS 


STORE NAME — 
STREET ADDRESS . = 


CITY ZONE STATE 
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Factory Warehouses: 


4100 Dell Avenue 
North Bergen, N. J. 
Union 5-0985 


2640 East Washington Blvd. 
Los Angeles 23, Calif. 
Logan 5-6157 


325 West Ohio St. 
Chicago 10, Ill. 
Superior 7-6531 @ 6532 
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SOUTHERN HAS IT! 


The wood screw you want is a standard stock item at Southern 
Screw Company. Can be shipped in a matter of minutes after 
your need is known to us. 


Flat Round Oval 
Phillips or Slotted 
Silicon Bronze 


Steel Brass Aluminum 


All made to Federal Specifications FF-S-111a 
Wood screws in bulk lubricated free upon request. 
Write for catalogue. Box 68-G 


SCREW COMPANY 


STATESVILLE © NORTH CAROLINA 





Manufacturer of Wood Screws Sold through leading wholesale distributors 
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A Pittsburgh ©) 20-Vicion Store Front 





ryauk hardware store that puts up a 

good front makes a good. sales 
showing, especially if it’s a Pittsburgh 
open-vision front. Your entire store 
interior—front to back—is on display 
through an unobstructed, open-vision 
front. Your wares are exhibited at 
tractively, persuasively, night and 
day ... even after hours, your store 
goes right on selling! An open-vision 
front banishes shadows and dark cor- 
ners, gives your place of business a 
bright, inviting look that shoppers 
find hard to resist. 

Make your bid for increased busi- 
ness now by modernizing with sales 
winning Pittsburgh Products. Re- 
member: modernization is a custom 
that means more customers. And it 


adds to the real estate value of vow 





property,-too. For examples of other 


Push back the walls... pull in the customers with an open-vision front like 
this one in Oklahoma City, Okla. An expanse of Pittsburgh Polished Plate Glass, set in Pittsburgh modernization jobs, fill in 
Pittco De Luxe and Pittco Premier Store Front Metal, turns the store into one giant 
display window. An inviting Herculite Door completes the open-vision design. Archi 
tects: Coston and Frankfurt, Oklahoma City, Oklahoma. obligation, of course. 


and return the coupon below. No 





a a oe er ey i 











| Pittsburgh Plate Glass Company | 

Store Fronts Room 4131, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 

| Without obligation on my part, please send me a FREE copy of | 

° | your modernization booklet, ‘‘How To Give Your Store The | 

and Interiors Look That Sells.” 

| 

e ; PND sch wctntees an eer err owles tere Ne Ss Sesion | 

by Pittsburgh | Address 
| 

a | = City . on State : | 

| ee ee ee ' 









PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


Bpeees . S ) Bees? Bho ee ea Oe 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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to Feature Fiberglas Furnace Filters in February! 









There are four times as many warm air 
furnaces today as there were five years ago— 
and to help you sell Fiberglas DUST-STOP 


Air Filters* for them tuvce a year... 


ARTHUR GODFREY! 


. will tell customers to put Fresh Fiberglas 
Filters in the Furnace... and he'll 


tell them week after week! 


THE BEST FILTERS AND THE 
BEST KNOWN FILTERS ARE GENUINE 


CHECK YOUR STOCKS NOW 


Order enough Fiberglas DUST-STOP Air Filters from 


your distributor to meet the big February demand. 





OWENS-CORNING 


FIBERGLAS 





WUE OP 


AIR FILTERS 


*FIBERGLAS and DUST-STOP are trademarks (Reg. U. S. 
Pat. Off.) of Owens-Corning Fiberglas Corporation for 
products made of or with fibers of glass. 
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CASH IN ON THE 


LINE 


® 
FLEXIBLE PLASTIC PIPE 














”Y unbeatable and 


#Y unequalled oo 


these are the basic factors that make CRESLINE your logical line 
to more plastic pipe business! Starting with 100% VIRGIN 
MATERIAL — and through every step of production — 
CRESLINE-NT quality is rigidly and continuously 
controlled. Each coil of CRESLINE pipe is 
pressure-tested, to assure you of problem-free 
sales. Each order is SHIPPED WITHIN 

24 HOURS, to give you a still greater 
advantage over all competition. 

You'll find CRESLINE easier 
to sell than to sell 

against .. . this year, 

and every year! 





Measured and marked 


every 12 inches, crestine can be in- 
stantly identified in stock, quickly meas- 
ured and cut — is easier to handle and 
sell! 


Strategically located warehouses, 
plus 24-hour shipping service, enable 
you to guarantee fastest delivery — days 
ahead of most competition! 






a Competitively priced, crestine pipe 


can be sold profitably to every market — E PL 

and its consistently high quality builds INE FLEXIBL - shreade ed aan 

repeat business! CRESL of insert - ve and es ells, 
\ine i : ' ° 

© ° complete is, covP’. reducing 
wa Aggressively advertised, A joding 10% oe including 
month-in and month-out, in leading trade ne s — 
publications — big, hard-hitting CRES- couplings: 


LINE ads command nationwide attention! 


a Extensive sales support, 1 
including a new and unusual CRESLINE 
pipe ‘‘Display-Dispenser"’ — a dynamic ¢ 





and exclusive Mobile Display — a sales- 

powered Monthly Newsletter — direct TO 

mail, agent-factory contacts, advanta- = wRITE ete 

geous warehousing — everything it takes - for free ‘on 

to moke your selling job easier, more informal! ber: 

productive! ‘ Chartet al as 

as 
Ther™ 
TICS, ING. Tier oiision 

CRESLINE 1S MADE TO SPECIFICATIONS OF T PL LAS steel of spi 
THE THERMOPLASTIC PIPE DIVISION OF an EVANSVILLE: 


THE SOCIETY OF THE PLASTICS INDUSTRY 
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SMALL IN SUZE-- IN FEATURES 





with super pulling power for smooth 
positive action? 


retail price 70¢ R222 


MAGNETIC 












by 
TIONAL 
a LOCK 


catch for cabinet doors 


easy to install... buy it from your wholesaler 
no moving parts 





small investment 


Here’s a new item with remarkable profit oppor- FREE demonstrator 
tunities. Strong magnetic power closes door quickly, 1 . 

securely, silently ... at a gentle push of finger, (only 6% by 2 inches) 
hand or elbow. Steel and aluminum inner parts ee 

are contained in attractive, sturdy tenite housing. babies aalirg 





a 
packaged in handy SLIDE BOX aly 


Unique box has clear acetate slide 
cover. Effectively displays merchan- 
dise. Provides extra customer con- 
venience and _ product protection. 
Box contains catch, strike and neces- 
sary number of screws for installing. 


Assortment consists of 2 dozen K222 Magnetic 
Catches with a list price of $8.40 per dozen. Compact, 
space-saving demonstrator is provided FREE with 


this assortment. A real merchandising aid, this 





attractive, actionized unit' encourages your cus- 


xt packed 1 doz. slide boxes to the carton... tomers to operate the new catch, It demonstrates 
1 doz. cartons to the case the outstanding pulling power and convenience. 


NINATIONAL LOCK COMPANY ucnenans sacce orvrcvon 


eae 
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A PLAN FOR spp 


A simple, practical plan, for 
dealers who want to do a 
more profitable merchandising 
job this Spring, is presented 


on the following pages 


PORT 


SERVICE < 


. te 








planning for SPRING PROFITS 


9% 


You are about to start one of the most important profit making 
opportunities of the entire year ... the Spring selling season. In 
the months of April, May and June you'll do about 27 pct of the 
vear’s volume. 

If you can make these months in 1954 good, profitable months, it 
will probably be a good year for you. If you miss this opportunity, 
it is going to be difficult to make it up. 

Business this year will be much more competitive than in the past 
It is going to take a real effort on your part to make this a profitable 
Spring for your store. But it can be done. 

How can it be done? It can be done by careful advance planning 

A store is like a football team. All the elements must work 
together as a team to a common goal. A store without an overall 
merchandising plan is like a team on which each man plays without 
regard for what the others may be trying to do. Such a team o1 
store never wins. 

The first step in setting-up your plan for Spring profits is to set 
a goal. <A reasonable goal for this Spring would be 10 pct above 
the volume of the comparable period in 1953. This can be reached 

Consumers are spending money in record breaking volume, but 
they are more cautious about how they spend it. You can get a 
larger share if you plan for it. There will be dealers who will lose 
volume this Spring and there will be some who will show gains 
You can be sure that the dealer who shows a gain is a dealer whe 
knew where he was going and what he wanted to do. So set vou 
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HARDWARE AGE 


profits are never accidental—they result from planning 


yoal, then carefully lay out your plans for reaching it. 

Knowing your sales goal, you can then take the next 
step by setting up a promotion budget. This should 
be at least 2 pet of gross sales. If you want to expand 
sales, you can’t do it with less. In fact, a real sales 
push should call for a larger allotment; 2.5 or 3 pet 
is not too much. Then be sure you spend your budgeted 
amount. No retailer ever made money by “saving” on 
his ad budget. 

The bulk of this money should be spent on local 
newspaper ads, with another major allotment going 
to consumer broadsides of the type made available by 
many wholesalers. This combination of newspaper 
advertising and direct mail will give you maximum 
coverage for each dollar spent. 

Write down specific dates for the ads and for the 
mailing of the broadsides. Write down the items to 
be featured in each ad. You’ll need this information 
for the next step in your planning—setting up your 
schedule for store and window displays. 

lo get the full effectiveness from your advertising, 
your windows and island displays must back it up, 
and keep pace with changes in demand as the season 
progresses. During the peak selling months, a weekly 
change of windows is almost imperative in order to 
keep something fresh and new before your customers 
to maintain their interest and to take advantage of 
different needs as the season progresses. 

Items featured in your ads should also be featured 
in windows and interior displays. Many manufac- 
turers make available window trims and talking signs 
that can be used for this tie-in. 

A good way to select the items you want to feature 
each week is to carefully review the items reported in 
the “What’s New” columns (starting on page 12) of 
this and other issues of Hardware Age and by going 
over the many advertisements that describe new and 
improved Spring merchandise available to the hard- 
ware trade. 

The dates for the start of your advertising and the 
switch in displays will be dependent on local weather 
conditions. Experience will tell you approximately 
when the season will start; if it starts later this year, 
you can start the whole program a little later. But 
with everything down on paper, in concrete form, once 
it gets under way, it can be continued as set up. 

A vital phase in any selling effort is the sales staff. 
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Time devoted to training them to have a better know! 
edge of the merchandise they sell is time well spent. 

Every salesperson on the floor should be familiar 
with the sales points on these products. With these 
sessions on the feature items, should go a discussion 
of related items that can be suggested to customers 
who buy an advertised feature. 

Type a short list of items that would make gooa 
related items and post them where your clerks will 
be reminded of them. An extra effort on related sell- 
ing can well spell the difference between a gain or 
loss in the season’s volume. 

After you have gone through these steps and youl 
advertising is out, your clerks are primed, your stor¢ 
decorated—you’re ready for business. But do you 
have the merchandise? If you don’t, you can’t sell it 

This question of merchandise is too important t 
leave to guesswork. By now your basic Spring goods 
orders should be in the hands of your suppliers. Much 
of your Spring stock should already be in the store. 

But it will be well worthwhile to make a last check 
of your stock and of your orders outstanding to make 
certain that you haven’t overlooked anything. 

It is especially important to make certain that you 
have adequate supplies of the items you plan to adver- 
tise. With most Spring items, you're going to vet 
only one chance at a customer. 

If you don’t have the item they will get it else- 
where. If you’re out of stock, you’ve not only lost a 
sale, but you’ve helped a competitor make a sale he 
didn’t earn. : 

The following articles in this Lawn and Garden 
Merchandising Guide contain specific, practical sug- 
gestions for helping you make your plans and for put- 
ting various parts of this overall plan into effect 
your store. Read them carefully. 

Then sit down and put your own Spring profit plan 
on paper. When you get that done, you'll have take 
the first and most important step toward making vou) 
store a better store and a more profitabie store. 
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Related Selling 


how to increase sales without investing a single dollar... 


The average hardware store can increase its volume 
by at least 5 pet, without the investment of a single 
additional dollar, by doing a conscientious job of re- 
lated selling. That is the opinion of merchandising au- 
thorities who have studied hardware store operations. 

Unfortunately, few stores do a good job of related 
selling. Hence, any program for improving a store’s 
Spring profits must include an effort to develop a good 
volume of related sales. 

A great portion of your Spring selling program will 
be directed toward getting a customer into the store. 
Once he is in the store, it is vital that you get the most 
out of the sales opportunity. 

Customers often have needs which slip their mind 
when they are in the store. They will not object to a 
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Related Selling 
Good Selling 








polite effort on your part to remind them of things 
they may need. You help them and you help yourself. 

Other retail businesses make extensive use of this 
technique. Your gas station attendant says, “May I 
check your oil?” Your druggist says, “How are you 
fixed for blades?” 

Related selling is not difficult, nor is it anything 
new. It has always been used by good salesmen as a 
means of increasing the size of their average sales 
check. With a little instruction and practice, it can 
be used by any salesclerk. Properly used, it makes the 
difference between an average clerk and a good sales- 
man. 

Related selling can take several forms. In it 
simplest and most usable form, it consists of effering 
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.E helpful suggestions to a customer about other things 
he may-need to go with the item he has purchased. 

C a hen a customer buys a can of paint, he may also 
Guide need a brush or sandpaper. Suggest them. 

e When a customer buys grass seed, he may need a 
hose nozzle or a repair coupling. Suggest them. 

Your sales people can be encouraged always to sug- 
gest a related item whenever they make a sale. A good 
way to get them started is to set up a short sales 
meeting and give them some specific ideas of related 
items for various departments. Go a little further 
than just telling them; list some suggested items 
and post them in conspicuous places in the store 
the stock space, the cash counter, ete. 

When you suggest an item, don’t simply name it 
ind give a price. Give a reason why they may need 
the item. If a man buys grass seed, it is most likely 
- ‘hat he will use the hose as soon as the seed is spread. 
Is his hose in good shape? Will he need a new length 
a repair kit? Does his nozzle leak; wouldn’t one 
if the new model sprinklers do a better job? Or has 
e tried the new soakers? 





This same type of reasoning applies to other Spring 
items. When a customer buys a new lawn rake, why 
not suggest a garden tool holder to keep the new rake 
in good condition? 

The use of this technique can build a small sale into 
a major purchase. For example, take the actual ex- 
perience of a store which one Spring made an all-out 
effort to encourage related selling. 

A customer came into the store to buy 50 feet of 
hose. He mentioned he had just moved into a new 
home. Suggestions by the sales clerk, with this knowl- 
edge, led to the customer also buying a sprinkler, a 
hose reel and a nozzle. In this ‘instance related sell- 
ing increased the size of the sale 150 pct. 


Sold More Paint Brushes 


Once your salespeople get into the habit of sug- 
gestions related needs, it is possible to refine the tech- 
nique in various ways to make it more effective. 

There was the case of a large store that had been 

doing a good job of selling paint brushes with paint 
purchases by suggesting to the customer that the paint 
would go on better and be easier to spread if a new 
rush were used. 
; The management felt they could increase the num- 
ver of brushes sold in this manner. A study of paint 
sales showed that most of the paint buyers were 
women. With this in mind, the store altered their 
ipproach slightly. 

After the clerk had suggested that a clean brush 
; would enable them to do a better job of applying the 
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ge sales Now, instead of letting the subject drop there, the 
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; clerks ask, “Do you have a clean brush at home?” 

| The use of the word clean immediately increased the 

number of paint brush sales. This word capitalized on 

the fact that most people do have paint brushes at 
In its home some place. But when you ask if they have a 

effering clean brush, you are reminding them that the brushes 
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they have are probably stiff and dirty and unusable, 
as are most brushes in between paint jobs. 

Another form of related selling that can be very 
effective is to select some seasonal item that is widel) 
used and to have all your store personnel mention the 
item to every customer they wait on. 

Such an item for the Spring might be canvas work 
gloves. Here is an item almost everybody uses when 
working on the lawn or in the garden, but doesn’t 
usually think of it until they actually start out to 
work in the garden. 

Put up a mass display of gloves near the cash regis- 
ter and also in the Spring goods section. Price it 
carefully and use large signs to attract attention. As 
each customer comes to the cash register, point out 
the gloves and suggest that’ they’ll probably need a 
new pair, at this sale price, etc. 

Another source of extra profits from suggesting re- 
lated needs is in the pushing of rental items. Many 
customers who would not buy a seed spreader or a lawn 
roller, will rent one if you suggest it. 

Every buyer of grass seed or fertilizer should be 
told that he can rent a spreader or roller from the 
store. In doing this you are not only showing the cus- 
tomer another of the services offered by your store, 
but you will also make a profit on the rental, develop 
additional store traffic, and also make a sale later 
when the customer discovers how much time and effort 
the machine saves. 

The use of these related selling methods have been 
tried and proved. They can help you increase the 
volume of your store, without further investment. 
They will help hold down selling costs, by increasing 
the sales of each clerk. Encouraging your salespeople 
to use them should be high on your list of things to 
be done this Spring in planning for better profits. 
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Lawn & Gardest Needs 


helps your 


a bushel never 
If you seriously want to improve your 
sales of lawn and garden goods, be sure to let 
your customers know you sell such merchandise. 

Your windows and your ads should stress that your 
store is a source of Spring merchandise. Your interior 
display should also stress this fact. 


Hiding your light under 
balance sheet. 
Spring 


An effective technique for putting the necessary 
emphasis on your store displays of Spring merchan- 
dise is to establish a Lawn & Garden Department. 

This department may be a section with several 
islands, it may be a single island or wall section, or it 
may be a part of an island. Regardless of what size 
it is, it should be adequately identified as your Lawn & 
Garden Department. 

How? 

Don’t be bashful. Build a real selling unit by 
organizing your stock and displaying it as an integral 
department. This will be worth your time and effort, 
for in March your longest, active selling season begins. 

The first step in setting up your lawn and garden 
department is to list all the stock and to draw up a 
department display plan. Give the most display space, 
and the most prominent position, to those items which 
have their heaviest demand at the beginning of the 
season. 

Store space and layout will dictate the actual loca- 
tion and arrangement of the department. Should the 
department occupy a rear-of-the-store location, it is 
imperative that some of your up-front display tables 
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can lead the prospect from one type of merchandis 
to another. This will also enable the customer to sho 
on a self-selection basis without personal assistance. 

And be sure that no item is beyond easy reach. At 


tention to the placement and arrangement of you ge tos 
seasonal demand merchandise will raise the dolla the mere 
value of each sale. vincing | 

Your department and your display must not b mation 1 
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gives you the best opportunity to avoid this for as th Try a 
season advances you can change your displays t it clippi 
emphasize those which will be most in demand. from the 
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Early in the spring selling season, for instance, show 
seed, fertilizer, soil conditioners, and the appropriate 
planting equipment in the best location. Later, as in 
June, put greater emphasis on mowers, hose, sprin- 
klers, and then shift the stress to other garden and 
lawn maintenance equipment. 

Those will be the most popular demand items, the 
ones your customers will be looking for. That’s why 
sound merchandising practice requires giving them 
the best display location. 

Secondary display attention should go to impulse 
items that will induce the customer to buy more. Such 
items might well be the numerous gardening special- 
ties that are introduced each year with considerable 
publicity. Take advantage of the sales-pulling powe 
of these specialties for the gardener is always on the 
alert for something new. No department is complete 
without them. 

Those are the ingredients for a department. Pre- 
senting it as a mass display of lawn and garden needs 
and equipment is a big part of the promotion job. But 
take a step further. 

Give your department identity in your store and 
carry that identity out in your mail and newspaper 
campaigns. Think up a good name that will tie up 
your package as gardening headquarters, be it a 
Garden Shop, a Garden Center, or a Garden Club Cor- 
ner. Select a name that will be easy to remember. 

Put someone in charge of the department who knows 
the merchandise thoroughly. There is nothing so con- 
vincing as being able to offer sound advice and infor- 
mation to convince customers that your store is the 
best place to shop. 

Try a bulletin board in your department. Post on 
it clippings of newspaper gardening columns; tips 
from the various magazines. Offer booklets and other 
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setting up a special lawn and garden section helps to attract extra sales 











































HARDWARE AGE 


Lawn & Garden 
Merchandising Guide 


literature available from manufacturers in the field 

Use as much manufacturers display material as pos- 
sible to put color into your spring promotions. Time, 
effort, and money has gone into devising effective pro- 
motional materials. Don’t waste them. 

In your windows, follow the same pattern of chang 
ing displays and merchandise as the season changes, 
just as in the department itself. Plan a new window 
display every month and keep it in for a 10-day period 

A program of changing display emphasis in both 
windows and store interior wil! keep customer interest 
in your lawn and garden department alive and result 
in the greatest sales return from one of the most 
economical promotional tools at your command 


“eo eee 
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In a very short time, the retail hardware trade will 


enter upon one of important selling 


periods 


the year’s most 
... the Spring season. 

The months of April, May and June historically have 
been three of the biggest volume months of the year 
for hardware stores. 

With so much volume of a seasonal nature concen- 
trated in such a comparatively short period, it is essen- 
tial that every potential sale be exploited to the fullest. 
\ sale lost during this season cannot be made up later 
in the year; some other store will have taken it. 

The chief profit leaks in the average store are walk 
outs during peak hours and failure to catch the maxi- 
mum number of impulse sales. 

These leaks should be plugged if you are to get the 
most without of 
capital. Much can be done to plug these sales leaks by 
using self-service techniques wherever possible. 


out of your store investment new 


All lawn and garden items are not suitable for sale 
by self-service. But a great many items that you sell 
each spring can be satisfactorily handled on a self- 
service basis. Using self-service does not require that 
you spend money for fixtures, etc. It does require, 
however, that you understand the elements that go into 
encouraging a customer to pick out an item himself 
and pay for it without direct selling efforts on your 
part. 

Foremost among lawn and garden needs that are 
ideally suited to self-service are packaged fertilizers. 
plant foods, seed, and many varieties of gardening 
tools. 

Fertilizer, chemicals and plant foods, seed, as well 
as many of the smaller hand tools already fulfill one 
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of the requirements of self-service. They are packaged 
for self-selection. 

Their packaging and labeling is of the most informa- 
tive kind, much like food packaging. Self-service is 
literally practically built into the product. 

In the case of many gardening tools, their use is 
already familiar to the gardener, who, like any hobby- 
ist, keeps abreast of the latest developments. Today, 
too, these tools, if not packaged for point-of-sale dis- 
play, are labeled with the necessary specifications and 
use information for encouraging self-service. 

The many nationally recognized brands that make 
up the stock of a well-equipped lawn and garden de- 
partment go a long way towards facilitating sales 
without personal service. 

With these important self-service elements at hand, 
setting the stage for self-service, it requires only effort 
on your part to arrange the kind of display that leads 
to self-selection. With display goes the additional ele- 
ment of proper pricing. 

From the point-of-view of display, self-selection re- 
quires that all of your lawn and garden merchandise 
be out in view of the customer, and displayed in such 
a manner that the customer can make his own selec- 
tions without assistance. 

Further, within a merchandise group, you must give 
the most prominent display positions to the best sell- 
ing, most popular items so that shoppers have quick 
and easy access to them. If your fixtures are adapt 
able to building feature ends, put them to work i 
pushing your promotional items. 

Not only must you display items of one category 
together, but you should also display related categories 
next to each other so that in the course of moving 
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or plugging profit leaks 





down the aisle, it is logical for the customer to be in- 
duced to buy more. 

Pricing of every item is necessary. Without it, self- 
selection is slowed down. Whether you use a pricing 
stamp, a price sticker, a label or just a crayon, be sure 
that every item carries its price. This will save time 
at the cash register, and encourage self-selection. 

Put prices on shelf moulding wherever possible, as 
well as on the item itself. If glass bins are used on 
display fixtures, price mark the bins and the items in 
the bin. 

Next, in setting up self-service in your lawn and 
garden department make certain that it is adequately 
signed so that customers can find their way around. 

Post signs in prominent places in the department. 
Make those signs an invitation to the customer to 
serve himself. But give him a break if he needs it. 
Let him know that service is also available if he is 
perplexed. That is necessary for some items. 

Many self-service hardware stores use signs to sug- 
gest to the customer that waiting on himself means 
savings. Psychologically that is important. It is a 
super-market tactic. Use signs urging customers to 
carry home their small purchases. 

If you have a large lawn and garden section, direc 
tional signs are necessary. They should lead customers 
to and through the department. 

Signs should also feature your promotional items, 
your new merchandise, and particularly those 
vertised” in your newspaper campaigns and in your 
consumer catalogs. 

Self-service in your lawn and garden department! 
will not necessarily mean the use of check-out counters. 
The foregoing procedures may be all that is necessary 
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to speed sales transactions, to save costly walk-outs 

3ut here’s an idea for lightening the selling load 
during peak traffic periods, assuming that you have 
put your department on a self-selection basis. Station 
one of your salespeople at your central cash desk 
Have that person do nothing but ring up sales during 
the busy periods. 

Post a large sign in a prominent place in the lawn 
and garden department. Have that “For 
Quick Service—Take Your Cash 
Desk.” Use an arrow pointing to the cash desk. 


sign read 


Purchase to the 


Then when selling slacks off, the person operating 
the register can return to selling on the floor, and the 
sign comes down, 
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good advertising must have a plan and a purpose . . 
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Merely buying space in your local newspaper does 
not constitute effective retail advertising. 

Advertising, like all phases of your store operation, 
must have a plan and a purpose. It must be integrated 
with your over-all store merchandising program 
Much dealer advertising falls short of this goal be- 
‘ause too often it is a hit or miss proposition. 

To obtain maximum return from your investment 
in advertising, sit down now, and outline specifically 
what you want to accomplish by your advertising. 

For example, assume want to establish 
your store as the lawn and garden headquarters in 
your community. 
in two ways: 

First, make your ad emphatically your 
store as the source for lawn and garden goods, and 
secondly, show a wide enough selection of merchandise 
in your ads to support your claim as lawn and garden 
headquarters. 

The basic purpose of advertising is to sell mer- 
chandise. You can accomplish this with an ad that 
can be made up without involving expensive art costs 

To demonstrate how these retail advertising prin- 
ciples can be translated into practical dealer advertis 
ing, HARDWARE AGE obtained the cooperation of a pro 


let’s you 
Your ads should help you do this 


point to 


fessional advertising agency in preparing several 
hardware store advertisements. The agency, Wilson 
Haight, Welch & Grover, Inc., New York City, is well 


known in hardware advertising circles, and is familiar 
with retail selling problems. 

The three ads illustrated here, and prepared by this 
agency for HA readers, 
They are designed primarily to draw reader attention, 
and to establish your store as lawn and garden head 
quarters by the range of items illustrated and de- 
scribed. 


represent various space units 


think 


store, 


but selling ads. If 
just check 
super market and drug advertising copy in consumet 


These are busy ads, 


thev 


you 


show too many items, chain 


magazines and newspapers. In them, selling is the 
paramount objective; note how much merchandise 
they show. 

Consequently, play up your lawn and garden de 


partment by suggesting in your advertisement the va- 
riety of merchandise stock. Use sufficient 
to describe every item. Experience shows—and you 
can check gardening catalogs for proof—that gar- 
dening enthusiasts will read the smallest type if you 
get their attention. 

The focus of your ads, where space permits, 
be a real, attention-getter: a new item, 
item. Play it up with large illustrations and a promi- 
nent position in the ad. 

This item will catch a reader’s attention and 
him into the rest of the ad. 

Then to keep his attention, and to build traffic for 
store, scatter a few 
can be special prices, coupon deals, 
items, ete. 

The balance of the ad should be devoted to regular 
merchandise selected for seasonal interest, and to sug- 


you copy 


should 
or an unusual 


lead 


your spot specials in the ad. 
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selling ads to work for your store this Spring 


gest the wide variety of gardening supplies vou stock. 

The ads illustrated with this article perform all 
those functions. The three ads use mats that are 
readily available from your suppliers without charge. 
Order them now. 

[In the large, four-column ad, the eye is caught and 
focused on the feature item, prominently shown in 
the top, center position. This item should be changed 
at least weekly to keep the ad’s pulling power fresh. 
The other items and copy should be changed also as 
the season advances. 

The copy and illustration of the lawn trimmer is an 
actual example of a mat available from a manufacturer. 
Many other similar mats for other products can be 
obtained as well as for the other illustrations. 

The heading in this ad makes the point that in the 
particular community, your store is gardening head- 
quarters. This, with the large illustration of the 
trimmer, gives you two attention-getters. 

In the two-column ad, the head again ties up youn 
store with the gardening idea. This ad, and the 
smaller, one-column one, should be scheduled to rur 
alternately with the large advertisement. 

The two-column ad is a re-working of the large 
advertisement, retaining its feature item as an atten- 
tion-getter, as well as the specials. But it classifies 
merchandise into equipment for the gardener, and for 
the garden. 

The one-column ad necessarily shows fewer items, 
but it is a reminder that your store is garden head- 
quarters for your community. Again, a traffic-pull- 
ing special is offered. 

Use both the four- and two-column ads, once they 
have appeared, as handbills, and for direct mail. Thi: 
will give you saturation coverage. Your newspaper 
should be able to supply you with reprints or an 
over-run, 

Spot the ads in your lawn and garden department. 
and in your window displays so that shoppers can 
easily find your “as advertised” merchandise and spe- 
cials. Don’t lose this advertising continuity by fail- 
ing to create an ad-display tie-up. 

A strong advertising program during the lawn and 
garden selling season will bring you bigger volume 
during this, your first important selling season of the 
vear. It may take a little longer to prepare ads like 
those illustrated here. But they will be worth your 
while because the traffic they will pull means bette 
business for every department in your store. 


these ads prepared especially for HA readers by 


Wilson, Haight. Welch « Grover. Inc. 
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Good Displays Spark Sales 


Two important lawn and gardening merchandising tools—related sell- 
ing and self-service—are demonstrated in the photos on this page. 
Related selling by display is achieved in the window, above, of Ott’s 
Hardware in Santa Barbara, Calif. The window suggests most every- 
-thing from seed to gardening tools and by the suggestion also empha- 
sizes the completeness of the firm’s gardening department. A large 
photo blow-up in color, framed by a trellis arrangement set with artifi- 
cial flowers provides the impetus for early shopping. Brick wall paper 
covers the display risers, and the entire display is bathed in a soft 
green light from hidden spotlights. Items shown represent a good 
sampling of the stock. In the photo below, is the 20-ft self-service dis- 
penser for packaged seeds which displays more than 400 seed varieties 
so that customers can easily make their own selections. This fixture has 
proved to be an excellent traffic draw for Ott’s gardening department. 
The fixture has its own illumination, which combined with the large, 
colorful flower photos at the top of the display, makes an interesting 
point-of-focus for the gardening department. 
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frequent window and store interior display changes will maintain highfopper 











When the season advances, it’s time to change merchandising accents 
In the window at the extreme left, the large sign proved to be a traffic 
stopper for the Wm. Kreuger Co. in Neenah, Wis., and 

successfully focused buying interest on lawn and garden pest 

controls. Large color photos of tulips stimulated the sale of bulbs at the 
Lanz Hardware in Monroe, Wis., which devoted an entire window, second 
photo from the left, to their display. Note how the use of perforated 
board increases the display area. Aluminum pans served as containers for the 
bulbs. Even the rear entrance of the Fisher-Glassford Hardware in Fresno, 
Calif., was used to promote lawn and garden goods with an attractive display 
sampling of related merchandise, shown in the photo third from the left. 

A green grass shelf and a small canopy set the stage. Small garden 

tools were displayed on fencing sections attached to the wall. 

Here bulbs march to the center of this store display at the 

Carr Hardware in Ames, lowa. The display backed up the window theme 
of the store’s window in the photo on the opposite page. 
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Continuity of display is maintained 
at the Carr Hardware, Ames, lowa, 
which featured bulbs in its window and 
also prominently displayed them in the 
store as shown in the photos, left below 
this page, and right, opposite page. 


The window's accent is also put on 
other Fall items, suggesting turf builder, 
lawn brooms, and leaf burners. Re- 
lated selling can start with display. 


Pay While You Mow is the induce 
ment the window of the Ray Hardware 
in Belvidere, Ill., uses to reap mower 
; ' 1 sales in the Spring. Three sales were 
ain hi r interest . . . ” pring | 
gh oe made within a few days after the dis 
play was installed. 


The Harrison and Houghton Hard 
ware in Fargo, North Dakota, took 
advantage of a tie-in with a Clean Up, 
Paint Up, and Plant Week community 
campaign to promote its lawn and 
garden department (below). 





This attractive window and an ad 
were two important elements of the 
tie-in. Customers who missed them 
received a letter headed, Spring Is in 
the Air, which suggested various items 
for starting garden activities 
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A service department can be one of your strongest 
arguments in selling power lawn mowers. 

1. A strong service department offers your cus- 
tomers a facility that may very well sway them to buy 
at your store rather than be attracted by a low price 
tag on equipment in a mail order store or discount 
house. 

2. The slow change in the mower market in which 


more sales are being made for replacements makes the 
service department all the more important as a source 
of good leads on customers who are about ready to 
replace their mowers. 

3. A well managed service department 
traffic builder and it does contribute to profits. 

The 
the introduction of 
market and by the 
and other tools, emphasizes the importance customers 


after 


is a good 


spurred on by 
the mass 


growth of powered equipment, 


rotary snow movers for 


increased use of sprayers, clippers 


place on what kind of service they can 
they purchased the equipment. 
The tendency 


expect 
have 
is to regard powered equipment not 
just as of merchandise, but as merchandise 
backed up 


factory performance. 


plreces 


by service which insures long-time, satis- 


not need much service when his 


The difficulties probably 
adjustments. When the 
he wants it right 


A customer may 


powered equipment is new. 


will be minor ones, mainly 


customer does need service, however, 


away and he does not want to hunt around for a ser- 


vice shop. 
equipment, like all machinery, needs more 
becomes That is 
department provides the type of service needed, with 
parts in stock or readily obtainable and mechanics who 
know how to repair older model equipment. 

This year about one out of every five mowers sold 


Powered 


service as it older. when a strong 


will be for replacement. By 1956, replacement sales 
and sales to first-time owners will be about 50-50. By 
1960, it is forecast that 7 out of 10 sales will be for 


replacement. 
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SERVICE 


many replacement sales 
their 
the purchase of a new 
repairing older 


This fact is important: are 
made when customers realize 
have reached that point where 
more economical than 


present mowers 


mower is an 
model. 

The men in your service department know when this 
Through handling the equipment and 


point is reached. 


keeping records on repairs for each customer they 
know when maintenance is becoming costly and is 
needed rather frequently. The men in your service 


department can supply your sales staff with live leads 
on customers who are replacement prospects. 

The service department builds store traffic. Locate 
the department in the rear of the store so its customers 
have to walk through many departments and will be 
exposed to merchandise displays. 

Service department customers are thinking about 
their lawns and gardens, so floor space near the depart- 
ment is a good location for special displays of seed, 
fertilizers, and lawn and garden tools and merchandise. 

[It is only human for customers to put off having 
until 
the spring. 
ment serviced right away. 


Some of this seasonal peak load can be leveled off, 


by inducing customers to bring in their powered equip- 


ment as soon as the season for its use is over. Let 
your service department take care of repairs during 
the off-season months. 


Good inducements are special offers such as storage 
of power mowers and other summer equipment over 
the winter to be delivered and repair work billed 
the spring, inspections and check-ups with adjust- 
ments and tune-ups billed at a flat price. 

Special offers can be promoted by newspaper adver- 
tisements, in-store and parking area signs, and by 
voing customer service record cards for 
names of customers most likely to be interested in the 


over your 
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their mowers sharpened, or engines or motors repaired,— 
just before the grass cutting season starts inf 
Then they pile in and want their equip- 
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special offer and reaching them with telephone calls 
or direct mail! pieces. 

Balancing the yearly load, by building up off-season 
business, smooths out the operation of your service 
department and benefits both you and your customers. 
Customers naturally get better work when there is 
time to take just a few minutes longer on inspections, 
repairs and adjustments. 

When your shop has an even flow of jobs, the 
mechanics are kept busy all the time at income- 
producing work. Your parts inventory is in better 
shape. 
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Off-season jobs can be assembled and parts order: 
consolidated and ordered direct for the jobs. Regular 
parts inventory is maintained mainly for busy-season 
jobs. 

The key to a successful service operation is good 
records. You need accurate information to know costs 
of parts and labor, what the department is taking in, 
and especially whether your charges are right. 

Service work charges are open to price competition, 
just as merchandise is, but it takes quality work to 
command respect and build customer confidence. 

That is why it is so important to have the necessary 
records to make sure your service department has 
income to enable it to turn out quality work. 

With adequate income, you can have modern, efficient 
shop equipment and tools to turn out better work 
faster. Your mechanics can be trained in factory- 
approved maintenance methods. Their working hours 
will be more income productive because they will know 
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'E-Vour Plus in Mower Selling 


equipment backed up by service insures satisfactory 
performance and more business traffic for your store 


what they are doing and not follow hit-or-miss meth- 
ods. Your shop can have service manuals providing 
full information on procedures and adjustments. 
Charges that are determined by price competition 
down the street, rather than by a study of shop costs 
seldom produce sufficient income to keep a good depart- 


ment going for long. 
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Ideas for Extra Profits +» 


Gardening Advice 


Keep up with gardening news in current gardening 
periodicals, bulletins, and newspaper columns. They 
will help you keep your lawn and garden department 
an active seller. 

That’s been the experience of the J. W. Wisner 
and Sons hardware store in Rockville, Md., where 1953 
sales, for the first three months, were almost 
200 pet greater than the year before. 

The store maintains a gardening bulletin board on 
which gardening tips clipped from newspapers and 
magazines are posted. The most important, pertinent 
information to the gardener, is underlined in red. 

Mrs. J. W. Wisner also maintains a garden notebook 
of clippings, indexed by season and alphabetically, to 
serve as a reference when a particular gardening prob 
lem arises. Having applied many of the suggestions 
in her own garden, Mrs. Wisner can recommend the 
procedures she has tested and found effective 

In addition, the store maintains a reference library 
Mrs. Wisner consulting her clipping of many standard gardening manuals and government 
book of gardening tips for customers bulletins. 








° 
Mass Display the wall displays, are lawn mowers, shrubs, etc. Ther: 


is also a large rack for displaying the bigger garden 


One of the most effective in-store promotions is a ing tools. 
mass-displayed, rear-of-the-store lawn and garden de- All of these items are so displayed that self-selectio: 
partment, converted by the Schanck Hardware Co., in by the customer can be accomplished with ease, thu 
Libertyville, Ill., from a toy department at the opening saving a lot of selling time. In addition, the arrange 
of each spring selling season. ment of merchandise in the display logically leads 

One entire wall section is used for the display of customers from one item to another, encouraging re 
fertilizer, plant foods, lawn and garden seeds, and a lated buying, which increases the dollar-value of eac 
variety of related products. On the floor, in front of sale. 
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some ideas that hardware dealers have used 
to promote their departments for more volume 


TEUEURUEDDDGAN 
S . . 

pecialty Selling 

“It’s wise to maintain separate selling rooms—a 
Garden Shop—away from the rest of the store,” main- 
tains J. Deavers, president Star Supply Co., Annandale, 
Va., “because people feel you are specializing.” 

Of course in most stores, adequate quarters for a 
separate shop is a problem, but Mr. Deavers solved 
his need for more space by building an addition on 
top of his one-story building. And since the addition 

gardening | has been in operation, garden supplies have increased 

ins. They | to the point where they total 30 pct of total sales. 

lepartment Women account for half of the total garden supply 
sales, and also buy more of the related gardening 

V. Wisner needs than men do, Mr. Deavers says. That’s why he 

vhere 1953 provided an attractive specialty sales room. 

re almost Wide steps for easy, unimpeded traffic flow, lead to 


the second floor selling area. On one side of the stair- 
way are attractive display devices for items such as 
figurines, gay flower pots, hanging brass pots, jar- 
dinieres, and vases. 


board on 
apers and 


pertinent 
in red On the second floor, the walls are painted rose, and 
1 notebook a green, marbelized pattern linoleum covers the floor Expansion was up. A second story wa: 





tically, to Here lawn furniture and playground items are shown built for the shop to handle the busines: 
” ’ 


ning prob- 
iggestions 
ymend the 

: Nursery Department 

ce library 

yvernment The springboard to extra lawn and garden profits 
at the Tampa Hardware, in Tampa, Fla., is the special 
back of the store nursery which serves members of 50 
garden clubs in that city, and the prospects from some 
20,000 new, low-cost homes. 

While not every hardware dealer will have the oppor- 
tunity to develop this type of business, a display of 
some plants and shrubbery in a store is a valuable 
adjunct to increasing gardening business. 

Plants sold by the store vary with the change of 
the growing season. Prior to each change, from one 
season to another, the Tampa Hardware puts on spe- 
cial promotions, generally lasting 10 days. These 


te. There 
r garden 


f-selectio1 
2ase, thu: 
. arrange 









ally leads : : , 
eet promotions always feature one particular plant or 
aging re _ 
o of am shrub. One such promotion produced $4,000 sales in A nursery operated in connection with 
the first five days. the garden department pulls extra traffic. 
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Outdoor Living Is Theme 
Of Store's Merchandising Program 


How a Pennsylvania hardware store in a suburban area 

turns much of its showroom into a Garden Center for 

warm months. Ample parking space and outdoor dis- 
plays help pull profit-making traffic 


Does garden shop competition 
worry you? 

Van Leer I. Bond in Upper Dar- 
by, Pa., does not worry about such 
competition. He aggressively meets 
it by turning fully one-half of his 
large L-shaped highway store int« 
a warm weather Lawn and Garden 
Department and so marks one face 
of the building with a large sign 

Outdoor displays of lawn and 
garden goods and even a complete 
kiddie gym remind all travelers on 
both State Road and Lansdowne Rd. 
that the big store is headquarters 
for outdoor equipment and mate 
rials. 





Van Leer |. Bond at one of his portable platforms used to build up 
seasonal displays in his visual-front windows. 
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Jutdoor display of hand and 
wer mowers, outdoor gym equip- 
nt, vegetable plants and othe) 
irm weather sellers attract many 
ssersby. 

In 10 weeks the store last year 

ld as many as 150 hand mowers 
d 50 power units, mostly gaso- 
ne operated models selling at $100 

. special sale of fertilizer sold 25 
ms of one type in a short period. 


e — 


Popular With Youngsters 


A traffic island separating the 
front-of-the-store parking lot from 
the highways is used to show a 
playground gym priced at $22.95. 
Left out for the entire season this 
nviting unit has sold in excess of 
30 sets. It is not uncommon for 
voungsters to play on this equip- 
ment at various times of the day 
and night. As long as they do not 
endanger themselves or attempt to 
damage the equipment they are not 
chased away. 

Known as the promotional room, 
the quarters occupied by the lawn 
and garden department in warm 
weather are also used for other sea- 
sonal selling. Toys and other holi- 
day lines are featured in that wing 
in the pre-Christmas months. 


Use Full Page Ads 


Full-page ads in the Upper Darby 
News at least four times a year pro- 
mote seasonal goods, lawn and 
garden equipment being among the 
lines featured. In each instance 
such promotions are backed up with 
special interior displays and by the 
use of colorful posters on the vis- 
ual-front windows. 

Platforms made of gray finished 
plywood, 18 in. high and 2x5 ft are 
sometimes used inside full-vision 
windows for showing items being 
promoted by advertising. 
The small size of these units makes 
it possible quickly to install or re- 
move as many of them as are needed 
for seasonal displays. 


special 


The Bond store is set back from 
both highways to provide good 
parking space for customers. One 
end of the L-shaped building is oc- 
cupied by a sandwich shop, a traffic 
puller for the hardware store. Mr. 
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Manager P. W. Everitt at the L-shaped check-out counter with its 


large welcome sign. 


Bond operates a service station at 
the opposite end and a like unit on 
one of the opposite corners of the 
intersection. 

Bond’s hardware store has a total 


Mass Displays Sell Garden Goods 


People for miles around know 
the McMillen Hardware store in 
Lake, Ill. 
for lawn and 
They know Harry Lusk’s store as 


Grays as headquarters 


garden supplies. 
such, because he uses direct mail 
and display to broadcast his wares 


and services. 


Lot Used for Display 


In good weather the side lot and 
front of the literally 
turned into garden supply centers. 
Hand and power mowers, fencing, 
fertilizer spreaders and galvan- 
ized ware are displayed there 
where all passersby can see them. 


store are 


Also people entering the store 
are immediately hit with mass dis- 
plays, on waist-high tables, of lawn 
and garden seed, fertilizer, plant 
food, weed killer and books on 
lawn and garden care. Small pack- 
ets of flower and vegetable seeds 
are shown nearby. 
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of 6,500 sq ft of display space with 
one 70-ft and one 50-ft window. A 
doorway marked “in” and one of 
the same size marked “out” are 
close to a check-out table bearing a 





It is not unusual for a person 


entering the store for information kinds of related merchandise on 
only, to make sizable purchases of impulse. 
Bulk packages of seed and lawn items are featured on this table. 





large sign with the legend, ‘“‘\We 
come to Bond’s.’ 


’ 


Manager Receives Bonus 


Mr. Bond and P. W. Everitt. 
manager of the store, operate it 
with assistance of five salespeople, 
each of whom has good reasor 
want to increase sales. Under the 
Bond plan, the manager receives a 
bonus of one per cent of sales, an 
equal sum being divided among the 
This system does not 
tie in with any quota 


sales force. 
the greate 
the volume the higher the bonus 
Everybody benefits from any sale 
increase, and loses when sales drop 

The store is but a short distance 
from the outskirts of Philadelphia 
and serves a trading area encom 
passing 10,000 homes and a popula- 
tion of approximately 40,000. Mucl 
though not all of its trade is done 
with people residing in a five-mile 
radius of the store. The firm’s cus- 
tomers include people with sizable 
homes and plots 


a wide variety of seed and various 
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Suggesting part of a backyard for a private home this display 
combines atmosphere and variety to pull more traffic into store. 


Early Display Expands Sales 


id various 
andise on 


How a suburban Illinois firm’s pre-season window and store 
displays make lawn and garden supplies sales rise each year. 
table. Special sales training, plus extra sales commission help build 
profitable volume 


An early start in its pre-season 


ats naan nA ARR 


merchandising of lawn and garden 
supplies has helped Walker Co. in 
Oak Park, IIl., to annually in- 
crease its sales volume and profits 
in these lines. 

Located a few miles from Chi- 
cago’s State St. the Walker store 
serves many commuters owning 


extensive lawns and gardens. The ; ee 
ye Mhal~ « 








firm’s catalogs, newspaper ads and 

window displays are all early- 

comers in the bid for sales to the 

week-end gardener. Both common and uncommon vegetable seeds are shown in this mass 
Two catalogs are issued each display offering numerous varieties and grades. 
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Mowers, rollers and other large units are the center of attraction 
in this store display. 


year throughout a large part of 
Chicago’s suburban area. All items 
in the garden catalog are illus- 
trated and briefly described as to 
price, use and the various features 
of each. These help attract many 
shoppers from a considerable dis- 
tance as well as much mail-orde1 
volume. advertising 
supplements the catalogs. 


Newspaper 


Edward C. Miller, garden sup- 
plies buyer, reports that stocking 
and displaying of plant 
food, fertilizer, hand and power 
mowers in wide variety enables the 
firm to supply everything from low 
priced gadgets to higher priced 


seeds, 


mowers. Sales are made to those 
with limited budgets as well as 
those with very high-priced homes. 

Walker’s have long used weekly 
staff meetings to improve sales 
technique and to instruct new and 
older employees. Not only are these 
meetings, early in the year, used 
to discuss and review sales talks 
on long stocked merchandise but to 
introduce the important features 
and advantages of new equipment 
and other supplies. Distributors’ 
and manufacturers’ salesmen ‘are 
invited to address these sessions. 

Good sales training is backed up 
with extra commissions for sales- 
people on early and pre-season 
sales of lawn and garden goods 
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and equipment. These two policies 
help provide know-how and the de- 
sire to show-how. 


Pre-season and seasonal adver- 
tising and display help get lawn 
and garden supplies sales off to un 
early start and help to keep vol- 
ume high during the entire season 

Walker’s advertising and store 
and window displays are keyed as 
far as possible to local gardening 
group activities. 

To make more people say, “You 
can get it at Walker’s,” the firm 
carries as wide a variety of types 
and brands of lawn and garden 
needs as it can. 

Store demonstrations have been 
found highly successful in the pro- 
motion of brand new lawn and 
garden equipment and in keeping 
the sales curve on older lines at 
a high point. 

A traveling sprinkler was dem- 
onstrated for several months in 
the store. Compressed, air from a 
vacuum cleaner kept the sprinkler 
in constant operation. Another 
type of sprinkler was successfully 
sold in good quantity with the use 
of a manufacturers’ glass covered 
tank on the main floor. 


Seed Rack Builds Impulse Sales 


Compact and neat is this bulk 
vegetable seed department used 
each year by Haller’s Hardware in 
De Kalb, Ill. Paper bags and scale 
supported on ends of unit make 
this a complete service unit. 

Located about 15 ft from the 


High impulse and 
demand sales are 
made from this 
front - of - store 
seed display. 





front door, it is in a good traffic 
spot. It adjoins the gift depart- 
ment and it is not unusual for 
women seeking items for a party 
or anniversary gift to stop on their 
way from that section and buy sev- 
eral varieties of seed. 
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When you think of FIBERGLAS 
think of CHICOPEE ! 







America is sold on 





glass for windows... 


Now it’s screen cloth 





made of glass! 


ewChicopee FIBERGLAS Screen Cloth 


can t rust, corrode or stain! 


FLEXIBLE - CAN’T BURN - CAN'T CREASE - EASY TO WORK WITH 


LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, New York 13, New York 


R 4.0.C.F. Cor 
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Lawn & Garden Sales 





Gardening Know-How 


Increases Sales 


**Gardening customers want advice,” says Maryland dealer. 


His ability to give the right answers has enabled the firm to 


Lawn and garden goods are good 
sellers at the J. W. Wisner & Sons 
hardware store in Rockville, Md 
Their sales have been increased by 
at least 100 pct annually over each 
previous year since 1950. 

Mr. and Mrs. Wisner attribute 
this constant upswing in sales to 
their know-how and to their ability 
to give customers knowledge gained 
from practical experience. 

Their knowledge is backed up 
with well-rounded stocks to meet 
customer needs. 


J. W. Wisner says, ‘Gardening 
customers want advice. It is not 
enough to hand them a package of 
seeds, or a rake, and say, ‘Thank 
They expect you to tell them 
how, where, when and how much 
to plant.” 

The Wisners and their son are 
able to show inquiring customers 
the results obtained by others who 
have followed their advice. They 
can refer them to neighbors who 
have made good lawns and created 
fine gardens with Wisner-supplied 


you.’ 


double lawn and garden sales each year 


materials, equipment and garden- 
ing information. 

Customers inquire as to the type 
of grass seed needed on_ slopes, 
shady spots and other areas. They 
want to know when to seed, when 
to fertilize. They ask for planting 
instruction for flowers, vegetables, 
bulbs, perennials and annuals. 

The firm offers a wide variety of 
bulk and packaged seeds, vegetable 
and flower plants, bulbs, topsoil, 
fertilizer, sprays, insecticides, hand 
and power mowers, garden tractors 


Attractive store building resembles a private home. Grass 
island provides display and demonstration area for mowers. 
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ALL-ALUMINUM COMBINATION 
STORM-SCREEN DOOR 





— 
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neck hate ng: Pe EOE 


Retails for 











Join the parade of thousands of 
dealers who are cashing in on 
“‘Duo-Dor"’, the combination door 
tat's become the nation's sensation. 
All-aluminum construction . . over 
one-inch thick . . with all the 
features of doors selling for as 
much as $30 and $40 more! 
COMPLETE, INCLUDING ALL 
HARDWARE, PNEUMATIC DOOR 
CHECK, DOOR LATCH, ANY SIZE — Grille Extra 

‘TTAINLESS STEEL HINGES, OUTSIDE 
ALUMINUM DOOR JAMB! DELIVERED COMPLETELY ASSEMBLED! 


EASILY INSTALLED BY ANYONE! if 






























Aun a ory 
Guaranteed * ~ 
Good eee 


Wr as apyeanistd WE 


Another product of 


BP) the weather-proof co. 


1407 E. 40th ST., CLEVELAND 3, OHIO call 
4, 1954 SS 


NATIONALLY ADVERTISED IN i | F c NOT HOTINEK AE nit POP\ LAR : 
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Customers obtain advice and plants from J. W. Wisner, right, at open 
front display section of garden department 


and tools Flagstone, terra cotta 
bird baths, crockery, 
furniture are 


clay pots and 


garden other lines 
sold. 

“It is very important to have on 
hand what a customer wants when 
he wants it,” Mr. Wisner 


“If you start him off right with 


says 


needed supplies and advice while he 


is still enthusiastic about garden 
ing, you have gained a custome) 
for the entire season.” 

Mr. Wisner offers to visit a cus- 


tomer’s garden to help him plan 


for good results. On occasions, 
when a garden is not thriving, he 
will solve the gardening problem. 
There is no charge for such visits 

The firm maintains a_ fully 
equipped service shop for sharpen- 
ing and repairing mowers, 
power mowers, tractors, lawn roll- 
ers and other garden tools. The 
operated at full capacity 
during the season with a full-time 
mechanic and a helper, the latter 
being a part-time mechanic. 

Three students from the nearby 


lawn 


shop is 


Montgomery County  vocatior.a 
school have been trained, after 
school hours and during vacatiors 
in shop work. They dismantle 
small motors, clean parts, grind 
blades and reassemble motors. Mr 
Wisner now looks forward to the 
return of two of these men wher 
they are released from the armed 
forces. 

The store’s attractive appearance 
and its good parking facilities are 
other factors that build success in 
the operation of the business in 
general. The low red brick build- 
ing has green awnings plus color- 
ful flower borders and attractive 
garden displays between it and the 
highway. Set back from the high- 
way about 150 ft, the store is lo- 
cated on a two-acre wooded plot 
The store and shop occupy 3434 
sq ft of the plot. 

Storage space on the second floor 
and closed storage areas on the 
ground floor plus sheds for storage 
occupy about 2500 sq ft. 

Ample parking space with a semi- 
circular driveway gives easy access 
to the store. An island with gas 
pumps was recently added for cus- 
tomer convenience. 

The garden shop depends largely 
upon personal contact for promot- 
ing the sale of its merchandise anu 
services. When the Wisners learn 
of the illness of a customer, or a 
family celebration, they send a 
bouquet of flowers from their gar- 
den as a personal greeting. 


Full Display for Related Selling 
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Everything from gardening tools tc 
bird cages is featured in this window 
of Myron J. Davis & Co., in Aurora 
Il!., to stimulate selling up. The dis 
sampling of every 
need 


using in 7 
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spring 


owner will be 


his lawr 


and summer the hor 
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ONE 
KEY 
CONVENIENCE 








secuRITY ''TWINS”’ 


''For these two, 
one key will do’”’ 





"One key 
opens all three’’ 


prepackaged ... for increased over-the-counter sales! 


Now, you can offer your customers 

the convenience of prepackaged, keyed- 
alike Security Padlocks. Each set of these 
handsome, ruggedly built Security “Twins” 
and Security “Triplets” is attractively 
displayed on a background of glistening, 
sales-compelling, white plastic. A real 


ANOTHER EAGLE PLUS... 


tee your fobler v1 wii died fot complet delails 
the EAGLE LOCK COMPANY 


Subsidiary of Bowser, Inc. 


CONNECTICUT 


TERRYVILLE, 
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shopper-stopper .. . you can sell Eagle's 
famous quality guarantee and time-honored 
craftsmanship, too! Each set is made up of 

a pre-tested combination of popular priced, 
high volume Eagle Security Padlocks. 

Let's hear from you now. Remember, you're 


way ahead when you sell Eagle first! 


COLOR-CODED LOCK AND KEY FOR EASY IDENTIFICATION 


Nils 















Lawn & Garden Sales 





Variety Boosts Gardening Sales 


Early display of lawn and garden goods, backed up 


with advertising and well-informed salespeople builds 


Coordinated advertising, win- 
dow and store displays and exten- 
stocks of 
goods help the retail division of 
Morehouse & Wells in 


Ill., to volume sales in those lines 


sive lawn and garden 


Decatur, 
each year. 


Careful both na 
tionally advertised and some lesser 


selection of 


known products is’ followed 


with well-planned store 
and And the 


salespeople are required to study 


through 
window displays. 
literature, ads and information on 
the packaging of lawn and garden 
goods that they may give accurate 


selling information to the firm’s 
customers. 
Well in advance of the actual 


season for lawn and garden goods, 
Morehouse & Wells windows show 


The theme 


profitable volume 


eye-catching displays of these 


The 


the store are also devoted to na- 


lines. best display areas in 
tionally advertised lawn and gar- 
den goods using point-of-sale ma 


terial provided by manufacturers 


Featured on Street Floor 


A display of lawn and garden 


seeds is installed in the house- 
wares section on the street floor. A 
large platform is usually given 
over to grass seed and turf builder 
at the foot of the stairs leading 
into the basement. 

Basement lawn and garden dis- 
plays on several large tables fea- 
ture seed, sprinklers, work gloves, 
steel goods, fertilizers and plant 


food. Mass displays show garden 


hose, hose reels and related item 

Lawn mowers are shown in ma 
displays in the rear of the hard 
ware department 
models. Pres 
and fer 


hand 
and 


electric and 
sure sprayers seed 
tilizer spreaders are shown in the 
same area. Many sales in the base 
ment section are on a serve-you! 


self 


tools, seed and fertilizer and tak 


basis, customers selecting 


ing it to a salesperson for wrap 
ping. 

H. Ray Myers, 
says, “While our newspaper adver 


store manager, 


tising, attractive window displays 


and our 95 years of successful op 


eration bring store traffic, it is the 


suggestions made by our salespeo- 
ple that 
garden 


build sales of lawn and 


equipment and = supplies 


"It's Planting Time!’ was dramatized on an artificial lawn 


on which was shown a good assortment of lawn and garden items. 
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Personal contact with customers 
makes the final sale. 

Our salespeople bring all of 
their knowledge of garden and 


lawn needs into play, but do not 
try to force sales.” 

Larger items are sold on a Lay- 
way plan. On a power mower the 
leposit is $5. 

If a large item such as a power 
bought on a deferred 
plan the customer is 


mower is 


payment 


asked to pay 10 pet as a down pay- 
ment. 

Power frequently 
featured in window displays. From 
time to time lawn mowers are 
shown on the sidewalk in front of 


mowers are 


the store. 

Classified advertising is used by 
the firm to feature specific prod- 
ucts or services including mower 
rental of power 


sharpening and 


mowers. 





Sells Complete Bottle Gas Service 





Bottle gas truck offering service to customers “anywhere.” 





% 


DRI-GAS CYLINDER ORDER CARD 


ONE OF OUR DRI-GAS CYLINDERS BECAME EMPTY TODAY 


DATE 


PLEASE DELIVER 
ANOTHER CYLINDER 
ON OR BEFORE 











In addition to stocking and ser- 
icing an extensive line of gas and 
‘lectric appliances, Stacy Furniture 
« Hardware in Reedsburg, Wis., 








has constant contact with 650 bottle 
gas customers. This service is one 


Sof the keys to the firm’s constant 


increase in appliance sales. 
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Order card has space for iting appliance interest: 


The bottle gas service man brings 
in many leads for the sale of farm 
freezers, refrigerators, 
driers and other appliances. 

Each cylinder of gas left with a 
customer has attached to it an 
order card addressed to the Stacy 


washers, 


store 














The MOST Clever 
LAWN RAKE 
on the market today. 


+41 KLEEN SWEEP 





And the fastest 
selling Steel 
LAWN RAKE 


+48 KLEEN-UP 





( 
SARA 


Plus the ONLY Wood 
LAWN & HAY RAKES with 


STEEL NECKS 






STEEL NECK 
Extends from here 


to end of handle . 






ALL OF THE ABOVE RAKES 





PACKED IN CARTONS! 


RUGG MFG. COMPANY 


GREENFIELD, MASS. 





Manufacturers of a complete line 
of Snow Shovels, Snow Scoops and 
Snow Pushers, Steel and Wood Lawn 


and Hay Rakes. 


Buy Them From Your Jobber 





ORDER EARLY 
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Smart Dealers Will 
NON’ 
r+ ° i 
is Tie-In—Other Screen News 
Ld During the next nine months home- 
e our g owners of America will learn a lot about Ine thin 
the advantages of aluminum insect wire § @P5 the 
2 screening. The Aluminum Company of § '¢ year! 
« LLING with America is stimulating sales of alumi- and here 
num screening in one of the biggest con- useful: 
; sumer promotions ever undertaken for J. 1. SELL 
if these 6 Great Features such a product. At the same time, Rey- most 1 
f nold’s Aluminum is using network tele- Nearl; 
’ vision and other media with a ‘Do-It for in: 
He e J Yourself”’ theme to promote the use of only | 
only the Multi- Strand Line aluminum screening. Alert dealers will bronz 
take advantage of these tremendous If the 
. consumer Campaigns by stocking Durall uminu 
gives you. ee Aluminum Tension Screens and AL- steel, 
: DURA Insect Wire Screening. The steel t 
H ; - highly superior wire produced by both 
: 1 Multi-Strand Edge these big manufacturers is used in § 2. SELI 
HH F DURALLS and ALDURA and more batch 
HHT i 2 Measured Edge and more customers will be pre-sold on variou 
aluminum screening, which makes them Leave 
44 5 
* 4 . better-than-ever prospects for DURALI can pt 
ieiettat 3. Uniform Mesh —— us 
it and ALDURA. Repetition of the sales tail, h 
ae +4 points in this big consumer campaign 
re 4 Wi ’ 
Ht H f bd Even ont Pull or Stretch will help to sell these fine New York 
ane 3 Wire Cloth Company Products. 
HE A Lies Flat When Unrolled Home Craftsman Notes: Reynolds Meshes | 
HH i Do-It-Yourself Aluminum now opens conform 
‘ 4 6 Perfect Mesh up exciting new fields for the home [| Commer 
' r craftsman. Here’s an ever-increasing | COVveTiIng 
ae ‘4 “extra” for alert dealers. Be sure you [been pre 
48 if e have the manufacturers’ materials for [coarser n 
Ht 7 toc y ea ure al ISP ay home projects for the man who likes to carrying 
HE do it himself. You can cash in by sup- ff [nsist on 
j i i >w , ials he needs! yurchasi: 
¢ 4 : plying him the work materials he needs! 
+. ALDURA—The new Alclad Aluminum alloy that vcaiaie 2 
es ® ° . P 
PETE doesn’t stain, needs no painting and looks better. od. Al 
7 : ’ ’ SRTY | 
3 LIBERTY BRONZE—Superior hard drawn bronze DO’S and DONT’S RI é 
it . od b 
H it 0% copper). Thorough weather protective juired b 
HHT (90% copper) 8 P On Metal Screens oni 
H if coating. 
; Due to the incompatibility of aluminum m your | 
F OPAL—Full gauge, hard drawn steel wire with and bronze, the following list of DO’S and ” sure 
‘ weather-proof white satin finish. DONT?’S should be strictly observed: compan 
+ q . 
s ’ teminde: 
H a i a Use copper tacks with bronze 
: lans an 
screening. ; 
Y ourself 
moO. . Use aluminum or steel tacks arly int 
. with aluminum screening. ‘How " 
Et 
s win YOURS 
NEW YORK WIRE CLOTH DON’ Install bronze screening in Jereen 3 
é ‘ COMPANY aluminum frames and vice Your ha 
versa 
terested, 
tt 63 Park Street, New Canaan, Conn. Src 
+ —s , some ex 
| DON’ Install aluminum screening — 
, nails, ta 
in frames which previously 
I rrerttttrtt 
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S ourchasing 








A‘uminum Screening 
Consumer Program 


contained bronze screening 


without careful cleaning. 


DON’T . Use copper tacks to fasten 
PI 
aluminum screening and 


vice versa, 


Qne thing about good merchandising 
ips—they never get stale. Any time of 
the year is the time to pass them along, 
and here are a few any dealer will find 


useful: 


1. SELL MORE TACKS. 


most natural tie-in sale with screens. 


-it’s the 


Nearly every customer needs them 
for installation. But remember, sell 
only copper tacks for fastening 
bronze screening in wooden frames. 
If the screening is aluminum sell al- 
uminum, galvanized steel, stainless- 
steel, blued steel or common bright 
steel tacks in that order of preference. 


~w 


. SELL MORE CHISELS— keep 
batch of wooden screens showing 
various types of joints near screening. 
Leave unglued so your customers 
can putter. Helps move chisels, dove- 


tail, hack and other saws. 


IMPORTANT 


18 x 14 do not 
S. Department of 
138-49 
It has 


been proven by laboratory tests that 


Meshes coarser than 
conform with the U. 
number 


Commerce standard 


covering insect wire screening. 


coarser meshes do not keep out disease 


‘arrying insects. Beware of substitutes. 


insist on 18 x 14 mesh screening when 


insect screening, window 
creens and doors. All OPAL Galvan- 
ALDURA Aluminum and LIB- 


ERTY Bronze has a finish coat as ret 


zed, 


juired by commercial standards. Look 
or the commercial standard label or tag 
m your screen and screening. You can 
” sure with New York Wire Cloth 


‘ompany’s products. 


teminder: Ask for the latest catalog of 
jlans and projects on Reynolds Do-It- 
Yourself Aluminum. You'll be particu- 
arly interested in Series Number 11, 
‘How To Make Reynolds DO IT 
YOURSELF Aluminum Window 
Screen and Plastic Storm Windows. 
Your handy-man-customers will be in- 
terested, too. Good chance here for 
some extra sales of screening, plastic, 


nails, tacks, etc. 
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© 2 ! eens: 
IS NEW ANG OF ocreen 


opens a BRAND New 
Market for You! 
your customers want DURALL 


hecause... 

2 az 
9 Durall Costs Less Than 

4 





4. Durall Goes Up From 
Inside in 9 Seconds 


Durall Is Aluminum, 
Can’t Rust or Stain 





Old-Fashioned Screens a) 
4 ; \ 


q WA 


+ Durall Rolls Up 
to Store 


5, Durall Is The Only 
Packaged, Complete 
Screen 


6, Durall Fits Snug as a | 
Clamshell uy 


Cash in on the Huge Demand 
for this NEW SCREEN! 


Five million Duralls have been sold in every state in the country 
but the market has hardly been scratched. Dealer upon dealer, 
in hardware stores and lumber yards, this year is stocking Durall 


exclusively. And powerful advertising in magazines is helping” 


them to make fast, easy and profitable sales. Ask your jobber 
to supply you or write to: 
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63 Park Street, New Canaan, Conn. 
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52-Week Garden Shop 


A 52-week Garden Shop has 
pulled profitable traffic for the 
Tampa (Fla.) Hardware Co. for 
the past three years. Its lawn and 
garden goods include plants grown 
in the firm’s own nursery for in- 
door beautification and landscap- 
ing. 

The shop’s stocks are intended 
to meet the needs of 20,000 owners 
of small homes being bought on 
budget plans as well as people 
having high-priced homes and es- 
tates. William E. Myers, sales and 
promotion manager, is an enthu- 


Lawn & Garden Sale 





A Florida dealer profitably features lawn and garden 
goods in all seasons in special department. Ten-day 


promotions spark different selling seasons 


siastic gardener with his interest 
being an important factor in build- 
ing volume and profit for the de- 
partment. 

With 50 garden clubs operating 
in Tampa and vicinity, there is an 
ever increasing number of poten- 
tial customers for the special shop. 
The outside nursery established 
by Mr. Myers supplies all small 
plants sold by the firm and has a 
state issued first-class license. 

The Garden Shop handles trees 


and hedges acquired from nurseries 


in Tampa on a consignment basis. 


In the spring and summer em 
phasis is on the sale of azaleas 
hibiscus, gladiolus and other flow 
ers. During the summer rainy sea 
son and in the early fall outside 
foliage, tropical fruit trees and 
palm trees are featured lines. In 
the early winter plants for indoor 
growth take the spotlight. 

For each of these seasons the 
firm conducts a big promotion, 
lasting 10 days, and also less 
elaborate sales. 

Photos in these pages show 
store displays during one of tne 


Part of one of the promotional displays used for a special sale. 


Be ot a, « 


 . THROUGH J DOOR:. 
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Bulkier ornamental garden goods in gift section lead to plant displays 


firm’s promotions. A_ half-price 
plant sale advertised in the Daily 
Tribune and elaborate interior dis- 
plays in the Garden Shop and in 
part of the hardware sales room 
sold $5,000 of the promotional items 
in the first five days of the event. 

During the promotion a large 
sign in the paint department in- 
vited visitors to go through the 
for the big 


connecting doorway 


sale. 
two display rooms 
with large signs denoting variety 
and price. A total of 600 plants 
was displayed, these being con- 
stantly replaced as they were sold. 

Three sections of the store’s 
spacious line-up of windows were 
devoted to special trims featuring 
large and small lawn and garden 


was marked 


needs. 








When it's the planting season, windows should tell the story of lawn 
and gardening merchandise. In this simple, but effective window in 
the Busse-Biermann Co. in Mt. Prospect, I/l., grass matting on 
the window floor sets the scene of a sampling of the store's stocks 
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STANLEY 


Rustic Iron 
Hardware 


Here is that hand-wrought ‘‘look’’— 
the rough textured finish, the ham- 
mered edges, the authentic design 
that every one is looking for. In this 
new, complete line, Stanley offers 
hardware that will accent the charm 
of any style home . . . that can be 
used for cabinets and full size in 
terior doors in rumpus rooms, living 
rooms, dining rooms, dens, kitchens 
Here is your chance to cash in on 
the fast-growing demand for rustic 
iron hardware. Write now for a sup- 
ply of colorful consumer folders 
showing the full Stanley line. Also 
ask about the attractive salesmaking 
display shown above (Salesmaker 
No. DB-533, size 12” x 14”) and the 
No. 533A introductory stock package. 


The Stanley Works, 
New Britain, Connecticut 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
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Lawn & Garden Sales 





Related Displays Sell 


Conversion of rear portion of store to complete display 
for lawn and garden goods builds high sales for dealer 


Related displays of all the mak- 
ings of a good garden and a fine 
lawn pave the way to volume. 

Schanck Hardware in Libert- 
ville, Ill., finds this a successful 


SRN ET TOS 


means of building profitable re- 
lated sales each year. Vance and 


| 
i 
| 
| 


Ridgely Ray, store owners, convert 


a rear-of-the-store toy section into 
a complete lawn and garden dis- 
play late in the winter. 

The firm, located in a town 
about 40 miles from Chicago, ca- 
ters to farmers, estate owners and 
thousands of small home owners. 
Its merchandising methods attract 
both bulk and small quantity pur- 


Pre-season lawn and garden windows encourage early buying. 
chasers. 


Lines Sold in Quantity Below—Four-level bulk mente e seed fixture aids prompt service. 


Kertilizer, insecticides, plant | 
foods, lawn and garden seeds, rose ‘ 
bushes and a wide variety of gar- 


den tools are sold in quantity each 

~ EDECOB@ECGS | 
Among the high volume sales hasd 

made at the store was a total of ed : & = Sk. 
10 tons of fertilizer between Feb- - aa oo 

ruary and April in 1953. 

Window displays, twice-a-week 
outdoor displays and the distribu- 
tion of 3500 circulars provided by 
a Wholesaler. and bearing the 
firm’s imprint, combine to tell the 
firm’s lawn and garden supply and 
equipment story. 

Bulk vegetable seed displays are 
featured on a compact four-level 
unit on which complete equipment 
for dispensing and measuring 
seeds is located. Fertilizer and 

(Continued on page 136) 
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HEDGE SHEAR 


LONG HANDLE 

WEEDER 

‘ MODEL DK — | 
| 

“Wy 10? Sarinys OMe ae, 

. On Muss Plaars | 





Retail Price $ 









Retail Price $1.49 


GRASS SHEAR - 
G 4 q 
” ; hove es 1.89 
~ 
MODEL SN 1010 
Retail Price $2.59 > 
HEME & MANUFACTURING CO. 


Alliance, Ohio 


iu stry 
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Profit Maker 


-Cadotest DW #_ 


) Way can Ott pest 


Features a six OEE | 

pack assortment ! 

of America’s 

best known and ox 

most widely 8 es fed BE 

advertised line Vicoro family of garden aids 
of gardening aids! 





® It provides you with a well rounded STARTER ASSORTMENT for only 
$35.44." 

® Compact new display unit allows you to show and sell 6 additional 
Vigoro Garden Line products at once...in less than 2 square feet 
of space! 

@ It’s a display, a self-service unit and a major Vigoro Garden Line 
Assortment. 

®@ The Profit Maker encourages customers to pick up more products, 
resulting in rapid turnover and more profit for you. 





Place your order with your Vigoro Distributor. Just a 


$35.44 investment earns $27.81 profit for you é REE! 


... 43.9% of selling price... 79%, markup! If your 
distributor cannot supply you, write to Swift & Company, A CASE OF VIGORO 
Plant Food Division, U.S. Yards, Chicago 9, Illinois. (6 ten pound bags) with each 


Profit Maker you order prior to 


‘ | March 31, 1954. Don't miss this 
Ou and. VIGORO CAM do wonderful | special offer. Limited to 2 Profit 
Makers per store. 


*Assortment and price vary slightly in a few states. 
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lew Profits - New Customers 


stock new traveling lawn-and-garden sprinkler 


? 


IT WILL TURN YOUR STORE INTO A 
“GREEN THUMB’;HEADQUARTERS OVERNIGHT! 


Mr. Dealer— 


This sprinkler ig-fabulous . . . you'll be your first 
customer begatsé it ends forever the nuisance of 
hour-after-bonr sprinkler moving and the bother- 
some chore ef hose winding. Propelled by the water 
it sprinkles, REEL SPRINKLER will follow a 
straight, path, go around trees, bushes, corners and 
other @bstacles or remain in a fixed position. It 
quietly and efficiently follows’the hose, winds it up 
and, When used with a shut-off valve, shuts itself off! 
This versatile lawn-and-garden sprinkler will auto 
matically water an area up to 70’ wide by 125’ long! 
It can be-ased on new or established lawns and in 
flower or Vegetable gardens. Every home is a market! 


REEL SPRINKLER is built of quality materials 
and is scientifieallyengineered for years of depend- 
| able, effortless peridrrie ‘e. It isenameled in red and 


green for added saleetatipya!|. 








It will be nationally ad Vertiged to - consumer mar- 
ket this spring, summer and® We'll supply you 
with window banners, stuffers, spaper mats and 

1 counter cards. ey Etta 


eo 
‘Test-selling plus recent news editor «indicate 
a tremendous consumer interest and‘ aul. So 


for multiple sales — and profits — order yout 
SPRINKLERS now from your jobber or who 








Enjoy a_ profitable selling season! . 
JO! E g ee 
Liat, YM REEL SPRINKLER COMPANY | 
at 24812 North Westwood Avenue, Toledo 7, Ohio 
REEL SPRINKLER Co. | *::: : 
bd Please rush me your free 4-page catalog and prices on this ] 
| great new lawn-and-garden sprinkler designed to give a 1954 
Toledo 7, Ohio | sales punch to my “green thumb” department! ] 
Nothing to wind up, pick up, carry or shut off! ' Your Name | 
4 . Store Name | 
>< vA 
Othe SDHWKKOY CAN DO | Aééres | 
' 
WHAT REEL SPRINKLER DOES” , “” on 
oy ia ine a a ea Pe eee 
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Related Displays Sell 


(Continued from page 132) 




























J 
This staff-built display shows wide variety of steel qov —— 

Many of your ther ls and garde eds ar ~w. Mi :, , 
customers will otner lawn and garden needs are Is new. Many power mowers are 

soon be buying shown in adjoining space. sold from the outside exhibit. 

their Spring gar- The firm’s garage on a side street Two fixtures, constructed of 

dening equip Transplanter, | x S é é ; 

ment. And they’! WA" long 7 across from the store provides wood and welded wire fabric, are 

be looking for parking space for customers. Each utilized for showing steel goods. 

4 Ag le “ 2 oo week on Tuesdays and Saturdays, Sections of mesh are stretched 

TRUMP Garden : 

Toole. These sturdy the firm shows lawn and garden across the top and bottom of the Her 
18-gauge steel tools | goods in front of the garage. wooden frames so that handles = 
are long-time favor People in the area are accus- may be supported. Screw hooks Ow 
ites among garden en | t it ies I aie pets aes ei , e (A) 
thusiagts. Hardwood Trowel; ome 0 looKing at the outdoo1 are used on outer edge of frame t Wa 

row ; ’ 

handles and. bright 1274" long | displays on both days to see what hold shovels, spades and forks } 7 
green baked enamel 1OS¢ 
finish make them es Weed cha 
pecially attractive, Cutter, Tha 
too. Make sure you all t 
carry the whole line é 
They’ re packed sep . 
| ae 





arately, or three in 
a box ready to sell] 
to all of your cus 
tomers! Order 
TRUMP Garden 
‘Tools from your 
wholesaler today 


chee on eno temeniiine cuanto 





Fork, 
10'4"' long 


Get this eye-catch- 
ing wheelbarrow 
counter display 
from your whole- 
saler. It’s available, 
without tools, to all 


aA | dealers ee 


















- asa Prag ty | An eye-catching sign and a sales-making theme—Swing into Spring— 

made this window a traffic-stopper. Set up in the old store of Wolff, 

Kubly & Hirsig Co. in Madison, Wis., it set the buying mood for 

ANIMAL TRAP COMPANY OF AMERICA the array of lawn and garden merchandise. Large price cards were 
LITITZ, PA. © PASCAGOULA, MISS. ysed with each item as an additional incentive to stop in and shop RUBBI 
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e One and Only Sprinkler Hose 


TO PROVIDE UNIFORM PRESSURE THE ENTIRE LENGTH 


US.ROYALITE “ 


iy \ yA b\ +\S 
‘ Ly. 



















@rrean 











. ROYAL 
Comes with sturdy metal reel that VZuinvieei re 


permits easy carrying and hanging >| a 








e Sa pw = 
; Qo a Fi, re ad —_ 
Py PG " 
Ww 4 4 .... these great features 


e Couplings at both ends—for adding extra lengths 
and easy flushing 
e Flat bottom surface—will not roll even on bends 


Here's the exclusive low-back feature that guarantees 
uniform sprinkling the entire length of the hose. Water 


flows from the faucet into perforated sprinkling chambers e 100% Virgin Vinyl—for longer life and greater 
(A) and into unperforated channel tube (B) flexibility 
Water flows through tube (B) the entire length of the e Extended coupling sleeves—for added protection 


and longer wear 


hose ... hits end cap and flows back into the sprinkling 
e Sturdy metal reel—for easy handling and storage 


chambers. 








High pressure for sprinkling 
e Low pressure for soaking 
Available in 25- and 50-Ft. Lengths 


The One and Only Garden Hose Line 


with a complete selection of plastic and rubber hose including opaque 

plastic and transparent “see thru” plastic. The “U.S.” line has a garden Xn \ 

hose priced to fit every budget, and to make every sale. You can depend stem 

on the “U. S.”” name — you and your customers know it stands for quality. [ps 

Rubber hose guaranteed up to 12 years, plastic hose up to 10 years. 
U. S. Sprinkler Hose and U. S. Garden Hose are adver- 

tised in Better Homes & Gardens, American Home, and 

Sunset, read by over 16,700,000 men and women, all inter 

ested in their gardens. 


That’s how you get uniform pressure and even sprinkling 
all the way in U. S. ROYALITE SPRINKLER Hose. 

























‘ing— 
V ol ff, 
d for 


were 


shop 
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All “U.S.” Hose sold only through selected distributors. 
Stock up now 






UNITED STATES RUBBER COMPANY * Mechanical Gnade Sidon, Rockefeller Center, New York 


2, H. Y. 
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Better display of « leaner 
and polishes was achieved on 
this store-built end display 


fixture. It has casters 
mobility 


Homemade Fixture 





for 





Movable Fixtures Give 
Store Better Display 


Even though the Klingenberg 
Hardware Store in Fort Thomas, 
Ky., is fairly large its large inven- 
tory creates some display  prob- 
lems. The store serves a suburban 
community. 

One way that Carl M. Klingen- 
berg and his son, William, solved 
their display problem was to build 
a number of movable fixtures, 
mounted on casters, which makes 
for flexibility in store arrange- 
ment. These portable fixtures are 
especially useful for the display of 
seasonal merchandise. 

These fixtures are four steps 
high, with the lowest step 12 in. off 
the floor. The top is level with 
abutting display tables. 

Mr. Klingenberg also built flat- 
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Kentucky hardware firm designed display 
units having many uses. Glass rack cuts 
down on handling and breakage 





























Ee el 


Stop bars, placed according to standard lengths of window lights, 
make it possible to locate desired sizes with a minimum of handling. 
The dividers are measured in inche 
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ella 


matic 


be finer 


mowa: 


Vlothing can 


\ SELF-PROPELLED 


\ Gasoline Rotary Power Mower 


Mowamatic promised big things — Mowamatic delivers! A 
bigger, better line of Mowamatic Power Mowers — eight 
in all. And leading this profit-making line-up is the new 
Mowamatic Self-Propelled — the only mower of its 
kind with the power-take-off built into the 
engine. No belts involved — it’s direct in the 
truest sense of the word. 
No mower can boast of a finer engine than the 
2.5 HP, 2-cycle Power-Pak. Add to this a 
recoil starter, lever controls, safety-blade mount- 
ing, adjustable cutting - heights and 
all-’round rugged but beautiful de- 
sign, and you have the finest 
performing, best-looking power 
mower in the market. It pays 
you to feature the new, Mowa- 
matic Self-Propelled. 































” 
18” Gasoline Rotary 
dependable 1.6 2-cvcle 

Reinforced wheel-mount 


21” Deluxe Rotary 

All-new, sleek, light, easy-handling 
rotary-mower. Trims to less than 
4,” up front. Adjustable cutting- 


18” Deluxe Reel-type 
Fully automatic drive with one-hand 
accelerator to start, stop, and regu- 
late speed. i.1 HP, 4-cycle engine. 


Powered by 
Clinton engine 
ing areas, adjustable cutting-heights from 


heights from 11” to 244". 2 HP Dropout reel rolls on ay ee ball to 2! Safety-blade mounting to 
Briggs-Stratton engine. Safety fea- bearings. Safety guards throughout . ; i , ‘ a 
tures throughout to protect operator plus clutch neutralizer. Also avail- absorb shock, and protect engine anc 
i ; : : _ blade Sturdy construction, light, very 


able as 21” DeLuxe. 





engine, and blade. 
maneuverable 


4 more — for more Mowamatic sales 
New 18” Rotary Side-Trimmer + Improved 18” Rotary Electric + Improved 18” Special Reel-type + Improved 21° Deluxe Reel-type 


Order from your distributor now. For more details, call, wire or write Mowamatic, 
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Subsidiary of Feed Machinery and Chemicel Corp. 
2182 S. Park Street e Port Washington, Wisconsie 
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Add the New 
WEED 
PREVENTER 


CRAG 


Trade-Mark 


HERBICIDE-1 
to your garden 
profit makers 


| CA 
as 





CrAG Herbicide-1 is the only 
advertised garden 
weed preventer now on the mar- 
ket. It will be advertised 
throughout the season in the 
garden sections of Sunday 
newspapers and in POPULAR 
GARDENING AND FLOWER 
GROWER. 


nationally 


CRAG Herbicide-1 is a proven 
product—it has been used with 
outstanding success by farmers 
on thousands of acres of crops 
for four years. It has saved 


these farmers many hours of 


weeding work and it can do the 


same for home gardeners. 
They'll be looking for it in your 
store—Get it on your shelves 


now! 


CARBIDE ano CARBON 
CHEMICALS COMPANY 


A Division of 
Union Carbide and Carbon Corporation 
30 East 42nd Street 


UCC) 


New York 17, N. Y. 


“Crag” is a registered trade-mark of 
Union Carbide and Carbon Corporation 
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Carl M. Klingenberg, and son, William, prepare a seasonal display 
of gardening materials. 


top fixtures, which are mounted on 
casters so that they can be easily 
moved to new locations when de- 
sired. 

Mr. Klingenberg states that the 
step-up end fixtures give better 
display than flat-top fixtures for 
such lines as cleaners and waxes, 
electric housewares, needs 
or kitchen ware. 

Mr. Klingenberg stresses the im- 
portance of a large inventory for a 
suburban hardware store. “If you 
can’t give a customer what he 
wants, when he wants it. he will 
take a bus or get into his automo- 
bile and go to town to get what he 
wants. The loss of the sale may 
be for a small sum, but if you lose 
the customer’s confidence, you are 
apt to lose the customer, too,” he 
said. 


garden 


The broad-fronted Klingenberg 


One of the storage and time 
consuming problems’ encountered 
and solved by Mr. Klingenberg was 
that of window glass. This prob- 
lem was solved by building a rack 
which holds the glass by assorted 
sizes, which has reduced handling 
time and breakage. 

The rack is constructed so that 
each bin will hold various width 
lights of a common length. A stop 
bar across the rear of each bin gov 
erns the length of glass for each 
bin. Should a different length be 
placed in a particular bin, it would 
either extend beyond its neighbor, 
or be shorter, and give immediate 
notice that it had been misplaced. 

The stop bar for each bin is 
placed a distance back from the 
front upright equal to a common 
light measurement, i.e., 30, 28, or 


store has shallow-ledged, open 


backed windows. 
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“You say there’s 
a well point with 


NO GAUZE 
CCREEN ? 
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Cut-oway section showing the heavy 
construction of the ‘‘RED HEAD" drive 
well point, the non-clogging, V-shaped 
continuous inlet slot, and the direct 
waterway without any pipe base. 





4, 1954 
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"Yas, the Johngon 


RED HEAD 





with patented 


CONTINUOUS INLET SLOT!” 





Siow YOUR CUSTOMERS this cut-away sec- 
tion, illustrating the heavy construction of 
the Red Head well point . . . the only non- 
clogging, V-shaped continuous inlet slot...and 
the only direct waterway without a pipe base. 


As they can see, there’s a tremendous open 
area for water—and there’s absolutely no 


gauze jacket to clog up or rip away! 


There’s no necessity of carrying duplicate 
stocks because the Red Head can be used 
as a flush point—or as a drive point, it can 
be driven as hard as necessary under nor- 
mal conditions. Available in 114” and 2” 
sizes, it’s made of low-carbon steel, double 
galvanized, and it’s welded by a patented 
process from top to bottom into one 


solid unit. 
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Ask your jobber or write for bulletin... 


ST. PAUL 14, MINNESOTA 
Well Screen Specialists Since 1904 


1954 







EDWARD E. JOHNSON, Inc. 
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‘A Sure Seller ! 


New, Improved 10-N 





GARDEN GROWER 





it will pay you to feature this highly 
useful, versatile tool in your Spring Gar- 
den showing Every home gardener is 
a prospect. 

10 inch revolving 
carbon steel blades 
ing knife, adjustable for depth. 5-prong 
detachable cultivator. Shovel attach- 
ment Lawn mower handle, adjustable 
for height. Attractively finished 


OTHER POPULAR NORCROSS PRODUCTS 
* Cultivators (1, 3, 4, 5 prong) * Weeders 
* Asparagus Knife * Full Line cf Forks 


C. S. NORCROSS & SONS CO. 
BUSHNELL, ILLINOIS 
{sk Your Independent 


‘ 


Jobber. YZ , 
y 4 P| 
/ 4) 


= —e — 


reel with saw-tooth 
Double-edge weld- 


7 


Quality Garden Tools 
Since 1891 
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24 in., 


mension is 


The common depth di- 
marked at the 


etc 
top of 
each bin 

Markings on the uprights, in in 
tervals of an inch starting at the 
bottom, indicate the width of the 
lights. By sighting from these 
markings the width of the light is 
i.e., 8-in., 12-in., and 
so on, until the maximum standard 
width for a given standard length 


determined, 


is reached. 
The width 


termined by 


of the bins Was de- 


the demand for cer 


tain standard sizes and the num 
ber of lights per case, for a giver 
length. 

Among the many 
the rack, according to Mr 
Klingenberg, are the time it saves 
and the perpetual, visual invent: 
“It tells 
at a glance just when to order, an 
Now 

the san 


advantages of 
glass 


of stock that it provides. 
what sizes are needed. we 
never overstocked and at 
time we are able to give the cu 
tomer the he 
dealer states 


size wants,” thi 


Makes Own Broom Display 


G. H. McGregor, partner in the 
Community Hardware Co. of Fred- 
erick, Md., made his own broom dis- 
play by using an old stand-up wire 
rack and turning it into a talking 
salesman by dressing it up with a 
three-color box used to package the 


G. H. McGregor with his 








brush-head. By flattening out the 
brush-head box and tving it to the 
wire rack with string, Mr. Mce- 
Gregor, once he positioned it on the 
sidewalk in front of his 
found he had a traffic-stopping dis- 
play. 


store, 


! 
me made 
home made 
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Ask the man who SELLS them= Vij 
gages He'll tell you they’re EASIER TO SELL 

dit on the Vi 
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store, 





















pping dis- 20” CENTURY ® Wi 4 
ROTARY { ) 
CONVERTIBLE . f 
ou don’t have to talk vague y/ 
| generalities . . . you’ve got honest-to- K 
y. goodness selling points that prove EASY NEW IDEA! Conversion 


kit to replace caster wheel 
Customer can change standard 
push-type rotary into power 
drive model —any time 


is the word for Eclipse. You can 
show your customers how Eclipse 
is easy to start ...easy to use... 
easy on the pocketbook. And 
it’s a complete line . . . with 
discounts matched by few 
companies, bettered by none! ° 











More features you can demonstrate 
... advantages your customers 
can quickly understand 


@ 4-cycle Briggs & Stratton engines for tong, 
trouble-free service. 


REALISTIC SALES AIDS TO 
HELP MAKE YOUR STORE 
LAWN CARE HEADQUARTERS... 


Big, powerful, colorful broadsides, newspaper ad 





mats and hand-out pieces tell your prospects you are 
the man to see for all lawn and garden supplies. @ Natural Grip Handles for maximum operator 
comfort ° 


@ Convenient finger-tip controls 
@ Non-breakable steel housing extending to blade 
level for safety 


@ Exclusive shock-absorbing blade mounting to 
minimize wear and vibration. 







‘~~ 


Y aw IT 


“0.1aey Y 


11 POWER MODELS 18” to 36” 
8 HAND MODELS 16” and 18” 


Write for free details on the availability of an Eclipse franchise 


THE ECLIPSE LAWN MOWER CO. 


DIVISION OF BUFFALO-ECLIPSE CORPORATION e@ 2417-A Railroad St., Prophetstown, Illinois 
Eclipse power lawn mowers are manufactured in Canada by MAXWELL LIMITED, St. Marys, Ontario 
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BRAND 


WIRE 
NETTINGS 


THEY BUILD 
REPEAT BUSINESS 


Repeat business comes from satis- 
fied customers. That's why it pays 
to sell quality products... like 
Cortland Brand Wire Nettings. 
These extra strong nettings are 
heavily galvanized, uniformly 
woven, easy to handle. Made 
from finest corrosion - resisting 
steel, they give years of service, 
meet U. S. Department of Com- 
merce National Bureau of Stand- 
ards’ specifications. 


SELL BOTH NETTINGS 


@ HEXAGON POULTRY NETTING Mesh: 
mt, 1", 2", 
widths. 150 linear ft. bales. Continuous- 


20 gauge wire. Standard 


twist or lock-twist types. Galvanized be- 
fore or after weaving. 


@ ANIMAL PEN NETTING Heavy grade 
hexagon netting, galvanized after weav- 
ing. Includes Mink, Fox, Crab Trap Net- 
ting. Mesh: %°", 1%, 1", 2°. Wire 
gauges: 14 to 18. Standard widths. 150 
linear ft. rolls. Continuous-twist type. 











@ WIRE 

@ WIRE SCREENING 
@ NAILS & BRADS 
@ WIRE NETTING 


~|WB 











BRAND 





WICKWIRE BROTHERS, INC. 


Cortland, N.Y. 





—™ 


Shelving Extends Window Display ports = 
] wor 
racted m 
he store. 


tran inay 


4 


2" 
po =f 
MOSS 


fowr 


F tes 


Fe moe 


To show more lawn and garden merchandise in its window, the Ace 

Store in Libertyville, IIl., uses adjustable glass shelving on a side wall 

to display small packaged garden merchandise which otherwis 
not get as much display attention 


Featured Work and Diversion Items 


As the spring fishing season and 
lawn and garden work come into 
people’s minds at about the same 
time, this window attracted both 
anglers and gardeners. Pegboard 
panels were used to display on one 
wall a variety of rods, reels and 
line, and in the corner a grouping 


Outdoor work and play items took the spotlight in this display. 








wen’ 
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‘_ 


Yor 
D 


Cateril 
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¢ Freep 

As the 
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e might 


of pruning equipment and spraying 
necessities. 

Hose, mowers, vacuum jugs and 
numerous other items for the ama- 
teur angler and garden enthusiast 
were shown together with some 
manufacturers’ display aids. Jaeger 
Hardware in Dubuque, Iowa, re- 
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ports that this combination display 
i work and pleasure items at- 


" Ey: . ° 
BAe racted many window shoppers into 
c he store. 
mt 


BRAND 
Y t Plant, . ‘ 
ton Wire Nails & Brads 


Catering to youngsters pays off 
for Harland Heywood who oper- 





“To ites the Freeport Hardware Co. 
¢ Freeport, Me. 
{|| As the youngsters grow up and 
ho 4 hve homes and families of their 


ovn, they remember his interest. 
aid return to the store to shop. 











Ace 
wal! 
ight 





_ They’re packaged for your profit 


@ Nails and brads are one item every customer needs... yet seldom 
| remembers to buy. Remind them to buy with a colorful counter dis- 
| play of Cortland Brand Nails and Brads. Because they‘re so conven- 
iently packaged, these nails and brads literally sell themselves! 


spraying 


lugs and 
the ama- 
ithusiast 
th some 
3. Jaeger 
ywa, re- 


@ Cortland Brand Nails and Brads are 
made to satisfy your customers. They have 
sharp points, true-formed heads. In addi- 
tion, these tough nails and brads are ac- FREE DEALER KIT 
curately manufactured, uniformly finished. 





| @ Packed in green packages for nails... 

| yellow packages for brads...Cortland 

| Brand Nails and Brads come clearly 

: marked for weight, length and gauge. A 

In the spring, youngsters get a | complete stock of sizes, including Y% Ib., 

seed packet from Harland Hey- | VY, Ib., and 1 Ib. packages, takes a mini- 

wood. They must give him the | mum of space. Make your store headquarters for 
| 
| 
| 


* hd # 
Ps Ma 6 REM Bi it 



























first blossom, which this year was Cortland, Brand products with 


hs ‘ Wickwire’s Frees Merchandising 
12 ft, frost nipped sunflower. oN Kit. Contains streamers, folders, 







“ newspaper mats. Send for it today 
— 


X it ©) @ ORDER THEM TODAY 


One way of getting youngsters 
pb remember him is Mr. Heywood’s 
ractice, each spring, of giving | 
pvungsters who come to the store | 
i packet of flower seeds. His only | 
nyment is a blossom from the WB 


jants grown from the seed. 


Increase your sales with Cortland Brand Nails and 
Brads in these colorful packages! Order them from 
your jobber. 





WIRE SCREENING WIRE NETTING 
HARDWARE CLOTH NAILS & BRADS 


This past spring, it was sun- 
lower seeds. So the first blossom BRAND 
») be left at the store, when he 
ame to open up one frosty morn- 
ig, was a 12-ft stalk, shown in the WICKWIRE BROTHERS INC Cortland a y 
hoto. Unfortunately the frost had ; ’ "9 —— 
one its work. 
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Circulars Pull Traffigo | 


How would you pull traffic into your brand-new 
hardware store if you were opening in an area in 
which you were not well known? 

A. F. Koffler, and his son B. A., did it by mailing a 
mimeographed announcement of their new store to 

. 2 . 1,000 homes near the store at 9333 E. 50 Highway in 
Offer of specials builds profit the Laurel Heights section of Kansas City, Mo. They 
showed sketches of three specials—a rural mail box, 
clothes line pole, and garden cart, and listed the 


ocated |] 
or 150. 
The kK 
hem in 
1ew hor 
fire a lar 
} with the 


and volume on firm’s opening neem 





day. Continuing use of circu- departments and services they would offer at the time ee, 
lars and feature displays of spe- . nome c. | ; | some fre 
raffic was good for that opening sale and has con- Ff , lik 
cial items keeps store staff busy tinued at a steady pace ever since. Circulars on busi- | The n 
ness letter size stock continue to tell the story of their Ff eli Citi 
specials and their regular departments and services. sent alt 
The father and son partners had previously operated Dened 
a hardware store for nine years in another Kansas 
City suburban area. Their new 50x130-ft building is 
Right 
The well identified hardware store has a wide sweep of One 
windows facing on its large off-the-highway parking lot. tt 
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Highway Store 








ffido New Store Opening 


rand-new 
area in 






















ocated 150 ft from the highway and has parking space 
or 150 cars. 
The Kofflers reason that there is a huge market for 


nailing a : ; s Raa : ; 
g hem in the midst of a district in which hundreds of 





store to tHe 
} ew homes are being constructed. In addition there 
shway in #} 2 , ; 
} ire a large number of old dwellings, occupied by people 
lo. They B.. e : on = 
, } vith the “Do-it-yourself” urge and strong desires to 
nail box, — me ; : 
| nake additions and improvements to their residences 
sted the FF : ; s 
: Many of the owners of newer homes will also be 
the time : s sige 
regular customers for maintenance and repair items 
} some from necessity for saving money, others because 
has con- —) ‘ : d as 
: they like doing their own repair jobs. 
on busi- ; é 2 
7 rhe new store is well lighted with fluorescent units 
of their s : - 
‘ and has ample aisle space for browsing and easy move 
rvices. : : ‘ 
ted ment of traffic throughout the display areas. 
operatec ‘ : } ; 
te Front-of-the-store display areas are given much of 
' Kansas 
ilding is 


Aimee one hats. 
a ae 







Right—One of the opening sale announcements. Below 
2p of One of the 5 rf. three level. units made to order for 
y lot. the store. Two of these form the gadget section. 
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Wide aisle separates shelf and island displays of 
housewares and leads to the paint department 


the year to featuring seasonal lines. In the Christmas 
season toys will receive feature display in this section, 
these being emphasized to encourage local residents to 
consider the store as a good source for gifts for all 
members of the family. A front-of-the-store display 
on which were shown vacuum jugs at $3.98 resulted in 
sale of 51 of these items in a period of less than 
two months. 

A 20-ft wall unit features housewares, with a 10-ft 
yadget section, a display of enameled ware, and an 
island for showing curtain rods, curtain rings, clothes 
lines and related household items as neighbors. Paint 
occupies a 25-ft wall space augmented by a 5-ft island 
of paint sundries. A 4-ft wide glass rack adjoining the 
paint section has 20 compartments. 

Twenty-two feet of wall space are given over to 


B. A. Koffler (left) and his father, A. F. Koffler, 


with their opening sale mail box special. 








waxes, polishes, mops, brooms and other househo 
cleaning needs. 

Heavy hardware items for contractors and compet 
tively priced numbers of the same type for homeowne 
are displayed in a 20-ft space in the rear of the stor¢ 

A tool rental service has been started with plans f« 
its future expansion. 

A 17x50-ft storage room, in the rear of the buildin; 
equipped with a 7-ft overhead garage door is utilized 
for stocking gravel, building sand, cement, pipe an 
other bulky items. Eighty-four-pound bags of cemen 
are fast sellers among homeowners in the area. 

For the convenience of week-end mechanics the stor 


is open on Sundays from 9 a. m. to 1 p. m. Volum AT) 
on a Sunday frequently runs ahead of that for th sTO 
previous full Saturday business day ACT 


FREE 
TR 


Shadow Boxes Are Springtime Store Decorations } 10 PIEC 


~ 


148 





) 10 PIEC 
S10 PIEC 
10 PIEC 
TOTAL | 


A seasonal note was introduced last * | 
hardware store ir * | 


Tulare, Calif., with shadow boxes or 





spring in Linder's 
enter posts. Boxes were black and 
yellow, with a bluebird pulling a 
worm out of the ground and saying / 
‘Hey, it must be spring.’ The boxe 
were made and painted by George 


Horan, paint department manager 
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HERE ITIS... 


NOISELESS 


Sliding Door 


% Extra-heavy extruded aluminum track 
% Heavy-gauge cadmium steel 
hangers with adjustable slot 
% Noiseless, lifetime Nylon wheels 
% Silent, solid brass wheel bearings 
% Positive, no-jump track feature 
% Smoothest, quietest operating 


r househo 


nd compet 
homeowne 
of the stors 
th plans f¢ 


he buildin 
r is utilized 
it, pipe ang 
s of cemen 
> area. 

ics the stor 
m. Volum 
hat for th 


ced last 
store ir 
YOxeS OF 
ack and 
slling a 
| saying 


e boxes 


BUILT-IN PROTECTION 
AGAINST TRACK JUMPING 


At last—sliding door hardware with 
built-in, positive protection against track 
jumping! No extra work, nothing for you 
to do—because this exclusive M-D de- 
sign stops track jumping with a built-in 
bumper ridge that makes it impossible 
for the wheel to lift out of the track 
once the door is in place over the floor 
guide. Simple, sure, foolproof! 


ATTENTION DEALERS 


STOCK-DISPLAY CASE AND 
ACTUAL WORKING MODEL 


FREE with-this assortment! 


TRACK 40 Boxes of 


10 PIECES-4’ EACH 
10 PIECES-5’ EACH 
10 PIECES-6’ EACH 


Complete Hardware 
for 3/,” Doors 
xe < 


10 Boxes of 


10 PIECES-8’ EACH Complete Hardware 
TOTAL TRACK-230’ for 134” Doors 


%& Attractively Displayed 
%& Increases Impulse Purchases 
¥% Takes Small Space 


COMPLETE HARDWARE FOR 
DOORS 5/,” to 34,” or 1” to 134” 
Herdware comes completely pack- 


oged for pair of 4%” doors, of 
pair of 1%” doors. Each package 


~ 


YP 


iq 200r 





lizela Ol 40)0) 
works for 
both % 

and 1¥% 
doors 

single or 


by-passing 





for 1%” doors 
use hanger FH34 
on front door and 
hanger RH138 

on rear door 








¥ 
- 





~ ~~ 
Zhe 


Guide No 14 
works on both 


% andl’ J 
Y 


George ery contains 2 front door and 2 rear doors 
20rg door hangers, 2 door guides and 

‘a “ sufficient screws for hangers, guides 
ranager ond track. Cartons clearly mark 


ed for %” of 1%” doors. 


ORDER TODAY! your order 


will be shipped same day received 


QuaLiry 


Ls 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY, OKLAHOMA 














Store Modernization 





Sales Up 150% in 8 Years 


New front with open windows and changed roof line, 


modern fixtures and open displays, are features of 


long-range program of new owners 


A modernization program at an 
old, 


store In a 


firmly-established 
college town of 7000 
population has boosted annual vol 
the $200,000 to the 
bracket. 

This is the Oxford (Ohio) Hard- 
the high 


pro- 


ume from 


$500,000 
here are 


ware Co., and 


lights of its modernization 
vram that enables the store to re 


tain emphasis on appliance sales 


Modernization Highlights 


Iixterior walls were dressed up 
the 


canopy 


with brick and. stucco, roof 


line modernized and a 
added. 

A stock room facing the street, 
adjoining the store, was converted 
the gas 
which dis 
the 


window 


to offices and rented to 


and electric company 


plays appliances for store, 


thus increasing display 

irea. 
Open 

the 


proved 


windows were installed 


and store interior was im 


With modern fixtures, an 


open stairway, new flooring, a 

freight elevator and central heat- 

ing system. 
The program 


$100,000. It 


about 
in 1945 


has cost 
Was started 
when E. FE. Myers, J. W. Prather 
Keith Mvers the 
store from William Umbstead, who 


and purchased 
retired after a long career as one 
of Ohio’s 


dealers. 


outstanding hardware 


Ernie Myers had been in 


150 


hardware 


the store for 10 years prior to the 
purchase. 

Appliances are a major line, ac 
counting for about 35 pct of the 
total volume, 
been given special attention with 
displays the 
floor. 

The store got in on the ground 


store’s and have 


featured on second 


floor of the appliance business in 
the Oxford 
tinued to 


and has con 
the 


with factory-sponsored demonstra 


area, 
merchandise line 
tions, mass displays and service 

When rural electrification came 
to the Oxford area, Mr. Umbstead 
and his salesmen literally followed 
the men stringing wires through 
the rich agricultural region. They 
farmer on the 


old almost every 


of Ox 
Oxford 


/ of ) 
( below ). 


tore front (above) 
LY lwore GC , 
oraware Uo. In 


naga new front 
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Pe 3 
Sai td or 
Because of its vertical con- 
struction, pump can be used 
= 
over or offset from the well. ad 


. 











FIG. 4963 
CONVERTIBLE for 
Shallow or Deep Wells 






FIG. 6700 SUBMERSIBLE 
for Deep Wells 










Occupies minimum floor z 
$ 
space. Construction fea- Sot 


tures assure quiet opera- 





Easily converted 


Deming-engineered and 
{ without the use of 





Deming-Built. Quiet opera- 





« special tools. 








tion, Easy to install. Requires 
no pump house. Made of cor- tion. Capacities up to 2450 
gallons per hour. Write for 


Bulletin 4960, 


rosion-resistant materials. 






Water-cooled and water-lubri- 
cated. Many other features. 
Capacities up to 1500 gals. per 
hour. Write for Bulletin 6700. 








° figgee Line * (Gtggtt Salted * Biggar Fog 


| for every Deming Distributor and Dealer | re 
0 : 


Deming backs you up with a complete line of pumps and water systems 
to meet all needs . . . high standards of pump engineering and manufac- 
turing .. . advertising and sales promotional helps . . . and a friendly, 


man-to-man kind of relationship that stimulates teamwork. You'll sell 





more and profit more when you sell the Deming Line. 


THE DEMING COMPANY 
517 BROADWAY + SALEM, OHIO 
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venience of modern appliances. statement used on the store’s sta- 
erchandise on the first floor is 
jon open display. As customers en- 
iter the to 


the left and hardware to the right. 


CU 
4 





tionery: 

“The Oxford Hardware Co. Na- 
known products plus lo- 
cal service. A combination hard 
to beat. Hardware and electric 
supplies. We deliver.” 

In spite of the size of the store, 





store, housewares are tionally 


On the second floor, in addition 
ito appliances, there are displays 
its 


sales 


of tloor coverings, and 








» Pikeep four installers busy; electri- which has a staff of 19, the man- 
bi cal fixtures; toys and wheel goods; agement personalizes its relations 
myidishes. with customers by calling them 

1) Advertising Media ay same. Baa 
f Don’t call me mister,” requests 
oe Major advertising media are di- Ernie Myers, store manager. “It 
sor rect mail pieces, radio spot an- may be small-town stuff, but we 
bor nouncements, and 14 signs along find customers like to be ad- 
” wincipal highways into Oxford. dressed by their first name, and 

The road signs feature this (Continued on page 170) 





tical con- 
n be used 
the well. 
um floor 
‘ion fea- 
t opera- 
> to 2450 
Write for 





view merchandise on open display on entering modernized 


housewares on left, shown in photo above at left, and 


Customers 
store, with 


hardware on right shown below. 
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A positve sealant for use on pipes 
carrying gas, water, steam. . . with- 
stands pressures up to 3000 p.s.i., 
temperatures up to 500° F. 


HERE'S 
DISPLAYED MERCHANDISE 


THAT MAKES 
EXTRA SALES 





STOPS 
Oil 
LEAKS 





pe 
» ven! 


A new positive seal for oil leaks, 
cracks, pinholes or rusty parts in welds 
in tanks or containers. It remains plastic. 





Repairs leaky water pipes, soil pipes or 


| seepage in concrete walls. No heating 


required ... applies directly to leaking 
area. Local contractors find it handy. 


i 


4aco 


LAKE CHEMICAL CO. 


3058 W. Carroll Ave., Chicago 12, Ill. 
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“How Do You Sell 


So Much Fence?” 


This dealer answers the question by saying, 
“give service and the fence will sell itself.” 
Here is how his plan works 


“How do you sell so much 
fence?” That is a question fre- 
quently asked Willard F. Wilson 
of the Wilson Hardware Co. in 
Washington Court House, Ohio. 

“We don’t sell it,” Mr. Wilson 
replied. “We give a service to our 
customers, based on know-how, 
and the fence sells itself.” 

Radio, newspaper and direct 
mail advertising publicizes fence 
for Wilson’s. 

Mr. Wilson grew up on a fence 
wagon. Through stringing fence, 
the Wilson store, founded in 1895, 
has expanded its business into a 
wide variety of operations serving 
the cattle and hog country around 
its community. 

Working with their father, Wes- 
ley W. Wilson, founder of the busi- 
ness, Willard F. and a brother 
have helped to build fences 
throughout the county. The wide 
acquaintance of the Wilsons made 
the firm expand its activities until 
now the store is known as the 
Farm Corner and can supply a 
wide range of farm needs, serving 
some with more than 500 acres of 
cultivated areas. 

Even today, if a farmer wants 
to build a fence around his home 
or around his stock or tilled acres, 
he will often send for Willard 
Wilson to visit the farm with his 
tripod. The veteran fence builder 


154 


A one column by 5 in. ad 

used in the classified sec- 

tion with Farm Corner cut 

and brief description of 
fence. 


yoes out with his instruments and 
gives the farmer a picture of how 
the fence will look. Price is seldom 
mentioned during such visits. 

It is not unusual for such a visit 
to result in an immediate sale 
with the job being started the next 
day. Fence experts employed by 
Wilson’s use a truck with a spe- 
cially-built body, having compart- 





Wilson’s Hdwe. 


At 
Court Or Oak Street 


Have You Seen 
The 
New Style 
American Farm Fence 





may 

nm 
i= | 
aoe, 

- =a, 





Stay wires 9 inches apart 10 bar 
47 inch. Every wire and every 
stay. No. 10 gage. Looks better 
stretches better stands longer. 


We also have the heavy Ameri- 
can double knotched steel posts. 


See Wilson’s 








ments somewhat like those in a 
plumber’s truck. 

Through the years the firm has 
kept abreast of changes in types 
of fence and improvements in 
posts, being in position to supply 
a wide variety of fence and posts 
in metal as well as_ specially 
treated wood posts put in the 
ground with a driver. 


Special-body fence truck advertises that service. 
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Reduced ’54 prices plus new and improved 





WS features put you in line to meet and beat com- 

| XY petition at every turn! Every prospect can be 
a! : 

. \\. a sale, with the complete range of Rotary and 


Reel type power mowers for every pocketbook 
and mowing requirement. Mail the cou- 
pon now for complete details on how 
the PROPULSION Power Mower 

Line can boost your profits! 


Featuring 


THE SENSATIONAL 


SELF-PROPELLED | 


Mow-MaASsTER \ 
“205” 


THE FIRST LIGHTWEIGHT 
Self-Propelled. Weighs 
only 65 Ibs. ¢ Distinctive 
Streamline design. 


A 









© Fingertip steering, 
throttle & clutch. 

® Straight-line 
operation, no veering. 
@Famous 21/2 HP 2-cycle 


Backed 


Power-Pak engine. 

















- § 


“Mo w-Masrer \ 





ecccockee 











* Full 20” cutting swath. ¢ Rugged construction. 
® Positive chain drive eliminates slippage. © Safe, fully by Powerful 
nose im a potatoe wom, rear ant dee. ¢ Adjustable cutting height. Sales eeeecececeeeee 
® Suction lift blades. ¢ Trims neat and close. 
J 
a Promotion! 
» firm has ’ 
} in types op 
men in a 
i Grand New PROPULSION Reel Type Power Mowers 42 
to supply ~, a 
2 sts x * ” . 7 eeseeneveeeeee 
pint 21” DE-LUXE MODEL 521 $ 18” DE-LUXE MODEL 418 $ 18” SPECIAL MODEL 318 4 
spacer y Fully automatic and rug- @ Powered to go with 1.1 @ Plenty of pep and oe 
t in the gedly powered by 4-cycle @ hp Briggs and Stratton power with 1.1 hp : *e 
Briggs and Stratton!|.6hp @ 4-cycle engine. Fingertip e Clinton 4-cycle engine. wi b 
motor. Safety clutch. e control. Adjustable cutting esa ipa -out ; es 
Fingertip control. » ~*~ height like 21”. reel. OF 
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Feature the Line of Least Sales Resistance 


PROPULSION ENGINE CORPORATION 


Subsidiary of Food Machinery and Chemical Corporation 
7TH ST. & SUNSHINE ROAD, KANSAS CITY, KANSAS 
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DISTRIBUTORS.. 
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Great MOW- |-MASTER 
Rotary Power Mowers 


MODEL "212" 


DE-LUXE 
21” cut, 2 hp 
Power-Pak 2-cycle 
engine. Fifth wheel 
Prevents scalping 
Automatic rewind 
starter. Lightweight 


MODEL 204 
20” cut, 4-cycle 

2 hp Clinton 
engine, 8” steel 
wheels. Automatic 
rewind starter. 


MODEL 203 
20” cut, 2% hp 
2-cycle Clinton 
engine. Automatic 
rewind starter, 8” 
steel wheels. 


MODEL 183 


18” cut, Clinton 

1.6 hp engine. 
Under bose exhaust 
reduces noise. 


MODEL 184 
Side Trimmer, 
Lightweight 

18” cut, Clinton 1.6 

hp engine. Trims 

neat and close. 


ELECTRIC “185” 
Quiet 1725 rpm 
Delco motor. 18” 
cut. 4 swivel cutting 
knives. 


.DEALERS! A few 


choice territories still available! Wire, 
phone or write today for details! 


PROPULSION ENGINE CORPORATION 
7th St. & Sunshine Road, 


Kansas City, Kansas 


Yes! | want to get in on Propulsion's 
‘54 profits. Please send details. 
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The STATISTICIAN.. 


Bither this boy’s not bright, or your system's not right, 
But regardless, your customer’s fuming. 
| Gheck your forms, and your code, and your sales-clerks’ IOs, 
Make the “pay-off” the least time-consuming. 





© Hardware Age 954 





o 





The firm is called upon to fence 
cemeteries, parks, residences and 
farms. Special machinery is used 
for grading and terracing yards, 
these jobs frequently leading to 
requests for fertilizing and seed- 
ing lawns. 

Hog and cattle raisers also call 
on Wilson’s to supply their water 
systems and the wide variety of 
other goods and materials used 
when a modern system is installed. 
In addition to water systems serv- 
ing their barns, hog raisers need 
much special service, for they an- 
nually move their hogs from one 
field to another, thus requiring 
extension of their water system to 
other fields. 

Wilson’s have machinery for 
digging trenches in which pipes 
and water lines are run to con- 
nect with the hog fountains. The 
trenching machine operator goes 
out with a helper or may be fol- 
lowed by the farmer, himself, who 
lays the pipe after the machine. 

The firm also supplies water 
lines, fountains, feeders and other 
hardware and related lines used 
with a water system. Although 
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bathroom equipment and _ other 
water system accessories are sold 
by the store, bathroom installation 
jobs are turned over to local 
plumbing firms. 

Barns are another item provided 
by the store. A cattle raiser 50 
miles away phoned to inquire 
about “packaged barns.” A few 
days later Mr. Wilson was visited 
by the cattleman and his farm 
manager, a $5,000 order being 
placed for one of the barns and 
other items. 

The pole barns, 52x60 ft, have 
poles set in the ground to support 
the aluminum walls and roof. One 
of these barns costs $3,000 exclu- 
sive of construction. 

The firm uses newspaper adver- 
tising, radio spot announcements 
and direct mail material. Ads, one 
column by 4 or 5 in., are run daily 
in the classified section of the 


local newspaper, larger display 


ads being used for special promo- 
tions. 

Wilson’s ads in the classified 
section feature one item at a time. 
The founder says that people are 
now distracted by so many things 





that a simple ad is needed. Ad 
are often topped with a cut of 
crossroads sign reading ‘Farr 









Corner.” 
Recently the firm has bee 
using an inexpensive plastic cuff 
in its display ads. Anything offereg 
by the store can be photegrapneay 
' 
' 
t 


, 






and the picture turned over to 4 
local concern, which makes the plas# 
tic cut. Merchandise illustrations 
are made on plastic cuts and store 
operations in the field. 

The firm’s main store in the 
downtown area is 46x165 ft, with 
displays in the basement and first 
floor with a second floor for stor 
age. Constructed by employees of 
the firm, open display tables ar@ 
used exclusively. Air is changed 
in the store every four minutes 
and consideration is being give: 
to installation of an escalator. ’ 

Three blocks from the store the 
firm has several sales rooms and 
storage places. Large stocks of 
fence, posts, pumps, motors, im- 
plements and _ builders’ supplies 
are kept in the storage rooms, 
Cement blocks and ready-mixed 


me ae on ne 








concrete are among the building 
items sold. Last year the firm) 
built and sold 10 model homes in? 
the city. 

Wesley H. Wilson, his son Wil- 
lard, and 40 employees serve the 
firm’s customers. Twelve are em- 
ployed in the main store. 


HARDWARE HUMOR 
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"Your biscuits are much better 
than usual! New recipe?” 
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buy 
3 each 
of these 


and 
you get 


a 
SwinG:A Way 


Ice Crusher 


FREE! 


make 
an extra 


$6.9 5 profit 


SWING-A-WAY 
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ever! 


Can Opener Promotion 


— - 


ie 
N39) 


#6O7R-W-Y MAGNETIC 
CAN OPENER 
BAKED 
ENAMEL FINISH, 
RETAIL $3.98 


we 


#1409RM-WM-YM 
AUTOMATIC — 
MAGNETIC, 
BAKED ENAMEL, 
RETAIL $4.98 


CAN OPENER 
CADMIUM FINISH, 
RETAIL $3.49 


CADMIUM FINISH, 
RETAIL $2.49 








This extra special ‘dealer bonus’ offer begins February 1 
and ends March 31. You buy 3 each of our 4 most 

popular Can Openers, and you get a $6.95 SWING-A-WAY 
Ice Crusher absolutely free. The retail value of this 
offer is $51.77. Your cost is only $26.89. Your discount 

... over 48%. If your store is not featuring 
SWING-A-WAY, why not start now? Get the 
satisfaction of knowing you sell the best. 
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Make your windows advertise the fact that you are in the lawn mower Hardw 
business as this display in the H. Beachem Hardware in De Kalb, IIl., est pre 
does. In addition to two power and two hand mowers, the window of disp 
showed a garden tiller,a wheelbarrow, a garden cart, hose, fencing, 

a power saw, and seed, fertilizer and hand garden tools. 








STOOPING, 
NO 
DIGGING 

— 


Central Wrap Desk Speeds Buying 





To speed the flow of customers Located about two-thirds of the 
through its 60x150 ft store, Frentz way in the store, this area is large} 


| 


& Son’s Hardware at 1010 North enough to permit several people to} 





Main St., Royal Oak, Mich., has in- work efficiently. 

stituted a central wrap desk, spot- The store lay-out and fixtures en- 
lighted by a blue neon overhead courage self-service, though the 
sign reading, “Cashier and Wrap- store has no formalized self-service 
ping Counter.” policy. Practically all the merchan-f 






Bulls-eye | _ 
Frentz & Sons’ central wrap and cash station is a time-saver 
control of during peak traffic hours. 


#/ weed spray — ‘ > :, 
SAVES CLOVER! | am . 1 ia T bg 




















coil, a r >| E i 
KILLS dandelion, plantain and other | md \ ai Jim | 
broad-leaved pests way down to the [ “ R 
root tips. Just place point on weed... , ina COUN TE 
press lightly ... release . . . and meas- ‘ 
ured dose of spray (2,4-D or other Ag 
weed killer) drenches weed. Use close biles, 
to flowers, shrubs, without danger. is offe 
Kills weeds as fast as you walk. One ; 
fill is enough for 1,000 weeds. Made boys ¢ 
of durable plastic and brass. Lasts for depart 
years. A sure-fire, fast-selling item. 4 s in pr 
Minnesota dealer sold 1200 in two i aie 
weeks! Packed 6 in two-color, self- H anne 
selling display carton. B to $1 
Suggested Retail, $1.98 Hol 
Slightly higher west of the Rockies news] 
Ask your jobber leeal 
Exclusive Canadian dist. 
Sterling Industries, Toronto 9, Canada ment. 
Export Dep't—Thos. Corinth, 44 Whitehall St. ales 
New York, N. Y. — 
DONALDSON COMPANY, INC. | reed 





666 Pelham Bivd., St. Paul 14, Minn. 
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dise is on open display units, and 
numerous small signs are positioned 
on the displays, urging customers 
to “Serve Yourself. Take Purchases 
to the Wrapping Counter.” 


Is a Sales Saver 





This, the owners have found, is 
sales - saver, particularly during 
ak hours, when even the large 
ales staff is not able to give all 
customers the personal attention 
they need. 


| High Profit in Hobbies 


A 4x6-ft hobby department in 
the rear of the Estherville (Iowa) 





mower Hardware Co. is among the high- 
Ib, M1, est profit makers, per square foot 
window 


of display space for the firm. 
encing, j LAWN HOSE 


With a self-selling package, with a complete line 
; including transparent plastic, opaque plastic, re- 
irds of the} 
rea is large} 
il people to 


inforced rubber, synlastic—plus free sales aids, 
it will pay you to line up with Quaker. Sixty-eight 


years experience make the Quaker label synony- 





fixtures en- ; 
hough the} 
self-service} 
e merchan- 






mous with superior quality. 








Jim Matre, left, sells a model kit 
in the hobby alcove. 


LICHT ~ FLEXIBLE 
Reottachable Couplings 


254. 


GUARANTEED 
10 veaRs 


A good variety of model automo- 

















biles, ships, planes and accessories 
is offered. Of particular interest to 
boys of junior high school age the 





QUAKER RUBBER CORPORATION 
DIVISION OF H& PORTER COMPANY IC , 


department features items ranging ——— 
Green plastic per- i 
forated. Soaks at 
low pressures, 


in price from 25c to $25, a high 
percentage of sales being in the $4 
to $10 range. 












Hobby items are publicized in sprays at high 
} tewspaper ads and on an occasional a , ; iaiaiiaie 
lecal radio station spot announce- 
ment. Although subject to peak QUAKER RUBBER ~pcooatn mgt 
sales periods the department is a | DIVISION OF a ee INC. 
profit and traffic maker 52 weeks PHILADELPHIA 24, PA. 
of the year. 
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IF IT’S VOLUME 
SALES YOU'RE AFTER 
CONTACT YOUR JOBBER 





$75 


Deluxe style lead- 
er features curved 
back, larger seat, 
rubber-matted 
steps. For your 
customers who de- 
mand the finest. In 
red, blue, yellow, 
green, black and 
, white. 

, List price 15.45 








GILTON 









— ah 


wade 


The hottest item in Gilton's 
quick turn-over line is this 
famous budget-priced chrome 
plated upholstered step stool. 
Steps fold under seat easily 
and securely. In red, blue, 
yellow, green, black.and 
white. 


B3O Gilton gives graceful tubular 
steel a striking ebony 
wrought-iron finish and con- 
trasts it beautifully with 
nubbe finish Duran in 6 deco- 
rator colors: Carmine, tur- 
quoise, chartreuse, coral, 
grey, and canary. 

List price $12.95 


EY GILTON MANUFACTURING CORP., 145 58th St., Brooklyn, N. Y. 





Nobody except GILTON 
makes an upholstere g 
chrome step stoo! at any 
thing like the quality and 
near the price of this fab 
ulous seller. In red, blue 
yellow, green, black, white 
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3 ie Cost 24" 


You Get 1-S40 (List Price $8.95) You Get 1-S40 (List Price $8.95) You Get 1-S40 (List Price $8.95) 
VA For $3.00 For $3.00 For $3.00 
/ —S 

Hl 


















oumake 18” | Youmake 18” | Youmake 18” 


7 lot) fell ct. cel | ot cel 













» upholstered 
2p stool! at any 
the quality and 
rice of this fab 
r. In red, blue 
en, black, white 







EXTRA PROFITS EXTRA PROFITS EXTRA PROFITS 
GALORE in '54 GALORE in '54 GALORE in '54 


a 


~/And here’s the Promotion that goes with it! 
7g 


) 7 A Full Page Ad in Color kicks off the Biggest 
rs National Advertising Campaign in Gilton History! 


Month after Month your Best Customers 
will be Pre sold Gilton in 6 Great Magazines 








A host of Free Merchandising Aids to help you 
Tie-in and Cash-in! 


CATALOG 
SHEETS 


Catalogue folder \ © “ | 
} ¢ 
- ' 


STATEMENT CONSUM 
ENCLOSURES ote 


It all adds up to 


























Don’t Delay! Offers end March 15 — Call your Distributor now! | 





Expansion Program 





Specialty Building 


Brings Seasonal Sales 


Promoting seasonal selling on a 
grand scale is now the practice at 
the A. H. Borman Co. in St. 
Charles, Ill., since the firm com- 
pleted its modern annex at the rea) 
of its corner store. 

Just one day’s_ sales $2,000 
worth of merchandise—proved the 
value of having sufficient space in 
which to create mass displays. 

That day’s sales total was made 
shortly after the new annex was 
opened early last May with feature 
displays of hand and power mow- 
ers, lawn and garden furniture, 
garden tools, seeds, and fertilizer. 


50% for Seasonal Items 


When the 50x60-ft building was 
being planned, it was Mr. Borman’s 
idea to have a building in which at 
least one-half of the floor space 
would be available for seasonal dis- 
plays in mass. That is the practice 
now. The remainder is devoted to 
major appliance displays. 

The building has concrete floors 
and the walls are finished in knotty 
pine sidewalls except for one on 
which the natural brick is exposed. 
Lighting is fluorescent. 

In addition to the one-day sales 
record, during the spring and sum- 
mer season, $5,000 worth of lawn 
furniture was sold without the aid 
of special promotion other than oc- 
casional newspaper ads. 

“We fully expect that next year 
we can increase our lawn sales con- 
siderably,”’ predicts Mr. Borman. 

With the advent of fall, spring 
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The Borman annex, one-half of it features mass displays of seasonal 
merchandise. The remainder is for appliances. 


Shortly after opening, a $2,000 sales day was achieved in seasonal 
goods such as these. 
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RED BREAST 
WHISK BROOM 


@HOME e@OFFICE 
@CAR e@SHOP 


America’s fastest-selling, 


best-known whisk. Use- 
ful in so many ways that 
customers will buy sev- 
eral. Tough genuine pal- 
metto fibres snap away 
dirt and dust quickly. 
Convenient hangingring 
714” overall. 


SELF-SELLING DISPLAY: Metal rack, with 4 arms, 
displays one dozen Red Breasts. Colorful top sign. Sets 
up in seconds. Packed in box with dozen whisks. 


SPECIAL; From February 1, 1954 through April 24, 
1954, you get the metal display and whisks at the cost 


of the whisks alone! 


é 


$3.49* 


natl. advtd. retail 


RANCH HOUSE Outdoor Broom 


ePATIOS @ERRACES eWALKS 
@ GARAGES @BASEMENTS @COURTS 


First and finest ‘‘made-for-the-home”™’ outdoor broom. 
Helps you sell the huge, market. Stiff, 
tough fibres sweep away grass, dirt, litter or snow from 
outdoor surfaces. Push-broom style makes sweeping 
easy, non-tiring. 14” yellow lacquered block. 54” red 
handle, hanging ring. 


SALES-MAKING BOX; ©2ch brush-head packed in 


colorful box. One dozen brushes and one dozen handles 
in same shipping carton. 


“‘new home” 


*SPECIAL: From February 1, 1954 through April 24, 
1954, you can buy this new, volume-building broom to 
retail at only $2.59! 
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OX FIRRE RRUSH COMPANY INC 


the new TANKER 
eTANKS @VATS @DRUMS 


Specially made for cleaning 
deep containers. Helps you 
sell the big, growing “milk 
holding tank” market. Han- 
dle angle gives full use of 
brush surface. Threaded 
connection keeps handle 
secure. Rounded brush sur- 
face cleans everywhere. 
1014” dia. brush-head. 48” 
handle. Brush-head indi- 
vidually boxed. 


SUPERIOR CONSTRUC- 
TION—1wo-piece water- 


resistant block; both pieces 
replaceable _ separately. 
Joined by rustless bolts and 
nuts, countersunk to prevent 
scratching. Your choice of 
3 fillings——-crimped black 
duPont nylon—stiff Ox pal- 
metto—union fibre mixture. 





MAINTENANCE BRUSHES 


FLOOR SWEEP 

DISPLAY No. 1 

eDISPLAYS STOCKS 
@ SELLS 


Selling money-making Oxco 
floor sweeps is easy with 
this attractive, compact 
display. Order 18 selected 
sweeps—four most popular 
styles, and get metal dis- 
play at no extra cost. Sets 
up easily—displays 6 sweeps 
and 18 handles; stocks 
balance of sweeps in rear. 
Takes little floor space— 
only 2414” x 1314”. Color- 
ful metal sign suggests 
proper sweep for customer’s 
floor surface... helps you sell. 
PACKING; Display unit, 
18 sweeps and handles in 
one shipping carton. 





See Your Jobber 


es al 


Quality brushes of all types -- backed by 


national advertising and 70 years of brush-making skill 











MINIT-MAKE 


Shelf 'n Table 


BUILDERS 


Trade Mark Reg. 
U. 8. and Foreign Pat. Pend. 


Sensational New Kenberry 
Product Makes ALL Sizes 
SHELVES — TABLES 





SIX OPEN STOCK PARTS 
IS ALL YOU NEED 


\ 
\\ \ wood RODS 
13°. 1 3.1/2 


wood PODS 


PP ¢ 


TOF 
BRACKET 






SHELF LE 
BRACKET ONNE CTOR 





(Customers Get Wood Locally) 


NOW Every Hardware Store 
Can Cash In on the BIG 
DEMAND for "Shelf Ends" 


ALL SIZES 
SHELVES 


Expandable 
ADD-A-SHELF 
As Needed 


MANY KINDS 
OF TABLES 





It's sensational but true . . . you can sell! 
parts for ALL SIZES AND KINDS OF 
SHELVES, BOOKCASES, AND TABLES with 
only SIX SMALL MINIT-MAKE PARTS. Your 
counter space, stock space, inventory in- 
vastment will be small, yet you get large 
volume sales. One 14" x 15" Counter Dis- 
ploy Box sells all parts needed. Pre-packed 
Sets also available. Customers get boards 
locally and assemble. Easy as A-B-C. Mere- 
ly screw brackets on boards, slip on the 
rods. Ask your jobber for detoils, or write 
direct to us for complete information. 





THE ONLY FACTORY SOURCE FOR 
A LARGE LINE OF GADGETS 


MORE THAN 60 PRODUCTS 











JOHN CLARK BROWN ec. 


ONE MONTGOMERY ST. kL 
BELLEVILLE 9,NV enberry Garcers 
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Removing appliances to the annex has allowed the main store to 
expand display space for other hardware lines. 


and summer goods gave way to 
mass displays of space heaters, and 
then it became largely an appliance 
show room. 

Then from November through 
Christmas, it became a toy center. 
And so on through the changing 
seasons, displays change to the ap- 
propriate merchandise. 

“We have long felt the need of 
an addition to our regular store,” 
remarks Mr. Borman. “Now we 
know that when we display seasonal 
merchandise in mass, the public has 
a better selection, and buys more 


of it. We are just beginning to tap 
the sales possibilities of this idea.” 

In the annex, island display units 
are at a minimum. At present only 
two of them are being used. 

The plan, however, is to hold 
down the number of islands so as 
not to restrict space for the mass 
showings of big ticket merchandise. 

Having the extra space has per- 
mitted the main store to expand de- 
partment-wise. With appliances re- 
moved to the annex, there is now 
room for expansion. And first t 
gain was the tool section. 


It's Time to Move Them Up Front 





When the season for lawn and garden merchandise comes, it's time 

to move seasonal displays up front af the Bowen Hardware in Arling 

ton Heights, I/l. There customers, drawn to the store by direct mail 

pieces sent out by the store, are greeted with the merchandise the 
mailings feature. 
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MEPAGES GLUE 





RAYE ORE RE ame 


















TH 
CELEBRATES I's J- 
ANN! 


SPECIAL OFFER x 


Order 12 — Pay for 11 


List Price You Sell For You Pay 





ery 











15¢ Bottles & Tubes $1.80 doz. $1.10 doz. 
25¢ Bottles & Tubes 3.00 doz. 1.82 doz. 
50¢ 6.00 doz. 3.66 doz. 
85¢ 10.20 doz. 6.23 doz. 
18.00 doz. 11.00 doz. 














4 oz. Jars 



















8 oz. Cans 





16 oz. Cans 
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Abo American Girl — Boy's Life — Mechanix 

Ilustrated — Popular Mechanics — Popular Science 

LE PAGE'S, INC. =— Science & Mechanics — Crafts & Hobbies — 
Gloucester, Mass. Family Handyman and Model Airplane News. 
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Appliance Demonstrations 





Hold Them in Your Store 


lowa dealer finds it pays to conduct demonstrations 

and cooking school in store rather than in a theater. 

Expenses are shaved and prospects are exposed to 
the appliances displayed on sales floor of store 


Demonstrations promote appli- 
ance sales and those held in the 
store rather than in a _ theater 
have proved more effective and less 
costly for H. V. Lucas, owner of 
the Lucas Hardware Co., in Ma- 
drid, Iowa. 

Here are advantages for the 
store location cited by Mr. Lucas: 

1. The ladies are exposed to a 
greater variety of appliances dis- 
played on the floor. 

2. Attendance is limited to the 
store’s facilities, but smaller crowds 
are more attentive and the lower 
over-all cost makes it possible to 
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Display areas in store are used by lowa dealer to conduct appliance demonstrations. Model kitchen, shown 
at left, is on store balcony. Appliance display area, at right, is on main floor of store. 


























Attractive gitt department interests the ladies who also inspect 
nearby appliance displays. 
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aie TRUSPRAY 


Lawn and garden sprinkler 





Cash in on the big demand for this new 
Made of brilliant 
green vinyl plastic, Truspray Sprinklers 


sprinkling sensation. 


GARDEN 
Truspray and LAWN 
SPRINKLER 


will not rust, rot, crack, peel or tear .. 
and are resistant to mildew, oils and 
chemicals. 


And your customers will love this feature 
. Truspray Sprinklers are adjustable to 
any desired length. Simply move metal 
end cap to any position on sprinkler hose. 
Truspray comes in 25’ or 50’ lengths. 


Lightweight Truspray flexible sprinklers 
put the water where your customers want 
it — without waste. Fully guaranteed 
against defects in material and workman- 
ship. Be sure to order your supply today! 








af 









505 CENTRAL AVENUE PAWTUCKET * RHODE ISLAND 
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SUPERLITE 


plastic 
garden hose 





TRULITE 
plastic garden hose 


Beautifully packaged and carded, Apex 
pure vinyl garden hose is priced to move. 
Brilliant colors and solid brass fittings add 
extra point-of-sale appeal. 


You are protected by Apex Laboratory 
engineering which assures long life, 
trouble-free service. Apex Superlite hose 
is guaranteed for 10 years — Trulite for 


5 years. 


Ask about Apex merchandising aids, too! 
Advertising mats, floor racks, display 
easels, counter racks, etc. Enjoy a shower 
of profits with Apex —the volume line 
for 1954. 


Call your Apex distributor or write to us for details. 


YOUR k_HALOWAR! ‘ali 


*- 











conduct a larger number of demon- 
strations each year. 

3. Theater rental cost is elim- 
inated. 

4. Other costs are eliminated, 
such as moving equipment and dis- 
plays from the store to the theater 
and back again, and the time lost 








vr trim featuring gifts lures customers into store. 


A model kitchen set up on the 
store balcony can accommodate 20 
ladies for a demonstration. 

Demonstrations are also con- 
ducted on the balcony and feature 
all types of kitchen appliances and 
equipment comprising the model 
kitchen. Those held on the first 


schools and demonstrations more 
often for smaller groups,” Mr 
Lucas explained, “than to hold then 
less frequently for larger grou)s 
Small groups pay close attention 
The ladies seem more interested.” 


Attendance lists provide Mr 
Lucas with an active group of pros- 
pects. These Mr. Lucas canvasses 
himself. At one time the store em- 
ployed a full-time outside salesman, 
but the arrangement was not profit- 
able. 

By handling all outside selling, 
Mr. Lucas is in touch with pros- 
pects for new equipment, and also 
those for used appliances so he 
usually can place appliances taken 
in on trades as soon as deals are 
completed. 


The store operates a service de- 
partment to handle the appliances 
it sells. A store in a small town 
trading area that expects to do a 
sizable appliance business needs a 
good service department, in Mr. 
Lucas’ opinion. 


Lucas Hardware also operates an 
excellent gift department and this 
is an aid to appliance sales. Mr. 
Lucas has traced quite a few sales 
to gift department patrons. Most 
gift purchases are made by the 
ladies, and many gift department 








by employees shuttling between the floor feature ranges and washing customers wander over to the ap- , 
theater and the store is saved. equipment. pliance department to inspect the t! 
Demonstrations, plus a_ service “I would rather hold cooking lines on display. n 
department and the personal work- y 
ing of prospect lists by Mr. Lucas ; 
constitute the major points of his H 
appliance sales program, and en- Every Foot of Space Is Merchandised : 
able him to sell about 200 units per y 
year. r 
Lucas Hardware formerly con- I 
ducted demonstrations in a theater ' 
but turned to the store about a year 
ago. Each store demonstration has , 
resulted in the sale of several ap- 
pliances plus an active prospect list. 
The appliance department at the 


rear of the store has a wide aisle. 
and chairs can be set up to accom- 
modate 30 ladies. The department 





, 








has an electric range hooked up, E 
and also an automatic washer ana 
drier. j 
Those attending demonstrations : 
, A ance artme E 
“0 padbses ge Pesan os Every foot of space at the Heyman Hard ware Co. in Danbury, Conn., 
vanges, refrigerators, water heat- is made to sell. Even wall areas, too high for display purposes is 
ers, automatic washers and driers merchandised by a series of ate which carry adaptations of oT ea ‘ 
ae . rhymes to sell the Heyman services. Here are some examples: “Hi 
and oil space heaters. The display diddle diddle, we try to please all. If you don't see it, just give us 


is much more extensive than could 
be set up in a theater. 


Jack be quick. Our second floor ha 


a call." Or, "Jack be nimble 


rr 


gifts that click.” 
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YOU'LL GO PLACES 
WITH TRAVELER 


THE 









Here's the sellingest self-propelled mower ever to hit 
the market! The new Hurricane Traveler has every- 
thing it needs to make it the biggest mower money- 
maker of all time! Check over these features and see for 
yourself why you and Traveler will go places together! 


NEW PATENTED DRIVE — A completely automatic trans- 
mission, known as the Hurc-O-Matic Drive®, makes 
possible simple single control operation. There are no 
confusing gadgets to adjust — no maze of controls to 
memorize. The machine is put in motion by pushing 
hand control lever forward. To stop, operator pulls 
control lever back. No jerky starts, no grinding gears. 


NEW POWER — A dependable, smooth-running Clinton 
3 h.p., 4-ceycle gasoline engine powers this superbly 
engineered machine. Easy to start — has automatic 
governor control. Full-floating friction drive. 


SELF-PROPELLED 


HURRICANE 


ROTARY POWER 
MOWER 


LISTS FOR LESS THAN $300 including 
riding sulky (plus excise tax). Also avail- 
able without sulky. The 22-inch Hurricane 
Traveler is well within the average cus 
tomer's price range. This great self 
propelled machine opens up a vast new 
field of power mower prospects! 


NEW STRENGTH — Indestructible cast aluminum chassis 
combines amazing strength with easy maneuverability. 
The Traveler is built for years and years of service. 


NEW SPEED — The Hurricane Traveler easily will cut 
one-half acre of grass or weeds per hour. Maximum 
speed is 5 m.p.h. Climbs steep slopes without a moment's 
hesitation. Drive wheels carry double, tractor-tread tires 
for greater gripping power. Doesn’t mash or track turf. 


NEW VERSATILITY — Three machines in one! Can be 
operated with or without sulky or as a push mower. 
Leaf mulcher optional equipment. 


The Traveler story is too big to tell fully on this page. 
For all the details on this new quality Hurricane, send 
us the coupon below. We'll rush you the money-making 
facts by return mail! 


—the line more customers put their money on! 


3 OTHER GREAT MODELS FOR 


AMERICA’S QUALITY CONSCIOUS 


HURRICANE SENIOR 
20’ model for large 
suburban lawns. 


HURRICANE JR. 
18’ model for city 
lawns. 2 h.p. engine. 


Dept. H-27 ° 2722 Cherry Street . 
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HURRICANE GLIDER 
18° economy model. 
h.p. engine. 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Kansas City 8, Missouri 


NATIONAL METAL PRODUCTS CO., INC. 
Dept. H-27 

2722 Cherry St. 

Kansas City 8, Mo. 


Name 


Address 


City 
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ATOMIZER SPRAYERS 


— ranging from 4 oz. to 
1 qt. capacity 


CONTINUOUS 
SPRAYERS 






en 


DUSTERS 
= with capacities of 1 pint to several pounds. 


we, 


from 1% 
gals. to 4 


MANY MORE MODELS— 
AS NEAR TO YOU 
AS YOUR LOCAL JOBBER 


. +. made by the most progressive sprayer 
company. Prices allow for full 50% mark-up. 
Nearest Jobber's name on request. 







— capacities from 1 pint to 3 qts. 















META. PRODUCTS CO. 
SARANAC, MICHIGAN 
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UNIVERSAL 









Sales Up 150% in 8 Years 


(Continued from page 153) 





ie y dee 
” a Z ee 4 
‘ ‘ " Pcs pact z 


Appliances are store's major line and are displayed on second floor 
of modernized store. 


our organization tries to accom- ford, from maintenance depart- 
modate them.” ments and from students. These 
Quite a bit of business origi- are Miami University and West- 


nates from the two schools in Ox- ern College. 


Variety in Small Space 


kind or size of many types of mer- 
chandise. 

Dividers on either end of the alu- 
minum section set the display apart 
from other lines shown in the same 
window. 


A five-level step-up display in 
one of the large windows of A. C. 
Mason Co. in Chippewa Falls, Wis., 
shows a wide range of aluminum 
housewares in limited space. The 
sample showing included one of a 


A miniature sample room was created in this window. 
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These ads help keep the farmer sold 
on American Fence... 










“Fence plays 2" 
ting 

ant par 

geme mnt, 


Sood 


ymport 





pas 
ETTE, 
DONALD with 7 
says Delevan, Minn- , ahead Ww ith 
way u 
re lm a" 
"and I figh America® | — 
* 6 ualding \ 
ti 


i bout 
"What I like best a 
American Fence is that once eer 
—_— it tight it stays stretche 


says GEORGE UNKRICH 
of Mount Pleasant, lowe 


me 


ou REAP 












Sales Re 


when you stock American 


6 favorite fapirrean Fence 





1. Meavily Gelvenized Wires 
2 Minwed Joe 






me GEORGE UNKRICH of Mount P 


@ Strong, consistent advertising of U-S‘S American Fence 
keeps your prospective customers informed . . . helps push 
your sales upward. 

Big, two-column, 2-color ads like these shown here appear 
in leading national and state farm magazines, having a com- 
bined circulation of over six million . . . and reaching the 
leading farmers right in your own community. Based on 
testimonials which come from actual fellow-farmers, they 
are more believable, more persuasive than facts presented 
by the manufacturer or dealer. They have proved very ef- 
fective in keeping customers sold and in bringing new cus- 
tomers into dealers’ stores. ‘ 

Other media are also used to pre-sell American Fence for 
you ... radio, direct mail literature, catalogs and folders. 
And of course, the important word-of-mouth “advertising” 
by farmers who have used American products, found them 
to be everything and more than they expected .. . and have 
passed the good word on to their neighbors. Profit-minded 
fence dealers keep this important fact in mind: 








eit 
ne 
fence mate 


parcnanion 
cree states svees © 
ave ‘omo 





Theres 700°C American Pence ey, aSe than aN O OWe/ brand, / 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GSNEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN FENCE 
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ie 


ash in with BIG PROFITS 

on the 1954 promotion 
of DISSTON TOOLS 
for garden and home 


Mets: 


re nee. 


This Disston advertisement D | SSTO N TO O LS 


appears in BETTER HOMES 
AND GARDENS for April,and | 
in SUNSET for March, 1954. for the garden 


hoose Disston, you get quality 
materials. The work goes 


Disston’s spring promotion for 1954 features the famous ter — a ae 

Disston Electric Hedge Trimmer, and tells the gardener 

to see you for the full line of Disston Garden Tools. he , . 
+ | 4 QUAKER CITY HAND PRUNER #106 $1.20 

Designed by professionals for easier gardening, it’s the a 

finest line ever offered by Disston. 


FAST CUT MANO PRUNER 6327 $2.75 


Spring is just around the corner, and people are already 
getting the yearly urge to go out and garden. Be ready 
for them—they’ll be in to see the array of top-quality | 

Disston products especially designed for their use—and weoge Teimaen = 112 


For straight or sculp- 
your profit! Are you ready for them? UX weight — perfect Bal: 





ance. $44.95 
“ShghOy hogher west of the Reckes, 


me 
SASETTE £11 5) aS" 


There’s never an off-season in selling Disston tools for 
home use—and we’re telling your neighbors to see you. 


Be sure you have them in stock—not just the familiar -for the home 
Disston saws, but the full Disston line. Make a check-up | 

now. Get ready to make sales and fast profits with 4" 
Disston. Call your wholesaler today! 


HENRY DISSTON & SONS, INC. 
254 Tacony, Philadelphia 35, Pa. 


DISSTON D-7 
HAND SAW 
Famous Disston Qual 
ity with super-strong 


CUT OUT AND MAIL—NOW! hondie 30" sien $5.08. 

HENRY DISSTON & SONS, INC. | owe \ 
254 Tacony, Philadelphia 35, Po. a ST 8 
Please send me special free window poster featuring Disston tools for See Your Hard for Di Quality Tools 


garden and home. | sae 
ea 7 a ee es Wy HENRY DISSTON & SONS, INC. 
402 Tacony, Philadelphia 35, Penna 


Address... 
City ee State 
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Compact Display For 


Replacement Handles 








John H. Smith, store manager of Barth Hardware Co. 
in Lincoln, Neb., designed this shallow display for easy 






examination of varied sizes of replacement handles 





‘ 
i 


ee IORI 4 


Lj) jaaaewe> 








Handles suspended from track mounted on movable 
lengths of wood in grooves at top of fixture 








Left—A variety of lengths and types of handles 
shown in shallow unit from which removal is easy. 










pean rea 





Track is made with Tack in handle end Large tack as it 
show-case standard. to insert in track. appears in track, 
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NOW / 


2 GREAT LAWN 
TRIMMERS 


priced to close 
a sale every time! 


Slightly higher 
in the West 


Slightly higher 
in the West 


Both do all 3 lawn care jobs! 
1. TRIMS GRASS 
2. EDGES LAWNS 
3. TRIMS HEDGES 


BANTAM and TRIM 
MASTER, JR.—two of the 
fastest-selling lawn imple- 
ments dealers have handled 
in years—both loaded with 
“home owner appeal.” They 
give you a complete line 
that will make more sales be- 
cause one of the two models 
will appeal to your home 
Owner customer. whatever 
his income bracket. And 
Bantam and Trim Master, 
Jr. advertising this Spring 
means that more and more 
folks are going to stop in 
at your store to see them. > 
Make sure you’re ready to 
show them, SELL them! 








- 























BANTAM A 
TRIM MASTER, JR. > 


Ask your jobber about our 
specially priced demonstration models— 


AVAILABLE NOW! 
write for illustrated literature 


E. F. BRITTEN & CO., INC. 
33 South Avenue W. 
Cranford, New Jersey 
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Good variety is neatly shown in a limited space. 


Inviting and compact though The department is an interest- 
this lawn and garden section is ing combination of sample and 
there’s ample room for browsing mass display technique. Phone 
and examination of the wide and order pad on right hand side 
Department are aids in quick recording of re- 
quests of people not visiting the 
store to buy lawn and garden 
goods. 


variety on display. 
is in rear corner of McManus 
Hardware at 231 S. San Mateo 
Drive in San Mateo, Calif. 





Double-Duty Garden Tool Display 
OUTDOOR 
EQUIPMEN’ 








ay 


“9 a 
i ee 


The Fairfax Hardware at 5022 E. Colfax St. in Denver, Colo., de- 

signed its own display for lawn and gardening aids—a double panel 

arrangement for small! items that serves to display the tools in the 
window or inside the store as a hanging wall unit. 
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Here it is... the sensational new 


SAFETY REVERSE 


on Springfield Garden Tractors 


available 





Simple, rugged, low in cost—here is the finest reverse 
on the market. And it is absolutely safe. Pull back the 
control handle and you shove the jackshaft pulley into 
the reversing roller on the intermediate shaft. Take 
your hand off the control handle and the tractor stops. 

What a powerful sales feature. You have a story 
on service, too, This reverse has only 12 parts... 
which, incidentally, adds but $12.50 to the retail price. 
And it is factory installed. 


Big added volume for you 
Sell Springfield garden tractors, the line with the in- 
dustry’s most phenomenal sales growth for seven 
straight years. Sell the easy-to-sell optional reverse 
feature on heavy-duty 3000 series models for even 
more volume. Sell the industry’s finest designed line 
of attachments... including a terrific new cultivator. 
Get details from your Springfield wholesaler or 
write the factory. 


Springfield 
GARDEN TRACTORS 


A product of Quick Manufacturing, Inc., 
3258 E, Main St., Springfield, Ohio 
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New Promotion! 


Springfield has done it again— 
come.up with one of the finest, 
hardest-hitting dealer support pro- 
grams in the garden tractor indus- 
try. Bigger even than last year’s 
great program. A full schedule, in- 
cluding color ads, in 12 big circula- 
tion prestige publications will send 
customers to your store. And a 
potent package of “silent salesmen” 
— posters, counter cards, product 
tags, stuffers, mats, etc.—will help 
you close. 


New low cost 
CHAMP model 


The new Springfield Champ is low 
in cost and high in year-around 
sales appeal. Self-propelled. Husky 
2 h.p. engine with four rugged at- 
tachments mows, tills, gets rid of 
snow. Yet your customers can buy 
a combination four-unit package 
for close to $200 which takes care 
of lawn, garden, and drive. What a 
buy! What sales dynamite! 
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Service Department 





Keep Selling By Telling 


Sign advertises service department of Long Island 


store. Owners find that they also must remind 


customers verbally that repair service is available 


To make your service department 
profitable, advertise it and also con- 
stantly remind customers verbally 
that you have a repair service. 

That is the experience of George 
Marks and Evan Schensul, owners 
of South Shore Hardware, ir. Mer- 
rick, Long Island, N. Y. 

A sign between the two front 
entrances announces that “We re- 
pair all small appliances, clocks and 
watches on premises.” 

In spite of the sign, many cus- 
tomers take it as news when the 
partners remind them verbally that 
the store has a service department. 
The partners point to this as evi- 
dence that you have to sell the ser- 
vice department inside the store. 


Clocks Repaired 


Clock and watch repairing may 
be a bit unusual for a hardware 
store, but this part of the service 
goes back to Mr. Marks’ tour of 
military duty. After the war he 
took a course given by the govern- 
ment in watch repairing and for a 
time operated his own shop in 
Florida. 

When Mr. Marks became a hard- 
ware dealer on Long Island he de- 
cided to include clock and watch 
repairing. This work is done in a 
small, separate room off the main 
service department area at the back 
of the store. Mr. Marks can carry 
on this delicate repair work in 
peace and quiet, and his tools are 
kept in order on the work bench. 

The service department’s main 
line of work is on small appliances, 
plus key making and sharpening of 
lawn mowers and saws. 
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The department, however, will 
tackle anything within reason. Re- 
cently a woman customer reported 
she had about ruined a refinishing 
job she had undertaken on a piece 
of furniture. The partners took 
over the job, took the wood down to 
its natural state and refinished it 
to please her. 


Right—George Marks points to 
sign between front entrances ad- 
vertising service department. 


Below—Refinishing job taken in to 
please regular customers is worked 
on by Evan Schensul. 
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SAVAGE —the best to show your customers! 
Famous Savage gunsmith craftsmanship means easy handling, 
smooth cutting, simple maintenance and long, trouble-free 


operation. 


SAVAGE — the best to show bigger profits! 
Savage lawn mowers, backed by powerful national advertising, 
sell themselves with one demonstration. Delighted users brag 
about them... bring more customers to you. 

You'll be on the road to bigger profits when you feature these 
beautiful Savage mowers in your store display. 


Get our new catalog. From your 
Savage distributor, or write to: 


SAVAGE ARMS CORPORATION 


Lawn Mower Division 
CHICOPEE FALLS, MASS., U.S.A. 
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SAVAGE ROTOR CHIEF* TWENTY 


Model 88 + 20” cut * 2 hp 
— with attachable leaf mulcher 
at no extra cost! 
Safety-Slip clutch * Vertical shaft engine * Deep 
front guard * Rugged chassis of ribbed steel 
* Propeller-pitched blade, hardened by ‘'Sta- 
Temp’ process * ‘‘Self-Lube’’ wheel bearings 
* Large rear wheels for easy handling * Fully 
adjustable handle * Dependable 4-cycle Briggs 
& Stratton engine of new, lightweight design, 
with service available everywhere * Offered 
also in the smaller Model 83 (destribed below) 


SAVAGE YARD CHIEF* 
Model 90 « 21” cut * 1.6 hp 
Enclosed chain drive * Grass guards * ‘‘Sta- 
Temp" blades * Timken bearings * Easy cutting- 
height adjustments * Adjustable handle with 
hill-climber hook * Dependable 4- 
cycle Briggs & Stratton engine * Al- 
so offered in smaller Model 75 
(described below) 


THE WINNING ‘‘NINE”’ 


THREE NEW ROTARIES 
SAVAGE ROTOR CHIEF* Twenty (20” cut) 
Model 88 (Described above) 


SAVAGE ROTOR CHIEF* Eighteen (18" cut) 
Model 83 


4-cycle, 1.6 hp. Briggs & Stratton engine—with 


attachable leaf mulcher at no extra cost. 
SAVAGE DYNA CHIEF* Eighteen (18’ cut) 
Model 83E 
Electric-powered, 1/3 hp. 3450 rpm motor 
Listed by Underwriters’ Laboratories 

TWO REEL-TYPES 

SAVAGE YARD CHIEF* (21” cut) Model 90 
(Described above) 

SAVAGE POWER CHIEF* (18” cut) Model 75 
4-cycle, 1 hp. Briggs & Stratton engine. 
Retrievable starters optional at slight 
extra cost on all four a 
models (reel-type and rotary). 


*Reg. U.S. Pat. Off. 








FOUR HAND MOWERS 


SAVAGE SUPERCHIEF* Model 60 
16” and 18” cut 


SAVAGE LAWNCHIEF* Model 55 
16” and 18” cut 


SAVAGE ONEIDA Model 45 
16” cut 


SAVAGE PAWNEE* Model 35 
14” and 16” cut 


LEAF-MULCHING 
ATTACHMENT 
with gasoline-powered 
rotaries at no extra cost. 
A big sales clincher. 




















Granite 
State 


Sold exclusively 
through Wholesale 
Hardware outlets. 


Substantial stocks 
carried to serve 
dealers to the 
best advantage. 


Over 90 years 
manufacturing 
experience behind 
every Granite State 
lawn mower. 











GRANITE STATE 
MOWING MACHINE 


COMPANY 


HINSDALE, N. H. 
SINCE 1860 
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Wall Displays Feature Wallpaper 





reapge 
fags My 


Related sales are encouraged by this high display of wallpaper above 
the store's paint department. 


Ledges above the wall fixtures at 
Waverly Hardware & Supply Co. at 
1760 Massachusetts Ave. in Lexing- 
ton, Mass., are utilized to show good 
sized wallpaper samples. Since in- 
stalling this colorful display along 
one full sidewall of the store the 
firm has had a great increase in 
sales of this merchandise. 

Each sample is part of a complete 
roll of paper, a new section being 


unrolled as that previously exposed 
becomes soiled or torn beyond re- 
pair. 

Very little paper is carried in 
stock at the store, the firm being 
served by five different companies 
in Boston. In addition to the high 
value of the colorful display use of 
the paper made it unnecessary to 
redecorate a wall that was badly in 
need of such attention. 





Featured Fireplace Goods 


A fecent window 
display of Lyndale 
Hardware in Rich- 
field, Minn., placed 
emphasis on the 
completeness of the 
firm's stocks with 
large lettering on 
the outer edge of 
the window. The 
lower portion of the 
prominent sign was 
just above the top 
level of a mantel. 
Because the firm's 
parking area is di- 
rectly in front of the 
window it was seen 
by many shoppers 
visiting the store. 


Complete 
A lrephe @ : 
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Column Display For 


Cleaning Items OHIO 
vam ae Ty ducaiia tae S P| K E D S . i 


gets prominent display at the Tama 

Iowa) Hardware store through 
use of disk-shaped shelving fast- 
ened to a structural column. Fash- 


| 
od thin in, Gk bene Os A FRATOR and C ULTIVATOR 
disk-shaped shelves are attached to | 


| 
| 












HAND MODEL 
No. 8 









































POWER LAWN 
MOWER MODELS 
e 
‘posed : 
nd re- : 
<< iM 
ied in ve 
being Y No. 8H 
panies : 
> high 
ise of No. 12H 
iry to . 
dly in 
This Spring, Summer, Fall Line 
The Ohio Spike Disc aerates and cultivates the lawn, cutting thou- 
Compact display shows wide va- sands of deep slots which allow air, water and food to reach the 
riety of cleaning items on struc- grass roots. It’s a must for the home gardener and is an ideal addi- 
tural column. tion to any garden department. 
Write today for catalog and sales literature. 
4 stripping on the center post. Four es 
: upcights give further support te Nationally advertised in such magazines as House & Garden, Popular 
the shelves. Gardening, Flower Grower, and American Nurseryman. 
Ne Five shelves are used to show OHIO 
mop heads, waxes and other clean- Ask your jobber about 1142 Ee 
ing items. Brooms and brushes are Lal te 
supported by clamps and fit into Manufactured by 
notches cut into the edges of the 
} shelving. OHIO MACHINE PRODUCTS, INC., COLUMBUS 11, OHIO 
The display catches the ae of For more information write to our Exclusive Sales Agent 
1 any person in the store and is a JOHN H. GRAHAM & CO., INC., DEPT. HA 
decided aid in the selling of many 105 Duane Street, New York 8, N. Y. 
items on impulse. 
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Why Move? 


Moving can be risky, but 
this dealer found that a 
larger store provides space 
for more and completer 
lines and better merchan- 
dise displays. Here is why 
his sales doubled ina month 
after moving 





"pe a 
Tt 4 yf . a, t | 
: aa = 
T= és eet : ; i , ae Se ‘ 
Sales volume doubled the first yawe, At" 5 A) a be Pla et wae) i 


month Richard D. Ward moved his Fie > gb q* a a 

four-vear-old hardware store two “a a : 1," ' , on 

store locations down the street, to > =. es * ‘ / 
. ’ “" * : = 


11217 National Blvd., in West Los 
Angeles, Calif. 











For 
That was last November, and Servic 
sales volume has been increasing the gz 
this year. Ser 
depar 
Reasons for Increase do a 
: s answé 
Here are some of the reasons for _— 
i and 
the increase: rr ; of dis 
a Improved display facilities make new store attractive. Wall back of : 
The larger floor area provides . : nothi: 
: : : housewares is prepared. . 
space for handling more lines, and easier 
completer lines. Th 
A rear entrance brings in traffic Signs over, rear entrance attract attention of potential customers acces: 
off a parking lot. Mr. Ward has from parking lot. Post « 
pice : seaso! 
taken advantage of this traffic flow ~ ad gi 
and lined walls inside the rear en- 3 right 
trance way with paint and garden ; a sur] 
tool displays. comn 
Adjustable shelving along walls It’s 
and step-up islands provide more purcl 
space for open displays. shows 
: : “Hov 
A recessed sign over the front comit 
entrance, lighted by four spot- Wind 
lights, plus greater window area relea: 
makes the store more attractive to Gree! 
street traffic. enTRance 
The new store is 22x93 ft, com- 
pared to the old store of 15x68 ft. 
In addition, the new store has an 
adjoining stock room at the rear, : Hi 
13x30 ft. a ‘a 
™ : a Sprir 
The new store has a two-window = "YY" Co 
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Only 
Green Spot 


backs you up 
like this 


Sell-on-Sight promotion 
gives new impetus to 
garden equipment sales 


For example, here’s the new Green Spot Self- 
Service Merchandiser — the only one of its kind in 
the garden hose accessories field. 

Serving as a focal point for your store’s garden 
department, it shows your customers how they can 
do a better watering job with Green Spot. It 
answers shoppers’ questions, helps train salesmen, 
and sells the complete line. Provides 10% sq. ft. 
of display space in 3% sq. ft. of floor space. There’s 
nothing even close to it in the entire industry for 
easier sales and inventory control. 

Then there’s the first full-page, two-color garden 
accessory ad to appear in The Saturday Evening 
Post during the past 25 years. Part of Green Spot’s 
season-long campaign in the Post and Sunset, this 
ad gives an extra heavy push to Green Spot sales 
right when Spring buying is at its height. It shows 
a surprisingly large number of prospects in your own 
community* the right way to water with Green Spot. 

It’s the same story with Green Spot's point-of- 
purchase helps. A Watering Guide counter display 
shows the right Green Spot device for every need. 
“How-to-do-it” give-away booklets keep customers 
coming back for additional Green Spot equipment. 
Window streamers, newspaper mats and publicity 
releases make your store headquarters for the full 
Green Spot line. 


Green Spot... af 


Garden Hose Accessories 





av 


fs 


s? f~- 











ie ™ 


i > 7 
awn and | garden Sprinklers by Green Spot 

















ee 


-_, 


43 
Nozzles and . 
— s 
FREE e 1 hose connectors 
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Remember, only Green Spot gives you the 
complete quality line of hose accessories, the biggest 
and best consumer advertising and the finest in-store 
promotion aids. Sign up today with your Green 
Spot wholesaler. 

* Drop us a card — we'll be 
glad to send actual figures 
on the number of Post fam- 
ilies in your community. 














HOW TO WATER |_ 
YOUR LAWN RIGHT 











A product of 
Scovill Manufacturing Company 
36 Mill St. 
Waterbury 20, Conn. 


Sprinklers © Hand Sprays ® Hose Nozzles * Quick Connectors ¢ Clamps 


“Y" Connectors © Shut-Off Valves * Couplings * Hose Menders 
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Three logical reasons 
why 





IS THE TOOL LINE TO SELL 
O} You Get Bigger Profits 


MALL tools are sold 
factory to you. You deal 
directly with the factory 
representative...and 
> you make FULL 
PROFIT on every tool 
MALL K* drill you sell. You’ll be 
(Model 1498) with amazed when you see 


eared chuck 
521.95 the actual figures. 


2) You Get a Complete Line 


MALL offers 3 you the 
most complete line of 
tools and attachments 
on the market. Every 
sale is an “‘open door” 
x to repeat business. You 
(ede 7iyenh «can supply the right 
expensive features = type and size of tool for 


t itched 
price—$49.50, every need. 


(3) You Sell Top Quality 


MALL is a name that 
has long been associated 
with highest quality. 
YE It’s a prestige name 

you'll be proud to dis- 
(Medet'30) un” = Play. MALL quality is 
many pace-setting your assurance of cus- 
persestr EE tomer satisfaction. 


40 Factory-Owned Service Warehouses, Coast to 
Coast, To Give You Fast Dependable Service 








 lantenenentiententententenneatententeieien, , 
| MALL TOOL COMPANY 
| 7702 S. Chicago Ave., Chicago 19, III. 
Send me information about establishing a | 
MALL dealership. | 
| Name | 
| Company 
Address | 
| HT-80 | 
ee ee ee ee ee ee ee ee ee ee ee ee ee ed 
182 








Drapery rods and accessories displayed on wall board are checked 
by store owner Richard D. Ward. 


front, angled towards a center en- 
trance. The old store had a single, 
straight front window. 

The “Ward Hardware” sign over 
the front is framed by columns that 
separate the store from those on 
both sides, a small canopy over the 
entrance and windows, and the roof 
line cross piece. There is a smaller 
“Hardware” sign angled over the 
sidewalk. 

The sign off the old store was 
used above the rear entrance. 

About 50 pet of the store’s busi- 
ness originates off the parking lot, 
and uses the rear entrance. As cus- 
tomers enter from the rear, there 
is a 30-ft paint display on wall 
shelving on one side, and a 28-ft 
display of garden tools on the other 
side. 

The new store has seven step-up 
islands along one side of the main 
aisle, and four islands plus a wrap 
counter and nail bin along the other 


side. The old store had three dis 
play units and a counter. 

The housewares section was 
highlighted by papering a 40-ft 
section of the wall back of the dis- 
plays. The wall paper provides 2 
break in the wall and ceiling 
decorations, and the department 
seems to be set off from the rest 
of the store. 

Drapery rods and accessories are 
displayed along a wall on plywood 
panels 40x60 in. which are covered 
with green felt. Rods and acces- 
sories are identified by stock num- 
ber and they are priced. The ar- 
rangement makes it easy for cus- 
tomers to select the fixtures they 
want, and for sales personnel to 
locate items on storage shelves. 

The move increased Mr. Ward’s 
investment in his store about 
$6,000. Additional inventory re- 
quired about $5,000, and new signs, 
shelving and fixtures about $1,000. 


Window Scene and Store Display 
Boost Sales of Dog Lines 


The sale of dog collars and sup- 
plies increased at Borneman & Sons 
when dog 


store in Elkhart, Ind., 


merchandise was featured in a win- 
dow and an in-store display set up 
along a main traffic aisle. 





This window scene creates interest in dog merchandise. 
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FAMOUS NAMES IN 
WRENCHES 


ADJUSTABLE 


FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 





WRENCHES ARE 
60% STRONGER 


TOPS IN THE 
LOWEST PRICE FIELD 


ARROW 


SET A-16 
A quality line of socket 


wrench sets and open end 
wrenches in bright chrome 
plate. colorful boxes and 


packages. 








STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 
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E. J. Roquemore in his compact office surrounded by display shelves, 


takes a phone order which will be ready when 


ustomer goes to rear 


or front door of store. 


From Poultry to Hardware 


Last February the former Rock’s 
Hatchery & Hardware at 220 Texas 
St. in Shreveport, La., became 
Rock’s Hardware & Paint Co., Inc. 
Its owner, E. J. (Rocks) Roque- 
more, expanded stocks at that 
time, built new fixtures with the 
assistance of his staff and em- 
ployed W. H. Farmer, a nearby 


The neat and well arranged paint department and its 


hardwareman, to direct the hard- 
ware department. 

All of these changes have meant 
greater volume and higher profits. 

One serious disadvantage faced 
by the firm is that there is very 
limited parking area in the dis- 
trict. Rock’s Hardware has edu- 
cated its customers to phone in 


manager, Mrs. 


Edith Sprayberry. 
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W.H. Farmer replenishes stock in 

neater connection display. Valves 

nd fittings are kept in drawers 
‘in cabinet. 


their wants so that orders may be 
ready for prompt pickup at either 
the front or rear doors of the 
store. A sizable volume of busi- 
ness is done on this basis by the 
store. 

Mr. Farmer’s initial changes in- 
taking on a_ nationally 
known line of paint and employ- 
ment of Mrs. Edith Sprayberry to 
take charge of the new section. 
Hardware and hand tool lines 
were expanded at the same time 
and are currently being supple- 
mented with a number of more 
diversified lines. 


cluded 


Good Volume in Remedies 


Mr. Roquemore had conducted 
a poultry supplies business and 
hatchery for many years prior to 
the establishment of his present 
business. He continues to do a 
good volume in poultry remedies 
and other supplies. The store’s 
present layout makes it necessary 
for people seeking poultry reme- 
dies, feed and other supplies to 
pass through the entire hardware 
section with the result that many 
poultry supplies customers buy 
hardware and housewares depart- 
ment merchandise on impulse. 
Others note goods for which they 
later return. 

Most of the store’s display fix- 
tures were made on the premises 
by the staff. 

Office space is surrounded on 
three sides by shelving for dis- 
playing a variety of earthenware 
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items—chicken and rabbit water- 
ers and feeders, flower pots, pitch- 
ers and related items. 

Poultry remedies are displayed 
on a unit with a square center and 
graduated shelving. 

An unusual] display unit shows 
heater connections of all sizes 
offered by the store. Cut out of 
plywood with a jig saw, it is one 
of the pieces of equipment made 
by the staff. 

The firm’s display room is 
25x100 ft. A 25x50 ft area is used 
in back of the show room for the 
firm’s hatchery and for storage 
purposes. A hand operated freight 
elevator is used for carrying stock 
between floors. 


Sale Item Displays 


Rickbeil’s in Worthington, Minn., 
has wide aisles, particularly useful 
for browsing customers. When a 
special sale is being promoted part 
of these aisles is taken over by spe- 
cial auxiliary fixtures to feature 
specials. 

The wooden fixtures, of step-up 
style, are 1 ft wide and 2'% ft from 
base to top. Five feet from end- 
to-end they have molding on three 
edges to prevent merchandise from 
being knocked to the floor. 





Narrow step-up units show mer- 
chandise at three levels and pro- 
vide five shelves. 








arra-(lames 


POWER TOOLS 


> Nationally 
mm) Advertised 


(IN 14 MAGAZINES) 








New 8” and 9” also 
Professional Quality Floor 
TILT ARBOR SAWS Model 


Newly Engineered 


NEW! 

6 spline 
Spindle 
12” DRILL 
PRESS 
Model 350 












Model 385-C 
Cast Iron 
BAND SAW 





JIG SAWS 
SANDERS 
JOINTERS 
Tilt Table 
SAWS 

Floor Model 
DRILL PRESS 
Floor Model 
9” SAW 
SABER SAWS 
MOULDERS 
POL. HEADS 
STANDS 
MOTORS 
Accessories 


+ + + + 


NEW DISPLAY UNIT 
Holds Seven 


Power Tools 


+eeeee + F 





pave, 


part 


ye TOOLKRAFT CORP. 


SPRINGFIELD, MASS. 




















sPepir 





Carbide “Sipped 

MASONRY 

DRILLS Ame 
WORK LIKE 


O— ELEVATORS! 


~ 








7-1-4118) = 
TIPPED 





Easier, Faster 
Double Lead 
Fast Spiral 
Positive Action 


DEALERS—Send for Litera- 
ture and full information. 





Also 
MASONRY DRILLS 
IN KITS 











SUPER 
CARBIDE 
TILE 
DRILL 











21650 HOOVER ROAD 
DETROIT 13, MICH. 
also 
5210 San Fernando Rd., 


TOOL COMPANY Los Angeles 3, Calif. 
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Shows Hunting Trophies 





Huge mounted bear was a good traffic builder for the store. 


Hugh F. Blakely, head of O. S. 
Stapley’s sporting goods depart- 
ment in Phoenix, Ariz., misses no 
opportunity to display good speci- 
mens bagged by his customers. One 
such trophy, which attracted much 
attention, was a 10-ft Kodiak brown 
bear brought down in Alaska by a 
local physician. 

Donated by its owner to the local 
YMCA, the 1250-lb specimen was 


exhibited at Stapley’s while the Y 
was preparing space for the huge 
animal’s permanent showing. 
While displayed at Stapley’s the 
bear’s measurements and the story 
of its death were shown on a well 
lettered sign identified as the “His- 
tory of the B’ar.” It is estimated 
that 3000 local hunting enthusiasts 
visited Stapley’s to look at the bear 
while it was shown at the store. 


Advertises Trade-Ins 


Like many other hardware 
stores, Swartz Algona in Algona, 
Iowa, accepts used appliances as 


partial payment for new equip- 
ment. To dispose of these used 
items the firm has a blackboard 


palathg On oan oS = 


Sisats Dvotacan On Burner” 35," 








Many customers look at this specials listing each day. 
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featuring a number of used spe- 
cials offered for resale. 

[he board is fastened on the 
open rail of the office mezzanine 
at a point high enough to make it 
visible for quite a distance. The 
rapping table is located at a 
point not very far from the neatly 
| pase lettered bulletin. 
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5 a | 
yo ; Books for the i! | 
4 : A | 
} Hardwareman’s Library @ | 
Da saseseseseseseseseseseseseseseseseseseses2525e5 i 
“4 “The Story of Cutlery,” by J. B. 


Himsworth. The hardwareman in- 
terested in the origin and develop- 
ment of all kinds of cutlery will 
want this hard-covered, well illus- 
trated volume for his library. The 
author has been a craftsman and | 
manufacturer for more than 70 | 
years, carrying on the family tradi- 
the Y tion of more than 220 years in 
» huge Sheffield, England. The volume is 
i thoroughly documented, citing ref- 
’s the erences to cutlery in early litera- 
. story ture and research into the early 
a well history of man. The illustrations 
“His- | show cutlery from pre-historic finds 
mated to products of the steel age. There 
islasts is a chapter on the history of cut- 
e bear | Jery in the United States. Distrib- 










~ HEAT-CONTROL 
Thermostatic 
Action guaran- 


re, uted in the U. S. A. by John de teed for the lite 
Graff, Inc., 64 W. 28rd St., New po yn of the iron. 
York 10, N. Y. Price, $7.50, 208 aed 
pages. 


se * WITH THE AMAZING 
equip- ' WwW ”" 
used “Whittling Is Easy With X-acto.” THERMOSTATIC BRAIN 


tboard 





Here is a new edition of a book 


; A joy to “handle"—for dealers and users. Sells itself on 
that hardwaremen will want for 


Gicic hanes, and sles tee cules "touch"! Heats QUICK—ot the touch of the trigger! 
een Che ane tel te Heats RIGHT—heat-control Thermostatic Brain" gives 
whittling. This edition has 34 | thermostatic action, without the use of transformers or 
simple projects of which 18 are new | fragile thermostats. Heats LONG—Thermostatic action 
Indian woodcraft designs. Clear | guaranteed for life of iron. SPOTLIGHT—switches on for 
and simple directions are given on | interior soldering. Trig-R-Heat sells QUICK—with a neat 
proper tools for whittling, selection | profit! Self-display box is a real eye-catcher. Get 
of woods, cutting techniques, finish- | TRIG-R-HEAT—and get ready for a "Profit Parade"! 
| 


L 
\ 
OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 _ |W! —<Ie 


Ff 
VCE 


authority. X-acto, Inc., 48-41 Van | 

Dam St., Long Island City 1, New | yr pNae MANUFACTURING co. 
York. Price, list, 25¢, usual trade | 

discount to dealers on books for re- | GROVE CITY © PENNSYLVANIA 


sale. Pages: 40. 





ing and painting, with step-by-step 
instructions on figure carving. The 
book was prepared in conjunction 
with Leroy Pynn, Jr., wood carving 
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Model Kits Build Spring Volume Pp 





ALUMINUM 
TRELLIS - ARBOR 








Car! Duplisea and a part-time employee show two fast-selling 
model kits 





Spring business can be slow as Between March and May, 1953, 
late as Memorial Day in Maine he sold more than $500 worth of 
Carl Duplisea of the Gray ( Me.) these kits. Boys were the chief cus- 
Hardware Co, decided to do some- tomers for these items, but many 
thing about it last winter. One of girls and adults also bought them 
Made of rustproof aluminum his cures for slow business was the for their entertainment on cold 
tubing with bethanized cross and displaying of model kits for build- spring evenings. A number of chil 
filler pieces. 3 styles of trellis — ing planes, ships and old-fashioned dren purchased as Many as two or 
6%’ high at $9.95... 8’ at cars three kits each week. 
$10.95 list price. 8’ x 5’ arbor at 
$29.95. 
Dealer and jobber inquiries 
invited. 
Se ae a Minnow Bucket Display 


SOME AREAS OPEN 

Earl Berendzen of Lindop Hard- 
ware & Paint Store at 5509 EK. 
Grand Ave. in Dallas, Tex., made 
his own minnow bucket display 
stand out of scrap materials, and 
a bolt from regular stocks. 

Shelving for the store-made 
three-level unit was made from 
the tops of two old trash burners 
and a 16-in. diameter plywood 
disk formed the base. Two pieces 
of 4x4, 12 in. long, were used to 
form the column, a hole being 
bored through the center of each 
section. A 25-in. bolt fastened the 





two column pieces together. 


KAP-WIN Corp. White paint gave the stand a 
finished appearance that attracted 

651 PARK STREET the attention of the store’s angler 
HARTFORD, CONN. customers. Display built of scrap materials 
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Perforated Board Extends Display Area 


« 
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Methods for getting 
extra and valuable 
display area fron 
tore fixtures are |! 
ustrated by these 
photos of the Hey 
man Hardware Co 
store in Danbury 
Conn When the 
end of a gonaola 


fixture was covered 


with perforated 
board it became 
idea tor showing 
merchandise, such 


signs, that otherwise 
would be difficult te 
display well. Display 
changes can be 
guickly and easily 
accomplished 


Perforated board 

so makes ideal pan 
eling for the base of 
a fixture. As used 
at the Heyman 
store, it converts re 
serve stock area into 
selling space, main 
taining also the re 
serve stock feature 
of the fixture. Note 
how price moulding 
is used in connection 
with the perforated 

board. 

Other view of the 
fixture. Left—re 
veals that on one 
side the fixture js 
completely open for 
display while on the 
other side, the lower 
half is partially en 
closed for reserve 


stock 


Left—the same par 
eling converts re 
serve stock area in 
to display space 


LEAK-PROOF 
\ fer 4 4G 3 





Here’s a most popular item—a big 
improvement over any other nozzle 
on the market. Look at these many 
sales features: 


_ 


. Leak-proof. 
Light in weight. 


. Comfortably warm to the touch 


> © WN 


- Durable (molded of tough 
Tenite II). 


¥ 


Modern, streamlined design 


o 


. Fully adjustable spray. 


7 


Fits standard hose 
connections. 


. Transparent, green plastic. 
(Looks well with opaque green 
or red hose.) 


Shipped in sales-making counter dis- 
play box containing 12 nozzles— 
which sell on sight. 


Write us for 
complete information and prices. 


THE VLCHEK TOOL COMPANY 


3001 €. 87th St. © Cleveland 4, Ohio 
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SELL 


LUBRIPLATE 


the white 





lubricant of 


a thousand 





LUBRIPLATE 
SELLS 


because... 


IT LUBRICATES BETTER ! 


Letters pour in from all over the country 
telling us how Lubriplate has improved the 
working of fishing reels, guns, ot locks, 
lawn mowers, power tools, hinges, fans, 
outboard motors and a thousand and one 
other things. 


IT’S NATIONALLY ADVERTISED ! 
Millions of sportsmen and householders 
read about Lubriplate regularly in The 
Saturday Evening Post, Sports Afield, 
Field & Stream, Popular Mechanics, Motor 
Boating, Hlome Craftsman and others. 


IT’S PRICED TO SELL! 
3 Handy Sizes—“A” Tube 5g x 32 inches 
retails for 20¢; ““B” Tube | x 6 inches re- 
tails for 35¢; ““C” Tube 2 x 8 inches retails 
for 95¢. 

IT’S PACKAGED TO SELL! 
“A” & “B” tubes packaged one dozen to 
attractive, sales stimulating counter dis- 
play cartons. “C” tubes in colorful indi- 
vidual boxes with counter display card. 

Ask your jobber for 
LUBRIPLATE 
and sell it in your store 
Fiske Brothers Refining Co., 
143 Lockwood St., Newark 5, N. J. 














190 


ashing ton 


NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Retailing Is a Major 
Part of U. S. Business 

Retail firms operating at the 
latest count totaled more than 1.8 
million, or nearly 45 pet of all busi- 
nesses in the U. S. 

A net gain of about 30,000 in the 
first half of 1953 brought the num- 
ber of all enterprises up to a record 
1.2 million. This meant a slower in- 
crease rate, however, than was re- 
corded in the January-June half of 


the vears, 1950-1952. 


Retailers Wage-Hour 
Exemption in Danger 

It looks like retailers and their 
trade groups are in for a stiff battle 
if retail exemptions are to be kept 
in the Fair Labor Standards Act. 
1954 program includes 
(1) major changes in the Taft- 
Hartley Act, (2) increased statu- 
tory minimum wage level, and (3) 
wiping out retail exemptions. 

In a conciliatory move, the Ad- 
ministration has endorsed changes 
in the labor standards law. 

It seems probable at this stage 


Labe r’s 


that Congress will go along with 
the drive to increase minimum 
wage standards though not as much 
as sought by labor. Congressional 
attitude isn’t yet clear on reducing 
exemptions. 


Weigh Spreading Out 
Federal Tax Take 

Pay-as-you-go basis for filing 
corporation income tax returns is 
in the offing. 

Whether or not Congress will act 
to put such a plan into effect this 
vear is an open question in these 
early days of the new congressional 
session. 
being 
(both 


But serious thought is 
given in tax-writing circles 


HARDWARE AGF, 


at the Treasury and the Capitol) to 
spreading out the Federal Govern- 
ment’s tax “take” within the period 
of each fiscal year. Under the plan 
now being discussed, corporations 
would make estimates of current 
year earnings and would start mak- 
ing payments in September and 
December of the year in which the 
income was earned. 

The effect would be to provide 
the government with more income 
in the late Summer and Autumn 
months when receipts are very 
small as compared with receipts for 
the Winter and Spring months. 


Urge More Funds For 
Business Census 


A drive to have Congress restore 
funds for carrying on various busi- 
ness censuses may be expected to 
gain strength shortly. 

Commerce’ Secretary Sinclair 
Weeks is expected to make a strong 
appeal for census funds. He will 
back up his request by a special re- 
view committee’s report on a Com- 
merce Department survey. 

The report will say it was a mis- 
take to refuse funds last year for a 
census of manufacturers; that the 
census of business (including re- 
tail) should be resumed; and recom- 
mend that a sample survey be taken 
annually between the five-year in- 
tervals. 


Zero-Hour Gift Buying 

Busy shoppers tried to crowd 
much of their gift buying into the 
final four days before Christmas, 
retailers report. Sales during that 
period were 12 pct higher than in 
the three-day pre-holiday week of 
1952. This comeback was needed 
after comparatively quiet business 
in early December. 

(Resume reading on page 11) 
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THE DUALINE IS THE ONLY SANDER THAT DOES THE COMPLETE SANDING JOB FROM 
START TO FINISH LEAVING NO HAND SANDING... A REAL SALES FEATURE 


ONLY Sander with BOTH Orbital and Reciprocating Motion 


The DUALINE comes with two plates; one imparts an orbital motion, the other provides reciprocating motion. 
The orbital, when loaded with coarse or openkote paper, cuts fast. Load the reciprocating plate with fine 
paper to obtain that final satin lustre. Both types of paper are included. 


FASTEST Cutting ( 5500 OPM) Action 
The model 1253 DUALINE sander is the only sander on the market permitting fast (5500 OPM) cutting 
with an orbital motion and finish up with a fine reciprocating motion both with the same tool. 


LOWEST Priced Universal Motor Driven Sander 


The DUALINE features a ‘ HP motor powering the mechanism thru a smooth positive timing belt drive. 


EASIEST Method of Paper Change 


The DUALINE features external push buttons for clamping and releasing of paper. 


MOST Comfortable Handle Design 


For the name of your jobber, write 


FAIRCHILD INDUSTRIES, Burlington, eT 
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JUST PLUG INTO CIGAR LIGHTER ON DASH of Hardware Age 
Change 6 or 12 Volt D. C. 
to 110 Volt A. C. - 60 cycle 
Operates Test Equipment, 
SIZE. 2°"x2'"x3V/9” All Electric Shavers 
aking $1195 
TravElectric MIDGET us | Scooy 
Model 6-11160, 60 Cycle, 10-15 Watts 
@eeeeeeeeoeoeeeeeeoeoeeneeeeeeed 
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© Test Equipment | | Convention Check List 
@ Turntables | " , 
@ Lights For mplete details about the conventions listed by dates be 
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Wave Radios | 
@ Portable } - : 
1954 g Rina a . 
Phonographs Feb 13 ae 2 he 4 iii 
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SIZE: 2Y2‘'x2Y2"'x4Yr Shavers, etc. 6-14 New England Sportsmen's Show all 
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© Small Dictating 14-15 Arkansas Hardware Show May 
Machines 14-17 Bicycle Dealers Trade Show 15-16 Locksmith's Trade St 
© Test Equipment, 4.17 Seattle Gift, Toy Show 16-18 Alabama Hardware Show 
© Electric Shaver 5-16 Marshal!-Wells Congress, Spokane 17-19 Industrial Supply Convent 
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Phonographs 16-18 Pacific Southwest Hdwe. Show June 
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TravElectric MASTER Oe eee Fe ee ee 
Model 6-51160, 60 Cycle, 40-50 Watts 21-23 Northern Whis. Hdwe. Co. Show july 
COTCC HCOOH OOOOH OOOO OOE EOE oS au feet a 12-15 b Retail Hardware Assn 
| ortland Gift, ay ow : “ 
OPERATES 22-23 Marshal!-Wells Conaress Portland 
ee 22-24 New England Hardware Show August 
Recorders 22-24 West Virginia Hdwe. Show 4 Housewares Show (Western 
nce <a 22-25 Decatur & Hopkins Open House 30-31 Walter H. Allen Show 
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) CALK-0-MAT is yours at NO COST 
Scoops the ‘DO IT YOURSELF” market! with this “EXTRA DISCOUNT” deal! 


RETAIL REG DEALER 
ITEM VALUE ibia pial 

*1 DOZ. CALK-0-TUBES 10.80 40% 6.48 

1 DOZ. TILE FIX TUBES 960 40% 5.76 

*] DOZ. SNAP-I-CALK CARTRIDGES 7.20 40% 4.32 

*] DOZ. CELLOPHANE CARTRIDGES 6.00 40% 3.60 

6 SNAP-I-CALK GUNS 13.50 40% 8.10 

2—2" x 8” CAULKING GUNS 9.00 40% 5.40 

2—2” x 10” CAULKING GUNS 11.00 40% 6 60 

24—1 LB. GLAZING COMPOUND 5.76 40% 3.60 

6—5 LB. GLAZING COMPOUND 6.00 40% 3.60 
*CAULKING COMPOUND: (MASTER GRADE) 

4—1 GALLON 14.80 40% 8 88 

12 —1/4 GALLON 12.60 40% 7.56 

$104.86 $63.90 

10% EXTRA DISCOUNT 6.39 


ashi te) Mel TO me RM lols 01) Maes t TOTAL $57.51 


CALK-O-MAT dispenses these 
6 Nationally Advertised “PROFIT MAKERS” 


4 
Designed for your Counter fret ee % 
, » 
Measures W. 21° H. 28° D. 16 


mt / SEAL 
rade 
Jef- : Produce 


sored 


alers’ RITE SEAL RITE row WIE Ga ic of > eae INC. 


World's Largest Manufacturers of Caulking Products 
6-24 Detroit - 17300 Wyoming °* Brooklyn - 269 Green St. * Los Angeles - 6001 So. Gramercy Place 
tetail 


oil THE CALK-O-MAT DEAL IS AVAILABLE FOR A LIMITED TIME ONLY! 
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ON B A K EW E L L STAINLESS STEEL 


Now your customers can complete 
their Stainless Steel Kitchens_ 





Bakewell Stainless Steel Bakeware 
PIE PLATE # 


easy to clean, lasts a lifetime, gives 


108 Extra smooth surface, 


even-browning and quick baking. 


LOOk ; fi B 1kKEW 


PIE PLATES 


; ’ ° 
plete line of items and sizes 


a 


JUICE SAVER PIE PLATES SQUARE CAKE PANS 


7Ax7TAx 1% 


(« Ny 9x l% fy Ne, 8x 1% ~ w No. 508 
No. 109 er. No. 308 Ss 8x 8x 1%” 

J 10 x 1% ES 9x 1% =” No. 509 

No. 110 No. 309 Y 9x 9x2 

No. 809 


COOKIE SHEETS ROUND CAKE PANS ROUND CAKE PANS WITH CUTTERS 


Wj 12x 15% x % My 8x 1% 7 8 x 1% 
= No. 612 (a he pe iY ees a 

a ” y 9x 1h —_ y 9x IY 

— \ oo cam 9 2 e— — ) 2 
oe 14x17 x % i io No. 209 \— P if No. 409 

No. 614 = 10 x 1% | 10 x 1% 

No. 210 No. 410 


OBLONG CAKE PANS 


Perfect size for popular = 
AI S a > 
Ready Mix cake packages : “Es 3 >. 
‘3% a in 

13 x9 x2 No. 913 — 


14x9%x 


BAKE AND SERVE TRAYS 


Bake in it—and serve 


-or use aos a tray 





No. 715 


ENAMEL COMPANY: DUNBAR, W.VA. 


Sales office: 





200 Fifth Ave., New York 10, N. Y. Merchandise Mart, Chicago 54, Illinois 
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HARDWARE 


sell R. Mueller, managing director. 


Housewares Show (Western), Aig. 
1-4, at the Shrine Auditorium, I.os 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 


Industrial Supply Convention, May 
17-19, at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors Assn., 
1900 Arch St., Philadelphia 3, Pa,, 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 


Convention and Trade 
Show, May 15-16, at the Park Sher- 
aton Hotel, New York, New York. 
Sponsored by Locksmiths’ Conven- 
tion and Trade Show, Inc., Robert 
tognon, chairman, 110 E. 59th St., 
New York 22, New York. 


Locksmiths’ 


National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive secretary 
Administrative office of both groups 
at 420 Madison Ave., New York 17, 
Mm, = 


National oo Show, Oct. 11-15 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
Indianapolis, Ind. 


Southern Wholesale Hardware Assn. 
in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 
April 11-15 at the Roosevelt Hotel, 
New Orleans, La. Managing direc- 
tor SWHA, is T. W. McAllister, 
814 Metcalf Bldg., Orlando, Fla. 
Secretary, AHMA, is Arthur W. 
Faubel, 342 Madison Ave., New 
York, New York. 


Toy Fair—American Toy Fair, March 


8-17 at permanent show rooms, 200 
Fifth Ave. and 1107 Broadway and 
vicinity in New York City. Also 
temporary exhibits at Hotels Mc- 
Alpin and New Yorker. Sponsored 
by the Toy Manufacturers of the 
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', S. A., Inc., 200 Fifth Ave., New 
York. H. D. Clark, secretary. 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting & Merchan- 
lising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. 


China, Glass, Gift, Toy, Housewares 
Shows, Feb. 14-17, at Seattle, 
Wash.; Feb. 21-24, at Portland, Ore. 
Sponsored by Western Merchandise 
Exhibitors Assn., 1355 Market St., 
San Francisco 3. 


Coast-to-Coast Stores annual conven- 
tion and exhibit, Feb. 7-10, at Min- 
neapolis, Minn. Sponsored by the 
Coast-to-Coast Stores Central Or- 
ganization, Inc., 29 Main St., S.E., 
Minneapolis 14. 


Cotter & Co. annual spring Merchan- 
dise Show and Stockholders’ Meet- 
ing, Feb. 8-9, at company quarters, 
365 E. Illinois St., Chicago 11. 


Decatur & Hopkins Co., Spring Open 
House, Feb. 22-25, at company 
headquarters, 93 Berkeley St., Bos- 
ton 16. 


Marshall-Wells Stores Congress, at 
Duluth, Minn., Feb. 8-10; at Spo- 
kane, Wash., Feb. 15-16; Portland- 
Seattle branches Congress at Port- 
land, Ore., Feb. 22-23. Sponsored 
by the Marshall-Wells Co., Duluth 
1, Minn. ; 


Northern Wholesale Hardware Co. an- 
nual convention and trade show ten- 
tatively scheduled for Feb. 21-23, at 
Portland, Gre. Company is located 
at 805 N. W. Glisan St., Portland 9. 


Our Own Hardware annual stock- 
holders’ meeting and merchandise 
exposition, Feb. 15-17, at Minne- 
apolis. Sponsored by the Our Own 
Hardware Co., 618 No. Third St., 
Minneapolis 1, Minn. 


Sport Shows—New England Sports- 
men’s and Boat Show, Feb. 6-14, at 
the Mechanics Bldg., Boston, Mass. 
Detroit Congress Sportsmen’s Show, 
March 13-21, at the State Fair- 
grounds, Detroit, Mich. 


Texas Wholesale Hardware Assn., an- 
nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 
19, at Galveston. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-18, at 
The Admiral Semmes Hotel, Mobile. 
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| labels that tell are labels that sell 
FLETCHERWARE—the only enamelware 


| line featuring brand-NEW, 4 color . 
sales-tested Labels! 





Gdded 
for longer wear and 
Whiter -white 







SE RWKE PAI 






4 









a New! — Fletcherware — this fast selling 
| ‘ | enamelware line — offers you more than 
, merchandise alone! It gives you extra 
<_- . 
pant selling power too. Because each piece 
li—" * F carries its own special receipt label — 


i in 4 colors — with illustrations — and 

(Cees 7 “selling-words” that will attract attention, 
hold interest, stimulate sales.— And at 

» popular prices — That's why you must 

stock Fletcherware — Have the right 





enamelware to get you higher sgles 


and profits. 


labels that tell~are labels that SELL! 





Save on freight—It’s smart fo Buy 
the Complete Fletcher Line 


ENAMEL COMPANY- DUNBAR, W.VA. 


Sales office: 





200 Fifth Ave., New York 10, N. Y. Merchandise Mart, Chicago 54, Illinois 
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How to make your store 
HEADQUARTERS for hot water! 


Sell Duo-Therm’s new line of Auto- 
matic Gas, Electric, and Oil Water 
Heaters. Here’s the perfect set-up for 
volume you haven't been getting, 
sales you've been missing, more profits 
than you ever thought possible! 
e A full line for all fuels—GAS, ELEC- 
rRIC, OIL! 
e All popular sizes and styles! 
e 3,5, and 10-Year Warranty models! 
e Finest quality features at terrifically 
competitive prices that make these 
water heaters the top values in the field! 
e Nationwide network of Duo-Therm 
Distributors puts a Duo-Therm man 
nearby with a big stock to fill your 
requirements quickly. 
e Nationally known, pre-sold brand 
name! 


Plus the biggest single sales 
feature in the business— 


Built 3 ways better for longer life. 
Specially bathed in zinc, specially 
pressure-tested, specially insulated. 
In every Duo-Therm water heater! 

Cover the hot water front with 
Duo-Therm in '54. For full details 
use the coupon, today. 





IN GAS: 
20, 30 and 40-gallon 
sizes with 3, 5, or 10- 


Year Warranty. 


IN ELECTRICITY: 














30 and 40-gallon 
Table-Top models 
with 5 or 10-Year 
Warranty. 12, 20, 30, 
40, 52, 66, 82 and 
120 gallon round 
models with 5 or 10- 
Year Warranty. 


IN OIL: 


20, 30, and $0-gallon 
sizes with 5-Year 
Warranty. 


LS Rie the 1954 DUOTHERM ine to PROFTS UMLMMTED'! 22 


More than 2'2 million warmly satisfied customers... 


DUOTHERM cp 2c cacse 


Division of Motor Wheel Corporation « Lansing 3, Michigan 


Duo-Therm Div. of Motor Wheel Corp. 
Dept. HA-WH, Lansing 3, Michigan 


nearest Duo-Therm Distributor. 
Name —_— 


Address 





— a an ae 
DUOGO-THERM a registered tr 





Rush full information about Duo-Therm Water Heaters and the name of my 


Association secretary, Mrs. Euna &. 
Ramsey, 1006 Frank Nelson Bld¢., 


Birmingham. 
Arkansas Retail Hardware Assn., 
trade show and convention, Feb. 


Robinson Auditorium, 
Little Rock. Hotel headquarters, 
Marion Hotel. Association secre- 
tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


14-15, at the 


California Retail Hardware Assn. 
trade show and convention, Feb. 
7-10, at the Fairmount Hotel, San 
Francisco. Association secretary, 
Kreuger B. Jacobson, Western Mer- 
chandise Mart, 1355 Market St., 
San Francisco 3. 


Carolinas Hardware Assn. of, trade 
show and convention, Feb. 23-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel Chai 
lotte. Association secretary, Dwy 
ane Laws, 118!» E. Fourth St., Cha 
lotte 2. 


Connecticut Hardware Assn., conven 
tion, Feb. 10, at the Hotel Bond, 
Hartford. Association secretary, 
Ned Russell, Harris Hardware, 
Southport, Conn. 


Florida Retail Hardware Assn., con 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 
ville. Executive manager, W. W. 
Howell, P. O. Box 183, Waycross, 


Ga. 


Georgia Retail Hardware Assn., con- 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 
ville, Fla. Executive manager, W. 
W. Howell, P. O. Box 183, Way 


cross. 


Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25, at 
Chicago. Show at Navy Pier. Ses- 

sions at Sheraton Hotel. Associa- 
tion secretary, William F. Ewert, 
1194 Merchandise Mart, Chicago 54 


Iowa Retail Hardware Association, 
convention and exhibit, Feb. 9-12, 
at State Fair Grounds, Des Moines, 
Iowa. Headquarters and _ sessions, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


| 
| Louisiana 
| 
| 


Retail Hardware _ Assn., 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss 


Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


| Michigan Retail Hardware Associa 
| tion convention and exhibit, Feb 
16-18, at Grand Rapids. Headquar 
| ters, Pantlind Hotel; exhibit, Civi: 
| Auditorium, Harold W. Schumacher 
Olds Bldg., Lansing 8, manager. 
| Mississippi Retail Hardware Assn 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss 
Secretary, David O. Mansfield, 22¢ 
S. State St., Jackson, Miss. 
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Missouri Retail Hardware Assn., trade | 
show and convention, Feb. 23-25, at 
he Jefferson Hotel, St. Louis. As- 
sociation secretary, Harry Scherer, 
1189 Areade Bldg., 812 Olive St., 
St. Louis. 


Nebraska Retail Hardware Assn., 
trade show and convention, Feb. 
16-18, at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
Assn., trade show and convention, 
Feb. 22-24, at the Hotel Statler, 
Boston, Mass. Association secre- 
tary, A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18, at Syracuse. Show at | 
War Memoral. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., 
Syracuse 2. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11, at Cleveland. 
Exhibit at Public Auditorium, Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 


15. 


Pacific Southwest Hardware Assn., 
trade show and convention, Feb. 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, Otto H. Grigg, 416 W. &th 
St., Los Angeles 14. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn., trade show and 
convention, March 2-4, at the Chal- 
fonte-Haddon Hall, Atlantic City, 
M. . 


South Dakota Retail Hardware Assn., 
trade show and convention, April 
6-8, at the Coliseum, Sioux Falls. 
Association secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 
convention, Feb. 21-23, at the Noel 
Hotel, Nashville. Association sec- 
retary, Morris Jones, P. O. Box 784, 
Nashville. 


Tri-State Hardware & Implement 
Assn., trade show and convention, 
Feb. 8-9, at the Herring Hotel, 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn., trade 
show and convention, Feb. 7-10, at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


West Virginia Retail Hardware Assn., 
trade show and convention, Feb. 
22-24, at the Daniel Boone Hotel, 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 
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Retail Price 
Approx $498 


Baked on aluminum 
finished fire box. 


®@ Two red shelves on 
each side of fire box. 
e Red wind break on 


No. 542 back of fire box. 






Strong, red folding 





Height-20” Length—30” i 
Width—12%" Pack to _— 
master carton—3 each @ Copper finished grills, 


with handle for lifting 
to refill fire box. 


—Weight 22 Ibs. 








Now you can offer your customers a complete, new grill line, with plenty ot 
snap and eye appeal. Perfect in design and efficiency —Just what any sports- 
man, picnicker or around-the-home user will want, and the new, handy “‘tote- 
carton” feature provides a compact, easy to handle unit. Stock FLETCHERS 
complete grill line NOW, and be ready for the coming season's sales. 


ENAMEL COMPANY: DUNBAR W.VA. 
See us at HOUSEWARES Show Booth #755-757-759 


200 Fifth Ave., New York 10, N. Y. Merchandise Mart, Chicago 54, Illinois 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 201. 


(Continued from page 13) 


Driver quickly drives and draws 
screws small holes in 
wood, plastic or plaster by a down- 
ward push on handle. Quick re- 
turn spring automatically 
handle to proper position for next 
stroke; leaves one hand free. 
Tough, transparent Tenite II maga- 
zine holds each drills 5/64, 
7/64, 9/64 and 5/32 in. bit for 
driving small screws. One !'4 in. 


and bores 


returns 


one 


screw driver bit is supplied in 
chuck. Four No. 233H drivers 
come packed in attractive counter 


display at no extra cost. North 
Bros. Mfg. Co. 


For move data circle No. 8 on postcard, p. 201 


17-In. Lawn Mower 

Called Duo-Master, 
mower is a four-wheel direct drive 
blade ends, spe- 


17-in. lawn 
unit featuring 45 





c =e 


designed and side 
discharge chute to spread clippings 
evenly, and staggered rubber tire 
wheels to permit cutting close to 
obstacles. Guard on discharge chute 
can be raised for heavy cutting. 
Housing is made of reinforced steel. 
Handle can be vertical 
position for storage. Power unit is 
Briggs and Stratton 6 HB-S four- 
cycle 1.6 h.p. engine. Eclipse Lawn 
Mower Co. 


For more data circle No. 9 on postcard, p. 201 


cially housing 


raised to 
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Electric Lawn Mower 
This electric 
power mower 


Lawn-Boy rotary 
cuts a 17-in. swath 
and has trim that all but 
eliminates hand-and-knees_ trim 
ming. With complete color 
styling, mower has side grass spray 


side 
new 


that spreads clippings evenly away 
from operator. New easy-on han- 
dle brackets allows handle to be at- 
detached quickly 
Handle 


and 
locks se- 


tached or 
without 


tools. 





curely in position and keeps opera- 
tor safe from mower. 
Made of aluminum alloy, it is pow- 
ered by 3,450 r.p.m. electric motor 
RPM Mfg. Co. 


For more data circle No. 10 on postcard, p. 201 


distance 


21-In. Reel-Type Mower 
Called the Pacer, this 21l-in. reel- 

type the 

suburban has an 


mower for average size 
automatic 
recoil starter. frame 
provides rigid strength and light- 


Other 


lawn 


Pressed steel 


ness, models are 


reel-type 





the 21-in. Lawn Queen, 21-in. rear- 
drive Manor, 24-in Estate 24, 20- 
in. Lawn King, and 30-in. Park 
mower. Jacobsen Mfg. Co. 


For more data circle No. 11 on postcard, p. 241 


20-In. Power Mower 


Flying Cloud, 20-in. rotary power 
mower, now has new disc-type muf- 
fler which produces decrease in 
sound without increasing backpres- 
sure or reducing horsepower appre- 
ciably. Unit features new fastener 
for sheet metal parts that results 
in nearly vibration-proof construc- 
tion, a redesigned gear box hous- 
ing, and a new breather system for 
operation and greater oil 
economy. Powered by 1°%4 h.p., four- 
cycle engine using regular gas, it 
has automatic rewind starter, com- 


cooler 





plete safety shielding, and easily 
adjustable cutting height from 1 to 
3 in. Retails for $129.50 in the 
eastern zone; $131.95 West of 
Rockies. Reo Motors, Inc. 


For more data circle No. 12 on postcard, p. 261 


. 
Gasoline Rotary Mower 
This gasoline rotary power lawn 
mower features a streamlined cast 
aluminum-alloy housing that pro- 
vides extra strength without excess 


op 
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3 Each strand heat-set to lock weave 
permanently in place and prevent 

raveling—makes LifeTime Screening 
easier to cut... easier to handle. 







1 Inner core made of miracle 

Fiberglas . . . hundreds of twisted filaments 
each 15 times finer than a human 

hair—yet so strong, tensile strength 

is over 250,000 Ibs. per sq. in. 











4 Easy-to-spot red-and-white cord woven into selvage 
identifies genuine LifeTime Fiberglas Screening. In addition, 
each roll of LifeTime Screening contains a handy, built-in 
measuring tape—you'll eliminate cutting errors . . . save 
cutting time... get at-a-glance check of your broken-roll stock. 


2 Fused-on coating of tough, 
sinewy vinyl provides smooth, 
dirt-resistant outer surface. 





eTime Fiberglas Screening combines all these advantages! 


Will not corrode. Won't rust or mildew... lightest, toughest screening ever made. 
3 | unaffected by most acids and oils. Unlike metal : LifeTime takes abuse in stride . . . is much 
a. | screening, LifeTime is not corroded by stronger than metal or plastic types, both 
=== salt spray or salt air in coastal areas. ; initially and after sustained exposure. And, of 
- ‘ ° ; : course, its lighter weight means easier handling. 
ope eur — naies. ednprse never n en sath vn , nego 
eeds—completely eliminates messy stains on wr -to- . Cuts and slashes—if they 
, pi! \ | window sills and siding. do occur—are easily repaired by simply fusing 
geeiteag . . ; a patch into place with an ordinary iron. 
pitt ~ Won't support fire. Flying sparks or burning ’ > : j 
x iit cigarettes can’t melt holes in LifeTime Screening. ”~ Easy-to-install ... year ’round sales to 
itt ttt we . reid \ do-it-yourself customers. LifeTime handles 
ttt ttt Retains ‘‘like new appearance year after year. just like cloth . . . won't crease or roll up 


Never sags or bulges... never dulls, streaks 

or discolors...never needs repainting. Even 

in soot- and smoke-filled industrial areas, 

a quick swish with a sponge restores its normal 
bright appearance. 


. can be cut with ordinary scissors. No sharp 
edges to scratch or cut during handling. Weave 
is fused permanently into place to prevent 
raveling. Every home owner is a prospect. 





; ' Color: LifeTime aluminum grayv...18 x 14 mesh 
Can be left up all year around. LifeTime in all standard widths of 100 linear ft. rolls 
laughs at weather's worst. Sun, water and PRADE MARK APPLIED FOR 
humidity won't rot it...temperature variations : ° 
won't shrink or stretch it .. . won’t crack Get in on the biggest screen news ever... 
or flake when flexed, even at minus 50°F. contact your jobber or mail this coupon, today! 


~ LOCK-SET SCREENING CO., INC. 
a) 


S k . LifeTime Fiberglas Screening looks good to me.I don’t want 
toc it eee ° 


to miss out. Send me a free sample and full information. 


YOUR CUSTOMERS 7 ites 
WILL WANT IT! _ 


d eee and John H. Graham and Co., Inc. City ee — 
-selling con- " ——__- — -— - -- - - 
r folders ‘with SALES DEPT. 105 Duane Street 


atliont. O RT VW 


oa ae SG Oe mS ON 




























































WHAT'S NEW 








Both 18-in. and = 20-in. 


models are equipped with four-cycle 


weight. 


engine and include” free leaf 


mulcher attachments. 
discharge chute sprays cut 


grass 


away from operator in high ve- 
locity stream that disperses clip- 
pings. Cutter bar is recessed ap- 


proximately '% in. 
ing. Cutting knives are ground on 


up in the hous- 
both edges and can be easily re- 
moved for sharpening or replace 
ment, and are safety-locked in posi- 
tion. Johnston Lawn Mower Corp 


For more data circle No, 13 on postcard, p. 201 


Forged Iron Hardware 
New line of forged iron hardware 


is made in a range of sizes and 


types. Large and small strap hinges 





and hinge straps are for use on 
light 
cabinet and chest doors. H and H 
& L hinges are for flush and lipped 
Butt hinges are made with 
steeple tip and reversible pin styles. 
Packed 
screws, hardware is bonderized and 
then finished in traditional dead 
black. C. Hager & Sons Hinge Mfg. 
Co, 


For more data circle No. 14 on postcard, p. 2601 


interior doors, batten doors, 


doors 


with steel pyramid head 


Water System Line 


Line of new shallow well jet water 
systems, retailing from $98.75 up, 
are known as Rapidayton Shallow 
Well Champions. Featured in line is 


> 


complete package system with 1:- 


200 


Adjustable 





a 


val. heavy duty galvanized horizon- 
tal tank and 1/3 h.p. NEMA stand- 
ard motor. Unit retails for $98.75. 
All pumps in line have Quad-Volute 
design with four volutes instead of 
one. All pumps have bronze impel- 
ler, brass venturi, nozzle, clearance 
ring, and incorporate a rotary seal. 
Dayton Pump & Mfg. Co. 


For more data circle No. 15 on postcard, p. 261 


Improved Pruners 

New bright plating and red plas- 
tic handles have been added to the 
DuraShear and DuraCut 
The new finish is permanently rust 
H. K. Porter, Ince. 


For more data circle No. 16 on postcard, p. 201 


pruners. 


resisting. 


Threading Machine 


Here is a_ portable, low-cost 
threading machine, No. 142 Feath- 
erweight Champ, for hand pipe 
tools. Weighing 
move it and use it with ease. Avail- 


able with gas or electric power, it 


od 


75 lb., one man can 


has threading range of ‘x, to 2 in. 
Overall height, less legs, is 18°4 in.; 








overall width, less legs, 15 in.; ove 
all length, less legs and pan, 11 
in. Motor is % h.p. continuo 
duty universal, reversible, variab 
speed; spindle speed ranges from 
22 to 26 r.p.m. variable with load. 
Oster Mfg. Co. 


For more data circle No. 17 on postcard, p. 261 


w 


@ 


Fastener Assortment 


tefillable fastener assortment 
PSM 1509, Automotive Trim Phil- 
lips Sheet Metal 
of 1509 screws in six sizes round 
head, two sizes binding head, and 
eight sizes oval head. Each size is 
completely refillable. List per a 
sortment is $25. Retail prices are 
marked inside box. Five-shelf sel! 
rack is given free with 
every five assortments. Sharon Bolt 
& Screw Co. 


For more data circle No. 18 on postcard, p. 201 


Screws, consists 


service 


Kitchen Cabinet Sinks 


Two promotional models of 
Youngstown Kitchens 66-in. cabi- 


net sinks are available for a sales 





promotion that runs through March. 
Featured model, $134.95 ($139.95 
Denver West), includes double-bow], 
double-drainboard top, chrome fin- 
ished mixing faucet, impressed soap 
dish, undersink cabinet, two draw- 
ers, four doors with shelved com- 
partments, and large storage com- 


partment. Other model, $164.95 
($169.95 Denver West), includes 


deluxe faucet and rinse spray, dish 
drainer, soap chip basket and cut- 
lery divider. Mullins Mfg. Corp. 


For more data circle No. 19 on postcard, p. 201 


. . 
Ventilating Fans 
Complete line of Miami-Carey 
ventilating fans for wall and ceiling 
made with 
piece grille mounted with neophrene 


installations are one- 


(Continued on page 204) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 












































CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 

















BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid 8 weeks only After th 


Please onal me further leis on on WHAT" S NEW j items 
for which | have circled below. 


1 2 3 A 5 6 10 iD 12 
16 17 18 19 20 21 25 26 27 
31 32 33 34 35 36 40 41 42 
46 47 48 49 50 51 55 56 57 
61 62 63 64 65 66 70 71 72 
76 77 78 
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Here is Your Quick Check Card 


What it is... How it works 

















Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


under the individual item description. 





Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


HTT 


Postcard week After that use own letterhead fully describing item wanted 2 4/54 

Please send me fur rthe r portent on he WHAT'S NEW items, code numbers A big help for busy deol- 
for which | have circled below. ers. Use this card for free 
1 2 3 4 5 6 106 1 12 13 14 15 Titdeldite haley) on new prod- 


oS oe ee, se TF 8H ucts described in this issue. 
31 32 33 34 35 3% 40 41 42 43 44 45 
46 47 #48 #49 +«#50~ = 51 55 56 60 
61 62 63 64 1 
7% #77 #78 #79 
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FIRM 





























FIRST CLASS | 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 
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No postage necessary if mailed in the United States 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 


Village Station 
NEW YORU 14 NY 
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EXTRA DEALER PROFIT WITH COPPER BRITE’S FREE INTRODUCTION OF BRITE SILVER POLISH 
FREE TO THE DEALER 


2 free bottles of regular size BRITE SILVER POLISH 
packed with every 12 bottles of COPPER BRITE. 


EXTRA SALES 
attached to each bottle of COPPER BRITE, 


a free sample bottle of BRITE SILVER POLISH, plus free COPPER BRITE applicator sponge (illustrated above). 


PLACE THIS ON YOUR WANT LIST NOW! 
THIS FREE OFFER APPLIES TO 8 OZ. AND PINT SIZE — EXPIRES MARCH 1, 1954 


COPPER BRITE INC., 1109 N. POINSETTIA PL., LOS ANGELES 46, CALIFORNIA 








specialty signs without 
headaches... 


A NO-RISK INVESTMENT WITH 
DEPENDABLE YEAR-ROUND PROFITS 


under McNulty's unique 
sales policy. 


Eight years of experience and zooming volume, 
exclusively in the manufacture and merchandising 
of high-quality reflectorized name signs, have 
enabled us to evolve a sales policy—based on the 
belief that the only healthy business is one thot 
moves goods — to take the risk and headaches out 
of the profitable specialty sign business. 


1, A complete line of high-quality signs, priced 
from the modest home to the mansion; 


~~ 


. Beautiful merchandise, of self-evident quality, 
to spark up any store; 


we 


. A package deal designed for your opening needs. 


- 


. Displays that all but wrap up the goods. 


“ 


. Regular service calls by the same man who 
sells you, trained to help keep your money 
working and your inventory as low as possible. 


6. A guaranteed sale. 





abeve — Estate Signs, cast from government- 
standard aluminem alloy, with 2'/,” full-surtace 
reflective letters for daytime readability at night. 
Retail $3 to $20. Dealers, 40°, discount. 





above—Economy Signs (for customer assembly). 
18” wood panel reflectorized both sides for dov- 
ble facing. 2” letters, stakes, brackets and motifs 





cast from g standard i alloy. 
Retail $2.50 +- 50¢ per letter. Dealers 40% dis- 
count. 


Write for details. You buy direct. 


McNulty 


Design Studios 
Milford, Connecticut 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 201. 


rubber grommet and _ single- 
threaded nose piece. All models 
are available with baked-on white 
enamel grille that permits maxi- 





mum air passage. Featuring snap- 
in assembly on propeller and motor 
umit, models include 8 and 10 in. 
through-wall ventilators and a 10 
in. combination wall and ceili~* 
fan. Merchandising display (illi<- 
trated) showing three models is 
free with order for 100 lb. of fans. 
Philip Carey Mfg. Co. 


For more data circle No. 20 on postcard, p. 201 





Air Pistol Kit 


Marksman Air Pistol Kit in- 
| cludes skill targets, instruction 
| folder and guarantee. Kit comes 
| 





packaged in attractive point-of-sale 
display box and retails for $5.95. 
| Morton H. Harris, Inc. 


For more data circle No. 21 on postcard, p. 201 


Driveway Marker 
Light-reflecting driveway mark 
er, called Driv-Gyd, is constructed 
of lightweight galvanized steel rods 
Unit is 30 in. long, the top 6 in. ot 
which is coated with granulated 
glass spheres rolled onto a pre 
coated surface of styrenated alkyd, 
rubberized weather-resistant paint 
Spheres are further bonded to sur- 
face by additional clear weather 





resistant baked-on coating. Brass 
hammer cap is fitted onto top to fa- 
cilitate driving into ground; each 
rod is also flattened into point-type 
driving end. Set of four is $3.95 
Speco, Inc. 


For more data circle No. 22 on postcard, p. 20! 


Adjustable Table 


Solidly-made table adjusts to two 
heights; at its low 20% in. height, 
it can be used by children; raised 
with a flick of the finger to 231% 
in., it can be used by adults for 
card games, letter writing, as bed- 
side table, etc. Table folds flat for 
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TWO PURE BRISTLE PAINT BRUSHES 
FOR LESS THAN THE PRICE OF ONE! 


3’ Double Thick Varnish Brush Value $1.29 
1" Varnish Brush Value 20 


RETAIL COMBINATION PRICE 99' 
FOR BOTH BRUSHES ..... ONLY 


@ Packed 2 Doz. Sets to a Carton 

@ Dealer's Cost $16.00 per Carton 

@ Dealer's Return $23.96 per Carton 
SPECIALLY WRAPPED AS 


SHOWN FOR YOUR NATIONAL 
HARDWARE WEEK BUSINESS 














all pure black bristle, all 3 inches long 


THE GOOD HOUSEKEEPING SEAL OF APPROVAL 
IS IMPRINTED ON EACH COLONIAL BRUSH 






wt "0 oF 
So D> 
‘S Guaranteed by ” 
Good Housekeeping 
L201 4 ner HO 





3” Size 4” Size 

REG. PRICE $2.59 ! REG. PRICE $3.98 
RETAIL AT 1.79 he RETAIL AT 1.98 RETAIL AT 2.49 
Dealer's Cost $14.40 Doz. i a Dealer's Cost $16.00 Doz. } ; "7 Dealer's Cost $20.00 Doz. 





PACKED '2 DOZ. TO BOX PACKED '2 DOZ. TO BOX PACKED '2 DOZ. TO BOX 


COLONIAL BRUSH MANUFACTURING COMPANY, INC. 





160 WASHINGTON STREET, NORTH—BOSTON 14, MASS. 
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WHAT'S NEW 


storage. Formica top, 18x24 in., ha 

solid Masonite backing; tubula 
legs have lusterized finish. Stair 

less steel table top molding has no 
sharp edges to snag or catch cloth- 
ing; rubber feet will not skid or 
mar floor. For children, table is sold 
as set with two tubular steel fold 
ing chairs with 12-in. height can 
vas seats, in red, green, yellow o1 
blue. Table retails for $14.95; tabk 
and two chairs, $24.85. Buckle 

Mfg. Co. 


For more data circle No. 23 on postcard, p. 20) 
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Dual Fibered Sweep 

Laco 16 in. Dirt Demon Sweep is 
a push brush with machine staple 
set tufts. Center tufts are soft 
tampico surrounded by stiff oiled 


Sovury, 


» “ “of 
Guaranteed by 
food Housekeeping 
oS > 










canst 1 





perfect Spring 
CAL-DAK 
palmyra. Rubber handle perma-grip 


lock washer is placed on 54 in. hard- 
wood handle before threading into 
i 





brush head, to prevent handle from 
with Swivel Casters 4 95 twisting. For sweeping grass, dirt 
{ and snow, brush can also be used as 
| Extra sturdy, foldable frame ° a scrubber. List price is $2.59. 
Extra large, SANFORIZED bag ‘*" "°%* Pris* Laitner Brush Co. 
Advertised in Saturdy Evening Post, Hard- For more data circle No. 24 on posteard, p. 201 
ware Week issue, plus Better Homes & 
Gardens, Sunset, Good Housekeeping. Electric Ranges 


Two models in 1954 line of elec- 
tric ranges, double-oven and single- 
oven Commanders, feature elec- 
tronic unit which automatically 
maintains selected temperature, 
preventing food from burning. 
Single dial control of unit is di- 
vided into three cooking zones 
warm, boil and fry—with low, 
medium and high settings in each 


' zone. Double-oven Model AG 
_CAL-DAK nanan Two factories to serve you better [nan | (illustrated) retails for approxi- 
Colton, California + La Porte, Indiana | mately $489.95; single-oven Model $ 
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Manufacturer of work-saving quality housewares 





HARDW. 








1 in., ha 
tubula 
1. Stain 


y has no 


ch cloth- 
skid or 
le is sold 
eel fold 
ght can 
ellow o1 
5; table 
Buckle 7 


card, p. 201 


Sweep is 
ie staple 
ire soft 
iff oiled 





ma-grip 
n. hard- 
ng into 
lle from 
ss, dirt 
used as 

$2.59. 


ird, p. 201 


of elec- 
single- 
e elec- 
atically 
-rature, 
urning. 
is di- 
ZONes 

h_ low, 
in each 
| AG 
pproxi- 


Mode! 


4, 1954 


sales ar everywhere 


oh NDIA 


in gorgeous decorator colors 


=0M ji (-- 




















ASVERTISEOD in 





TUT 
_" ry 









» “ 
Guaranteed by 
ood Housekeeping 
0 wes 






45 aoveenssto ™ 












THESE 16 

pair BEAUTIFUL COLORS 
@ CHINESE RED 
@ GREY 


@ ROYAL BLUE 
e@ YELLOW 

@ PINK 
” 
e 


“sem 


Here’s the modern way to paint... the fast-turnover way 


to sell paint! Anyone can paint using QUIK*SPRAY and LIGHT BLUE 


; get a smooth professional finish! A fine, high quality, quick rd epee cine 
4 drying enamel in a full range of colors. e GOLD LEAF 
; *% EACH CAN GUARANTEED NOT TO CLOG o Senenr enue 
} %& EACH CAN CONTAINS 12 FULL OUNCES : a ACK 
% EACH CAN COMPLETE... READY TO SPRAY... e@ APPLIANCE WHITE 
NO EXTRAS e@ CLEAR 


@ FLAT BLACK 





‘A.weather-proof, water-proof 
rust resistant finish that is alkali 


and acid resistant. For chrome 





und thetduvess, aiierween ale A special white enamel finish for making any appliance 


appliances. Protects bumper look like new again. . . restoring that original “show-room 
chrome and metal trim on cars 
protects and preserves maps look”. Just sprays on... that’s all there is to it. For all 


and drawings. IDEAL FOR 
PROTECTING RADIO AND TV 
PARTS AND ANTENNAS. Pre 


vents rust ond corrosion on 


appliances, refrigerators, washing machines, ironers, 
food freezers. 


electrical connections 


° Bronze Paint Corporation 
Sheftield 17814 WATERLOO ROAD + CLEVELAND 19, OHIO 
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WHAT'S NEW 








BG, for $429.95. Other models in 
line are the DG, Champion, at 
$339.95; the FG, Imperial 30, at 
$259.95; the EG, Commodore, at 





Thirty, 
Leader, at 


$239.95; the at $199.95; 
and the HG, $199.95. 
Westinghouse Electric Corp. 


For more data circle No. 25 on postcard, p. 201 


4/2 in. Butt Gage 


Added to line of butt gages is a 
new 4'% in. Precision-made 
of hand forged steel, gage cuts a 
clean, deep, complete profile of 
hinge on both door and jamb when 
struck with hammer. Retails for 


size. 


Sury Gave 


i Sine a 


$2. Other sizes in line are 3, 314 
and 4 in., retailing at $1.50 each. 
E-Z Mark Tools. 


For more data circle No. 26 on postcard, p. 201 


Flexible Wall Base 


All-purpose, flexible wall base for 
use with all types of floors comes in 
48-in. lengths only. Called Kencove 
Flexible Wall Base, it is of the 
set-on type and is 4 in. high with 


208 


*. in. toe width. Top of wall base is 
molded towards wall to produce a 
perfect seal. Back of material is 
corrugated to assure easy and per- 
manent bond. Surface is smooth, 
hard and dirt-resisting. Material is 
break-proof no matter how hard it 
is kicked or banged. Available in 
green, red, brown and black. Ken- 
tile, Ine. 


For more data circle No. 27 on postcard, p. 201 


Saw Attachment Offer 
Hardware Week offer of a jig 
saw-drill kit at a special price of 
$42.95 is being supplemented with 
special 
package. 


“guaranteed cooperative 


Package consists of an 


” 






\ 


Ze 


saw attachment 
steel 


and 
drill 
Saw 
attachment and drill bits are 
offered in combination for $1.88 
retail, with the purchase of a Model 
44, 38 or 3801 4-in. portable elec- 
tric drill. Cummins-Chicago Corp. 


For more data circle No. 28 on postcard, p. 201 


drill 
seven carbon 
bits, regularly priced at $9.95. 


electric 
a set of 


Ironing Table 


Deluxe ironing table, Model 
1500, is a refinement of the com- 
pany’s all-metal adjustable ironing 
table. Quickly and easily adjustable 
to nine different heights, table fea- 
tures chrome plated legs with all 
other parts finished in blue baked- 
on enamel. The 54x15 in. iron sur- 
face is rolled over tubular frame 
and crimped to strongly braced un- 
derstructure. Surface is perforated 
for quick evaporation of steam and 
moisture. Table opens or closes in 





one easy motion and can be hung 
on wall from its tapered end. Frame 
folds flat and compact within width 
of table top. With finger tip or 





foot table can be raised or lowered; 
safety lock fixes table at desired 
height. Arvin Industries, Inc. 


For more data circle No. 29 on postcard, p. 201 


Salad Server Set 

Thermo 
maintains foods at the right tem- 
perature before and after serving. 
Made of polystyrene, in 
two pieces with air space sealed 


Bowl salad server set 


durable 


between, server and bowls provide 
insulation for keeping food chilled 
Set is available in white and matte 
black combination with black fork 
and spoon. Also comes in red with 





with forest 


chartreuse 
green. Server is 4%% in. high and 


black and 

834, in. in diameter. Individual 

bowls are 214 in. high and 5'% in 
1 £ 

in diameter. Federal Tool Corp. 


For more data circle No. 30 on postcard, p. 201 


Tile Painting Set Offer 


Trivets for hot plates or wall 
decoration use have been combined 
with Tile-Art ceramic tile painting 
sets in special combination package 
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FIRST FAMILY OF SPORTS 


Sealand 
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FROM SHELVES TO SIDEWALKS WITH AMAZING SPEED! 


Frequently, new dealers are amazed at the fast 
turnover records set by Union Hardware roller skates. 
But no one should be. For Union Hardware roller skates 
move quickly from dealers to customers as there’s a 
customer for every skate; a skate for every customer 


THE “FAVORITE” No. 5 
... from adults to toddlers. 


— the finest all-around 
skate in the world... 
“Super-Speed” wheels each 
with 18 ball bearings. . . 
“Sure-Grip” footplates with 
“Sure-Grip” cleats... 
oscillating trucks that let 
skates tilt for easy turn 
and steering... Uni 
plated ... extends from 
to 1034”. 








Yes, indeed, Union Hardware roller skates are an 
ideal product for you to handle. For roller skates are 
staple... never deteriorate. You’re not bothered with 
ever-changing models; worried over trade-ins or inven- 
tory depreciation. And as long as millions of kids keep 
growing up, you'll always have a rich market for Union 
Hardware roller skates. 







































Bi" 





























See your Sealand representative soon and ask him 
to show you Union Hardware’s seven marvelous models; 
point out the seven exclusive, fabulous features. 




















In each package is included a free copy of the booklet, “Tlow to Have Fun on 
Union Hardware Roller Skates.” 


HHT 


Buy THE SPORTS BRAND MILLIONS DEMAND! 


THE LILLIPUTIAN "TRAINER" No. 1 


— for Vil kids learning to roll for the 

first time... wheels mounted directly 

on axle...keyless...clampless 

... plates scientifically designed for 

children’s shoes ... red leather straps 
.. bright Unilite-plated finish. . . 

extends from 6” to 7%". 























Torrington, Connecticut 











Since 1826 


NEW YORK * CHICAGO + ATLANTA © LOS ANGELES — 
































JOSEPH T WOOD CO THE T. 4. WOOD CO. 





RAIN-BEAU PRODUCTS CO THE SPRINGFIELD CO 





UNION HARDWARE CO BRISTOL HORTON, INC 
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WHAT'S NEW 


offer. De Standard and 
Junior sizes of Tile-Art sets are in- 
cluded in package. Sets contain 
ceramic oi] paints in shatterproof 
cleaner, tile 
hangers with felt backing, erasure 
stick and pre-sketched numbered 
tiles. De Luxe set ordinarily re- 





Luxe, 
brushes, 


containers, 


tails for $2.95 and now comes with 
newly designed trivet with protec- 


PORCH & PATIO 








tive rubber legs (regularly priced 
at $2), at special combination 
package price of $3.95. Standard 
set, regularly $2.50, with double 
trivet is $3.50. Junior set with 
trivet is $2.50. Lee Art Co., Inc. 

For more data circle No. 31 on postcard, p. 201 


GARAGE 


Louble Lug 7we-cae-Che Swegs 


BULLDOZES BOTH LIGHT DUST & HEAVY WET DIRT 


1. Rubber gasket prevents handle a 
twisting and increases handle life. ¥ 


2. Outside rows are durable heavy 
Paimyra fibers for bulldozing both 
heavy wet and dry dirt. 


3. Center row is Tampico fibers 
for bulldozing light dirt 
and fine dust 






Here is a great new SWEEP VALUE by LACO that 
lightens work and does the job better. This durable, 
double-duty quality brush is ideal for sweeping 
cement, stone, brick and other rough surfaces such 
as basements, patios, sidewalks, garages, driveways, 


See your jobber or write — 


LAITNER 
BRUSH CO. 


2000 BROOKLYN AVE. 
DETROIT 26, MICHIGAN 





SERVICE STATION 


210 


factory, warehouse and barn floors. 
individually packaged in colorful, eye-catching dis- 
play carton. A $3.50 value! 


Each brush 


Suggested retail price . . . $2.59 


FACTORY 
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Putty Knives, Scrapers 


Hammer-Head line of 2 in | 


putty knives and scrapers features 


solid brass forged heads secure}; 
fastened to ends of handles. 
eight sizes and types, tools ran; 
from 11% in. putty knives to 6 j 
wall or joint scraper; wider siz 
are for dry wall construction wo 
Brass Hammer-Head serves 
hammer to drive in loose nails and 
obstructions while using either too! 
Handles have single seam and ar: 
of shatter proof plastic; blades ar 
high carbon mirror finish steel, i: 
dividually ground. Twelve of ea 





size and type putty knife or six of 
each size and type scraper come in 
separate 3x6 in. merchandiser 
Hyde Co. 


For more data circle No. 32 on postcard, p. 2")! 


Rod and Hose Clamp 

Called Handi-Klip, this 
snap clip firmly clamps extension 
rod top and bottom to body of 
tank. Eliminates bent 


simple 


sprayer 





(Continued on page 214) 
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Tew! A Black & Decker 


Screw-Driving Attachment — 
the pergect tarduure Week Special / 


DISPLAY FREE with 
every assortment! 






Here’s a wonderful new Black & Decker accessory, designed to make 
the B&D Utility 4” Drill even more useful and to help you make 
more sales to all drill owners at the same time! This B&D Screw- 
Driving Attachment fits any 4” drill and comes equipped with bit 
and finder for slotted head screws, and a Phillips Head bit — both 
bits drive #5 to #9 wood screws, inclusive. What’s more, with every 
three attachments, (total retail price: $29.85) you get a colorful 
display absolutely free! Order these Screw-Driving Attachments 
today—they’ ll be featured during [RHA Hardware Week in national 


advertising, and you’ll want plenty on hand to meet the demand! 
/ Hole Saws up to 

ai s 
» = 2"/2" Diameter! 


DISPLAY FREE with every assortment! 


Now every drill owner can drill holes up to 244” with the new B&D 
Utility Hole Saws. Carpenters, electricians, plumbers, handymen 
can now cut clean, round holes in any material a hack saw will cut. 
Display Assortment includes 30 Hole Saws in 10 sizes ranging from 
34” to 244” plus 12 Mandrels. Brilliant 8-color display is FREE with 
Assortment. Total retail value: $45.65! Order from your B&D Util- 
ity wholesaler today! THE BLack & DecKER Mr. Co., Dept. H653, 
Towson 4, Maryland. 









4 
*\ 


we 
Kor 


are 


CARPEMTERS 

PURER 

LEC TRICIANS 

an : 

_ cat precision holes in most 
materials with Electric Drills 


HOLE SAWS 


EASY 


TOOLS 


PORTABLE ELECTRIC 








1954 


211 


HARDWARE AGE, FEBRUARY 4. 



















n 
od 

















R 


ee 8 


ce oe 


& 


ee 


ae 
e 


+ 


212 


SESSIONS NEW "54 (LOCK PROGRAM 


expense- 
week in 


third Prizes are all-expense-paid 
(TIPS to New York | 


total an additional] $5,000 in retail 
Value. 
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fF: ‘$25,000 “September in Paris” “2° 2S 


he 
Le se 
g 


Contest to 





Spur on Retail Sales | 


| the 
~~. | Distributor Salesman | 








Top Retail Clerk wins 
De Luxe Trip to Paris | ° 












pe 

Can win Paris trip, too | 4 
’ ; ; . , Matching the award to the con- II 
Forestville, Conn., Feb. 1. To test's winning sales clerk is an | fo 
Stimulate sales of Sessions Clocks | identical deluxe week in Paris for | 
in 1954, a $25,000 “September in 
Paris"’ Contest for RETAIL 
SALES CLERKS 






‘Wo people for 
Salesmen are 
also be month 
Uutor salesmen. 
The Story of this new Sessions 
Contest will be told at Distributor 
luncheon Meetings in Chicago, 
St. Louis, Detroit, Denver, San 
Francisco, Cleveland, | Os Ange 
Houston, New Orleans, Ci 
nal, Hartford, Philadelphia, Bos- 
ton, New York, Atlanta, Pitts- 
burgh, Baltimore and Miami. 


r 
which distributor 

eligible. There wil] 
ly prizes to distrib- 


was announced 
today by Douglas Lapham, Man. 







Division. 
Grand Prize will 





be an all- | 
Paid completely deluxe 
Paris for two. Second and 







or Los Angeles 
UNNEr-up awards 


ncin- 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 201. 


rods or pinched hoses, making stor- 
age safe and easy. Mass displays 
are possible, since there are no 
dangling hoses. Handi-Klip is 
standard equipment on every 
sprayer that requires it. R. E. 
Chapin Mfg. Works, Ine. 
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Carpet Sweeper 

Sweepmaster carpet sweeper is 
smaller and more compact than reg- 
ular models. Full-size brush extends 





the width of the sweeper for full 
sweeping capacity; it cleans close 
to baseboards and under low furni- 


ture. Sweeper adjusts to carpet 
thickness with two-way control 
lever; extra-large single dustpan 


empties easily without muss. Unit 
stands flat against wall for compact 
storage. Available in green, copper, 
blue and gray, it has all-metal case, 
built-in steel brush cleaner, chrom- 
plated handle with plastic grip and 
nylon bearings which never need 
oiling. Retals for $12.75 in East, 
slightly higher in West. Bissell 
Carpet Sweeper Co. 
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Steel Bar Assortment 
Consisting of 65 pieces, steel bar 

assortment enables dealer to set up 

complete Steelbar steel department 


214 











with 10 x 24 in. 
stand, free with assortment. Steel 


sturdy display 


pieces can be used for building and 
repairing in and around 
workshop and farm. Pieces are cold 
drawn rounds, angles and flat stock, 
easy to thread, bend, saw and drill. 
with transparent lacquer, 
resistant. Red 


Coated 
each bar is rust 
prime coated, each flat and angle is 
also rust resistant. Bild-N-Repair 
assortment consists of seven differ- 
ent sizes of rounds, three sizes of 
flats and four sizes of angles. Baden 
Steelbar Co. 
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Power Tool Bench 


Stationary multi-tool bench, from 
which 
serve as portable tools, is equipped 
for sawing, sanding, grinding, 
drilling and numerous other wood 
or metal working Called 


units can be detached to 


jobs. 


Porta-Shop, Model 5013, it is an 
work 


all-steel bench designed to 





home, 


convert any portable electric tool 
into a stationary machine. Table is 
45 in. long and 24 in. wide. Table 
has sliding miter gage, rip fence 
guided on steel rail. Saw table top 
raises back instantly and electri 
box contains switch and outlet for 
convenient control of saw, and two 
other outlets for operation of other 
tools. Porter-Cable Machine Co. 


For more data circle No. 36 on postcard, p. 201 


Chisel Set 

Featured during Hardware 
Week will be this No. 614 chise! 
set, a regular $10 value, consisting 
of four No. 61 thin bladed, 2'%-i) 
butt style chisels in a plastic kit, 
specially priced to retail for $8.49. 
Sizes are 14, 1, 34 and 1 in. Blade 
and tang in one piece, forged from 
chisel steel, are heated and tem- 


pered to hold keen-cutting edge. 
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Cross grinding of chisels assures 
perfectly proportioned bevels 
Chisels have palm-fitting Stanloid 
two-tone amber and black handle 
made of durable plastic. Stanley 
Tools. 


For more data circle No. 37 on posteard, p. 201 


Built-In Oven 

Built-in electric oven unit with 
capacity of 4,905 cu. in. features 
lighted pushbutton controls for 
broiling, baking and timed baking; 
rotary thermostat for controlling 
temperatures; time control which 
automatically sets oven for cooking 
at any time desired; time measure 
which can be set up to 60-minute 
timing, and automatic interior light 
which goes on when door is opened 
Companion piece is a built-in sur- 
face unit consisting of two 6-in. 
units and two 8-in. units with sepa- 
rate rotary switches. Separate in- 
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We'te helping the Painter Sell MORE PAINT JOBS! 


You could sell a lot more paint if your painting contractor 
customers were better salesmen of paint jobs. 

To help the contractor sell his services more effectively, 
.we’ve collected the sales experiences of scores of top pro- 
fessional painters. And we’re passing on 
these selling aids in two forms. 

FIRST . . . an illustrated booklet, ‘1101 
Sure-Fire Ways To Sell More Paint Jobs.” 
A brief and breezy, cartoon-style, easy- 
to-read handbook that includes tips on 
locating prospects, presenting the story, 
and closing orders. This valuable 24-page SECOND... . a fifteen-minute sound-and-color slide-film 

XN selling guide is being made available for ayailable for group showings. A “natural” for your 
ae your distribution to painters. Check with painter meetings! 

__—=——_ your paint supplier or use coupon below. 
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eo - EE ae ee ae ee cee as oe ey 
| | 
i | Archer-Daniels-Midland Co. l 
) ¢ | 684 Roanoke Bidg. | 
f ARCHER Mtr | Minneapolis, Minn. | 
| CJ Please send free copy of the booklet, "101 Sure-Fire Ways | 
LINSEED OIL | To Sell More Paint Jobs.” Additional copies at cost. | 
ne j Pol mer A a | C] Please send me information regarding the availability of | 
... 18 polymerized to give you a tougher, more WASHED the film ‘101 Sure-Fire Ways To Sell More Paint Jobs.” | 
durable paint film. Paints reduced with | 
3 * Send to: 

Archer Pol-mer-ik brush out easier . . . level oe | 
better, because the oil molecules are re-shuffled - : _ 
| and interlocked by Pol-mer-ik’s special heat (ii ! 
treatment. - - 

| : ] a 
| ARCHER-DANIELS-AIDLAND CO., 600 Roanoke Bidg., Minneapolis, Minn. 1 } 
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THE GLYNN-JOHNSON NAME 


is your assurance of 


Customer Felupachon/ 


Glynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 

SECURITY Door HoLper tomers will be... satisfied | 
customers. 








DOME TYPE 
DOOR BUMPER 





PLUNGER TYPE TWO WAY DOOR HOLDER 
DOOR HOLDER CATCH AND BUMPER 

















ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 





4422 North Ravenswood Avenue ° Chicago 40, Illinois 
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WHAT’S NEW 





dicator light adjacent to each sur 
face unit shows which one is on 
Both oven and surface units ar: 
stainless steel with special satin 
finish. Hotpoint Co. 


For more data circle No. 38 on postcard, p. 20) 


Faucet-Fixer Kit 


Designed to enable home owne: 
to fix his own leaky faucets, thi 
Faucet-Fixer Kit contains assort 
ment of washers and faucet screws, 


$toP/ 
WA tray 
aaah, 


eo 
te 
My 





plastic-handle screwdriver, 9 in. ad- 
justable wrench, No. 2 point Phil- 
lips Head screwdriver with plastic 
handle, and reamer for removing 
scale from faucet seats. Instruc- 
tion sheet is included with kit. Con- 
tents are packaged in plastic ho.- 
ster with transparent cover. Packed 
in red cardboard display carton, kit 
retails for $2.98. Bridgeport Hard- 
ware Mfg. Corp. 


For more data circle No. 39 on postcard, p. 20) 


Portable Beacon Lamp 


Big Beam Beacon Lamp is a com- 
bination portable electric hand lamp 
and flashing red beacon which can 
be used in two positions. When 
beacon arm is folded down (illus 
trated left), it serves as tail light; 
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Big bargain for YOU... 
Big hargain for your customers! 





HARDWARE WEEK 


SPECIAL 


.-. two regular-stock 
all-pure-bristle paintbrushes... 
50% mark-up for you! 


SMASH HIT for Hardware Week — 
and they’re regular stock, besides. No 
in-again-out-again reduced quality 
deal, but a genuine, honest sale that 
you can really cash in on! These stand- 
ard-line Whiting-Adams brushes sell 
fast at their regular prices! At these 
bargain prices, they’ll snow you under 
with sales — and you still make a 
profit of $7.88 on every V18 you sell. 
Brushes are pure, selected bristle, solid 
stock that will give real painting satis- 
faction to your customers! Packed in 
attractive box with colorful display 
card included in each box. Order now. 
Fill in coupon below. 


WHITING 





ADAMS 


Since 1808... and still 
the best brush made 
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V18 ASSORTMENT INCLUDES: 


RETAIL 




















PRICE 
Six 312”, %” thick, 2%” length out, 3-color handle #3300 
Argus wall brushes — reg. retail $2.98 — sale price $1.98 each $11.88 
Twelve 2”, %is” thick, 234” length out, 3-color handle #3104 
Hector varnish brushes — reg. retail $1.79 — sale price 98¢ each | $11.76 
TOTAL $23.64 
PRICE TO YOU $15.75 








WHITING-ADAMS COMPANY, INC. 
694 Harrison Avenue, Boston 18, Massachusetts 


Please send me ...... V18 assortments. 


0 Ship direct 


CJ Ship through my distributor:....cccccccccccvcccccccccvesscessseveseeecere 


COPPER HERE E EH EEEEEEEEHEETEHEEEEEEEEEE EEE EEEEEEEEEH EEE EEE HEHE 
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Self Selling 


TACK AND NAIL BAR 





@ Profit-proved by thousands of 
dealers 

@ Takes less than | sq. ft. of 
counter spacc 

@ Holds 180 packages, 6 each of 
30 items 

@ Boxes slide into selling position 
automatically 


HOW TO GET IT 


Just buy one dozen each of popular Atlas 
items listed below. Display comes packed 
in same carton. Shipping weight 60 Ibs. 





Upholsterer’s Tacks, 4 sizes © Carpet 
Tacks, 3sizes © Furniture Nails, 3styles 
Wire Brads, 6sizes © Wire Nails, 4sizes 
Metaleather Furniture Nails, 5 colors 
Wire Cloth Staples ¢ Double Pointed | 
Tacks ¢ Thumb Tacks © Linoleum Bind- 
ing Nails ¢ Glazier Points 


FAST PROFIT! SMALL INVESTMENT! 


This is fast-moving, impulse sale mer- 











chandise — items that every householder 
uses and keeps on hand! 


you over 60°7 PROFIT on your inves: 


Priced to give 


ment, 


Ask Your Wholesaler’s Salesman 


ATLAS 


(ATLAS) TACK CORP. 


Fairhaven, Mass. 
Henderson, Ky. | 














when arm is raised, it becomes a 
beacon (illustrated right), 
giving unobstructed visibility from 
all directions. Lamp and beacon op- 
erate independently or together. 
Available in sealed beam, No. 164, 
and standard bulb No. 104. U-C Lite 
Mfg. Co. 


For more data circle No. 40 on postcard, p. 201 


tower 


Baseball Uniforms 


Added to line of junior league 
baseball uniforms, this heavier flan- 
nel uniform, the DC868X, comes in 


two colors: No. 14, a white flannel 





with white on scarlet silk braid 
trim, and No. 26, a pearl gray with 
royal braid trim. 
Shirt sizes range from 32 to 46 and 
pants sizes from 28 to 40. Another 


trim for the 


blue on scarlet 


addition is a new 
DC862X uniform, giving a selec- 
tion of seven different colors and 
trims in this model. Draper-May- 
nard Co. 


For more data circle No. 41 on postcard, p. 201 


Floor Covering Pattern 
Additional! pattern in Keynotes 
brings to three the number of pat- 
terns in this design of rugs in the 
Gold Seal floor and wall covering 
line. Keynotes has a_ textured, 
checkerboard tile effect. The new 
pattern, 395, is b'ue with yellow 
tones and is called Caribbean Keys. 
It comes in ranging 
from 6x9 ft. to 12x15 ft. Other pat- 
terns are 393, red with white tones, 


seven sizes 











called Tropic Keys; and 394, green 
with white and yellow tones, called 
Cuban Keys. 
Inc. 


For more data circle No. 42 on postcard, p. 201 


Spreader-Cart 

Called the 2-in-1, this hand cart 
with built-in spreader is designed 
for seeding and fertilizing lawns. 
Flick of wrist opens cover and con- 

into large 
Rigid adjustment 
insures positive flow contro! of seed, 
lime and fertilizer. Spreader slide 
mechanism is of rust and corrosion 
metal. Oscillator mini- 


verts cart capacity 


spreader. lever 


resistant 





mizes bridging of lime. Extra wide 
semi-pneumatic tires prevent dan 
age to lawn. Jackson Mfg. Co. 


For more data circle No. 43 on postcard, p. 2/1! 


Extension Cord Set 


Line of heavy duty extensi 
cord sets is designed for season:a! 
use with hedge trimmers, lawn 
other 


around the home. 


mowers and seasonal jobs 


Cord types ar 


1954 
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WYTEFACE® sells on sight! 
because it’s BLACK and 
WHITE and . every inch 


Clear black markings on white 
with crisp foot markings in red 
at every inch catch the 
customer's eye and give him the 
immediate urge to buy. 

That’s why Wyteface is America’s 
most-wanted steel tape. 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


Est. 1867 
NEW YORK + HOBOKEN, N. J. 
Chicago «+ St. Louis + Detroit + San Francisco 
los Angeles +» Montreal 


d cart 
signed 
lawns. 
d con- 
pacity 
leve} 
f seed, FAVORITEt WYTEFACE: For 
* slide your customers who want the 
best. Case with new tough 
; Burgundy red cover and 
mini- nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. t® 


rosi¢ mn 





BOSS* WYTEFACE: Rugged, 
“he-man”’, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 
and 100’ lengths. 

*TRADE MARK 


*nsion HANDY{ WYTEFACE: Tape 
sonal Rule is available in 6’, 8’ 
and 10’ lengths. 

lawn 

jol 
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NEW STRIDES IN 


Hardware 
Merchandising 


wth McCASKEY 





What is new, modern and impor- 
tant in this hardware store picture? 


Yes, sir! It IS self-serve and checkout in 
a hardware. store—in 40 Ohio hardware 
stores operated by The Cussins & Fearn 
Co. in Columbus and 30 other Ohio cities. 


Exec. Vice Pres. Paul A. Scholl, Super- 
intendent of Operations, reports his 
company... 


“Pleased with the speed in which 
the McCaskey registers were adapt- 
ed to our needs in solving this prob- 
Jem ... have found the McCaskey 
registers to be most satisfactory.” 


Information on 21 departments and de- 
tails on 12 additional transaction relation- 
ships important to the company’s control 
records are taken from the McCaskey 
Item-Adding, Receipt Issuing Cash Reg- 
ister System detail strips daily for the 
40 stores. 


They have taken a major step aided by 
the McCaskey Checkout Cash Registers 
to speed customers on their way without 
delays, that customers will be speeded 
back to their stores to buy again. 


You, too, can increase sales oppor- 
tunities by inviting 
McCaskey to aid you 











in progressive quick MAIL 
service methods of THIS 
operation. COUPON 
TODAY 
Saanosanwanooeocoesre aaae 
( CUSTOMER'S Modern Charge } 
1 Printed Receipt Account Control | 
' CHECKOUT item-odding Soles Books and i 
1 cosh register systems C] Printed Forms i] 
; NAME ; 
' . 
1 a 
] city ZONE STATE 1 
' L] 









McCASKEY REGISTER DIVISION 
Victor Adding Machine Co. 
ALLIANCE, OHIO é 
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| forming 





| for $3.98 plus tax. 
| offer includes display which holds 
| four Swirls, one of each color, and 


WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 201. 


18/2 16/30SJ, in standard lengths 
of 15, 25, 50 and 100 ft. Both male 


plugs and female connectors are in- 
molded onto the 


tegrally cord, 





moisture-repellent joints 
extra resistance 
Each cord is in- 
Cornish Wire 


and assuring 
against strain. 
dividually boxed. 
Co., Inc. 


For more data circle No. 44 on postcard, p. 201 


Wall Clock 


Swirl wall clock has white tex- 
tured dial, black and red sweep 
second hand, three-dimensional nu- 
merals set against colored recessed 
background, and molding which 
allows excess cord ‘to be hidden in 
back of case. Available in red, yel- 
low, blue and gray, clock retails 





Twin value 


two Dorm alarm clocks, plain and 
luminous. Telechron Dept., Gen- 
eral Electric Co. 


For more data circle No. 45 on pestcard, p. 201 


Submersible Sump Pump 
3urks submersible sump pump 

has new impeller design and base 

mounting, and can be used for all 





dewatering applications, such as 
draining cellars, pits, cisterns, etc. 
Motor and switch are sealed in 
stainless steel housing. Unit is 
close-coupled to eliminate bearing 
and shaft alignment problems. 
Pump is of all bronze construction 
for durability, is completely auto- 
matic and never needs float adjust- 
ment. Decatur Pump Co. 


For more data circle No. 46 on postcard, p. 20! 


Roller Skates 

Jet Flyer, Model 7, roller skates 
have two wheels on each skate. Of 
all-steel construction, skates have 
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We have the "proof of the pudding”! 


For months we have been telling you of 
the time and money saving features of the 
Lamson Bolt Bar. 


In the meantime we've gone a step further. 
We've visited hundreds of dealers all over 
the country, taken their pictures and in 
this and future ads we'll tell you what 
they had to say. 





PLANTS AT 








“Refilled our Bolt Bar3or4 
times in 4 months” 


Says Mr. Edward Gmyreck of Detroit 
Yue Boli Bap - 

























"Solved the Problem of 
taking care of customer 
requests efficiently 
and completely." 





"The Bolt Bar has been 
one of our most profit- 
able purchases." 


"It's a time-saver 

and convenient...our 
customers can help 

themselves. 


She LAMSON BOLT BAR 


Mr. Gmyreck, for instance, says: “Saves 
running back and forth to the back room.” 
“People buy a unit sale.” ‘We have only 
had the Bar 3 months and have refilled it 
3 or 4 times already.” 


In other words, the Bolt Bar: 
1. Eliminates time-wasting fumbling and 


searching. 


2. Provides retail price tickets for self- 
service. 


3. Gives you six stock turnovers per year. 





Je LAMSON & SESSIONS (:. 


1971 West 85th Street « Cleveland 2, Ohio 


CLEVELAND AND KENT, OHItO+ BIRMINGHAMs+ CHICAGO 
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They're a// boosting 
Bassick caster sales 
with this display 
demonstrator 


Chances are yours is one of the 
more than 10,000 hardware stores now 
prominently displaying Bassick casters. 

With the growing demand for 
mobile furniture, people are more 
careful to protect their floors than ever 
before. That’s why it pays to remind 
your caster-conscious customers that 
you carry the best known, best work- 
ing casters on the market. 

But if you aren't as yet displaying 
these casters, make sure to ask your 
jobber about Bassick’s HD-10 Display. 
Then use it to become one of the next 
10,000 hardware dealers who gets a 
profitable share of the biggest caster 
sales ever. THE BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 






A DIVISION OF 





MAKING MORE KINDS OF CASTERS MAKING CASTERS 00 MORE WARNER] 


75 YEARS OF CASTER LEADERSHIP 


222 





solid rubber plastic molded wheels 
and are speedy, safe and silent 
There are no sharp wheel edges to 
mark floor or to cut or bruise user 
Two sets of precision type enclosed 
Skates 
are adjustable and can be used on 
Individually boxed, 

$6.95 per pair 


ball bearings to each wheel. 


any type floor. 
they retail for 
Rocket Skate Co. 


For more data circle No. 47 on postcard, p. 201 


Sliding Door Hardware 
Providing 
and protection against track jump 


noise-free operation 


ing, sliding door hardware consists 





of extra-heavy, extruded aluminum 
track; heavy-gage, cadmium-plated 
steel hangers with noiseless black 
nylon wheel on solid brass wheel 
bearing, and rustproof aluminum 
door guide. Door pulls are avail 
able separately in stainless steel or 
yellow brass. Track and hardware 

from combination 


stock and display case which has 


are dispensed 


model suspended on 


Mackianburg-Duncan Co. 


operating 
front. 


For more data circle No. 48 on postcard, p. 201 
| 


| Street Broom 
Oxco Dura-Wear 
street broom has Bass-Tex plastic 
bristles which are moisture resis- 
tant and will not rot or mildew. 
sristles stay free of dirt and are 


heavy duty 





long-wearing. Finished in yellow 


lacquer, block has sales points im 


printed on top. Broom is available 


in 14 and 16 in. sizes. Ox Fibre 
Brush Co. 


For more data circle No. 49 on postcard, p. 20} 


Lawn Roller 


This Dunham roller, for the pro 
fessional or home owner, has heavy 
gage steel construction throughout 
It also features rounded edges to 
prevent turf damage, Oilite or roller 
bearings and 


adjustable scraper 


Unit is easy to fill and operate, and 





comes in sizes from 12% in. dian 
eter to 24 in. diameter. Ohio Ma 
chine Products, Inc. 


For more data circle No. 50 on postcard, p. 20! 


Gas Heaters 

Completely redesigned gas hea 
ers include “television-screen” uj; 
per grille formed from expanded 
metal mesh and die-stamped ope! 
ings on top of cabinet. Heaters en 
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GRIFFIN HINGES 


There are no “ifs” or “ands” about selling 
Griffin products. You can recommend them with complete 
confidence. The Griffin line of fine builders’ hardware has been 
known for over 50 years as a “quality” line. The finest steel, 
carefully rolled, finished by expert craftsmen makes Griffin 
a fast moving line—more sales—more profit for you. 


Sell with complete confidence. Sell the Best . . . Sell Griffin. 


RI FFIN iN) I Every DOOR NEEDS THREE 
C on { MANUFACTURING COMPANY 
—GRIFFI a “ERIE © PENNSYLVANIA 


REPRESENTATIVES 






WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Farge Avenue 2450 (7th Street 4524 East 60th Street 2611 Garrison Bivd 
Chicago 26, Illinois San Francisco 10, Callf. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS t. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Rood 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S$. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkwoy 6954 Oleatho Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansos City, Missouri St. Louis 9, Missouri 
HARDWARE AGE, FEBRUARY 4, 1954 223 





WHAT’S NEW 








ploy principles of circulation and 
radiation to fullest, giving maxi- 
mum _ heating efficiency. Louver 





openings on top permit flow of 
warm air into room. Radiant heat 
is delivered from visible hearth and 
upper grille. Cold air is drawn in 
at base and through louver open- 
ings below visible hearth. Seven 
new models are in series. Temco, 
Ine. 


For more data circle No. 51 on postcard, p. 201 


Chain Saw 


Model 605 chain saw cuts heavy 
beams, fells, limbs, bucks and trims 
lumber up to 14 in. in size. Saw 





has wrap-around pipe handle for 
easy handling in any cutting posi- 
tion, built-in push button oiler for 
easy chain lubrication while cut- 
ting, guide bar with uniform 
groove, and a no-load chain speed 
of 1,400 ft. per minute. Standard 
equipment includes chipper chain. 
package of repair parts, 
sharpening file and handle, and 
three-wire cord and connector. Re- 
tails for $139.50. Skil Corp. 


For more data circle No. 52 on postcard, p. 201 


chain 


The following wholesale hardware houses have a year's 


sales promotion planned, consisting of two broadsides 


ind two colorful catalogs, featuring only top hardware 


houses 


consisting of window streamers 


Each promotion is complete with sales kit, 


pennants, etc 


Please contact these wholesalers, if interested— 


Blish, Mize & Silliman Hdwe 
Farwell, 


Luthe Hardware Company, Des 


Paxton & Gallagher Company, 


L. H. Smith, In 


Stratton & Terstegge C< 


Tracy-Wells Company, Colum 





Wayne Hardware Company, 


C. Wetherbee & 


Witte Hardware Comp 


224 


Ozmun, Kirk & Company, 


John Pritzlaff Hardware Company, 


, Canonsbur 


us for 


»9., Atchison, Kansas 
St. Paul, Minnesota 

Moines, Iowa 

May Hardware Company, Washington, D 


Omaha, Nebraska 


Milwaukee, Wisconsin 


zy, Penr 


ville 


Drain Pipe Cleaner 

Cannibal drain pipe cleaner, pre 
viously for use with hot water only 
is now designed to work in eithe: 
hot or cold water. New packaging 
is a three-color lithographed can 





each carton of 1 doz. cans contains 
two colored window 
John Sunshine Chemical Co., Inc 


streamers 
For more data circle No. 53 on postcard, p. 201 


Barbecue Grills 

Model No. RC-23 portable bat 
becue grill has a three-position grid 
of 1734 in. diameter. In the Royal! 


MEYER MERCHANDISING SERVICE, INC. 


400 North Wells Street * Chicago 10, Illinois 


Phone: Whitehall 3-0698 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2155 








SCRANTON ROAD e¢ 


“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise spouted. 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process. 


For ornamental purposes. Steel in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


“*HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


° 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
epectitestiions— —hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


aK 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


Tapped 1/4” to 3/4" inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 











Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
DISTRIBUTORS 













furnished to 


BLUE PRINT 


ne 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 

















Ke 
GIVE A BOOST TO YOUR 
Spring Garden Sales 


. / The GENERAL LAWN TENDER 


Combination Garden Cart & Spreader 


Here's a new “two in one” lawn, gar 
den and fertilizer cart that you can 












sell with confidence The Lawn 
Tender” is a quality built, all steel, 
sturdy &% bushel cart Keasily con 


erted into a scientifically designed 
idjustable spreader or seeder 

y simply removing agitator guard 
plate Equipped with easy rolling 
selid, heavy-duty, rubber-tired DICO 
wheels You can “see the differ- 
ence” in this eart! 


The GENERAL 
HOME BARROW 


The Leader in the HOME BARROW 
fleld . a flashing beauty bright 
dark green or black tray with orange 
handles Wide square-nosed, pressed 
eamless tray. “Self-storing” (barrow 


tand by itself) Rube : handis =—_ 
rubber tired DICO hall Fas 
z 
Te GENERAL. 
s 


vrips, cushion 
HOME BARROW 
ale 
CONVENIENT 


bearing wheel The General Home 
arrow is lishtweight, vet sturdy and 
.* . ii 
hy * 
STORAGE "x 
“wee F 


built for service 






DES MOINES 5, IOWA 
Individually packed in an attrac 
tive carton. See your wholesaler 
or write today for literature 





more 


sales and profits 
for you! 


ALCOA & REYNOLDS 
TV and Magazine 
advertising makes it 
easier to sell these 


e 
& 








- GUARANTEED not 
to bind, stick or 
warp 


2. beautiful, natural 
finish 


3. water and rust-proof, 





requires no paint r 
| FAWSCO Manufacturing Division HA-254 | 
4. complete with working Cuyahoga Falls, Ohio | 
signal flag | Send me prices on all-aluminum mail boxes. 
5. corrugated bottom... | | 
lock catch Name | 
| Address | 

City 

MAIL THIS COUPON TODAY Please print name and address plainly. 
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WHAT'S NEW 





@® For more information 
on these products and 
services use free post 
card on page 201. 


Chef line, unit is 25 in. high (set 
up) and has black body and legs 
and red wheels. Suggested retail 
price is $9.95. Model No. RC-16 is 
18 in. high (set-up), has 16% in 
grid and red body with black legs 





Unit folds into its own heavy card- 
board carrying case; height folded 
is 7144 in. Suggested retail price is 
$4.95. Chattanooga Royal Co., Div 
of Chattanooga Implement & Mfa 
Co. 


For more data circle No. 54 on postcard, p. 201 


Cabinet Hardware 


This complete line of cabinet 
hardware is designed to match the 
500 concave series of residential 





locks. Line consists of a concave 
cabinet pull (illustrated upper 
with 3 in. center and three concave 
knobs with matching concave back 
plates (illustrated lower). Knobs 
and backplates come in following 
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"The GARDEN-diser sold 
tools faster than 

any similar display— 

FAYMOND E. SISCO / and-mote of them" 





wher 
Eden Best Hardware 
4742 W. Peterson Ave. 
Chicago 





\\ 
{ J 


FOR 


“QUICK 
SERVICE" 


SELLING! 





New GARDEN-diser solves the problem 
of cutting selling costs 

Recent studies reveal “practically every hardware store 
does up to 50% of its week’s volume in 12 to 15 hours.” 
The answer—Quick Service through displays that hold 
adequate stocks, related selling, self-selection, signs that 
sell, price cards, etc. Only the GARDEX GARDEN-diser 
does all this for your garden section. It holds over 100 
tools, with each tool described and priced—practically a 
complete garden tool department in just 34” x 48” of floor 
space. Stimulates related sales and self-selling ... builds 
garden tool volume and profit. 

A $49.50 value . . . available on the special 

Gardex purchase plan for only _ $2295 














Sell more with this display 


. a wider variety of tools, a vari- 
ety of prices, takes only 13” counter 
length, costs you less money. 
Complete with 24 tools 12.98 

Far West $13.98 


Ask your jobber or write for 
complete details to 


P1197. Cy gia GARDEX, INC. 
AmencesMedem Gorden 1 OO ro) 5 


501 N. CARROLL AVE. 
MICHIGAN CITY 2, IND. 
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« Dilachalle 


HOSE REEL 





REVOLVES 
on FAUCET 











INSTANTLY 
ATTACHED 


and 


DETACHED 


Strong Eye Appeal... 
A Fast Seller that Directs S 
Attention to Entire Display 
of Lawn Tools. Sturd#ty constructed of 

high quality materials and attractively finished in \ 

green baked enamel. Spokes are double ribbed 

~ for extra strength. Packed one in a carton. 
om Ww The Detachable Hose Reel holds 100 feet of rubber hose 
or 200 feet of plastic hose. The New Jr. Detachable 
Hose Reel holds 50 feet of rubber hose 
or 100 feet of plastic hose. 


say-Lonoling 


ed S CATCHERS 















FIRST GRADE 
MATERIALS 


EXPERT WORKMANSHIP 










High broad-shouldered 
backs provide large capacity. 
Long well-balanced handles afford a balanced grip. 
An exact fit on the mower is permitted by a wide 
range attachment feature. The flange on the sturdy, 
attractively finished steel bottoms closely hugs 
the roller of the mower and keeps the grass in 
the catcher. 
BOTH THESE PRODUCTS ARE SOLD BY 
LEADING JOBBERS EVERYWHERE 


ice 
A 


THE SPECIALTY MFG. CO. 
ST. PAUL, MINN. 

















PROPITABLE “* MARKET 


Believe it or not, more than 6 million horses and mules 
aeed shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 pair to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-1 for 
name of distributor, free catalog and pricing information. 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> a> 





Joliet, Ilinois 


It signifies the . 
WORLD’S LARGEST 
MANUFACTURER OF 
HORSE AND MULE SHOES. 


MANUFACTURING CO. 














DROP FORGED HEAVY 
& SHELF HARDWARE 


Whatever you may need—Drop Forged 
Hooks, Shackles, Wire Rope Sockets, 
Chain Connecting Links, Turnbuckles, 
Thimbles, Eye & Ring Bolts, Swivels, 
Blocks or Pulleys — Wilcox - Crittenden 
is prepared to take care of your needs! 
All items are made in a variety of styles 
and sizes. Drop forged goods are weld- 
less. Galvanized items are thoroughly 
couted—even the threads—-by the Hot 
Dip Galvanizing Process. 

Our Catalog ‘N’ will give you all the 
information you need. If it isn’t at your 
fingertips, write for a free copy today. 


WILCOX-CRITTENDEN 


"TA CENTURY OF DEPENDABILITY’’ 
77 SO. MAIN STREET, MIDDLETOWN, CONN. 
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WHAT'S NEW 


sizes: 1144, in. knob with 1% 
backplate; 11% in. knob with 2 i: 
backplate; 2 in. knob with 21% i: 
backplate. Cabinet pull and knob 
come in brass, bronze and chrome 
finishes. Western Lock Mfg. Co. 
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Utility Rack 

No. 502 Grayline utility rack is 
vinyl coated and is designed pri 
marily for use on door under the 





sink. It can hold soap powder, 
sponge, cleanser, washcloth, etc. 
Available in red, white and yellow, 
it comes individually packaged in 
colorful box. Rack retails for $1.29. 
Gray Co. 

For more data circle No. 56 on postcard, p. 201 


Gun Cleaning Kit 

Complete gun cleaning kit (illus- 
trated) features “the only rod with 
| the Swivel Swipe.” Kit includes 
jointed rod, nitro-solvent oil, heavy 





| duck rod pouch and swab patches 
| Line of sportsman’s kits has been 
| expanded to 13 different sets. In- 
cluded are six with waterproof 





match,box and compasses, and seven 
with various combinations of hunt- 
ing knives, compass and match box. 
Packaged in two-color display gift 
boxes. Marble Arms Corp. 

For more data circle No. 57 on postcard, p. 201 


(Resume reading on page 13) 
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NO SEASONAL 
SLUMPS WITH 





DISPLAY CM Chain in colorful... 


handy dealer drums. Watch your chain 
sales grow and grow and grow! 


| lF?— 3/16 


INSWEL 


Te) : ralel it cHA 


There’s always a demand for chain...especially for CM 
Chain. Customers recognize this long-established prod- 
uct with the distinctive “Inswell” weld...are constantly 
reminded of its quality through intensive advertising... 
are ever ready to buy it wherever it is sold. There's a 
type and size of CM Chain, including attachments and 
specialties, to satisfy every customer requirement. Be- 
come a “chain specialist” with CM. Build up this profit- 
able part of your business. 


oT COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONT. 


WOISTS AND CHAIN 
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AN EAGLE 60TH ANNIVERSARY CAN 


60 


announcing 
THE NEW 


ALL-PURPOSE UTILITY 
GASOLINE FILLER CAN 


with 
“Duo-Pour” Detachable Flexible Spout 
Positive-Acting Vent Control 


DESIGNED TO MAKE THE PASSER-BUY 


This newest all-purpose gasoline filler 





can meets all requirements for use with 
outboard motors, gasoline power lawn 
mowers, power-driven garden and farm 
implements. It is inexpensive, practical, 


holds 21 gallons. 


2, 


CHECK THESE EAGLE FEATURES: 


Made from 26-gauge prime 
galvanized sheets 


Seamless dome-shaped body with strong 
““double-seamed” leakproof bottom 


7 ¥2"' long flexible spout equipped 
with brass strainer 


Seamless drawn stationary spout 
with *‘Duo-Pour’’ spout cap 
...1%)" diameter large 

spout used for rapid pouring, 
54,‘' diameter spout for filling 
small containers slowly 


Graduated oil measure 
V4, V3, /p-pint capacities 


Easy gasoline flow 
assured by positive- 
acting vent in 
filler cap 


STOCK THE NEW EAGLE 21/2-A NOW FOR THE 1954 SEASON. 
Order from your supplier or write us for information. 
Eagle products are also available in Canada. 


MANUFACTURING COMPANY 
Wellsburg, W. Va. 
SEE US IN CHICAGO AT THE BOAT SHOW, BOOTH * 26 
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» Adjustable 
W Telescoping 


~— Trotling 
\ OF Foal 


rox \ ROD 


EXTRA *. 


Profits \ 


It's a Premax FIRST! A< trolling or 
Boat Rod with a turned hardwood 
handle and rubber butt cap, 20 
inches in length. The special blade 
is taper-ground glass fibre with a 
specially designed, heavy-duty 
tip-top and large intermediate 
guide—a Taper-Lock Guide that'll 
never turn or loosen and does 
away with danger of frayed bind- 
ings. 


a8 
Facccaagad® 


The blade telescopes through the 
handle and can be securely 
locked at any length from 3 to 
41/. feet. 


This Premax Exclusive provides 
the sportsman with ONE rod to 
meet any condition in trolling or 
boat fishing. 


See your jobber. If he 
Cannot supply you, 
write direct to Niagara 
Falls, N.Y. 


Pemax roduc 


Division of Chisholm-Ryder Co., Inc. 
5401 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


sizes, all with a smooth slide switch, 
heavy chrome case and smooth bul- 


let ends that slip in and out of 








PRECISION- ENGINEERED 
Fd 


SURG SSS 





pocket easily. Colorful display is 
designed flash- 
light minimum of 


display space. Burgess Battery Co. 


to offer complete 
department in 


For more data circle 58 on posteard, p. 2061 


Power Cord Packaging 


Line of Powr-Kord heavy-duty 
extensions now comes individually 
packayed in new corrugated 
tons. In various sizes for the many 


and lengths of cord in the 


Car- 


sizes 


line, cartons are printed for display 
purposes and are sturdy enough to 
be used for storing cords when not 
in use. Line comprises 22 exten- 
sions, from 15 to 150 ft. long, of 
rubber-jacketed Type S and SJ 
cords, up to sizes AWG 14. Heavy- 


Imeutse Sates 


With the New 


Cagle 


TARP 
DISPLAY 


Typical dealer B. J. Alblinger 
of ivesdale, Ill., says 
“The Eagle Tarp display rack s 
excellent. It takes little space 
and keeps the tarps in good 
order. The first week | sold 
3 Farm Tarps... proof thot 
» it gets attention and creates 
os impulse buying. Now I'm 
y in the tarpaulin business! 








All Eagle Tarps are backed by 
o factory written guarantee 


H. WENZEL TENT & DUCK COMPANY 


1035 PAUL STREET, ST. LOUIS 4, MISSOURI 













KEEP AN AMPLE 
SUPPLY ON DISPLAY-- 
For Every Need and Emergency 
/R.E. DIETZ COMPANY 


= SYRACUSE 1, N. Y. 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 


EST. 
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JP-1 Pruning 
Shear. Ex- 
tremely light. 
4 oz., 642" 
long 


Parker 


PRUNING 
ise 3 


Double the 
Number of 
Parker 
Pruning 





NEW DISPLAY 


SHE likes it to cut flowers because it’s so light, 
so easy to handle. HE likes it for pruning — also 
because it’s so light yet rugged enough to stand 
tough cutting. They both know the cutlery steel 
blade for what it is—a blade that stays sharp. 
The satin finish with enameled handlg and the 
handy thumb lock rank high, too. 

You have a full measure of value and quality 
to sell in these other Parker Garden tools. 








Big Brother Long Handled 4 
Pruning Shears i ° Lopping Shear fv } 
9 oz., 842" long for heavy brush / 
SP-2 2812" long 4 / 
P-50 


Tree Pruner 
for tree trimming 


Hardened Steel 
Grass Shears 





Easy Cutting and shaping 
6.2 98” long 
P-60 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S.A. 
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Announcing for 1954 


lawn Chg led 
RUGG-E0 Mowers 


j sensible, down-to- 
earth prices . . . yet full profit 
margins .. . with exclusive features 
scaled up in price steps to increase 
your profit opportunity. 


both power and hand 
mower lines are scaled in size to 
fit every size lawn... every model 
with the right features, at the right 


ROTO 


ROTO-RUGG ‘18 leaves 
no windrow, mulches 
as it mows. 





















Deluxe styling in 
sleek modern design 

. this brand-new 
ROTO-RUGG makes 
full 20” cut very 
close to curb and 
trees . . . side dis- 
charge throws grass 
to uncut area for re- 
cutting into lawn- 
conditioning mulch. 
Action-angle design 
makes ROTO-RUGG 
“20” easiest to use, 
Styled by Smith & Scherr 


¢ 
if 


Best Buy in power mowers for 
the millions with average-size 
lawns. Throttles up or down 

to any walking speed ... 
light-weight . . . easy 
starting. 


ba 


RAQWAIE 


: ' RUGE-£0 HAN MU VE 


E-Z Wheel, Air-Wheel, Fleet-Wheel 
quality hand mowers with ‘‘lawn- 
scaled" features . . . at sensible 
“price-scaled"’ levels that sell 
in volume, yield real profit. 









E-Z Wheel 
Big 17” Cut — 
Closer Trim 


Lie NOW for 1954 


Catalog, Specs, Prices 


The E. T. RUGG Company, Newark, Ohio 


_ Manufacturers Since 1883 







a 
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—__—_—_— WANT L 


i _ 
CHAMPION SHELF | Recdah tee | Rer 
BRACKETS | luty bber caps and connectoi ke , 


























with built-in strain reliefs, ar 


are | molded to cord for safety and dura Here's 
KASY to Apply | bility. Royal Electric Co., Inc. while i 
. : For more data circle No. 59 on postcard, p. 20! shellac 
No. 88 Strong and 
Suppiled in I : Sponge Packaging New H¢ 
ncons ; . ; ; : 
All Sizes , pt uous Model 25C Utility Size soft Stronger 


sponge comes in a re-usable plastic ———s 
refrigerator bag. Two dozen a ee 


Affords more shelf room when ‘ob. Blas 


quickly d 
ion (pate 
sional sat 


used in a series of shelves 





Champion brackets are good 


profit items 


The 
CHAMPION HARDWARE C0. 


GENEVA, OHIO 


‘ 


—el_--- ‘ isher w 
sponges are packed in a labor saving 
|Tear Strip container which cuts ” agate et 
down on handling time. Faster grease-! 
pricing and display building are Stowawa’ 
possible since sponges are packed in less disp! 
a single layer. O-Cel-O, Div. of 
General Mills, Ine. 


For more data circle No. 60 on postcard, p. 201 























scrubs, s 





STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED 





























AND SOLID Sash Cord Packaging 
CLOTHES LINE WIRE Four types of sash cord now come 
r packaged in red, white and blue ¢ 
BRASS, COPPER, DAISY | hexagon-shaped cartons. Spot, 
“tn | MATS Phoenix, Aetna, and Sachem sash Safe, 
COILS AND SPOOLS how 
1 OZ. TO 20 LB. In SIX | yours 
PACKAGES NON-FADING | 
coLors | 
BRAIDED ° YELLOW 
PICTURE WIRE + BLUE 
+ GREEN 
STRANDED “GRAY | 
AERIAL WIRE = Bette 
RADIO ROOM 
accessories || STOCK AND DISPLAY NEW ---— 
SOLDER AND PASTE | HOLT M 
SOLD THRU JOBBERS ONLY DAISY RUBBER MATS hien: 
SEE YOURS FOR PARTICULARS Write at once for Display Rack Deal. Pro- | Please : 





a. ae ORT eee vides complete line of DAISY Rubber Mats | 


| 
| 
| 
| 
| NAME 
N Cc oo re) R in Vivid-X colors. Fast turnover — better | cords, in sizes 6, 7 and 8, are packed ae 
than 45% profit. Tops in Quality. | 1500 ft., 1200 ft. and 1000 ft. re- | FIRM _ 
183 | 


ow heb rari SCHACHT RUBBER MFG. CO. spectively. Cartons facilitate job 


JAMAICA 3, LONG ISLAND, NEW YORK 


ADDRESS 








Dept.H + Huntington, Ind. of dispensing cord, keeping it clean J *‘—-———. 
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WANT LARGER SHARE OF DO-IT-YOURSELF TRADE? 


Rent SANDERS 


HOLT | EDGERS 


POLISHERS 


Here's equipment that quickly pays for itself, 
while increasing store traffic and sales of paint, 
shellac, varnish, wax, sandpaper, steel wool, etc. 











New HOLT Rental Sander. 
Stronger vacuum, improved pick- 
up reduce dust. Short coupled, 
well balanced; easy to handle and 
transport. Does truly professional 
job. Has same durability, same 
quickly demountable drum cush- 
ion (patented) as HOLT profes- 
sional sander. 


New HOLT JW12 Pol- 
isher waxes, polishes, 
scrubs, steel wools. Easy 
for women to use. Motor 
grease-sealed for life. 
Stowaway handle requires 
less display space. 





HOLT Edger never has 
been surpassed for sand- 
ing floor edges, corners, 
closets, boats, etc. 





Safe, simple to use, built for rental abuse. See 
how this HOLT profit-making trio builds do-it- 
yourself business — fill in coupon NOW. 


MANUFACTURING 


COMPANY 














. 14 
Better floor machines for more than 25 years 
ROOM M2, 669- 20th ST. ° OAKLAND 12, CALIF. 
ee ee eae eae i 
| HOLT MFG. CO. | 
Room M2, 669- 20th St., Oakland 12, Calif ; 
| Please send me folders describing HOLT rental machines. | 
NAME _ POSITION 
J Fim —— | 
| | 
j ADDRESS _ - | 
‘ 1 
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“Ribkaea(D"” 
means more 
service for q 
your money & 


Cutters 

6 sizes— 

Y%"’ to 6”’ pipe— 
4-wheel cutters to 4” 





Thousands of Wholesalers agree— 


faster turnover when you sell 
with 





Fl 


Heavy-Duty Cutters 


There’s a big difference in pipe cutters—and your 
customer is sure of it the first time he slaps a 
RIfa(b on a pipe (any kind) and sees how easily 
cleanly it rolls through the metal. Beautifully bal- 
anced for easy action. Factory tested for perfect 
tracking 
special malleable hold it. High alloy thin-blade or 


and guaranteed warp-proof housings of 
heavy-duty cutter wheels that leave practically 
no burr. For easy fast-turnover and profits, push 


RICARID’s. Write for the facts. 


THE RIDGE TOOL COMPANY e ELYRIA, OHIO 

















McGill ‘CANT MISS”’ 


mouse &trat traps 


SPRING 
THs 
ON EM 


a 


sright 2-Color 
"9 
* ear, Selected 
Wood 


@fosy, Dependable 
Action 


Way Trigger 


Today For 
Complete 
Information 


McGILL METAL PRODUCTS CO. 


MARENGO-ILLINOIS 















FILTERS MILK TWI 





Here's a fast-selling, low-cost 
produet just on the market 
that small dairy farmers have 


been asking for. DUO-FILT 


allows the use of two filter 
pads at one time without 
slowing down the filtering 


process, THUS GIVING 
DOUBLE-FILTERED MILK 
in the same time it now takes 
to filter once. Invented by a 
dairy farmer, proven by 10 
vears of testing, and ag de- 
partment approved. Dealers 
and distributors wanted. For 
full information, write: 


DUO-FILT CO. 


ORONOCO, MINNESOTA 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 201. 


and displaying it. Tally sheets on 


each carton can be used to show 


quantity of cord remaining. Sam- 
son Cordage Works. 


For more data circle No, 61 on postcard, p. 201 


Caulking Merchandiser 
Called the Calk-O-Mat, this mer- 

chandiser is designed to dispense 

automatically six caulking products: 





Tile Fix, Cellophane Cartridge, 
Snap-I-Calk cartridge and gun, 
Calk-O-Tube, caulking guns and 


glazing compound. For counter dis- 
play, unit is 21 in. wide, 28 in. high 
and 16 in. deep. It is given without 
cost as part of an extra discount 
deal. Seal Rite Caulking Co., Inc. 


For more data circle No. 62 on postcard, p. 201 


Saw Blade Folder 
Three-color illustrated folder de- 
scribes new line of low-cost carbide- 
tipped radial saw blades and fea- 
tures fully captioned inset 
of typical operations of new blades. 
Blades make difficult compound 
miter cuts, cut plywood panels to 


photos 


size, rip solid stock at speeds up to 
90 ft. per minute, make 
hardwoods, and cut alumi- 
num channels and plastics. Delta 
Power Tool Div., Rockwell Mfg. Co. 
For more data circle No. 63 on postcard, p. 201 


(Resume reading on page 14) 


cuts in 
heavy 


ARMSTRONG BROS. 


| Better PIPE TOOLS 





PIPE CUTTERS 


“ARMSTRONG BROS.” 
Standard wheel and roller Pipe 
quality cutters throughout . 


Three wheel 
built to 
years of good service. 


“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1 
piece 
and a replaceable hardened steel 
take up the wear and thrust to handle serew 
Used either as I-wheel (with 
3-wheel (for close quarters). 


“ARMSTRONG BROS.” 
steel properly heat treated, They 
{ Write for 


Cotaleg® keen 


edge. 


People” 


(Cutters are 
give 


drop forged steel heat treated body 
nut te 


2 rollers) or 


Knife Blade Cutter 
Wheels are machined from special alloy tool 


cut rapidly and ecasily, hold their 


gees BROS. TOOL CO. 
The Teel Holder 


5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL 








SUPERIOR HEAVY DUTY 
ALL-STEEL LEG and 
WORK BENCH ASSEMBLY 


rar 











long 


e Makes work benche 6 ft 
and as much as 3 ft. wide. 
e Complete with all hardware. 
@ All holes drilled for mounting top 
and shelf 
e Made of 

steel 


high quality 14 


$995 


Write for full details about this and other 
Superior products 


SUPERIOR 


PRESSED STEEL COMPANY 
Lansdowne St., Cambridge 39, Mass. 


gauge 
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Crescent Thin Straight 

Nose Plier. L26, 6”. Also 
= in 5, 8, and 10” sizes and 
> with side cutters. 





cel and 
lers are 
to give 


‘d= Pipe 
with 1 
d body 
nut te 
° serew 
ers) or 


» Cutter 
oy tool 
d. They 
ld their 


L CO. 
D 30, Wut CRESCENT UNIVERSAL PLIER 


D27, 7° only. 


UTY 





cov swoncwniones | SLIP JOINT PLIERS 


Crescent offers a wide selection of styles and sizes in this 
widely used plier type. All are drop-forged from special 





analysis steel and finished in bright plate. They have 
CeeTeeCo COMBINATION PLIER sharply milled teeth, comfortable handles and smooth 


H25, 5’. Also in 6, 8, and 10° sizes. working joints. The joint bolt and nut are turned 


» 


from solid bar steel and case hardened. Order from 


your Jobber. 


wT " 














TT - ) 
Ong 
CRESCENT THIN BENT NOSE PLIER C RES C ENT T 0 0 LS = 
top J26, 6” only. a 
° « 
Cive Wings lo Woke mm; 
uge 
other { 
NY 
38 Crescent is our trode-mork, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 





enone CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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HARDWARE AGE FOIFEBRUARY 
Frank W. Winne & Son, Inc., Decatur & Hopkins To Elect Wa 
ba ° Philadelphia, who acted as Hold Annual Open House Presiden: 
aae p a flaraqware roup (Continued on page 258) 
Decatur & Hopkins Co., Walter 
Ci H df A d f M bd Masback Names O'Neil Boston, Mass., wholesaler, been elect 
ites 00 or War 0 erit Merchandise Manager will hold its annual Spring Deming | 
Open House and  Deale: 
Clifford F. Hood, president delphia on Jan. 28. James B. O’Neil has been Value Days at its show- 


of the United: States Steel 
Corp., has been awarded the 
Gold Medal and Scroll, which 





CLIFFORD F. HOOD 


constitutes the 1954 Award 
of Merit, by the Hardware 
Merchants’ & Manufacturers 
Association of Philadelphia. 
The award is made an- 
nually by the Association to 
an outstanding individual in 
the industry, who by his own 
activities has reflected credit 
upon American business. 
The presentation of the 
award was made by E. E. 
Chandlee, Edward K. Tryon 
Co., Philadelphia, Pa., chair- 
man of the Jury of Award, 
at the Association’s 68th an- 
nual banquet held in Phila- 





AMOS M. 


COATH 


236 


In addition to Mr. Chand- 
lee, the Jury of Award con- 
sists of Fayette R. Plumb, 
Fayette R. Plumb, Ince., 
Philadelphia, and Jacob S. 
Disston, Jr., Henry Disston 
& Sons, Inc., Philadelphia. 

Edward K. Tryon, III, of 
the Edward K. Tryon Co., re- 
tiring president of the Asso- 
ciation, introduced the new 
president, Amos M. Coath, of 


appointed merchandise man- 
ager of Masback, Inc., New 
York City wholesaler. In his 
new capacity, Mr. O’Neil will 
supervise the firm’s purchas- 
ing department. 

Mr. O’Neil, associated with 
Masback for 18 years, will 
also take part in the plan- 
ning, development and execu- 
tion of merchandising ac- 
tivities. 


Seasonal Buying Guide, Paint Promotions 
Feature Janney, Semple, Hill Dealer Meeting 


Announcement of a new 
Seasonal Merchandising 
Guide for dealers and the un- 
veiling of plans for stepped 


up retail promotions for 
dealer use highlighted the 
Retailers’ Conference and 
Spring Market held by 


Janney, Semple, Hill & Co., 


Minneapolis wholesaler. 

The conference, attended 
by some 750 dealers from 15 
states, was held Jan. 11 to 13 
at the Calhoun Beach Hotel. 
The meeting combined a 
series of business. sessions 
with an exhibit of new and 
seasonal goods. 


Pe eaten FO 


JANNEY 
BEST 


BRINGS MORE 
PAINT CUSTOMERS 
TO YOUR STORE! 








rooms, 93 Berkeley«St., Feb 
22, 23 and 24. 

The three-day affairs will 
be heid in conjunction with 
the 6lst annual convention 
and exhibit of the New En- 
gland Hardware Dealers As 
sociation to be held at the 
Hotel Statler. Decatur & 
Hopkins will also have a dis- 
play at the Association’s ex 
hibit, in Booths 5-9. 


The conference, which had 
its theme, “Moving For- 
ward Together,” was dedi- 
cated, according to B. J. Case, 
president of the firm, to im- 
proving the bond between in- 
dependent retailer and whole- 


as 


saler to the end that both 
interests, combined, could 
successfully meet and _ beat 
competition. 

“Our dealer service pro- 


(Continued on page 250) 


Some of the services offered by Janney to its {3a weg are illustrated by eae signs at one 
of the sessions at the Calhoun Beach Hotel where the three-day conference was held 
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EBRUARY 4, 1954 
To Elect Walter F. Deming The new president is of 
House ] President of Deming Co. ‘he fourth generation and is Nam 11 Ha dware St A 
C Wal é 9 the fifth Deming to head the € ores S 
rs — : a . be waned P oa pump manufacturing firm. - . 
olesaler, een elected president o € The current _president’s B d N A d F ali 
Spring | Deming Co, Salem, Ohio, pyrcaterendfathee sx. Drand Name Award Finalists 
Dealer Deming, was president from i 
show- 1890 to 1894; his grand- Eleven hardware stores of 24 additional retailing 
t., Feb. father, W. F. Deming, from selected as finalists for the categories. 
; 1894 to 1921; his uncle, W. L. 1954 Brand Name Retailer- The judging committee will 
irs = Deming, from 1921 to 1936, of-the-Year awards have he composed of 22 retailers 
m with and his father, from 1936 to been announced by the Brand who won Retailer-of-the-Y ear 
ogy his death. Name Foundation. F in a | plaques in last year’s compe- 
sl The new president has pooner anager Page | sae tition. Among them will be 
s As been with th vy f competition Wl e selected Carl M. Haugen, Schlafer’s, 
a e company for 3 ae ‘res os : 
at the po . from among these finalists. Appleton. Wis. The commit- 
a & 22 years, 12 of them as trea- Th a a ill b en cee a 
-: He i e winners will be an- tee will meet in New York on 
lis- surer. e is a member of . 
e a dis thy Dene Saeataoen Ae nounced in March and the March 4 and 5 to name their 
yn’s ex ‘ awards will be made April 28 ehoices. 
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WALTER F. DEMING 


succeeding his father, George 
Ramsden Deming, who died 
Dec. 5. 


Orgill Bros. & Co., Mem- 
phis, Tenn., wholesaler, has 
moved into its newly com- 
pleted one-story warehouse 
in Memphis. The new ware- 
house of the firm contains 





% ; des 





Shown above are the first people to cross the threshold 


sociation. 

Other officers elected were: 
E. S. Dawson and H. E. 
Carloss, vice-presidents ; Wil- 
son J. Morlan, secretary- 
treasurer, and R. C. West, 
named a director to fill a 
vacancy. 


Orgill Bros., Wholesaler, Moves to New 
600,000 sq. ft. Warehouse in Tennessee 


600,000 sq. ft. of floor space. 

The warehouse has been 
designed to facilitate the 
streamlining of order han- 
dling. Twenty-six railway 


(Continued on page 240) 





emphis, 
to right, are: Kenneth 


of the new warehouse of Orgill’ Bros. & Co., 

Tenn., wholesaler. From left 

Orgill, vice-president; Edmund Orgill, president; Joseph 
Orgill, Jr., secretary-treasurer; Fred Orgill, vice-presi- 


dent; W. T. Moody, chairman of the board, and John W. 


Morris, vice-president. 
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at the Brands Names Dinner 
in New York. 


The hardware stores named 


as finalists are: Jackson 
Hardware, Durango, Colo.; 
B. M. Williams Co., New 
London, Conn.; Petersen’s 
Cash Hardware, Charlotte, 


Iowa; Huron Hardware, Al- 
pena, Mich.; Cleveland Hard- 
ware Co., Austin, Minn.; 
Rickbeil’s Hardware & Ap- 
pliance, Worthington, Minn.; 
Melcher-Schene Hardware & 
Lumber Co., St. Louis, Mo. 

Also, Charles Librett Hard- 
ware, Inc., New Rochelle, 
N. Y.; Hammacher Schlem- 
mer, New York, N. Y.; 
Kirchner Hardware Stores, 
Youngstown, Ohio; Ritchie 
Hardware & Implement Co., 
Inc., Petersburg, Va. 

The finalists have been in- 
vited to submit detailed 
presentations showing their 
1953 year-round presentation 
of manufacturers’ brand 
names, 

Five hardware stores will 
be chosen in the final judg- 


ing. The Foundation will 
award a Brand Name Re- 
tailer -of-the- Year bronze 


plaque and four Certificates 
of Distinction to the five 
top hardware dealers at the 
Brand Names Day Dinner, 
Wednesday, April 28, in the 
Grand Ballroom of the Wal- 
dorf-Astoria Hotel in New 
York City. Five awards will 
also be made to firms in each 


Plans are almost com 
pleted for the three-day Re- 
tailer-of-the-Year Entertain- 
ment Festival to be held 
prior to Brand Names Day. 
The Festival will include a 
visit to New York City Hall 
for a reception by civic offi- 
cials, tours of advertising 
agencies and newspapers, 
cocktail parties, buffet sup- 
pers and luncheons sponsored 
by publications and manufac 
turers, and guest appear- 
ances on radio and television 
shows. 


Elect Herringshaw Head 
Of New Cleveland Group 


W. W. Herringshaw has 
been elected the first presi- 
dent of the newly formed 


Greater Cleveland Hardware 
Association, during the 
group’s organizational meet- 
ing held recently in Cleve- 
land’s Hotel Statler. Ap- 
proximately 70 hardware 
store owners or managers 
attended the meeting. 

Mr. Herringshaw had been 
serving as chairman of the 
group since its first 
meeting last October when 
it was decided a Cleveland 
unit would be formed within 
the Ohio Hardware Associa- 
tion. Mr. Herringshaw is 
president of the Herringshaw 
Hardware Co. 

(Continued on page 246) 
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News of the Trade —————— 


Shapleigh Elects Four Officers and Three 


Directors; Poindexter Gets Executive Post 


Your customers will 
6. vin Pomoc tas dparinat. se ws ote REE 


board of 
president and Warren Me- directors in 1949 and _ the 
Kinney Shapleigh 
elected 


; has been following year was_ elected big lool- Up Time 
vice-president of the assistant secretary. 

Shapleigh Hardware Co., St. Mr. Shapleigh, Il, the new 

Louis, Mo., wholesaler. At secretary, has been with the 
the same time, Alfred = L 


a eemees § Promotion in full-page 


oe ras eo one ads like this one > » 


board of 
in 1949, and 
tant treasurer the 


respectively, and three new directors 
members were elected to the 
board of director 


Mr. Poindexter, the new Mr. Temple, now assistant 


aera § 1 (eading national 


assis 


following 
year, 


since Shapleigh since 1983. He 
1922 and worked in the finan tarted with the firm travel- 
cial end of the business. He 


‘ *K 

ing the Kansas territory and WERE TAU TKS 

was appointed assistant was transferred to the main . 
treasurer in 1934, and trea- office in 1941. Shortly there 
urer and a director in 1942. 


li ee ies ibe & oe * BETTER HOMES AND GARDENS 
: fe en ri ‘ AMERICAN HOME 

He became vice-president manager, comprising Mi SUNSET 

and treasurer in 1949 and souri and Kansas, which 

two years later 


; ; FLOWER GROWER 
resigned as position he continues to hold. 
continued as He was elected to the board 
vice-president and head of of directors in 1945. 
the financial and credit de The 
partment 
Mr. W. McK. Shapleigh, 
the new vice-president, 
been with the firm 
and has been in 


treasurer but 


new members of the 
board of directors are Alvin 
Kk. Appel, assistant treasurer; 
has Walter F. Barne 
since 1946 W., 
the buying 


and Claude 
Dempsey. 


To increase your 
tool sales this spring 


order your big 
Tool-Up Time Kit now 


RP | ITS FREE! 
« bons 


USE THIS COUPON 


Mr. Appel joined Shapleigh 


ms 7 










ALFRED L. SHAPLEIGH, Il 





G. EDWIN POINDEXTER 










ORATION . Clevelan 
A-1, Keith Bidg p Time Sales-Maker 


S--—. d 15, Ohio 
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W. McK. SHAPLEIGH BASIL O. TEMPLE 
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of this True 
Rake. 
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It’s tool-up time’ 
for 
awn and carden 


New True Temper work-saver tools 
are featured at your 
Hardware and Garden Supply Store 


Www 





Big capacity, spring steel teeth and 
light weight are extra value features 
of this True Temper Dynamic Lawn 
Rake. 





We burn handles to save them. Yes, 
the beautiful brown handles on True 
Temper tools are actually fire hard- sie 4 

ened in flame to make them last sage v4 


longer. Basic tools for your garden. Spading 
fork, rake and hoe. Forged steel 
heads are extra strong and tough. 
Noted for fine design, beautiful fin- 
ish, sturdy construction to give you 
years of service. Yet they cost little 
more than roughly made tools that 
ore worn out after a year of use. 





fe 

{rw 

(AA 
5 (iors f ~ ae 
_S k 


i 


Extra light in weight but mighty strong 
and tough is this True Temper Dyna- 
lite Shovel. It's forged in one piece 
from a bar of steel. 


STNG 
Retire worn and ailing garden tools. 


Replace with efficient new ones. You 
gain time and save work. 
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New England craftsmen made the 
first True Temper tools more than 125 
years ago in this old stone shop oat 
Wallingford, Vermont. We have ac- 
quired a lot of know-how about 
making tools since then. You get the 
benefit in extra value of design and 


construction, 
: y A 


f 





At last a hedge shear that's balanced 
so it doesn't strain your wrists and 
hands. Cuts crisply and fast. 8%” 
cutlery steel blades, fire-hardened 
oval handles. Ask for the True Temper 
Dynamic Hedge Shear. 

Re 

r ~ 


be 
t 


Fr 


badtuh Set tee | 
cere handles of this True 
Temper Dynamic Grass Shear fill the 
hand comfortably. An easy squeeze 
and the shear steel blades cut tough 
grass clean and fast. 


demark 





There is a True Temper work-saver 
tool for every garden job. Our trow- 
els, diggers and weeders are all pro- 
fessional models with the top quality 
of our larger tools. 


iy 
Pall 

| & 
i a 
"AOR | 
mn 

4 
4 ‘ 











Yes, we make many extra lightweight 
tools like these for ladies’ use. You 
can buy them with confidence because 
they have the sturdy quality 
os our full sized tools. 

- supply store 

ciates your 

. ery 


. ® will show it with good se 
2) ice. Shop where you see 


the Tool-Up Time” sign 


some 


Your hardware and garden 
moan appre 


business and 


y TRUE TEMPER. 


Tops in tools for over 125 years 


True Temper Corporation, 


Ohio 


Cleveland 15, 
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WHEN CUSTOMERS SAY... 
"T like 
to do business 


with AJAX” 


... there’s a 







Te€ason... 








1. UNCONDITIONALLY GUARANTEED 





On every AJAX box you'll see this policy; 
“Your Money Back If It Is Not Of The Highest 
Standards of Quality.” And, we mean it. 


2. EVERY 5 MINUTES, A QUALITY CHECK 
Every separate operation, from our punch 
presses to our plating, is checked, at least, 
every 5 minutes to make sure that our rigid 
standards of quality are being maintained. 


3. YOU GET MORE — BUT YOU DON’T PAY MORE 
This means Competitive Prices. Even though 
AJAX stresses consistent high quality and offers 
customers a “plus” in service — every product 
is priced to meet or beat competition. 


4. DEPENDABLE SERVICE 
Whether you order a gross or a dozen, 
every order is important to AJAX and 
receives quick, efficient handling. 











For our interesting brochure showing the 


full line of AJAX HARDWARE write to... 


SEX AJAX HARDWARE MFG. CORP. 


4351 Valley Blvd. ¢ Los Angeles 32, Calif. 


etce BN NCO OU fa © 
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News of the Trade— steam 





ALVIN E. APPEL 


in 1916 and has been em- 
ployed in the credit and col 
He was 
clected assistant treasurer in 
1951, 

Mr. Barnes, with the firm 
since 1941, started in a trav 
eling capacity in Texas. He 
was transferred to the main 
department = in 


lection departments. 


sales 
At 
sales manager. 

Mr. Dempsey first joined 
Shapleigh in 1910. He re 
signed shortly thereafter and 
joined the Simmons Hard 
ware Co, in Philadelphia, Pa., 
in the buying department. 
He was transferred to To 
ledo in charge of the buying 
then to St 


office 
1948. 


special 


present he is a 


department and 


| Orgill Bros. Moves To 


Warehouse in Tennessee 
(Continued from page 237) 


cars can be handled at one 


time and 55 trucks can be 
accommodated at the loading 
dock. system of 
numbers and letters has been 
worked out to correspond 
with the numbers in _ the 
Orgill catalog. 


Inside, a 





WALTER F. BARNES 





CLAUDE W. DEMPSEY 


Louis as a buyer of house 


wares for all the Simmons 
companies. In 1940 he re- 
joined Shapleigh as a buyer. 


Other features of the new 
warehouse include a_ con 
veyor chain 5,900 ft. long 
(more than a mile) that 


moves at the rate of 68 ft. 


per minute. 

Orgill Bros. began in the 
hardware business in 1847 
and has made four moves, 
including the most recent 


one, to larger quarters. The 
new warehouse is located at 
2100 Latham. 





Here is an air-view of the new 600,000 sq. ft. warehouse 
of Orgill Bros & Co., Memphis, Tenn., wholesaler. An 


idea of the size of the 


wa rehouse 


can be gotten by 


comparing it with the home and automobiles surround 


ing it. 


According to Orgill officials, the new warehous: 


assures quicker delivery from the new lines and large: 
stocks the firm now features. 
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"SEY 
f house- 
simmons 
) he re- 
a buyer. 
the new 
a con- 
“ oe Wickwire Springs—in any size, shape or design 
¢ 68 ft range in application from the highways to the skyways; 
have countless uses in products for industry, the farm 
| in the and the home. 
sane ; 
gar Thousands of manufacturers have saved themselves time, 
ves, ° ° e ° 
recent trouble and expense by letting Wickwire handle their 
rs. The aT! spring requirements—standard or special. When they have 





rated at PTE an individual spring problem, they find the cooperation of 
our engineers most helpful in developing the type of 


spring that best meets their particular needs. 


Write for free copy of our 48-page book, ‘‘Springs and 
Formed Wires’’. It’s packed with helpful information on 
proper spring selection and application. Address your 
request to Sales and Engineering, 2 New Bond Street, 
Worcester, Mass. 


THE COLORADO FUEL AND IRON CORPORATION—Denver and Oakland 
WICKWIRE SPENCER STEEL DIVISION—Atlanta, Boston, 
Buffalo, Chicago, Detroit, New Orleans, New York, Philadelphia 
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News of the Trade 


7,800 Attendance Sets Record 
At Recent Sporting Goods Show 





Shown here are the new officers of the National Sporting 
Goods Association, who were elected during the recent 


National 
Hotel, Chicago, Jan. 


Sporting 


Goods Show, held at the 
17-20. 


Morrison 


From left to right, are: 


Clarence S. Shenk, Shenk & Tittle, Inc., Harrisburg, Pa., 
vice-president; Orien W. Todd, Jr., Stanley Andrews Co., 
San Diego, Calif., president; G. Marvin Shutt, secretary, 
and David S. Wilson, Gougar & Todd, Denver, Colo., 


treasurer 


A shorter 
coupled with the largest at- 
tendance ever recorded were 
the two outstanding factors 
of the 23rd annual National 
Sporting Show, held 
at the Morrison Hotel, Chi- 
cago, Jan. 17-20. 

More than 7,800 


overall show, 


Goods 


persons 


attended the affair, with the 
12 floors of the Morrison 
Hotel occupied by the exposi- 
tion crowded throughout the 
four-day market. G. Marvin 
Shutt, NSGA secretary, re- 
ported that the attendance 
was the largest in the his- 
tory of the convention. 





Orien W. Todd, Jr., who 
served as vice-president of 
the Association during the 
past year, was elected as its 
new president. Clarence 8S. 
Shenk, former treasurer, was 
elected vice-president, and 
David Wilson was elected 
treasurer. 

The majority of the retail- 
ers attending the show were 
optimistic over the prospects 
facing them in 1954. Many 
reported that although com- 
petition in the sale of sports 
and recreational merchan- 
dise is growing keener at 
the manufacturers’ and re- 
tail level, the industry is 
still a long way from reach- 
saturation point in 
consumer’ participation § in 
sports and recreational ac- 
tivities. This still-growing 
consumer interest, it was 
hoped, would more than off- 
set the continually rising 
output of equipment by the 
industry. This, it was said, 
was the chief reason for the 
heavy volume of orders writ- 
ten by exhibitors. 

This year’s show continued 
a trend, started some five 
years ago, toward making 
this annual affair a conven- 
tion as well as a trade show. 
A full three-day program of 
meetings was scheduled for 
both regional dealer groups 
and for clinics aimed at in- 
forming dealers on how they 


ing a 





The National Sporting Goods Association board of directors, seated, from left to right, 
are: Ed Brendamour, Ed Brendamour, Inc., Cincinnati, Ohio; Mel J. Corrie, Corrie’s, 
Minneapolis, Minn.; Orien W. Todd, Jr., Stanley Andrews Co., San Diego, Calif., new 
president of the Association; Gene Walby, Athletic Supply Co., Seattle, Wash., outgoing 
president; Clarence S. Shenk, Shenk & Tittle, Inc., Harrisburg, Pa., vice-president; 
Shelby Himes, Bailey & Himes, Inc., Champaign, Ill., past president; Floyd G. Beard, 


G. A. 


Beard & Son, Evansville, Ind., and J. S. 


Oshman, 


Oshman’s, Houston, Tex. 


Standing, in the same order, are: W. W. Crymes, Faul & Crymes, Inc., Charlotte, N. C.; 
H. K. Robinson, William Westland & Co., Quincy, Mass.; David S. Wilson, Gougar & 
Todd, Denver, Colo., treasurer; John M. Elliott, R. M. Elliott Arms Co., Kansas City. 
Mo.; Stanley Anderson, Washington Hardware Co., Tacoma, Wash.; Creighton Simp- 
son, Fred Sington Co., Birmingham, Ala.; G. Marvin Shutt, secretary; Robert J. Young- 
blood, assistant secretary, and William J. Roepke, field secretary. 
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with nationa 
individua 


could tie in 
promotions for 
sports. 

In the latter category, th 
National Baseball Congres 
held a clinic on the prom: 
tion of baseball equipment 
sales, and the United Stats 
Junior Chamber of Con 
merce conducted a session on 
golf promotion. 

Another new development 
during the show was a meet 
ing aimed at furthering the 
organization of a separate 
association of sporting goods 
wholesalers. Jack Faber, of 
Chicago, was host to nearly 
50 wholesalers who gathered 
at the hotel one afternoon. 
The group is attempting to 
form a trade association fo: 
approximately 700 “legiti 
mate sporting goods whole 
salers” operating throughout 
the country. They intend to 
hold an organizational meet 
ing during the _ Fishing 


Tackle Show in Chicago in 
August. 
This year’s convention 


marked the 25th anniversary 
of NSGA. To commemorate 
this occasion, the Association 
presented plaques of appre 
ciation to several persons 
who played key roles in the 
founding and development of 
the Association, 

Presentations were made 
to George Buechel, Sutcliffe 
Co., Louisville, Ky.; D. Keedy 
Campbell, Lowe & Campbell, 
Kansas City, Mo.; J. F. Con- 
way, Horace Partridge Co., 
Boston, Mass.; Alex Taylor, 
Sr., Alex Taylor & Co., Inc., 
New York; John H. Hatton, 
of Kansas City, former NSGA 
executive secretary, and J. G. 
Taylor Spink, St. Louis, pub- 
lisher of the Sporting Good 
Dealer. 


Wolco Products, Inc., 
Buys Most of Wolcott Co. 


Wolco Products, Inc., Hart 
ford, Conn., is a new organ 
ization which has acquired 
most of the products former- 
ly sold by the Wolcott Co., 
it was announced by Frank 
E. Wolcott, president of the 
new firm. 

Wolco Products’ 
consumer line includes Gla 
Spray, ChromeKleen, Co} 
perKleen, Lavatabs and H 
Shine. Additional consum: 
products will be introduced 
by the new firm later in 1954 


present 
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Why you sell more paint with 
the “Dutch Boy” Color Gallery: 


Simple system — easy for your customers to under- 
stand and use. 

The colors you need to meet today’s demands, either 
traditional or modern... glamorous pastels, in- 
between shades, deep tones. But not so many colors 
that customers are confused, sales slowed down. 
Shopper stopper display case — exquisitely beau- 
tiful “showpiece” that draws people to it and makes 
them buy. 

Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 
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“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 

Pocket edition a special “tool” for selling big 

volume prospects, such as real estate deveiopments, 
factories, hotels, schools, etc. 

Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 

Outstanding paint value — every Color Gallery 

paint has the top quality all “Dutch Boy” products are 
famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica 

tion, uniformity of finish, long service. 

Priced right — customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 
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Color Gallery has made our store 


one paint seller 





in this community!” 





In spite of severe competition, too! 


“‘Eleven other paint dealers 
plus... metropolitan Memphis... 


less than an hour's drive away.” 
— Veitle E. Peeler, 


Peeler Hardware, Covington, Tennessee 


He’s a great hand for giving credit where credit 
is due, Mr. Veitle E. Peeler of Peeler Hardware, 
Covington, Tennessee. 


After writing that “Our total sales for the first 
six months of 1953 are 129 per cent over those 
for the same period of 1952,” he adds: “Credit 
for this record belongs entirely to the ‘Dutch 
Boy’ Color Gallery.” 


“Orchids are in order,” writes Mr. Henry A. 
Rinker, Rinker Paint Company, Augusta 
Georgia, who has an equally warm spot in his 
heart for the “Dutch Boy” Color Gallery. He says 







this because the Color Gallery accounts for a 
higher ratio of sales to money invested than the 


two other full line products carried in his store. 


And from Providence, R. L, Mr. W. H. Mc- 
Laughlin, W. H. McLaughlin Company, is simi 
larly enthusiastic in crediting the Color Gallery 
in helping sell “more than one thousand gallons 
(after opening our business eight months ago ). 
Inasmuch as our initial purchase totaled approx- 
imately a hundred gallons, this is certainly a 
most remarkable turnover.” 


. that the “Dutch 
Boy” Color Gallery is worth looking into 


Convincing proof ...this.. 


whether or not you now have a color system. 


Just write or phone our nearest branch office. 
A “Dutch Boy” salesman will be glad to show 
you the Color Gallery in your own store... 





see Why you make extra profit 
on every gallon sold: 


No Complicated Mixing — you save time. The 
Color Gallery is a simple “one-shot” system. You use 
only one blender for each gallon or quart of paint. 


Small Investment — you don't tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 

Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 

Exceptional Turnover — as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery than with regular paints. 
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glad to explain howit can help make you the 
number one paint seller in your community. 
No matter what your competition is! 


How this Pocket Gallery helps sell 
Big-Volume Prospects 





“I merely gave the faculty” (it was a 
large vocational school), “a ‘Dutch Boy’ 
Color Gallery handbook,” writes Gimpleman 
Brothers, Perth Amboy, N. J. “... there were approx 
imately one hundred and fifty gallons of paint used 
on this job...” 


NATIONAL LEAD COMPANY: New York 6; Atlanta; 
Buftalo 3; Chicago 8; Cincinnati 3; Cleveland 13; Dallas 3; 
Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 
10; Boston 6 (National Lead Co. of Mass.). *Reg. U.S. Pat. Off. 
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GARDENETTE 


A Sure Selling Line For This Spring 


Attractively Finished In 
Brilliant Red and Gold Colors 




















When attractively displayed in this new design 
display stand the ""GARDENETTE’ Line 


can be 


aaa : 
considered as the most up-to-date presentation 


of garden { on the market today. 


® GARDENETTE Line available in 16 most popu- 


lar tools. 
®@ Sturdy green and yellow "Self Selling’ stand. 


®@ Stand displays small hand tools as well as regu- 


lar garden tools. 


Order from your jobber or Write to 


GEYER MANUFACTURING CO. 


Rock Falls, Illinois 
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News of the Trade 


Warden Named President of Remington Arms; 
Davis Retires After 20 Years as President 


Charles K. Davis, 
dent and general manager of 
the Remington Arms Co., 


presi- 





MAXWELL R. WARDEN 


Conn., re- 
At a recent 


Inc., Bridgeport, 


| meeting of the board of di- 


rectors, Maxwell R. Warden, 
vice-president and assistant 


| general manager, was elected 


president and general man- 


| ager to sueceed Mr. Davis. 


Mr. Warden, elected a di- 
rector at the same meeting, 
was with the du Pont com- 
pany prior to joining the 
Remington organization. 
While with Remington, he 
was assistant manager of the 
firm’s Military Production 
Div., in charge of four 
plants: assistant manager of 
the Production Div., in 
charge of four other plants; 


| manager of the Production 

Div.. and then director of 
| production. 

He was also chairman of 


| Remington’s 


Zeconversion 


| and Modernization Program. 


| manufacture 


In 1948 he was named vice- 
and director of 
was pro- 
general 


president 
and 


assistant 


moted to 





CHARLES K. DAVIS 


manager the following year. 

Mr. Davis had been presi- 
dent and general manage1 
of Remington since the ac 
quisition of controlling in 
terest in the company by 
E. I. du Pont de Nemours & 
Co., in June, 1933. He re- 
tired under the provisions of 
the company’s pension and 
retirement plan. He spent 
almost 39 years in various 
executive capacities with the 
du Pont company and _ its 
subsidiaries. He will remain 
a director of the company. 





Union Carbide Appoints 
J. A. Wesseler & Co. 


Julian A. Wesseler & Co., 
Scarsdale, N. Y., has been 
appointed warehouse distrib- 
utor for Crag Herbicide I 
manufactured by the Union 
Carbide & Carbon Co., New 
York City. 

Associated with 
eler is Albert G. 
3oth Messrs. Wesseler and 
Voiick have extensive ex- 
perience in the merchandis- 
ing of packaged goods to and 
through the wholesaler. 


Mr. Wes- 
Vojick. 


Illinois Shade Buys 
Columbia Mills Plant 


The Illinois Shade Cloth 
Corp., Chicago Heights, IIl., 
has purchased the entire 
plant and all the manufactur- 
ing facilities of the Columbia 


Mills, Inc., roller mill at 
Saginaw, Mich. 

Columbia Mills is discon- 
tinuing production of win 


shades and rollers and 
the transaction will take 
place Feb. 15. Illinois Shade 
is taking over the Columbia 
enterprise with no change in 
management or personnel. 


dow 


Elect Herringshaw Head 
Of New Cleveland Group 


(Continued from page 237) 

Other officers elected by 
the Association include: Wil 
liam P. Leukens, buyer fo1 
the Riverside Hardware Co., 
vice-president; Jack L. Tay- 
lor, president of the Willough- 
by Hardware Co., secretary; 
Richard H. Meyer, president 
of the Merkle-Miller Hard 
ware Co., treasurer. 


HARDWARE AGE, FEBRUARY 4, 1954 




















A ea WIS 











Ply 
to 


PI 





P) 
L: 
In bea 
feather 
cap fo: 


PL 


or | 


PL 


HARD 


irms; 
ident 


y year. 
| presi- 
anager 
the ac 
ng in 
ny by 
jours & 
He re- 
ions of 
n and 
spent 
rarious 
ith the 
nd_ its 
remain 
any. 


oints 
>. 


& Co., 
; been 
listrib- 
cide I 
Union 
, New 


. Wes- 
V ojick. 
r and 
e ex- 
andis- 
to and 
r. 


+ 


Cloth 
s,. Til., 
entire 
‘actur- 
umbia 
ill at 


liscon- 
' -win- 
's and 
take 
Shade 
umbia 
nge in 
nel. 


Head 
yroup 


237) 

ed by 
: Wil 
or for 
‘e Co., 
Tay- 
lough- 
etary ; 
sident 
Hard 














/ 


Plymouth shows you how‘, / 
to turn PLASTIC into” Gold! - 


?. < 
Plymouth’s New 
PLASTIC 


awn se QINKLERS. 


Quality that tops them all! | 
eta 





Prices that meet popular demand! | 








Eye — that clinches sales! 


a 


Sf 


Ves mY 







é , iB: 
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4 ¥ NA By 
lawn $e7inkler 





Each length is 
mounted on a 


colorful self- 
selling display 
card. 





PLYMOUTH J 
LAWN SPRINKLER —— | 


In beautiful, sparkling TRANSPARENT green. Flexible, | 
featherweight. durable. 
cap for quick flushing. 


Always lies flat. Special metal end | 


Suggested Retail 25 ft. $3.75 | 


WORTHMORE | 
GREEN TOP | 
LAWN SPRINKLER 


Green side up for sprinkling, red 
side up for soaking. Electronically 
sealed for longer wear. End clamp 
for easy flushing. 


Suggested Retail 25 ft. $2.98 





. . . and for the best in 
PLASTIC GARDEN HOSE 
ask your jobber for | 
PLYMOUTH or WORTHMORE Featherweight in opaque 


or transparent Vinylite. 
soo yen a 


*” Guaranteed by ‘ey 
Good Housekeeping 
<for 










AS avveamistd Hees 





PLYMOUTH RUBBER COMPANY, INC. 


Originators of Plastic Garden Hose 
CANTON, MASS., U.S.A. 
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With Sensational, Economical 





— 
TRADE MARK 
AW 
SYSTEM ef 
You Can— 


Gain New Customers . . . 
Retain Your Old Ones... . 
Net Yourself Good Profits! 





N.Y. F. D. Coton 


of Ag val No. 1958 


Here's Why- 


% Blitz-Fog is sudden death to insect 
pests . . . but SAFE for humans, pets, 
foliage. 

* Blitz-Fog converts any 4-cycle power 
mower (reel or rotary) to an insecticidal fog 
generator for effective pest control anywhere 
outdoors. 


> 4 Blitz-Fog models are available for 
Light Tractors, Garden Cultivators, etc:, as well 
as Power Mowers. 


% Blitz-Fog js fast, effective, safe and 


low-cost—You can fog an acre in 20 minutes! 


* Blitz-Fog meets all Federal and State 
requirements. Its effectiveness is praised by 
literally thousands of users. 


* Blitz-Fog is irresistible to present owners 
of power mowers and will actually help sell power 
mowers for you in the competitive market sure to 
come in ‘54, 
* Blitz-Fog gives you full markup .. . 
full profit—a real boost for your turnover of more 
profitable merchandise. 
Tie in early to take advantage of our National advertising. 
For full details, see your local jobber or write us direct. 


THE BLITZ-FOG COMPANY 


310 N. WATER ST. MILWAUKEE 2, WIS 
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look at this 


the biggest SELF-SELLING 


EXTRAS 


ever offered 


Every single tape packed in an ir- 
resistible crystal-clear plastic util- 
ity case! PLUS~—rich metal-edge 
carton that is a display in itself! 
And in each “White-Tape"’— more 
quality extras than in any tape at 
any price! Yet Evans “White- 
Tapes” still start at a sensible 
$3.49 list price 








flat steel 








EVANS Pocket “WHITE-TAPES”’ 


6,8, 10 and NOW Exctaascuely |? tt L-(-N-G | 


Another outstanding EVANS EXTRA! Each EVANS 
Pocket “White-Tape” in clear Tenite utility case 
l-dozen assortment carton becomes a counter display 
Inside...a special display for one each 6, 8, and 10 ft. 
tapes, and three extra display cards for individual tapes. 


Ewatea & C0. 


410-416 TRUMBULL ST., ELIZADETH, W. J. 


News of the Trade- 


Jensen Heads Sales of 
Forbes Steel Corp. 


William M., 
been named 


has 
sales 


Jensen 
general 


manager of the Forbes Steel 





WILLIAM M. JENSEN 


Corp., Cannonsburg, Pa. In 
his new post, he will direct 
the sales of the company’s 
welded wire fabrics, rein- 
forcing mesh, lawn fence and 
washers. 

Mr. Jensen, who will make 
his headquarters at the firm’s 


| main offices in Cannonsburg, 
| was formerly the company’s 


Pacific Coast representative, 


had held for 
years 


a posit ion he 


the past seven 


He was previously associ 
ated with the Pittsburgh 
Steel Co. for 11 years a 
Pacific Coast manager, di 
trict manager of the Chicag: 
office, and district manage) 
of the Pittsburgh office. 


Nesco Makes Dusek 
Vice-President 


Robert Dusek has beer 
named a_ vice-president of 
Nesco, Inc., Milwaukee, Wis 


He is also a vice-president 
of Dulane, Inc. 
Mr. Dusek was formerly 


president of Dulane, manu- 
facturers of the Fryryt 
electric deep fat fryer, which 
was recently acquired by 
Nesco. 


Chicago Metallic Names 
Nicol to Sales Post 


Hunter V. R. Nicol ha 
been appointed assistant sales 
manager of the Houseware 
Div. of the Chicago Metallic 
Mfg. Co., Chicago, Ill. 


Mr. Nicol, formerly asso 
ciated with the Martin Co 


of Chicago, will assist John 
S. Baker, general sales man 
ager for Chicago Metallic. 


Independent Lock’s Salesman of the Year 


Bernard Falk, left, 
Lock Co ® Fite hburg, 


sales 


manager 


Mass., 





of the 
is shown 


Independent 
presenting the 


company’s annual award for outstanding sales perform 


ance to Lee J. Williams of Chicago 


Year title, Mr. 
representative for 
Indiana, Kentucky 


man of the 
sales 


southern 
and eastern 


Winner of the Sales 
Williams 


is the company s 
Illinois 


He has been 


and western 


Missouri. 


with the company for more than 20 years T he ceremony 


took place at company headquarters in Fitchburg. The 


trophy presented to Mr. Williams 


must be won thres 


times for permanent possession 
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Here’s your best 
LAWN SPRINKLER 







A SALES 
LEADER at 


$169 












Noncorroding 
PLASTIC HEAD 


8%" diameter 





It's made of 


STYRON 475 


5 Times Tougher 












56 
CONICAL 
JETS 
Produce 
Soft as Rain 
Spray — Covers 
Up to 30 Feet 


RUST-PROOF 
DENT-PROOF 


STRONG 
will withstand 
above average 
water pressure 


PERMANENT 
COLOR 


DURABLE 
For years of 
service 















SOLID BRASS | 


Hose Connection _ 
molded as an integral 
part of the spray head 


More lawn sprinkler prospects will stop, 
admire and buy this foolproof, long- 
lasting plastic sprinkler. Its soft as rain 
spray is ideal for new seedings. Round- 
ed corners of bottom also permit drag 
ging without digging in. Users will 
agree there's nothing like it for all 
around service and value. It's the sprin- | 
kler to complete your garden accessories 
line. Contact your supplier at once for 
prices and delivery. Alsoask about | 
the new Lustro-Ware Mail Box and the 
101 other nationally advertised top | 


volume Lustro-Ware plastic housewares. 


COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 





DISPLAY 





LABELED ae 
For Point-of-Sale %..,.Meas, 
Merchandising | 


Good Housekeeping 
\ ” #0» 














? - 
9 d “Limes aA TOULINBAL «Ath 
nary HE 
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MOW-CYCLE 


fhe lawn mower 
A) mal [) 





r’ 


Exhibit MOW-CYCLE at 
a trade show and every 
visiting buyer stops to 


\ examine it. Put it on a 





retail sales floor and 
lawn mower users im 
mediately evidence their 
interest. Start it on any 
lawn and passing autoists 
halt cars to get out and 
ask questions. Americans 
love to ride, They proved 


$248.58 





it by their speedy adop- 
tion of MOW-CYCLE,. Every jobber and retailer who 
handled this practical riding mower in 1953 is repeating 
for 1954, Hundreds of additional outlets are taking it on 


MOW CYCLE 1S the one mower de 
signed expressly for the householder 
who rebels at pursuing on foot any 


ATTACHMENTS 


Leaf Mulcher, Lawn 
Sweeper, Spreader, 
Turf Spiker, Roller lawn mower, no matter how pro 
Cart, Canvas Cover pelled, Priced to fit his purse; yet full 


and Cutting Trailer. ‘ize, adequate, reliable. Cuts clean 
20” swath in any going. Plenty of 


extra power to pull attachments 
’ Gives complete lawn care without 
walking. Extremely comfortable; re 
. markably safe, Strong, light: easy 
a to operate, control, steer, back up 
Sturdy enough for heavy adult: 
Simple enough for teen agers. Trade 
information on request, 
MUSGRAVE MANUFACTURING CO. 
2903 Columbus Avenue 
Springfield, Ohio 












Self-powered 
trailer unit 
makes estate 
mower out of 


MOW — CYCLE Combination 


cuts swath of 53” 
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—_—— News of the Trade —— 


Seasonal Buying Guide, Paint Promotions 
Feature Janney, Semple, Hill Dealer Meeting 


(Continued from page 236) 


grams,” Mr. Case said, “are 
based on the premise that the 
outstanding retail merchants 
are and will remain inde- 
pendent. We do not request 
that such merchants invest 
their funds in our business.” 

Henry W. Hill, vice-presi- 
dent and treasurer, in review- 
ing the firm’s past year’s 
experience, said he was very 
optimistic of the future. He 
pointed out that the whole- 
sale firm had no financial en- 
cumbrances of any kind. In 
addition, the firm’s properties 
are almost completely amor- 
tized. This condition, he said, 
puts the company in a posi- 
tion to serve its dealer cus- 
tomers better. 

The new Janney Seasonal 
Merchandising Guide,  an- 
nounced by Paul L. Cosgrave, 
director of sales, is designed 
as a work tool to give the re- 
tailer a simple, practical 
means of taking advantage 
of the benefits that come from 
intelligent buying of futures. 
This Guide, which will be 
available to all Janney deal- 
ers, was a part of an intensi- 
fied merchandising program 
outlined at the meeting. 

In explaining the use of the 
Guide, Mr noted 
the development among deal- 
ers of an effort to improve 
merchandising, promo- 
tion, planning selling 
techniques. 

One of the key elements in 
this type of profitable store 
planning, he said, was the ef- 
fective use of seasonal plan- 


Cosgrave 


sales 
and 


ning of purchases. The new 
Guide is intended to simplify 
this practice. 

The Guide is based on a 
series of printed forms con- 
taining natural seasonal] sell- 
ing groups of merchandise on 
which the necessary seasonal 
buying calculations can be 
made from year to year. 

R. M. Fleming, director of 
sales promotion, in addressing 
a session on paint merchan- 
dising, said he saw no likeli- 
hood for a recession in paint 
sales if an energetic effort is 
made to sell quality. 

An intensive program of 
promotion for Janney Best 
paints at the retail level was 
outlined by Mr. Fleming. This 
paint, he pointed out, carries 
the Good Housekeeping Seal 
of Approval. R. J. Baudhuin, 
president of Rockford Paint 
Co., who also spoke at the 
meeting, told the dealers that 
today a good paint tinting 
system is as necessary to a 
hardware store as a keg of 
nails, in view of the wide use 
of decorator that are 
currently used in homes. Mr. 
SJaudhuin also described the 
new interest being shown in 
pastel exterior paints and in 
the new tinted varnishes. The 
dealers were given detailed 
technical information on all 
these products. 

Mr. Fleming also announced 
that in addition to intensified 


colors 


promotion, arrangements had 
also been made to make avail- 
able for use by Janney Best 
dealers the Joyce Blake In- 


terior Decorating Service. 
When customers ask for 
guidance in painting a home, 
or office building or school, the 
dealer sends in a simple floor 
plan of the rooms involved, 
with exposures, type of furni- 
ture, etc., to this interior 
decorating service and the 
service returns to the dealer 
complete color recommenda- 
tions for painting, including 
walls, trim, ceilings, ete. This 
service is also available for 
color planning schools, office 
buildings, ete. 

A feature address of the 
conference was delivered by 
Merrill D. Graham, a mer- 
chandising consultant. In a 
talk entitled, “Self-Improve- 
ment in Retail Selling,” Mr. 
Graham said he saw a good, 
profitable future for hard- 
ware stores if proper use is 
made of modern merchandis- 
ing techniques. 

The change from a sellers’ 
market to a buyers’ market, 
he said, demands changes in 
hardware merchandising. It 
is necessary, he stressed, to 
do some of the things that 


chains are doing to attract 
customers. 
The speaker put special 


emphasis on the role that dis- 
play plays in making a store 
profitable, and upon the im- 
portance of proper handling 
of customers. 

In outlining the steps that 
would help make hardware 
stores profitable, Mr. Graham 
underscored the value of in- 
the sale 

increase in this 
pointed out, has a 


creasing 
value. An 
figure, he 


average 


pronounced beneficial effect 
on store net profits. 
Mr. Graham listed “Ten 





One of the sessions of the recent dealer conference held by Janney, Semple, Hill Co., 


Minneapolis, wholesaler. 
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Demandments” for better re 


tail selling. Chief among 
these was a thorough product 
knowledge and the prope 


handling of customers. 

Other features of the three 
day conference were an ad- 
dress by Horace P. Hill, en- 
titled, “Move Forward,” a 
meeting of Janney Program 
Dealers, a smorgasbord and 
entertainment on the last 
evening. 

The meeting was character 
ized by a serious attitude or 
the part of dealers attending 
and a considerable amount of 
buying took place at th 
market. 

Plans for the conference 
were developed by Janney in 
cooperation with a Retailers’ 
Advisory Committee consist- 
ing of Steve Pepelnjack, Cen- 
tral Supply & Appliance Co., 
Virginia, Minn.; Bliss Cleve- 
land, Cleveland Hardware, 
Austin, Minn.; Vere Goff, 
Goff Hardware, Pontiac, IIl.; 
Ralph Moeller, Moeller Hard- 
ware, Robinsdale, Minn.; 
M. W. Kealiher, Patterson 
Hardware, Denver, Colo. 

Also Bud Totten, Perry & 
Totten, Forest City, Iowa; 
Don Lee, H. H. Senger Hard- 
ware, Portage, Wis., and 
Gordon Thune, Thune Hard- 
ware, Mitchell, S. D. 


Hoover Co. Appoints 
Four Area Managers 


Jack A. Toole, William H. 
Burns, Earle Rogers and 
Harold G. Bixler, have been 
appointed area managers for 
the special products division 
of the Hoover Co., North 
Canton, Ohio. 

Mr. Toole, with headquart- 
ers in Omaha, Neb., will 
cover Iowa, Nebraska, Colo- 
rado and Wyoming. He fo: 
merly was a salesman work 


ing out of Chicago and 
Omaha for the Sunbeam 
Corp. 

Mr. 3urns, with  head- 
quarters in Kansas City, 


Mo., will cover that city for 
Hoover. sefore joining 


Hoover, he was a salesman 
with the Mayflower Sales 
Co. 

Mr. Rogers. will cover 


northern California, Nevada 
and Utah for Hoover. Prior 
to joining Hoover, he was 4 
district manager for Arvin 
Industries. 

Mr. Bixler will cover Pitts- 


burgh, Pa., for Hoover. Pre- 
viously, he had been with 
the Plaskon Div. of Libby, 
Owens, Ford. 
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AMERICA’S TOP MAGAZINES 
HELP YOU SELL 

AMERICA’S TOP 

ENAMELED WARE 


\ big national advertising program —PRE- 
SELLS YOUR CUSTOMERS on Federal 
Vogue. And Federal Vogue is the ONLY 
enameled ware in America backed by adver- 
tising like this! 

Get in on this big Federal business. Make 
it your business! Let Federal Vogue advertising 


work for YOU! ° 


FEDERAL PROVIDES OTHER SALES HELPS, TOO! 


\ FREE merchandising kit puts counter cards, 
banners, and other point-of-sale material into 
your hands. Profit with these display tie-ins. 

Every piece of Federal Vogue bears an 
si Advertised in Life” label. Here’s a hig sales 
stimulator! 


Make all this Federal Vogue advertising pay off for 
you. Get your order in promptly for early shipment. 


FEDERAL ENAMELING & STAMPING CO. * PITTSBURGH 30, PA 


World’s Largest Manufacturer of Enameled Ware 
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WHAT'S BOOSTING 


7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

¢. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


FEDERAL vocue: 














WHAT A COMBINATION FOR PROFITS! 


POULTRY SHEARS 


Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 32” embroidery scissors, all 
three pieces nickelplated. Handsome 
genuine leather case. Great ‘‘woman 
appeal.” 


STEAK SET 
Hollow-ground blades of stainless 


steel. Pakkawood handles; serrated 
cutting edge. Women buy them on 
sight. 


Ask your jobber to show you the 


BOKER TREE BRAND LINE 


TT) Pe ee 













EASY 
PINKING SHEARS 
Removable hollow- 
ground precision 
steel blades, Duraluminum handles 
Lightweight, comfort-designed; sell 
the moment customers pick them up 





POCKET KNIVES 


Sell them once and you'll never 
Carry another brand! Fine steel and 
fine looks in patterns to suit every 
taste. : 


The Saturday Evening 


POST 


ognized 
— Value 


eer. tear 


ROKER 
TREE QD BRAND 


mG UTED ae 





H. BOKER & CO., INC. 


ESTABLISHED 1837 


101 Duane Street 


New York 7, N. Y. 
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IMAGINE... 
Maketry Money 


ON HINGES: 


STOP cHISELING 













IT’S EASY 


with this 
SELF-SERVICE 
DISPLAY RACK 


A complete Hinge 
Department in itself 























@ SELF-SERVICE DISPLAY RACK @ “DAY-GLOW" POSTER 
@ ATTRACTIVE PAMPHLETS @ MOUNTED 3” FASTINGE 
THIS 1S ALL YOU BUY—6 DOZEN ASSORTMENT .............. LIST 
1 DOZ. PR. 2%” Alite Plate FASTINGE .......cccccccccscssccecseees $ 6.36 
1 DOZ. PR. 3” Alite Plate FASTINGE ........ccccccccsccceseseeees 8.40 
1 DOZ. PR. 34%” Alite Plate FASTINGE ......cccccccccccccesseeese 10.56 
\ DOZ. PR. 2%” Brass Plate FASTINGE ......-cccccccccccceecesee 6.60 
1 DOZ. PR. 3” Brass Plate FASTINGE ............ sesness 900 
1 DOZ. PR. 3%” Brass Plate FASTINGE . ae . 11.04 
EACH PR. 7 
«MERCHANDISER YOU RING UP IN SALES ...............$51.96 
PACKED’ with YOUR DISCOUNT 40% ......... 20.78 
SCREWS FREIGHT PREPAID—YOUR NET COST .. 31.18 
*SLIGHTLY HIGHER IN WEST YOUR PROFIT......... $20.78 
=, 


‘[2n = SEND FOR FREE SAMPLES == 
\\ || | OWE TO YOURSELF THAT 
C{ lol{o| FASTER HINGE SALES 
\\\. | HINGE ON FASTINGE! 


ORDER TODAY FROM YOUR JOBBER OR DIRECT 





Manufactured by 


NO MORTISE HINGE CORP. 
BOUND BROOK 8, NEW JERSEY 
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News of the Trade——_— 


| McMurray Now De Walt 
| Assistant Sales Head 


Arthur J. McMurray, for- 
merly power shop sales man- 
ager in charge of distribu- 





ARTHUR J. McMURRAY 


tion of homeshop equipment, 
has been named _ assistant 
general sales manager of 
DeWalt Inc., Lancaster, Pa., 
subsidiary of the American 


Machine & Foundry Co., 


New York. 

In his new position, Mr. 
McMurray will assist Conde 
Hamlin who directs and co- 
ordinates the company’s dis- 
tribution and promotion sys- 
tems. 

At the same time, it was 
announced by the company 
that W. Ross Stevens, with 
the firm for more than 27 
years, has retired as adver- 
tising manager. He will con- 
tinue his association with the 
firm as a special consultant 
on sales and advertising. 

John Stolarz, formerly in- 
dustrial sales manager, will 


| direct the sales promotion 


and advertising department 


Hedlund Mfg. Co. Buys 


American Sled Line 


The Hedlund Mfg. Co.., 
Nokomis, Ill., has purchased 
the American Fabricated 
Products Co., Sled Div., In- 
dianapolis, Ind. 

The purchase by Hedlund 
includes the trade name, 
machinery, dies and _ all 
equipment, The Indianapolis 
firm manufactures the Amer- 
ican Sled line. 


Sessions Names Schoen 
Homer D. Schoen has been 

appointed sales planning 

manager of the Clock Sales 


HARDWARE AGE, FEBRUARY 4, 


Div. of the Sessions Clock 
Co., Forrestville, Conn., and 
will be responsible for plan- 
ning sales and promotion 
programs for consumer 
clocks. 


Century Plastic Names| 
Hertzberg Sales Head 


Garson Hertzberg has 
been appointed sales manager 
of Century Plastic Products, 
Inc., Cleveland, Ohio, and 
will be in charge of both 
national and export sales of 
Century’s line of Puritan 
plastic toilet seats and toilet 
top trays. 

Mr. Hertzberg comes to 
Century from the John f 
Naumann Co., Cleveland, 
where he was a sales repre- 
sentative for hardware and 
housewares. 


Rayburn Promoted By 
Lamson & Sessions Co. 


J. G. Rayburn has been ap- 
pointed assistant general 
sales manager of the Lam- 
son & Sessions Co., Cleve- 
land, Ohio 

Mr. Rayburn, previously 
merchandising director for 
the company, has been with 
Lamson & Sessions since 1945. 








J. G. RAYBURN 


At the same time, the com- 
pany announced that Robert 
G. Patterson, Jr., has been 
appointed advertising and 
sales promotion manage! 


Shapleigh Appointed 


Shapleigh Hardware (o., 
St. Louis, Mo., wholesaler. | 
has been appointed a dis- 
tributor of Gold Seal prod- 
ucts by Congoleum-Nairn 
Inc., Kearny, N. J. 
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PIONEER SUPER 







Now 3 


Popularity- 
tested Colors 
Already Popular Satin Ebony 
Vibrant New Horizon Blue 
Warm New Dove Gray 


All with absorbent 
yellow Soff-Down 
Lining 


DEAL 
No. 1168 


Introductory 
Offer 


Saves Customers 47° 















1 pair popular black 98¢ 
1 pair new blue or gray 98¢ 
Total retail value $1.96 
Special 

Twin-Pack Price _ $1.49 


i Cua Ermer 474 






Special 
Introductory 
Offer Display 

Compact two color counter 
display designed by Raymond 
Loewy Associates comes packed 
with 12 securely banded Twin-Packs. 


Your cost $17.88 per deal 
_, Customers pay you 11.68 per deat 


Fox $6.20 
gress 


























33 Million 
Spring Ads Tell This Story 


@ Protect skin before ‘cand 

damage occurs 
@ Curved snug-to-tips fit for 
extra dexterity 

s ga on and off Soff-Down 
ining 

@ Tread-like finger 

finish for 


gripping 











the PIONEER rubber Company 
104 TIFFIN ROAD ®@ WILLARD, OHIO 
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Year ‘Round Market 
You can share 








FLOOR CLEANING EQUIPMENT 


Millions of dollars are spent every 
year to clean DIRTY FLOORS. 
Get your share of this day-in, 
day-out market . . . by selling the 
ONE line that has everything your 
customers need — WHITE. Write 
for Catalog No. }53. 

WHITE MOP WRINGER SO. 


2 Mobawk Street Fultoaville, N. Y. 
Canadian Factory: Paris, Ontario, A 


WHITEY MOPZUM SAYS: 


Your Customers know... 
It's RIGHT . . . if it’s 



































NOW ® 


A MAGNETIC DOOR LATCH AT 


Yo THE COST 


@ No after-installation headaches—doors remain 
firmly closed even when warped or sagging. 


®@ Doors open easily, shut quietly due to EXCLU- 
SIVE spring action. 


@ Lasts indefinitely—no working parts to get 
out of order. 


@ Unconditionally guaranteed. 


e Works equally well on wood or metal doors. 
Highly recommended for every type of home 
and industrial cabinet, including kitchen, 
medicine, tool, music and house trailer cabi- 
nets, closet doors and ship and boat lockers. 


Write for complete details and distributional 
information TODAY! 





HEPPNER 


SALES COMPANY + ROUND LAKE, ILLINOIS 
specialists in magnetic devices 
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News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 


———— ——————————— 





Continental Can Names 
Two Representatives 


Hugh Kelleher & Asso- 
ciates, San Francisco, Calif., 
and Simpson & Co., Mem- 
phis, Tenn., have been named 
by the Continental Can Co., 
Inc., New York, to represent 
Decoware, metal pantryware 
line. 

The Kelleher organization 
will represent Decoware in 
the states of California, 
Washington, Oregon, Utah, 
Nevada, New Mexico, Ari- 
zona, Idaho and_ western 
Montana. 

The Simpson firm will rep- 
resent Decoware in the states 
of Kentucky, Tennessee, and 
Arkansas. 


Dan M. Bell & Co. 
Changes Firm Name 


Dan M. Bell & Co., 901 
Texas Bank Building, Dallas, 
Tex., has changed the name 
of its firm to Ballem, Rags- 
dale & Wells Co. 

The firm announced that 
there has been no _ other 
change but in the name, and 
that the same organization, 
at the same location, will 
continue to serve its clients 
and customers. 





Nichols Moves Office; 
Pahlow Joins Graham Co. 
George D. Nichols, sales- 
man for John H. Graham & 
Co., Inc., New York, has 
moved his headquarters from 
the metropolitan New York 





GEORGE D. NICHOLS 


area to 131 Hastings PI., 
Syracuse, N. Y. 

Mr. Nichols made the move 
so that he could be more 





RON PAHLOW 


centrally located in his terri- 
tory, which includes New 
York state, western Pennsyl- 
vania and Ontario, Canada. 
He has been covering this 
territory for several years 
for the Graham organization. 
At the time, the 
Graham company announced 
that Ron Pahlow has been 
appointed to its Chicago sales 
staff. Mr. Pahlow will make 
his headquarters at the 
Graham Chicago office in the 
Merchandise Mart. 


same 


Stewart Joins Staff of 
F. M. Warburton Co. 


Sam W. Stewart has joined 
the F. M. Warburton Co., 
Inc., Hudson, Ohio, and will 
cover the Mansfield, Canton 
and Columbus area in that 
state. 

Mr. Stewart was formerly 
associated with the F. E. 
Myers Co., Ashtabula, Ohio, 
and after a tour of duty in 
the Air Force had been a 
manufacturers’ representa- 
tive in the Ohio area. 


LeFevre Sales Named 


LeFevre Sales, Jamestown, 
N. D., has been appointed by 
the Geyer Mfg. Rock 
Falls, Ill., to represent its 
line of farm and garden tools 
in North Dakota and South 
Dakota. 


Co., 
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NEWS OF 





Se 





MANUFACTURERS’ AGENTS 


Frizzell is Partner 
In Quisenberry Firm 


James C. Frizzell has 
joined Stanley Quisenberry 
& Associates, St. Louis, Mo., 





FRIZZELL 


JAMES C. 


as a partner in the firm. In 
his new position, he will 
cover western Missouri, Kan 
Nebraska and lowa. 

Mr. Frizzell is a forme: 
sales manager of the Shap 
leigh Hardware Co., St. 
Louis, Mo., wholesaler. Fo: 
the past two years he has 
served as general manage) 
of the McGregor Hardware 
Co., Springfield, Mo., whole 
saler. 


Sas, 


Baringer Opens Office 
In Ho-Ho-Kus, N. J. 


Charles D. Baringer has 
opened his own manufactur 
ers’ representative agency at 
Ho-Ho-Kus, N. J. His terri- 
tory will include New Jersey 
and metropolitan New York. 

Mr. Baringer will special- 





CHARLES D. BARINGER 


ize in hardware, housewares 
and garden supplies. He is 
the former owner of the Ho- 
Ho-Kus Hardware. 


Hilton Opens Agency 
In Kansas City, Mo. 

Carl W. Hilton has _ re- 
signed as buyer for the 
Townley Metal & Hardware 
Co., Kansas City, Mo., whole- 
saler, and has entered busi- 
manufacturers’ 
representative. 


ness as a 


Mr. Hilton, who was buyer 
of heavy hardware and 
plumbing supplies for Town- 
ley, will national 
heavy hardware and _ tool 
manufacturers in his 
business. His territory will 
include the states of Kansas, 
Iowa, Missouri and Nebraska. 


represent 


new 





HILTON 


CARL W. 


His headquarters are at 4506 


W. 70th Terrace, Kansas 
City. 

For eight years before and 
immediately after World 


War II, Mr. Hilton was as 
sociated with his father in 
the operation of the Hilton 
Hardware Store in Crane, 
Mo. In 1947 he joined the 
saies force of the Keystone 
Steel & Wire Co. and two 
years later became associated 
with Townley. 


Anco Corp. Appointed 
The Anco Corp., Pitts 
burgh, Pa., has been named 
to represent the J. Shepherd 
Parrish Co., Chicago, III. 
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INSIDE-OUTSIDE 
PULL-PUSH WHITE TAPE 


Die cast case finished in heavy chrome 


or zinc chromate. Automatic brake — 


replaceable blade. 


No. 406 Made in 3 lengths — (6 ft.) 


(8 ft.) (10 ft.) 


\ 


A White Tape in Powder Blue, Copper 
Tone, Silver or Bright Plated Cases. 


No, 380 — a 6 ft. tape designed for 


beauty as well as utility 






\ 
es 


iL 


fr» 


A 50 ft. Steel Tape in 
Chrome Plated Case. 


Also furnished in rinc 
chromate and black 


wrinkled finishes. 


No. 718 Utility Kni 








fe 


Fine quality, rugged, five extra 


blades in handle — a quick seller at 75¢ 


WALSCO PADLOCKS 


Fine quality, sensible prices, good design 
make the Walsco Line an easy one to sell. 


warse® 


Apne heey 


AB LOE K 


soa poe 





YOUR 
JOBBER. 


WRITE FOR 
COMPLETE 
CATALOG. 
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IN 
HELLE Ree: 
Equipped ) on 
STORES!/ 





\ 


HELLER 
FIXTURES 
SPEED 


UP 
Ask for SALES 


Catalog No. FH 


W. C. HELLER & CO. 
MONTPELIER, OHIO 
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________ News of the Trade 


NEWS OF 


MANUFACTURERS’ AGENTS 


Detsch & Co. Appointed 
By Handi Products Corp. 


Detsch & Co., 341 Tenth 
St., San Francisco, Calif., 
has been named to represent 
Handi Products Co., Nutley, 
N. J. 

The Detsch 
will cover Arizona, Cali- 
fornia, Colorado, Idaho, Mon- 
tana, Nevada, Oregon, Utah, 
Washington, Wyoming and 
the Hawaiian Islands. 


organization 


Hoeynck, Baird & Co. 
Named by Exact Level 


Henry A. Hoeynek, Jr., 
7603 Forsyth Blvd., Clayton, 
Mo., has been appointed to 
represent the Exact Level & 
Tool Mfg. Co., Incec., High 
3ridge, N. J., in Missouri, 
Kansas, Iowa and Nebraska. 

At the same time, Exact 


Porter, Rubsamen Named 
Schalk Territory Heads 


John W. Porter and C. W. 
Rubsamen have been named 
territory sales managers fo) 
the Schalk Chemica] Co., Lo 
Angeles, Calif. 

Mr. Porter, who formerly 
covered Kansas, Nebraska 
and portions of Iowa and 
Missouri for Schalk, 
sales manager for the mi 


is now 


‘west and southern states 


formerly 
manager of 
Atlantic sea- 
is now sales 
manager of that territory. 
He had spent several vears 


Mr. Rubsamen, 
assistant 
the company’s 
board territory, 


sales 





JOHN W. PORTER 


HARDWARE AGE, FEBRUARY 4, 


Level named G. M. Baird & 
Co., Memphis and Nashville 
Tenn., as its representative 
in Kentucky, Virginia, North 
Carolina, 
Georgia, Florida, Alabama 
Mississippi and Tennesse: 

For the Baird 
Geren Baird, Jr., operates 
out of the Memphis head- 
quarters and I. W. William 
and I. Welker operate out 
of the Nashville office. 


company, 


Herren-Sims Co. Has 
Territory Expanded 
Herren-Sims Co., 
land, Ohio, representing the 
Soice-Crane Co., Toledo. 
Ohio, in that state has been 
given the additional territory 
of western 
western New York and West 

Virginia to cover. 





( W. RUBSAMEN 


in special 
for Schalk 


appointment by 


prior to his first 


Flexible Steel Lacing 
Names Kenerson to Post 

Vertner S. Kenerson ha 
been named to represent the 
Flexible Steel Lacing C« 
Chicago, Ill., in North and 
South Carolina, Virginia and 
East Tennessee. 

In his new position, M) 
Kenerson takes over part of 
the area formerly covered 
by Austin Webster, 
tired earlier this year. 


who re 


1954 


South Carolina, 


Cleve- 


Pennsylvania, 
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POLISH UP YOUR PROFITS 


with the 


ALL-PURPOSE ELECTRIC 


POLISHER 


and 


SCRUBBER 


And Work Saver for 


the Whole Family 


Sa 
Ceram bys 
Housekeeping 





STORACHEST 


Watch your customers flock around 
this new and colorful way of buy- 
ing an Electric Floor Polisher. This 
beautiful blue and white chest, 


with its red velour lining will be 





Waxes & Polishes 


the center of attraction in your 
store. It catches the eye and 
makes them buy. Not only is it 
ideal for all-year-round gift buy- 
ing or family purchase, but the 
sturdy chest can be used after- 
wards for permanent storage of 


the entire unit. 


NATIONALLY ADVERTISED 
eiT SCRUBS FLOORS 
Cleaner than ever before 


e IT WAXES AND POL- 
ISHES FLOORS To a pro- 


fessional gleam 


yeilT BUFFS FURNITURE, 
COUNTERS, ETC. Makes 


them look like new 


e IT SIMONIZES CARS Does 
all the hard work. 


© IT SANDS Cleanly and 
Smoothly 


e IT DRILLS Wonderful 
for the home workshop 


ASK YOUR JOBBER OR WRITE 
US FOR FULL DETAILS 


THE SHETLAND COMPANY, INC., LYNN, MASS. 
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THE PAINT REMOVER 
YOU DEMANDED! 





Ludlow 
Electric 
Paint 
Remover 


Model S-102 


Copr. 1953 


CT eld LIL 





Hot as a blowtorch! 


MADE BETTER... 
TO SELL FASTER! 


NEW! More eye appeal 

NEW! Heats to 1500 degrees 
NEW! Smaller, lighter, faster 
NEW! Removable blade 

NEW! Front and rear guards 
NEW! Stronger .. stainless steel 
NEW! G.E. Calrod heating unit 


115V Ac/Dc 1000 Watt Heating Unit 
The Super Glo-Torch 


retails at only 








Ludlow Electric Paint Remover S-100 


<< Gflo-Torch 
ON now $@).95 
, ONLY ie 











CORPORATION 


Schenectady 6,N.Y. 
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NEN 


SELLS ON SIGHT... 
SPURS WHEELBARROW SALES 


Mult purpose ¢ ol 





, “— 
lapsible wire basket 
of heavy galvanized 
steel fits on all 


tandard garden 
wheelbarrows 
forms sturdy, rigid 


hamper with 1714 
bushel capacity 


@ Quickly and 
simply attached 





@ Lightweight 


for easy handling a A 
Ga ar nae at 
@ Folds to 45x36x2” * ae a 


for storage 








ar 





It's a leaf basket, a trash cart, a leaf burner... 


PATENT 
APPLIED FOR 


See It On Display... and Learn How It Can Build 
Sales During Spring Trimming and Cleanup Time 
BOOTH 32 
NATIONAL GARDEN SUPPLY TRADE SHOW 


FEBRUARY 2, 3 and 4 


Dealers and Distributors Wanted 







Write for 
Full Information and Prices. 


POPE MANUFACTURING CO. 


a ee ee 


McCORMICK 


Suggests You Feature It, Too! 








Because right now McCormick is busy 
pre-selling your customers on the new 
“Economy Size’! In... 
BETTER HOMES & GARDENS 
HOUSEHOLD 
SUCCESSFUL FARMING 
Millions of readers— your customers included! 





MENDS 
MosT 
ANYTHING 
Get the 
New 21 o, 
conomy Siew 


i ‘Mc corMIck 


Note—fing furni 

t 
makers Use it rns ‘oll 

Major repairs} 
McCormick g Co., Inc 
Baltimore 2, Md. ; 


y 
“enos most ANT 


Available in regular 34 oz. and 
New 2'% o2. Economy Size 


Product of 


McCORMICK & CO., INC. 


Baltimore 2, Md 


ANOTHER 
SALES-TESTED 
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| Philadelphia Hardware Group Cites 


C. F. Hood for 1954 Award of Merit 


(Continued from page 236) 


toastmaster for the evening. 

Following the presentation 
of the 1954 Award, President 
Coath introduced the speaker 
of the evening, Rev. Harvey 
C. Hahn, Pastor of the Otter- 
bein Evangelical United 
Brethren Church of Dayton, 
Ohio. 

Other officers and directors 
who were installed during the 
affair are: Charles B. Lein- 
bach, Supplee-Biddle-Steltz 
Co., Philadelphia, vice-presi- 
dent; Thomas A. Fernley, Jr., 
secretary-treasurer; and di- 
rectors for the coming year, 
Mr. Tryon; C. E. Siegfried, 
M. S. Young & Co., Allen- 
town, Pa.; Ray P. Farring- 


ton, Potts-Farrington Co., 
Philadelphia; Harry D. 
Moore, Metal Sponge Sales 


Corp., Philadelphia; William 
P. Gillespie, Henry Disston & 


Sons, Inc., and D. Rumsey 
Plumb, Fayette R. Plumb, 
Inc. 


The scroll presented to Mr. 
Hood contained the following 
citation: 

The Jury of Award after 
mature deliberation has de- 
cided to present the Award 
for the year 1954 to Clifford 
F’. Hood, a man who has been 
associated with the hardware 
industry during his entire 
business career, with a dis- 
tinguished record of service 
to the industry and to the 
public. 

He has been in the hard- 
ware industry since 1917, at 
which time he became an op- 
erating clerk in the cable 
plant of the American Steel 


& Wire Co. at Worcester, 
Mass. 
After serving in World 


War I, Mr. Hood moved for- 
ward rapidly, becoming man- 
ager of the American Steel 
Wire Co. Works at Worcester 
Jan. 1, 1983. 

In 1935, he became vice- 
president in charge of opera- 
tiens at Cleveland, Ohio. Two 
years later he was elected 
vice-president; then, on Jan. 
1, 1938, he was named presi- 
dent of the American Steel 
& Wire Co. 

On Jan. 1, 1950, Mr. Hood 
became president of Carnegie- 
Illinois Steel Co. On Nov. 26, 
1952 he was named to the 
board of directors of the 
United States Steel Corp., 


and as of Jan. 1, 19538, bec: 
its president. 

During World War I Myr 
Hood served overseas ii a 


coast artillery unit from 1917 
through 1919. 
Mr. Hood’s interests 


tend to his chairmanship of 
the Pittsburgh branch of the 
Federal Reserve Bank of 
Cleveland; director of the 
Chamber of Commerce of 
Pittsburgh; chairman of the 
Pittsburgh Airport Advisory 
Committee, and directo f 
the Western Pennsylvania 
Safety Council. 

Various civic and charitable 
institutions have the benefit 
of his advice and counsel 
through his being a director 
of the Allegheny Conference 
on Community Development; 
a director of the Community 
Chest of Allegheny County, 
and a Trustee of Magee Hos- 
pita/. 

In these and other activi- 
ties he has distinguished him- 
self through his unselfish 
devotion and foresight, and 
his participation in business, 
civic and philanthropic en- 
terprises have made him an 
outstanding citizen. 

These many commendable 
activities related to the hard- 
ware industry and to the 
business interests of our 
country bring our 
respect, esteem and acclaim 
to Mr. Hood. 

It is therefore, Resolved by 
the Jury of Award acting on 
behalf of the Hardware Mer- 
chants’ and Manufacturers’ 
Association of Philadelphia 
that Clifford F. Hood be 
selected as one who has re- 
flected great credit upon the 
hardware industry and is a 
most worthy recipient of its 
Award of Merit for the year 


1954. 


merited 


Nichols Wire Elects 
Two Vice-Presidents 


Lloyd E. Batten and Ed- 
ward G. Manix have been 
elected vice-presidents of the 
Nichols Wire & Aluminum 
Co., Davenport, Iowa, cul- 
minating a three-year pro- 
gram of expansion and re- 
gional organization, ware 
housing and sales. 
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Hardware dealers everywhere 


are finding 
it pays to 


sell BROOKPARK 


the nationally advertised 





style and sales leader 
in non-chipping 


plastic’ dinnerware 


MODERN DESIGN 


DESERT FLOWER 
DESIGN 


@ No breakage. 


@ No damaged stock. 


@ No returns. 


@ Guaranteed not to 


chip or break! 


*Melmac or Melamine 





Two patterns in today’s most 
popular colors. Packaged starter 
sets and open stock to 
build more profitable 
dinnerware 
business for you. 


Ask your jobber 
Rack. Good deliveries 
minimize inventory. 
international molded plastics, inc. 
Dept. HA 254 Cleveland 9, Ohio 
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about Brookpark’s Display 


| 









a .where 


aa featured 
INCREASE STEP STOOL SALES and TRAFFIC 


FREE 





OF EXTRA COST 


METALOID 
MATCHING STOVE 
AND UTILITY MAT 
(17” x 19” - $2.19 value) 


with the purchase of 
Metaloid’s popular deluxe 
upholstered step-stool. 










Decorator-matched color and 
design for the modern kitchen. 
Mat protects stove and table 
tops. In wanted colors; red, 
yellow and gray. 


Safety designed Metaloid up- 
holstered step stool with 
“Swing-Ezy"’ step action takes 
all prizes as a safe, sturdy 
rubber-treaded ladder or a 
handsome stool, Matching col- 





ors in red, yellow, and gray. 
Upholstered in easy-to-clean 
pearlized Duran. 

Stools available also in pearl- 
ized blue and solid black 


Newspaper mats and traffic stop- 
ping window posters available. 


Offer expires February 28, 1954 


HANDY 
HOSE HANGER 


e Sells on sight 
e Low cost... 
easy to use 


Heavy guage steel... 
attractive green-baked on 
enamel finish 


Adds years of life to hose... keeps hose 
in natural coiled position 


Holds 100 feet of garden hose 


Phone or wire your wholesale distributor or contact 





8701 UNION AVENUE 
CLEVELAND 5, OHIO 














You arhed for it | 





EB 


DRILL ROUTER 


Drills hole and saws rapidly in any 














direction. Makes any shape hole in 
wood, plaster, wall boards, etc., to 5” 
thickness—not metal. 

To be used in any '/4" portable 

drill or drill press. 

Nothing comparable in 
SPEED — PRICE — QUALITY 
2 SIZES 

#318-1 14” dia. 23%” length $1.25 
#318-2 4,” dia. 41,” length $1.40 


Brilliant display boards. 
without reservation. 


T E C IMPORTS, a 


14404 Addison Street Van Nuys, Calif. 


Guaranteed 











The Original "Do It Yourself" 


STEEL ) 
DEPARTMENT 


FOR YOUR 


65 


PIECES 





ie i * 

HARDWARE STORE AS (4. ] ANGLES 

STAPLE Fs, 

7 Sizes Rounds AS UP T0 

"5/6" Ip" 1/18" te He" = é 
All Rust Resistant Coated 
u istar ate BOLTS FOOT 

3 srittne of e6-E e t 





‘4 <3 ‘ 
All Prime Coated 





4 Lengths Angles 
% x 3’ 4° 5° & 6’ 
All Prime Coated 





HUE RED, | | 
B sregiss; 


S7e4 
NOVEM a pop ints } 
use 


ALL SPECIAL TYPE 

BILITY TESTED STEEL 

TO THREAD, EASY TO 
OR DRILL 


GUARANTEED “COMPETITIVELY PRICED” 
REFILLS ALWAYS AVAILABLE 


The Most Popular Sizes and 

Lengths to Fit 1,001 Uses in and 

Around the Home, Farm and 

Workshop for General Repairing 
and Bullding. 


WORKA- 
EASY 
SAW 





DISPLAY STAND ABSOLUTELY FREE! 


“ONE JOBBER MOVED $18,981.50 WORTH OF STEELBAR 
STOCK IN 10 WEEKS” 


BADEN STEELBAR COMPANY 
STATE STREET, BADEN, PENNSYLVANIA 





Sold Exclusively Through Wholesalers 
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Napoleon, Ohio—The Von 
Deylen Hardware has com- 
pleted the first phase of its 
remodeling program with the 
addition of 500 sq. ft. of floor 
space to their main sales 
floor. Modern fixtures have 
been installed, as well as new 


| lights and a rubber tile floor. 





Butler, N. J.— The Tice 
Hardware Store on Main St. 
was slightly damaged during 
a recent fire which broke out 
in the store. 


Eldon, Mo.—Eckenberger’s 


| Hardware Store on S. Maple 


| mond 


was severely damaged by a 
recent fire. Dewey Ecken- 
berger, owner of the store, 
reported most of the mer- 
chandise and store records 
were destroyed in the blaze. 

Gate City, Va.—The Rich- 
Hardware, located in 
the new Broadwater Build- 
ing, recently opened for busi- 
ness. The new store is owned 
and operated by Emmett 
Richmond and handles a com- 
plete line of hardware, home 
and farm tools, paints and 
small appliances. 


New Wilmington, Pa. 
John Wright has sold his 
hardware business to J. A. 
Walker, of West Middlesex, 
and has retired from active 


Johnston Heads Sales 
For Cincinnati Tool 
Harold C. 


Johnston has 


been appointed sales man- 
ager of the Cincinnati Tool 
Co., Cineinnati, Norwood, 
Ohio. 





_ 


JOHNSTON 


HAROLD C., 


News of the Trade 


HARDWARE BRIEFS 


business. Mr. Walker, in the 
hardware business since 1910, 
announced that the store will 
be under the ownership of 
himself and his two 
Thomas and John. 


sons, 


Corinth, N. Y.—The hard- 
ware store on Palmer Ave., 
owner by Anthony Ullo, was 
severely damaged by a fire 
that originated in the base- 
ment of the two-story wooden 
structure. 

Middleboro, Ky.—W. Sam 
Anderson has been made 
manager of the Bell Hard- 
ware. Mr. Anderson has been 
in the hardware business for 
50 years. 

Carbondale, Ill. — A new 
Gambles store, formerly 
Brown’s Hardware store, has 
opened at 304 S. Illinois. The 





store is owned by M. R. 
Gordon. 
Dunkirk, Ind. — A _ new 


sports department has been 
added by the Eaton Hard 
ware. The store is managed 
by Virgil Springer. 


Aberdeen, S. D. Don 
Hayes has opened a hard 
ware store at 1620 6th Ave 
S. E. The business will be 


managed by John Lee. 


Mr. Johnston for the past 
five years has been 
manager of the Desmond 
Stephan Mfg. Co. His bac! 
ground includes 11 years of 
experience in the marketing 
and distribution of indu 
trial and hardware tools. 


] 
Sales 


Davis Co. Promotes 
McMillan to Sales Post 


Charles F. McMillan has 
been promoted to the position 


of sales manager of the 
Southeastern Sales Div. 
the H. B. Davis Co., Balti- 


more, Md. His territory com- 
prises South Carolina, Ge 
gia, Alabama and Florida, 
with headquarters in Sav: 
nah, Ga. 
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“<) BURKS 





FOR ALL TYPES OF SPRAYING 
Insecticides * Fungicides * Weed Killers, etc, 


INSECT-O-GUN 


™, © 3 GALLON CAPACITY with pint mason jar 
J furnished 
r 6 GALLON CAPACITY when customer replaces 


, 
with quart mason jar 
A Exclusive Bradson water control valve, held on 


or off both hydraulically and mechanically 
Metal head coated green, individually 
display boxed 

Deluxe pistol grip model, packed 3 per 


dealer case 
Retail $5.95 
GARD-N-GUN 


© 1Y%, GALLON CAPACITY 

© Half-pin jar furnished is home replaceable 

© Has exclusive Bradson water control valve which 
need not be held on or off by person spraying 
Metal head coated blue, packed 6 per dealer case 


in display boxes of 3 sprayers each 
retoil $2.95 


BUG-GUN 


© 1%, GALLON CAPACITY 

© No moving parts, one-finger control 

* Gaskets are standard hose washers 

© Enables you to offer a hose-end sprayer at o price 
competitive with one or two quart hand-pump sprayers 


® Packed 12 per dealer case 
Retail $1 95 


¥ 


Thuan 












Go on the 


MORE-Fath/ 


feature - 


MORE Saleable Features * MORE Advertising 
MORE Sales Helps 


Spray the easy way... go on garden hose... 


“oS water pressure does the work! 





Asi” 


FOR VOLUME APPLICATION 


Fertilizers * Lawn Treatments, etc. 


® 20 GALLON CAPACITY with quart mason jar 
furnished 

40 GALLON CAPACITY when customer replaces 
with /)-gallon mason jar 

Sprays any plant food, lawn treatment, insecticide, 
without 


etc., that you mix with water to apply. . 
clogging 
© No moving parts, sprays plain water except when 
tiny control hole is covered with finger 
Spray materials won't corrode it 
Many uses; tree spraying, even car washing 
Metal head coated bright red. 6 per dealer case 


Retail $2.95 











tor C7, TY wafer beyond the mains, You cant beat 
BURKS SUPER TURBINE WATER SYSTEMS 


Finest engineered systems built! Same pumping unit 
for deep or shallow wells. Fully automatic—self 


priming—only one moving part. A size for every 
need. And also—ONLY BURKS HAS LIFE-LOK 

ra stole E-teatelte we ic-lattacmact-tamaet-le) (am altte ¢meltiiey eo maem ele 
vide greater capacity, better performance, and up to 
40°, longer life. 


To be sure—install Burks Pumps. Write today for FREE catalog 


DECATUR 


PUMP COMPANY 
52 ELK ST., DECATUR 70, ILL. 


PUMPS 
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on 
aa 
MORE ADS ... MORE SPACE... MORE OFTEN 
More Help For You: Ads in Flower Grower * Times Home 
Magazine * Sunset * House Beautiful Practical Gardener 
* Living For Young Homemakers * Redbook * Holland's * 
Canadian Homes and Gardens * Popular Gardening . . . 
plus Newspaper, Television and other advertising. Ask your 
jobber, or write for more details. 

Order from your jobber, and feature this advertised line! 


THE BRADSON COMPANY, INC. 
10903 Chandler Blvd. 
North Hollywood, Calif 









- SERVICE 


\ Ss HARES | 


available for 


Patterns are 


Fully 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


practically all plows, listers, 
middlebreakers in No. 1 soft 
center or No. 2 crucible steel 
of the highest quality obtain- 
able. Send today for catalog. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 
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Krey Named Sales Head 
Of McKnight Hardware 
Don H. Krey has been ap- 
pointed vice-president and 
general sales manager of the 





DON H. 


KREY 


Samuel McKnight Hardware 
Co., Pittsburgh, Pa. 

Mr. Krey has spent prac- 
tically his entire business 
career with the Homestead 
Valve Mfg. Co., most recently 
as vice-president in charge 
ef sales. In addition to su- 
pervising the builders’ hard- 
ware and industrial depart- 
ments, Mr. Krey in his new 


position wil] assist in the 
management of McKnight’s 
three retail stores in the 
North Side, Bellevue and 


Whitehall Terrace Shopping 
Center. 

Mr. Krey will also head up 
McKnight’s sales promotion 
and advertising activities. 


Coleman Co. to Start 
Dealer Training School 


The Coleman Co., Wichita, 
Kan., has stepped-up its 
dealer training program and 
announced that classes of 
approximately 65 dealers a 
week from all over the na- 
tion will assemble in Wichita 
for 19 week-long schools be- 
ginning Feb. 8 and ending 
July 2. 

As part of the company’s 
drive for a greater share of 
the home heating market, 
the dealer training program 
is designed to make the firm’s 
dealers better able to meet 
competition. 


Wisconsin Firm Expands 
The Aluminum Goods Mfg. 
Co., Manitowoc, Wis., has 
eoncluded negotiations for 
the purchase of 104 acres of 
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land between the cities of 
Manitowoc and Two Rivers 
for future expansion of the 
company’s facilities. 





Harper Promoted By 
Eureka Williams Co. 


Sert A. Harper, zone man- 
ager for the Dispos-O-Matic 
Div. of the Eureka Williams 
Co., Div. of Henney Motors 
Inc., Bloomington, II1., 
has been appointed regional 
manager for the combined 
Dispos-O-Matic and Eureka 
vacuum cleaner divisions for 
the states of Oklahoma and 
Texas. 


Co., 


At the same time, it was 
announced that Everett L. 
Dawkins has been appointed 
a sales representative for 
the Williams Div. of the firm. 





Rival Mfg. Names Neary 
Western Sales Manager 
Leonard J. Neary has been 
appointed western sales man- 
ager of Rival Mfg. Co., Kan- 





LEONARD J. 


NEARY 


Mo. He will be 
sales in all 
Denver, in- 


sas City, 
responsible for 
states west of 
cluding western Texas, and 
will make his headquarters 
at 3120 W. 9th St., Los An- 
geles 6, Calif. 

Formerly district sales 
manager of the California 
territory, Mr. Neary joined 
Rival in 1940. He is a mem- 
ber of the Los’ Angeles 
Housewares Club. 


Ekco Acquires Capital 
Stock of Autoyre Co. 
Ekeo Products Chi- 
cago, Ill., has acquired all 
the capital stock of the 
Autoyre Co., Oakville, Conn., 
manufacturer of stamped and 
polished bathroom fittings. 


Co., 


News of the Trade 





Stockholders of Autoyre will 
receive approximately 80,000 
shares of Ekeo common stock. 

This transaction will re- 
sult in a very significant ex- 
pansion in Ekco’s domestic 
and foreign operations, ac- 
cording to Benjamin A. 
tagir, president of Ekco. 
Production at the Autoyre 
plant will be expanded imme- 
diately. Philip B. Shailer, 
president of Autoyre, will 
continue in that capacity and 
will become a member of the 
Ekco board of directors. The 
present Autoyre organiza- 


tion will also continue. 


Detroit-Michigan Stove 
Elects Kaiser Executive 

Fred A. Kaiser 
elected executive 
dent and a director 
Detroit-Michigan Stove Co., 
Detroit, Mich. He succeeds 
Wendell L. Smith who has 
retired. 

Mr. Kaiser, who has been 
vice-president of the com- 
pany since 1948, has been 
with the firm since 1931, 
when he started as a terri- 
tory salesman. He was 
named manager of the firm 
in 1938 and appointed assis- 
tant to the president in 1943. 


has been 
vice-presi- 


of the 


Reo Appoints Proctor 
Trollabout Dept. Head 


Clyde L. Proctor has been 
named supervisor of the new 
Trollabout Dept. of Reo 
Motors, Inc., Lansing, Mich. 
The new department was or- 
ganized to handle distribu- 
tion of the company’s low 
cost inboard engine kits for 
boats up to 18 ft. in length. 

Mr. Proctor was formerly 
associated with General Mo- 
tors Corp., and the Nash- 
Kelvinator Corp. 





CLYDE L. PROCTOR 


HARDWARE AGE, FEBRUARY 4, 


St. Pierre Chain Corp. 
Buys Trimont Mfg. Co. 
Henry St. Pierre, presi 
dent of the St. Pierre Chain 
Corp., Worcester, Mass., has 





PIERRE 


HENRY ST. 


announced that his firm has 
purchased the assets of the 
Trimont Mfg. Co., Roxbury, 
Mass. 

The Trimont firm manufac- 
tures Trimo pipe wrenches. 
The new acquisition will be 
known as the Trimo Wrench 
Div. of the St. Pierre Chain 
Corp. A major advertising 
and merchandising campaign 
on Trimo wrenches will be 
launched shortly, according 
to Mr. St. Pierre. 

Raymond D. Moore, vice- 
president in charge of sales, 
will have associated with 
him, Franklin P. Aiton, for- 
mer vice-president of Trimo, 
and H. A. Olson, former ex- 
port manager. 


Shepard Laboratories 
Acquires Neatslene Co. 


The Shepard Laboratories, 
Div. of Searle Petroleum Co., 
Omaha, Neb., has acquired 
the business of the Neatslene 
Co., also of Omaha. 

The Neatslene firm manu 
factures leather oils, water- 
proofings, animal shampoos 
and hair dressing. Shepard 
Laboratories makes disinfec- 
tants and insecticides. Roy 
W. Shepard, original founder 
of the firm, will manage the 
the Shepard Laboratories 
Div. 


Ryan Named to Post 


George A. Ryan has been 
named sales engineer, Plas- 
tics Div., Boston Woven 
Hose & Rubber Cam 
bridge, Mass. 


Co., 
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Alix Welch Stanley 


Alix Welch Stanley, 81, 
former president of the 
Stanley Rule & Level Co., 


and director of the Stanley 
Works, New Britain, Conn., 
for 33 years, died at his 
winter residence in Ponte 
Vedra Beach, Fla., Dec. 27. 
Mr. Stanley was president 
of the rule and level com- 
pany from 1911 to 1920. At 
the time of its merger with 
the Stanley Works, the Stan- 
ley Level & Rule Co. had 
plants in Canada, Vermont, 
New York and Plantsville 
and Bridgeport, Conn. 
From 1920 until his death, 
Mr. Stanley was a director 
of Stanley Works and presi- 
dent of the Stanley Securi- 
ties Co. In 1928, he gave 
New Britain 400 acres of 


Hamlin, Williams Named 
Ridge Tool Salesmen 


Ralph W. Hamlin and M. 
B. Williams have been named 
sales representatives for the 
Ridge Tool Co., Elyria, Ohio, 
taking over the territory va- 
cated by C. O. Hollen, who 
has retired from active busi- 
ness. 

Mr. Hollen, Ridge repre- 
sentative since 1925, had cov- 
ered New Jersey, Pennsyl- 
vania, Maryland, Delaware, 
Virginia and Washington, 
B.S. 

Mr. Hamlin, transferred 
from the Ridge home office 
in Elyria, will cover New 
Jersey, Pennsylvania East 
of Lewistown, and Wilming- 
ton, Del. He will make his 





RALPH W. HAMLIN 


land now occupied by the 
municipal golf course and 
the A. W. Stanley Park and 
swimming pool. In 1943, he 
formed the Alix W. Stanley 
Charitable Foundation. 
Mr. Stanley began his 
career in 1892 with the 
Worthington Pump Co, of 
New Jersey, serving for a 
time as its representative in 
Mexico. In 1900, he returned 
to New Britain as secretary 
of the Stanley Rule and 


Level Co. 


James A. Long 


James A. Long, head of 
city sales for Farwell, Oz- 
mun, Kirk & Co., St. Paul, 
Minn., wholesaler, died sud- 
denly while at his 
Dec. 31. 

Mr. Long joined the whole 


desk on 


headquarters in Drexel Hill, 
Pa, 

Mr. Williams will travel 
the territory comprising the 
District of Columbia, Mary- 





M. B. WILLIAMS 


land, Delaware (except Wil- 


mington), Virginia and 
North Carolina. He was 
formerly with the U. S. 


Radiator Corp. in Washing- 
ton, D. C., for six years, 
and for the past three years 
he was southern sales repre- 
sentative for a New York 
City tool company. In_ his 
new position, he will make 
his headquarters in Wash- 
ington, D. C. 


Distributor Appointed 


The Garden & Lawn Equip- 
ment Co., Salt Lake City, 
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sale hardware company in 
1914. He travelled out of 
Valley City, N. D., for a 
number of years and then 


was assigned to the St. 


James, Minn., territory from 


where he was brought into 
the main office of the firm 
in 1950. 

He is survived by his 
widow. 
John O. Nickey 

John O. Nickey, 55, sales 
and traffic consultant and 


advertising manager for the 
Jackson Mfg. Co., Harris 
burg, Pa., died Jan. 14 as 
the result of a cerebral hem- 
orrhage. 


Mr. Nickey had been as 
sociated with Jackson since 
1919 and at one time had 
been sales manager of the 
company. 

He is survived by his 
widow, a brother and two 
sisters. 


Utah, has been appointed by 
the Propulsion Engine Corp., 
Kansas City, Mo., as its dis- 
tributor in the state of Utah. 


Cory Corp. Names Bales 
Territory Manager 


Robert W. Bales has been 
promoted to the post of South 
Texas territory manager for 
the Cory Corp., Chicago, Ill. 

Mr. Bales, prior to his 
new appointment, was assis- 
tant territory manager for 
Chicago and northern Iilli- 
nois. In his new position, he 
will make his headquarters 
in Houston, Tex. 

He will handle the sales of 
Cory housewares and elec- 
trical appliances, Nicro 
housewares, and Fresh’nd- 
Aire air conditioners and 
air treatment appliances 
throughout South Texas from 
the Louisiana border to San 
Angelo and from Waco to 
srownsville. 





Church Appointed 


Norman Church has been 
appointed southern sales 
manager for the Federal 


Enameling & Stamping Co., 
Pittsburgh, Pa. He succeeds 
his father, C. R. Church, who 
died recently. 


W. W. Ring 


W. W. Ring, 48, assistant 
to the vice-president in 
charge of consumer products 
for the Westinghouse Elec 
tric Corp., Pittsburgh, Pa., 
died of a heart attack Jan. 
20 after a short illness. 

Mr. Ring, with Westing 
house for 18 years, had been 
assistant to the vice-president 


since 1949, 
Surviving are his widow, 
four children, his father, 


four brothers and five sisters. 


Chester J. Marleau 


Chester J. Marleau, 58, 
Toledo, Ohio, hardware dealer 
died Jan. 19 after a three- 
day illness. 

In the hardware 
for 30 years, Mr. Marleau 
succeeded his father in the 
D. J. Marleau Hardware Co., 
3516 Detroit Ave., when the 
latter retired in 1943. 

Survivors include his 
widow, a son, two sisters and 
a brother. 


business 


Dayton Pump Appoints 
Paulson to Field Post 


Donald Paulson has been 
appointed field service super- 
visor of the Dayton Pump & 
Mfg. Co., Dayton, Ohio, and 
Ralph J. Krohn, Jr., has 


been made district sales rep- 


resentative for the state of 
Texas. 
Mr. Paulson will be re- 


sponsible for developing ser- 
vice programs for Rapiday- 
customers and for the 
establishment of 
repair stations 
products in 


ton 
future 
authorized 
for Rapidayton 
various sections of the coun 
try. 

D. J. MeCarthy will con- 
tinue as service manager 
and all service correspond- 
ence and parts orders should 
be directed to him. 

Mr. Krohn will make 
headquarters in Houston 


his 


Correction 


stated 
More 


incorrectly 


"30% 


It was 
in the article, 
Busines From Open Dis- 
play,” in the Dec. 10, 1953, 
issue of HARDWARE AGE that 
Hecker’s Fast Sprague Hard- 
ware is located in Seattle, 
Wash. The firm is located in 
Spokane, Wash. 


263 





a 
| 
aa | 


3 |~ 
ion om in 


~ 


= 








1% 
40 


Ww 








eens 
7 ere 
beta nat 














The Business Outlook—Markets and Price News 


(Continued from page 14) 


mony was introduced showing that 
the defendant had continued to sell 
Pflueger reels at less than Fair 
Trade prices after being specifically 
requested by the Enterprise com- 
pany It was not deter- 
mined the defendant 
tained the reels but it was assumed 
they were shipped in from a whole- 
saler in another city. 


The defense 


to stop. 


where ob- 


testimony showed 
that the retailer had not signed a 
Fair Trade agreement with the 
Enterprise company and that “their 
main method” of doing business 
was to sell nationally advertised 
merchandise at reduced prices. Ac- 
cording to the decision of the court, 
however, these facts do not relieve 
a retailer from the obligation of 
respecting Fair Trade prices when 
such prices have been lawfully es- 
tablished by the manufacturer.” 
As part of its Fair Trade policing 


program, the Aluminum Goods 
Mfg. Co. of America, Manitowoc, 
Wis., has been successfully cor- 


recting occasional violations of its 
Mirro Fair Traded prices through 
the personal contacts of company 
representatives. 

However, recently the company 
found it necessary to send out 
registered mail warnings to retail- 
ers who have not immediately cor- 
rected violations when personally 
notified. The company has also an- 
nounced that it will take legal ac- 
tion, if necessary, to see that es- 
tablished Fair Traded prices are 
maintained. 


Farm Equipment Sales 
To Stay at ‘53 Level 


Farm equipment manufacturers 
predict that their business will de- 
cline “very little’ this year as com- 
pared with 1953, reports the Com- 
merce Department. 
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Wholesale Trade Down 
1 Pct in November 

Wholesale trade fell off in No- 
vember, the U. S. Department of 
Commerce reports. 

The November total was $9.2 bil- 
lion. After allowances for seasonal! 
factors, this is 1 pct below Oc- 
tober, 1953, and also 1 pct under 
November, 1952. 


Nation's Economy Moving at Slower Pace; 
Attributed to Trimming of Inventories 


A diagnosis of the nation’s eco- 
nomic health at the end of 1953 
finds the patient doing exceptional- 
ly well but at a pace somewhat 
slower than at mid-1953. 

This is what the Commerce 
partment finds in scanning 
ness activity throughout the nation. 

The ‘moderate decline which 
took place in the final two months 
of last year in the flow of income 
and output reflected mainly an ‘ad- 
justment’ of purchasing in order 
ot improve inventory positions,” 
the department says. 

The major impact of the inven- 
tory trimming, it adds, has been 
felt in manufacturing. 

Judged by their book value, sea- 
sonally adjusted business inven- 
tories stopped growing at the end 
of September. By the end of No- 
vember they had been cut $900 mil- 
lion, or 1 pet below the $82 bil- 
lion Sept. 30 total. Practically all 
of the decline was accounted for by 
lower retail and manufacturing 
stocks. 

Retail stocks were off 2 pct and 
manufacturers’ inventories were 
down 1 pet. 

This checking of inventory growth 
was effected mostly by lowering 
production and purchasing sched- 
ules. In effect, retailers sold goods 
off the shelf and manufacturers 
filled new orders from the stockpile. 

Despite the slowdown in the 
business pace in the final months of 
last year, the department says, 
“overall business activity” in the 
final 1953 quarter was at about the 
same rate of the “high fourth quar- 
ter of 1952.” 

This was due, the department 
says, to the continued high rate on 
personal consumption of goods and 
services, near record investments 
by business in new plants and 


De- 
busi- 


equipment and large federal, state 
and local spending. 

The department that the 
gradual trimming of production 
schedules in November accounted 
for the absence of the usual sea- 
sonal rise in non-farm employment 
from November to December. It 
also resulted in some reduction in 
the average hours worked, on a sea- 
sonally-adjusted basis, particu- 
larly through cutting of overtime 
schedules. 

Unemployment rose 422,000 be- 
tween November and December to 
1.8 million. This was about 400,000 
above a year earlier. 

Personal income also showed a 
dip in the closing months of 1953. 
Individual income in November 
was down almost $2 billion from 
October. 


notes 


Department Store Sales 
Increased 2 Pct in ‘53 


The nation’s department stores 
rang up a 2 pet gain in dollar sales 
in 1953 over the previous year, re- 
ports the Federal Reserve Board. 

The board’s report does not list 
dollar figures, only percentage in- 
creases or declines. Officials say 
they do not release dollar figures 
because reporting stores have re- 
quested that figures be withheld. 


$5 Billion Cut In 
Procurement Orders 


Immediate effect of the Army’s 
decision to slow up its rate of pro- 
curement and “live off the pantry 
shelf” in the months ahead is to 
be a trimming of procurement or- 
ders to $5 billion by June 30. Com- 
parison: Outstanding orders were 
valued at $11 billion on July |, 
1953, and at $13 billion a year ago. 
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*WOODRUFF KEYS 
* MACHINE KEYS 

* MACHINE RACK 
“TAPER PINS 


“COTTER PINS 
“SPECIAL PARTS 


and other Stanho products 
Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


Since 1872 


ORSE MA/L CORP 


NEW BRIGHTON, PA 
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NOW! Offer Customers This 
o it Yoursell’ 


Spray Gun! 


@ An Industrial Quality Tool 
@ Priced for the Handyman 


Completely Portable. NO HOSES 
NO CORDS @ NO ELECTRICAL OUTLETS 


























Here's the home sprayer handy- 
men have been looking for! 


portable . . . pressurized by in- 
expensive CO. cartridges 

no hoses, compressor or electric 
cords to bother with . .. no 
limit to where it can be used! 
Handles paints, varnishes, in- 
secticides, oils, etc. Dozens of 
applications . . . thousands of 
prospects right in your shop- 
ping area! Used successfully in 
industry for more than five 
years. Ruggedly built of corro- 
sion resistant materials. Write 
for complete details] 


BECKER 


CO, POWERED SPRAY GUNS 
SULLIVAN-BECKER CO., Dept. 264-B, KENOSHA, WISCONSIN 





This striking orange and white display carton 
holds 12 individually boxed Baldwin Chain Door 
Fasteners . . . Takes up a tiny 7!/, x 5 in. space 
on your counter but hits hard for those extra 
impulse sales . . . Solid brass construction yet 
priced to make extra sales with extra profits. 


ORDER YOUR BALDWIN DISPLAY CARTON TODAY! 


Immediate Deliveries with Satisfaction Guaranteed 


BALDWIN manuracturRING CORPORATION 
1290 CENTRAL AVENUE « HILLSIDE, NEW JERSEY 
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Nation's Economists Split in Views On 
Business Prospects for the Next 12 Months 


The American Economic Associa- 
tion’s meeting recently in Washing- 
ton brought forth this statement 
from Dr. George W. Hildebrand 
of the University of California at 
Los Angeles: 

With a policy of tax cuts and easy 
money, the Eisenhower Administra- 
tion may keep things humming dur- 
ing the next 12 months. 

But Alfred Gailord Hart, Co- 
lumbia University economist and 
former U. S. Treasury consultant, 
took a somewhat less optimistic 
tack: 

A serious slump in demand for 
such key items as autos, appliances 
and machinery will develop within 
the next few years “whether or not 
we have one in 1954.” 

The two economists’ view pretty 
much represent the split voiced at 
the recent conclave. The nation’s 
top economists held a _ four-day 
meeting in Washington late in 
December to discuss the United 
States’ economic future. 

Dr. Hildebrand said the Admin- 
istration is conducting what he 
termed “an important economic ex- 
periment” designed to maintain an 


Personal Income Rate 
Declined in November 


The Commerce Department re- 
ports that the personal income rate 
in November was $285.5 billion, al- 
most $2 billion lower than the Oc- 
tober rate but $8 billion above the 
November, 1952, rate. 

The department notes that the 
$2 billion drop was due mostly to 
further declines in factory payrolls. 

The income rate for the first 11 
months of 1953 was 6 pct higher 
than for the same 1952 months. 


National Income Rate 
At $308 Billion Mark 


The Department of Commerce 
reports national income in the 
third quarter of 1953 achieved an 
annual rate of about $308 billion. 
This was about 6 pct above the 
$292 billion national income for 
the year 1952. 

The $308 billion figure, however, 
was $2.5 billion less than in the 
second quarter of last year. It was 
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expanding economy of private en- 
terprise and at the same time ease 
up on heavy Federal spending. 

“The principal means for the ex- 
periment are substantial tax re- 
ductions coupled with easy money, 
applied to a system now free from 
several former direct controls,” he 
said. 

The hope clearly is that spon- 
taneous increases in spending for 
private investment and consump- 
tion by state and local govern- 
ments will keep the present boom 
going, he continued. 

Dr. Hart, in predicting the slump, 
said: 

“What should worry us is not the 
possibility of a recession—which 
is normal—but the fact that we 
have so little in reserve to deal 
with one.” 

Mr. Hart said the obvious remedy 
for recession is tax-cutting to give 
the people more money to spend. 
adding: 

“Means are available to hold a 
recession within limits the United 
States can readily stand, but the 
effects abroad of even a mild re- 
cession here could be disastrous.” 


higher than the first quarter of 
1952, when national income reached 
the annual rate of $307 billion. 

The department says the mod- 
erate decline from the second to the 
third quarter was mainly in the in- 
come of manufacturing industries. 

The net income of farm owners 
declined about’ $1 billion in the 
third quarter to an annual rate of 
$11.5 billion. Income of non-farm 
proprietors was stable. 


Total Retail Sales 
Up 4 Pct in 1953 


All retail stores last year sold 
$171 billion worth of merchandise, 
4 pet more than they did in 1952. 

These are Department of Com- 
merce figures, unadjusted for sea- 
sonal and trading day factors. 

Latest department figures on 
hardware stores show sales for the 
first 11 months of 1953 were 1 pct 
ahead of the same months in 1952. 

In November, hardware store 
sales dipped 1 pct under those for 


November, 1952, 6 pet under those 
for October, 1953. 

Metropolitan areas in which 
hardware stores in November had 
sales increases over November, 
1952, are Boston, Buffalo, Chicago, 
Detroit, Hartford, New York City, 
Philadelphia and St. Louis. 

Areas which showed decreased 
sales are Los Angeles, Norfolk, 
Providence, Sacramento, Seattle 
and Washington, D. C. Milwaukee 
sales were the same for both years. 
Figures for other areas were not 
available. 


Snowstorm Causes Drop 
In New York City Sales 


Department store sales in two of 
the East Coast key markets showed 
divergent performances in the week 
ended Jan. 16. 

Department store performance 
in New York for that week dropped 
17 pet below the same 1953 week. 
But in Philadelphia sales rose 
8 pct. 

New York retailers say a heavy 
snowfall caused the sales drop. 
While Philadelphia received the 
same weather as New York, New 
York retailers say any comparison 
would be unfair. Philadelphia in 
1953 had a four-day transit strike 
in the Jan. 16 week. 

San Francisco department store 
sales in the week ended Jan. 16 
were off 5 pet from year ago totals, 
while Los Angeles store volume 
rose 1.2 pct. 


Mail Order, Chains 
Show Sales Losses 


December sales for most chain 
stores and mail order companies 
showed small to substantial drops 
from December, 1952. Their per- 
formance in December indicated a 
continuation of a downward trend 
that began last August. 

Dollar sales during the first part 
of the year were strong enough, 
however, to provide most chains 
with a slight sales gain for the 12 
month period. 

Mail order sales figures for De- 
cember were off again as they have 
been all autumn. Montgomery 
Ward sales were 10.7 pct under 
those for the like month in 1952. 
Spiegel reported sales 8.2 pct lower. 
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Improved—Looks Better 


Workingmen 


easy seller! 








like this heavy gauge aluminum 
seamless lunch kit. Housewives like the ease with 


which it can be kept spotlessly clean. 


Available with or without Vacuum Bottle or Tray. 


Onder from your Jobber 


PENN METAL WARE CO. 


It's an 





Scott Street « Wilkes-Barre, Pa. 














Cemetery Vose 


Bouquet Holder 





Portoble Picnic Snock Toter 








S 


Push Type & Woll Mount Hose Reels Gorden of Household Too! Holders 











Seed Storter & Al. Violet Trays All Steel Watering Cons 


3 Complete Lines 


Plont Boxes * 








Top-0-Stove Ovens 


Hose Hangers * 2 Complete Lines 










ae: 











Sel Attaching Window Sheit Top-0-Stove Boke All 





Portoble 


Wienle etegpectons Through your wholesale distributor or write direct 





BRAND NEW Eee. 1963 


CATALOG 


NOW AVAILABLE 
Send for Your Copy 






NEWARK 5S.N. J 


109-135 MEEKER AVE 




















ork, New 

“Iphia in For Homes, Trailer Camps, Apartment Courts, Etc. ‘ ° . 

it strike in Tinware with 

pag LAWN nationally advertised 

Jan. 16 

ro totals, 

‘see | SECTIONAL ae 
PLAY YA R D Smashing all sales records! 

* 

st chain EASY TO ERECT Shipping Woloht: Aperesimately 25 the. 

ge OR DISMANTLE nn i ante to Carton 

al drops 

tt oak GIVES 22 SQ. FT. OF PROTECTED PLAY AREA | World 

icated a The Hopkins Lawn Sectional A standard six-section yard | famous a es 


‘d trend 


rst part 


Play Yard can be put up 
anywhere outdoors and made 
into many shapes and into 
any desired size. Sections are 
joined and held together by 





gives 22 square feet of pro- 
tected play space. Any num- 
ber of extra units can be 
added. As an example, two 
sections added to a six sec- 















MOULI 
GRATER 





enough, —_ metal Rag that slip tion oblong will give double 
chains easily into the ground. or 44 sq. ft. of play area. 
: q ated | Watch your stock 
r the 12 HARDWOOD CONSTRUCTION! COATED WITH NON-TOXIC VARNISH . 
Order from your jobber 
LOW IN PRICE! | lodart $100 
for De- PERMANENT SHOWROOMS: : 1 
One Park Ave. A i 
ey have New York City Mart, Space M2 “Bldgs 7th Fire’ | 
’ : icago High Point 
“gomery T 
y= ler Send for free catalog. M O U L | 
: ( 
5 CORPORATION 
n 1952. MANUFACTURING COMPANY MANUFACTURING 
t lower. NQRTH GIRARD, PENNSYLVANIA 91 BROADWAY JERSEY CITY 6, N. J. 


4, 1954 
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attractive 
display 


Lif A Real 
/ Profit 
Maker! 


... THAT PAINTS 
AROUND CORNERS 


Now ...a flexible paint brush that bends 
to any angle... makes it easy to paint 
those spots an ordinary brush just can't 
reach. Makes painting easter and quicker. 
The Paint Brush with a thousand uses! 


SEE YOUR JOBBER 
OR WRITE 


















529 MERCHANTS ROAD 
ROCHESTER, N. Y. 












YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 












To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 


AMM MI 


Stewart Iron Railing Iron Picket Fence 


Stewart Chain Link 
Wire Fence 








OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 





THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 





IRON 
Siteweawi S 
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Sears, Roebuck & Co. had the small 
est decrease of the major chains 
with a 4.6 pet drop. 

F. W. Woolworth Co., J. N. New- 
berry Co. and G. C. Murphy Co 
among the nation’s larger variety 
stores showed sales decreases in De 
cember. The same chains, 
ever, were up slightly over the year. 


how- 


Christmas Week Sales 
Higher in Dept. Stores 
Department store sales were up 
12 pet for the 
ended Dec. 26, compared with the 


nationally week 


like 1952 week, reports the Fed- 
eral Reserve Board. 
The largest gain for the week 


was recorded in New York, where 
sales jumped 19 pct over the same 
1952 period. New York perform- 
ance was closely followed by At- 
lanta, 
pet; 


where sales moved up 17 
Boston, where sales gained 
16 pet, and Chicago and Richmond, 
where sales were 11 pct higher. 
Other sales for the Dec. 26 week 
follow: Philadelphia up 9 pet; 
Cleveland up 10 pet; St. Louis up 
9 pet; Minneapolis up 10 pet; 
Kansas City up 6 pet; Dallas up 
9 pet and San Francisco up 8 pct. 
Performance of the areas for 
the year through Dec. 26 follow: 
New York down 1 pct; Boston up 


1 pet; Philadelphia up 1 pet; 
Cleveland up 3 pet; Richmond 
down 2 pet; Atlanta up 2 pet; 


Chicago up 3 pet; St. Louis up 2 
pet; Minneapolis up 2 pet; Kansas 
City no change; Dallas up 1 pet 


and San Francisco no change. 


Business Failures Up 

At Beginning of '54 

failures increased in 
the first week of this year, after 
dropping to a holiday low at the 
end of December, Dun & Bradstreet 
reports. 


Business 


Failures in the retail trade in- 
creased, aecount for 125 of the total 
of 202. Failures among wholesale 
firms dropped while casualties 
among manufacturers increased. 

All sections of the country, ex- 
cept the South Atlantic and the 
Pacific areas, showed gains in fail- 
ures. The biggest increase came in 
the Middle Atlantic States. 


Eastern Railroads Cut 
Iron and Steel Rates 
Freight rates on many iron and 
steel products are to be reduced 18 
to 20 pct in 30 days when 
tariffs this month by 
eastern railroads go into effect. 
The new 
apply to shipments of 40,000 lb or 
more to make railroads competitive 
with trucks. The new tariffs on 
shipments of 80,000 Ib or more will 
be 5é lower than 40,000-Ib 


new 
filed early 


proposed rates. will 


rate 


More Retailers Now 
Discounting Invoices 


The credit situation is im- 
proving, 
Retailers and wholesalers were 


paving their bills more promptly in 
November than they 
gust, reports the National A 
tion of Credit 
among credit executives in princi 


were in Au 
ocia- 
Men on a Survey 
pal cities. 

In November, 81 pet of the 
dealer discounting 
their invoices or paying them when 
due, against 80.8 pet in August 
Among wholesalers, the November 


accounts were 


figure was 85.5 pct against 84.8 pet 
in August. 

Manufacturers were less prompt 
but only in a slight degree. In 
November 86.2 pct were discount 
ing or paying promptly, 
87.4 pct in August. 

Following are figures for 
ing cities on the percentage of re- 
tailers discounting or paying in 
voices when due: 


against 


lead 


Percent of dealers 
discounting or 
paying when due 


Nov. Aug. Nov. 

1953 1953 1952 
Atlanta 86.2 844 81.6 
Baltimore 85.2 86.6 893 
Boston 79.0 80.6 85.2 
Cleveland 76.5 83.7 876 
Dallas .. a 90.0 79.9 95.1 
Denver 87.0 81.0 87.3 
OS ae 81.9 82.0 86.3 
Houston ....... 83.5 860 789 
Kansas City 82.2 84.0 85.8 
Los Angeles 79.6 81.0 82.2 
Louisville 79.9 82.0 88.7 
Memphis 88.3 89.0 85.9 
Minneapolis 82.8 72.2 87.3 
Newark 74.2 77.9 89.9 
Omaha 75.5 83.8 78.8 
Pittsburgh 77.0 77.3 778 
Portland 77.4 844 8590 
Richmond 78.0 79.3 72.2 
St. Louis 82.1 81.3 84.4 
San Francisco 81.7 82.0 79.6 
Seattle 79.8 72.9 83.2 
Sioux City 81.5 80.7 82.7 
Wichita 85.7 81.5 71.6 
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Construction Awards 
Set All-Time Record 


‘here will be lots of construc- 

n activity in the months ahead, 
the F. W. 
tion news and marketing special 
ixts, reports and this means build- 


hardware will be in strong 


Dodge Corp., construc- 


jemand. 
he prediction is based on the 
l-time high dollar-volume record 
contract 


construction awards 
iring 1953. 

The 1953 total for 37 states east 
{ the Rocky Mountains was $17!» 
billion, 4 pet higher than the pre- 
vious all-time high set in 1952. 

Non-residential awards were up 
| pet, residential awards down 3 
pet in 1953 over 1952. Publie and 
private works and utility awards 
were up 17 pet. 


Total Housing Starts 
Down 2 Pct in 1953 


Total housing starts were 1,102,- 
100 units in 19538, exceeding the 
million mark for the fifth consecu 
tive year, reports the Bureau of 
Labor Statistics. 

The total was 2 pet under the 
1,127,000 units in 1952 which was 
the second best housing year on 
record, 

Privately owned new housing in 
1953 totaled 1,066,900 units, slight- 
ly under the 1952 total. An esti- 
mated 68,000 units were started in 
December, down 12,000 from the 


November figure and 3,500 less 

than in December, 1952. 

$34.8 Billion Spent 

On New Construction 
Public and private outlays for 


new construction last year reached 
a new record of $34.8 billion—7 
pet higher than in 1952, the Com- 
merce Department reports. 

December expenditures for new 
construction showed the usual sea- 
sonal decline. Outlays totaled $2.7 
hillion—down 11 pet from Novem- 
ber but 4 pet higher than in De- 
cember, 1952. 

Private construction for the year 
was up 8 pet from 1952 to $23.6 bil- 
lion while public outlays rose 4 pet 
to $11.2 billion. New records were 
set in 1953 for private spending on 


commercial 
and public 

The fee 
counted 


outlays last year. 


was uncha! 


Private spending for residential 


building 1 


almost $12 
made the e 
private r 
total 


ceeded 


public cons 


der 


uct. 


ers 
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quiet — like an electric 
compact and handy! A quality prod- 


black, 
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MULTI-USEFUL POWER TOOLS 


General 


The 
experimental 
Winter Home Furnishings Market 
Chicago and estimated its ini 


Tentative plans call for its 


about 


New Style Refrigerator 
Introduced by G.E. 


Electric Co. 


the wall like a 
company 


model at the 


Nov. 1. 


(110-120 VOLT A.C.) 


CPL, 


1} Sor V8) he) 
THEIR FEATURES 


Vow Electric 


STRAIGHT LINE ACTION 5 


SANDER- 
POLISHER 


Combines lowest 


has. So light — only 2'2 Ibs.! So 
razor! So 


Fully guaranteed. Comes in 
red or green. Individually 


selling thousands. 


250 WATT 
“Quick-Hot" 


ELECTRONIC 
SOLDERING GUN 


Nationally advertised. First choice of home 
handymen and shop men everywhere. Heats in 
3 seconds, cools quickly, automatically spot- 
lights work. Well made, fully guaranteed. In 
Continuous Operation Tests, equipped with 
WEN “Feraloy” Tip (50c) scored 567 hours — 
competitive guns and tips 21 minutes to 1% hrs. 


ALSO CUTS PLASTIC TILE 


WEN PRODUCTS, 


@ CHICAGO 31, ILL. 


5808 NORTHWEST HIGHWAY 


BECAUSE OF 
THEIR PRICE 


OUNTS 
EXTRA BIG DISC 
and SALES HELPS 


$1295 


Colors: — black, 

red or green. 

Self display 
cartons. 


INC. 


Export sales, Scheel International, Inc., Chicago 





plans 


showed 


Lo 


produce a refrigerator-freezer that 
kitchen 
an 


Mid- 


tial price between $800 and $900 
intro 
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NSA 
SELLING 
KEMOVER 





For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S$. Lauderdale, Memphis, Tenn. 





with 


DOOR-EASE°® 
STICK LUBRICANT 
Nationally advertised 15c sell- 
er, comes 12 in display box 
Hundreds of uses in home and 


shop. 





Also large 39c seller in 


metal container, packed 6 in 


display box. 


American Grease Stick Co. 








AGs 

















Promotions 


Manufacturers’ New Merchandising Plans 


Bigger Ad Drive For 
Table Appliances 

An expanded advertising, mer- 
chandising, and publicity program 
for the Dominion Electric Corp., 
Mansfield, Ohio, manufacturer of 
electric table appliances, will get 
under way this Spring with full- 
page, full-color ads in leading con- 
sumer magazines. 


In addition, the company will 
participate in network TV and 
radio programs, and_ top-rated 


regional radio and TV shows in key 
market areas. The campaign will 
be based on the theme “Sell the 
Features,” and will also aim to pre- 
sell the consumers 
through national advertising. 


products to 


Temco Dealer Aids 
Being Distributed 

Temco, Inc., Nashville manufac- 
turer of gas heating appliances, is 
making available through its dis- 
tributors full-color catalogs and 
consumer illustrating its 
1954 line. 

One of the two 12-page catalogs 
is on gas heaters and the other is 
on wall heaters and floor furnaces. 
four con- 
use 


pieces 


In addition there are 


sumer folders, designed for 


either as a giveaway or a self 
mailer. 

Temco is also making available 
displayers for showing the heaters 
floor furnaces on the dealer’s 

All of these aids are avail 
nominal cost. 


and 
floor. 
able to dealers at 


Scotch Tape Sponsors 
‘Arthur Godfrey Time' 


Minnesota Mining & Mfg. Co. 
will become an Arthur Godfrey 
sponsor on television and radio, 


Feb. 22. The sale price involved in 
the one-year contract was reported 
by the St. Paul firm at nearly two 
million dollars. 


The 3M company, makers of 


coated abrasives, will sponsor the 
10:00-10:15 a.m. (EST) segment. 
Monday and Wednesday, of the 
show which is simulcast over 43 
CBS television stations and 202 
CBS radio stations 


National Ad Promotion 
For Garden Equipment 

Spring advertising plans of the 
such Mfg. Co., Elizabethtown, Pa.. 
will promote wheelbarrows, spread- 
ers, rollers, and aerators with space 
in Life, Saturday Evening Post and 
Better Homes and Gardens. 

The advertising will feature the 
newly restyled Buch line, and will 
begin with a two-color half-page in 
the April 12 issue of Life. It 
be backed up with a free, complete 
display kit, including window stick 
ers and streamers, and an 18x28 in 
blowup of the ad. Kits will be avail 
able about the end of March 
will be request of 


wil! 


and 
mailed upon 


dealer. 


Free Trial Offer Sparks 
Oster Mixer Ad Campaign 


Highlighting the ad promotion 
of the John Oster Mfg. Co., Racine 
Wis., will be a 20-day free trial of 
fer to housewives for its Medel 420 
deluxe portable mixer. 

National advertising will include 
ads in top media, 
key markets 
from coast-to-coast, plus radio and 


full-page color 
local advertising in 
TV coverage. 
Dealers will 
charge, complete promotion kits, i: 


receive, free of 
cluding window streamers, consun 
er circulars, and displays, plus ad 
vertising mats. The deluxe mixer 
is packed in a self-selling display 
box and comes with a special °2 
page book of recipes. 


Film on Fasteners 
Produced by Bethlehem 
Bethlehem Steel Co., Bethlehem, 


Mal 
blue | 
Ave 


PUTT 


Send for Ce 








Illustrati 
lrive, pis 
smaller 4c 
designed 
tains, dis 
the only 
jobber. JT 
Avenue, | 





Muskegon, Michigan ae = : 
PRODUCTS | “Seotch” brand cellophane tape and Pa., has produced a 16mm sound- 

aus? LOCK-EASE Graphited Lock Fluid hundreds of other consumer and color film, running 26 minutes, 
in 4-oz “‘Drop or Stream" can, 39c; | industrial tapes, adhesives and titled “Holding Power, the Story 


AMERICAN Dripless Oil in 4-o0z. oiler, 29c. 


HARDY 
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Make this NEW eye-catching 
blue plastic display work for you 


Available without charge with fast selling 
4 dozen assortment of your selection 


RUSSELL FAMOUS 


PUTTY KNIVES and SCRAPERS 


The Best since 1834 
Send for Catalog No. 6-R and ask your Jobber Salesman for details 


Russell Harrington Cutlery Co. 


SOUTHBRIDGE 7, MASS. 











'‘@ paint it yourself 
advertising 


| Make your store headquarters for the 
; Complete Line of Campbell-Hausfeld 
} | Compressor Outfits . .. nationally adver- 

!/ tised for years .. . and now in the pages 
/{ /| of BETTER HOMES & GARDENS, 
SUCCESSFUL FARMING and other 
farm papers. Display these carefully 
engineered, sturdily built, factory tested 
outfits for the customer who wants to 
spray paint four to six times faster than 
he can brush . easier and better. 


Illustration shows Pressure Maid . . . single cylinder, direct 
drive, piston type compressor . . . precision built for the 
smaller jobs ... and priced low for the mass market. Well 
designed, compact, portable. Sprays paint, varnish, enamels, 
stains, disinfectants, insect sprays. Ask for catalog including 
the only four cylinder portable air compressor, naming your 
jobber. THE CAMPBELL-HAUSFELD CO., 215 Railroad 
Avenue, Harrison, Ohio. 


CAMPBELL-HAUSFELD 


Portable Compressors 
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with ~~ 
TANDROTINE ;o es 
as ae! NG ‘ 
the ular PAINT THINNER! 
TANDROTINE is preferred by both painters and 
home-owners for use wherever a high grade paint 
enamel, or varnish thinner is needed 
IT’S PROVEN That is because TAN 
IT’S ECONOMICAL DROTINE is such an excel- 
lent thinner and = cleaner 


IT’S a Quality THINNER 


well as a 


It also 


of brushes, as 


remover of grease. 


ORDER 
TANDROTINE Today! 


dissolves wax and does a 


hundred other household 


tasks. 


high flash point, a pleasing 


TANDROTINE has a 


Get ready for 
EXTRA Sales, 
MORE Profits. 


odor, long leveling and 


even flow. It is slow drying 


TURPENTINE & ROSIN FACTORS, INC. Get your supply nou 


Bavannwan GEORGIA 














10-20 ASTOR PLACE, NEW YORK 3, N. Y. 


than 






the best 


Menvtocturers of Quolity Brushes Since 1892 


DAVID LINZER & SONS, 





Inc. 
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~ Yom 'N LITE” 
‘) ALL METAL 
- PORTABLE 


Sid Gaths 


a 





LAWN Bird Bath FLOWERBED Bird Bath” 


The bowl is an especially developed 
gritty porcelain enamel finish rustproof 


slip-proof. 


EASY TO STOCK 
Packed one to a carton — only 3 inches 
thick. FULL PROFIT is yours . . you 
need not anticipate breakage! 

* FREE DISPLAY STAND 
with initial order for six. NOW is the 
time to stock up for this profitable busi 
ness. Consult your jobber or write to: 


WOLFCREST PRODUCTS 
JOHNSON AND WOZNIAK ROADS 
MICHIGAN CITY, INDIANA 












““SIFFY- 


eon 


FENCE oon 


SAVES TIME SAVES WORK Stays 
Stays Adjustable for Life! pu 
Offer your customers Electric 
Fence Posts with the Insulator 
Clip that slides on in a jiffy— 
moves up or down in a jiffy. No 
tools needed. Just squeeze Jiffy 
Clip’s two ends together ... slide 
up for horses and cattle — down 
for hogs. Grips firmly when re- 
leased. Extra clips available. 
Aluminum Rust-Resistant 


PAINTED POSTS 


Both square and round posts 








available. 6” or 41/2 Anchor | 
Plates spot- welded to posts. 
Guaranteed to stay. Can be 

| 


iW» 
at “ty, The original Jiffy Clip tnsures 
i salisfied customers. Proven by 
* thousands. See your jobber or 


stepped into ground. X 
i 
Y 


as ? write today! Literature and 
4, qc complete information sent im- 
Aame mediately’ Write Dept. i. 


W & H MANUFACTURERS 








Nebraska City, Nebr. 
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of Bolts, Nuts and Allied Steel 
Fasteners.” 

The film covers the entire manu- 
steelmak- 
ing in open hearth and electric 
furnaces, rolling of bars and rods, 
pickling and cleaning, automatic 
machines and nut 
laboratory 
and warehous- 


facturing process—basic 


bolt making 
formers in operation, 
testing, packaging 
ing, 

Several sequences in the film 
deal with the use of fasteners in 
home and industry, on the farm, 
in mines, on highways and rail- 
roads. 


Easy-Off Oven Cleaner 
Campaign on TV, Radio 

Kasy-Off Oven Cleaner, 
acquired — by 


recently 
Boyle-Midway,  Ine., 
will be promoted coast-to-coast each 
“Love of Life’ CBS-TV 
show seen over 85 stations, plus a 
CBS-TV, 
and on. the Helen 
Trent” radio show now heard over 
191 NBC 

Advertisements will also appear 


week on the 
new daytime show over 
“Romance of 


stations. 


including 
Better Homes & 
Good 

Journal, 


in leading magazines 
American Home, 
Gardens, 

Ladies’ Home 


Home Companion, 


and Family Cirele. 


Housekeeping, 
Women's 
Everywoman's 


Point of sale merchandising aids 
are available to dealers for tie-in 
tore promotions. 


Universal Lines Up 
Spring Promotion 


In an effort’ to get its share of 


an $250 million electric house- 


wares market predicted for the 
first-half of the year, Landers, 
Frary & Clark, 


electric housewares, has 


manufacturer of 
inaugu- 
rated a strong national advertis 
ing campaign. 

A lineup of nationally-known 
advertising and televi 
cheduled to presell the 


consumer market. 


figures in 


sion are 


There will be 38 insertions in 


29 leading national publications 


during the Spring buying season, 
featuring the Coffeematic, Steam 


N Dry Iron, Cook-a-matic and Mix- 


ablend 


Four one-minute commercials 


will be available for dealer use. 





BLAIR Model 66 
21” Power Mower 


Also available: 18” Ree! Power Mow 
ers, Blair Rotary Mowers, and a ful 
line of fine hand mowers. 

If it’s made by BLAIR, the qual. 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 








‘Build Lawn Supply 





@ Capitalize on the popularity of this 
handy lawn tool! Saves time and sore 
backs...cramped fingers. Makes edging 
fun, easy! Continuous scissor action. 4°’ 


rubber wheel. 48°’ 
Lists at $449 


hardwood handle 








Shearing 
Action! 


with patented spring set 
blade trims clean through 
grass or weeds never 
digs or plows! The secret 
is in the spring 


Dealer Sales Helps 
include colorful floor display stand, sale 
folders, catalog sheets 
paper mats all to boost your sales 
WRITE TODAY for complete details 
on three models and Bulletin HA24. 


Amplex ENGINEERING, INC. 


NEW CASTLE, INDIANA 


and free new 
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BRASS - BRONZE - ALUMINUM 





No. N131 


Write for 
Catalog No. 12 
illustrating our 
line of builders 

Hardware 
Specialties. 


a) 








2 


No. 132X35 


ROCKWOOD 


MANUFACTURING CO. 


No. N130X35 











KINGSTON 


ROLLER SKATES 
Firat 


IN THE POPULAR 
PRICE MARKET ! 









AK I 
DELUXE », 
No. 110 X {it 
MODELS FOR ALL AGES if 


Write for 
Complete Information and Illustrated Literature 











ROCKWOOD, PENNA. 
Profit- 
WANTED (i). DEALERS 
* SOK FENCE Hn’ Foro) 
b.. K FENCERS os | 
stoek where othors fail! Guarantoed models 
ran he hatha Teche) Safed 





fee 1 WE 
also 0 _, FOR CATTLE, HOGS, 


* Ss (0 OVivy —sutep, Horses 


Automatic Temperature!—Automatic Filling! 


The answer to ALL Stock-Watering problems!—9% feed 
saving; 10% more production; non-froezing; UL-Approved ; 
Guaranteed.—Soll for $84.50. 


Sold thru Jobbers.—Write: | 
INTERNATIONAL ELECTRIC FENCE CO. 
931 Albany St., Caldwell, Idaho 











With a 1 Year 
Unconditional Guarantee 
'S Cal. Auto. 6 shot. 
” barrel, 414” overall. 
Weighs 1244 oz. See your 
jobber NOW! 


MODEL 
4 
$32.00 





WINFIELD ARMS CORP. 


409 E. Pico Bivd. . Los Angeles 15, Calif. 
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SEALER 900 


“MAKES BOATS ABSOLUTELY Ka oi 
WATER-TIGHT” 














Best sealer made! Seal 
er 900 flows easily into 
seams, cracks, joints up 
to 's Being rubber 


expands and contracts 





with boat to make wat 


er-tight adhesive seal. Plastic applicat a 
4 c bottie’s pointed tip controls flow 
900 ad i t 
porn ng te =i Used successfully for years by thou 
STABLE! sands of boat owners There's noth ” 
i like it! 
wattiin 
by repeated Plastic 534-0z. bottle sells 
freezing and for $1.35; available pints, | _ 
thawing! quarts, gallons. 
SELL THESE OTHER PROFIT MAKERS: Seaver 
900 
SEALER 700 Black rubber scaler (mastic | a all 
SEALER 800 White rubber sealer (mastic enen wai? 


SEALER 1000 Gasket cement for any typ« 
motor gasket 

METAL MASTIC—For repairing gas tanks, met 
al castings, buckets, caves, gutters, etc.; 
in 1! -oz. tubes 

GRIT 500 — For a non-slip surface 

NEW! SEAL PATCH 600—A liquid rubber ad 
hesive for patching fabrics, leather 
rubber, vinyl plastic 





See your jobber or write — 


Marine Products, Inc. 


41 HIGH STREET OSHKOSH, WISCONSIN 
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KEEP AN EYE ON 


HYDE 


FOR NEW 

IDEAS TO 

HELP YOUR 
SALES « PROFITS 


SOUTHBRIDGE, MASS., U.S.A 






<ivor> MANUFACTURING CO., 


HOME REPAIR TOOLS SINCE 1875 











FULLER’S HARDWARE 
WEEK SPECIAL 


so or @ FULLER 


“LIFELONG" SCREWDRIVERS 





















Attractive 
Display 









Regular Retail 
$1.90 set 
Hardware Week 
Stubby, Mechanic, Elec- $150 
trician, All-Purpose, 

Cabinet, Pocket (with set 
clip). Hi- tensile cad- 
mium blades, unbreakable save 

amber handles, blister- Dealer's cost 
proof domes. Branded $1.00 set 
and guaranteed. Picked, After Hard- 
packaged, priced to sell! ware Week. 


Free dealer mats! pony ad bg 
Your Jobber’s salesman open stock at 
has the facts—ask him! 


regular retail. 
FULLER Era. 


3522 Webster Avenue, New York 67 









World's largest producers of 
unbreakable amber handle tools 





Your customers 








These will feature Elsa Maxwell, 
world-famous 
Fredericks, 
West, 
and 
ality. 
Universal will participate in the 
Mrs. America Homemaker contest 
in which from February until 
April women will compete for the 
title of America’s champion home- 
maker. Final contests in April will 
feature Universal housewares. 


Carlton 
Beatrice 
stylist 


hostess; 
dietician; 
designer and color 
Chandler, TV 


Robin person 


Dealer Aids Included 
In Sakrete Promotion 


Signs, counter displays, envelope 
stuffers, instruction folders, book- 
lets, calculators and nail bags are 
included in the extensive promo- 
tion campaign that Sakrete, Inc., 
help 


dealers during the peak season for 


Cincinnati, has devised to 
pre-mixed concrete. 

Some 67 million advertising im- 
pressions will be used in major 
home magazines. 

Four sizes of nail bags are being 
offered, each imprinted with a 
smaller version of the large Sak- 
rete two-color metal sign that is 
displayed in dealer stores. These 
are offered dealers at a fraction 
of their cost. 

A new calculator tells customers 
exactly how much material is 
needed for a particular job and a 


booklet describes various projects. 


Color Training Film 
For Water Heaters 

A new, 16-mm color sound film 
has been released by the Permaglas 
Div., A. O. Smith Corp., Milwaukee, 
Wis., as a training aid for the mar- 
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Apeh in ' 
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keting of Burkay commercial water 
heaters. The film runs 25 minutes 
and specially prepared fo: 
dealers and distributors as a help 
in conducting commercial water 
heater sales meetings. 

Together with speakers, the film 
will be available for association or 
technical meetings by applying to 
D. D. Williams, manager, comme: 
cial water heater sales, care of the 
company. 

Also available are traveling win 
dow display kits, easily packed fo 
shipment, and readily assembled 
The units are being applied to dis 
tributors. Erected, the displays 
stand 61% ft high by 6 ft wide. 


was 


Predicts 1'/2-Million 
Power Mower Market 


Sales of power lawn mowers will! 
reach almost 1% million units in 


1954, an increase of 6 to 8 pet ove 
the 1953 total, so Toro Manufac 


turing Corp., Minneapolis, fore- 
easts. 
New home ownership figures 


continue to climb and this will ac 
count for additional sales of powe: 
mowers, David M. Lilly, president 
of Toro, points out. 

Toro’s plans for the 
clude introduction of new 
ucts, improvement in present prod 
ucts, and hard-hitting promotions 
on the entire line, Mr. Lilly con 
tinues. Prices will be lower on 
some products because manufac- 
turing costs have been reduced 
The company’s new agronomy di 
vision which has been experi- 
menting on turf maintenance prob- 
lems has aided in new product de 
velopments. 

Toro’s net profit is expected to 
be 15 pet higher this year. Mr 
Lilly explains that initial design 
and manufacturing costs on some 
recently introduced products wil! 
not recur. 


year in 
prod- 


Do-It-Yourself Series 
Started by "American" 

The do-it-yourself market is 
being encouraged at the consumer 
level by the American magazine 
which last month started a series 
entitled “It’s American To Do It 
Yourself.” 

The articles will be slanted par 
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Beaver Caulking Guns 









immediate 


Delivery For Cartridge or 


Bulk Compound 
Precision made for longer life 
and better results. © All work- 
ing parts accurately machined. 
@ Extra heavy gauge barrels. © Uses all 

Sold with caulking materials—handles light oils. ¢ Posi- 
e tive ratchet drive. © Threaded nozles—no 
LIFETIME bayonet joints to come loose. * Three popular 
GUARANTEE _ sizes—6!/2", 10" and 15". List prices—$6.50, 
$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 














The Big Preat Line! 
JUMBO FABRICATED 
TOOL BOX 


A tough and sturdy all! 
steel tool box. 4 canti 
lever trays. Divided for 
socket wrenches. Continu- 
ous piano hinge. Durable 
boked enamel finish. 2 
side bolts and center hasp. Form 
fit aluminum handle. Size—!8"' 

P long x 10!/,"' wide x 13" high, 
Cat. No. ‘ ° also in 21"' and 24" sizes. 





"Write for Catalog and Price List 


SIMONSEN INDUSTRIES, INC. 


1414 S. Michigan Avenue, Chicago 5, Ill. 



























Spinal Senow Driver 
Ss 


Fast, smooth-operating tools. 








Enclosed spiral or open spiral types. Attractive 
green plastic handle. 


a 
as 
es 


Write for free GREENLEE 
Hand Too! Catalog No. 35-H 


GREENLEE TOOL A ie 1813 HERBERT AVE., ROCKFORD, ILL. 





SPRINGS ARE Ecsy TO STOCK WITH 


Gardner's 
SPRING CABINETS 


A single convenient metal 
drawer holds 128 selected 
springs, 40 most popular 
sizes, in coded com- 
partments, Larger 
assortments come in 
2 and 4 drawer 
cabinets. These are 
top quality, preci- 
sion made, plated Springs. Boxed refills shipped from 
stock. Order from your jobber or write us. 


Gardner Wire Co. 2.ice8°.a" 
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gAMOUS BEAM ages 


 — 


_—_ 





| tHE ORIGINAL 
. ROLLER TYPE 






Proven by 15 years’ use by Leading Draftsmen and 
Designers for INKING and PENCIL DRAFTING 


A fine precision tool. Hair-line adjustment quickly made and maintained by 
spring-loaded knurled thumb rollers. No screws or clamps. Lead expeller for 
easy control of lead length. Slides instantly interchangeable to any beam length 
Made of anodized aluminum, stainless satin finish. Beam lengths from 7" to 100° 


Combination Square 


TRAMMEL HEADS 



















Make 
Accurate Compass, Height Gage 
Outside and Inside Calipers 


Heads chrome plated, screw parts protected by cadmium 

plating, scriber points made of hardened tool steel. Perfect 

for work on wood, plastic, sheet metal, linoleum, die or 

tool layout. Hundreds of uses. Comes complete with plated 

heads, scriber points, pencil tips, special caliper points. 
WRITE FOR LITERATURE 


ENGINEERING RESEARCH ASSOCIATES, INC. 


3475 East Nine Mile Road Hazel Park, Michigan 








HARDWARE WEEK SPECIAL! 
SLASHES 


SENSATIONAL SELLERS 
Extra /3 OFF: 


Here they are — two of our best- 
selling numbers . . . and look how we 
slashed prices for Hardware Week. 
This means BIG PROFITS for you 
and BIG BARGAINS for your cus- 
tomers. Order now to take advantage 
of this big nationwide promotion. 


Each OXWALL tool guaranteed 
against defects in material and work- 


manship. 3822 
























3822 — 7 PC. INTER. 
CHANGEABLE NUT 
DRIVER SET. Hardened and 
tempered tool stee! blades, 
zinc, rust resisting finish. 
STILL A BIG SELLER AT 





$2.98 EA. 3708 — 8 PC. INTER 
CHANGEABLE SCREW 
NOW $1.98 eda. DRIVER SET. Hardened and 


Dealer's Price $15.00 doz. tempered tool steel blades 
zinc, rust resisting finish 


STILL A BIG SELLER AT 


. $1.49 EA. 
HAROWARE WEEK COUNTER 


DISPLAY BOX. Packed 1- > NOW 98¢ ea. 


ge 
dozen each in this special Dealer's Price $7.40 dor. 
eye-catching counter dis- 
play box that selis the uy 





> “ - 
Pa eustomer. 
—— ww Mw Meee KK 
r Gentlemen: 
| Please send me at once doz. #23822 ! 
doz. #3708 Full Information 
OXWALL TOOLI yame | 
Co., LTD. Address 


928 Broadway - ity Zone otate 


New York 10, N. Y. Bill Thru 


eas a= ap ao Jobber’s Name 2. as =o == J 











BIG YEAR ROUND AD PUSH IN 


EXCITING 
NEW 
PLANTABBS 
PACKAGE! 


Means 
More 
Profit! 


Stock 
Now 





the 
Plantabbs! 

with more regular LIFE ads to 
back you up all year ’round 

you'll sell more than ever before! 
Write for new display carton...or 
contact your wholesaler! Quick! 


Get bandwagon. 


Show ’em! 


on 


FULTON’'S 


PLANTABBS 


COMPLETE PLANT FOOD TABLETS 
Plantabbs Corp. Dept. AH Baltimore 1, Md. 













7 SPRAYERS 


“Since 1986") 


P Z 5 GAL. KNAPSACK SPRAYER 
= Pm 





Recommended 
by Experiment 
















Stauions and 
Extension 
Services 
Finest knapsack sprayer made Pump lever 
develops high pressure with little effort. Zinc 
grip steel of Copper 
tank 4s air cond: 
uoned and form fit 
ting and prevents 
dampness touching 
the back Adyusrable 
brass nozzle for 20 
( ft stream ofr 
short, fine spray. For 


all spraying, includ 
ing weed and brush 
control 


D. B. SMITH & CO. 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 








Send 
for 
Catalog 
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| ticularly 





towards beginners, and 
will cover the entire do-it-yourself 
field for the magazine’s 10 million 
readers. 

Author of the first article in 
January was Walt Durbahn, of 
Chicago, shop teacher for 35 years 
and conductor of a television pro- 
gram. The February issue article 
will be on simple electrical repairs. 


New Jersey Wholesaler 
Launches New Program 


A three-point program for its 
customers has been launched by the 
Phoenix Hardware Co., Newark, 
N. J. The program includes a com- 
plete loose-leaf dealer catalog, the 
first to be issued by the company; 
a yearly list price guide service, 
and a series of anniversary sales, 
promotions, and dealer sales aids. 
The 


pages, 


three-column 
white pictures, 


catalog has 
black and 
and descriptions. 

The program marks the 36th an- 
niversary of the wholesale hard- 
ware firm which travels 15 sales- 
men and covers all of New Jersey 
as well as Staten Island and Long 
Island, New York. 





Feb. 14: Next Date 
For Gifts Promotion 


Your next date for a promotion 
is Feb. 14 when you can suggest 
suitable merchandise in your store 
for Valentine’s Day gift giving. 

Here are some promotional sug- 
gestions from the National Valen- 
tine’s Day Council to increase Feb- 
ruary profits: 

Have a gift counsellor in your 
to help 
gifts. This can be a regular sales- 
person who has been furnished a 
list depart- 
ments, by price groups, and by age 
groupings, to take charge of your 
Valentine’s Day merchandising. 


store customers. select 


of merchandise by 


Send Valentines to your charge 
account customers. This mailing 
is an opportunity to let your cus- 
tomers know that you value their 
business. 

Join with other retailers in com- 
munity or city-wide promotions 
which point up Valentine’s Day 
merchandise. 

(Resume reading on page 15) 





MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS 





i. 





HOLDTITE (Liquid Sandpaper) (WULATTY® 


BUILD YOUR PAINT DEPT. |} & 
Thru Setisied Castomers = 
Write For Special Combination Deal 


GILLESPIE VARNISH CO. 
131 Dey St., Jersey City, N. J. 

















MEET HANSER'S HUSTLERS! 


5@ top-notch salesmen conoen- 
trated in a rieh sales territory 
. . » 5@ result-preducers work- 
ing d@irestly fer you, giving you 
Complete Coverage im: 
NEW ENGLAND STATES; NEW 
YORK (Inel. Metrepelitan ares); 
NEW JERSBY; PENNSYLVANIA; 
MARYLAND; DELAWARS; DIST. 
OF COLUMBIA; VIRGINIA. 


The HARRY HANSER 

ORGANIZATION 
Manufaeturers Representatives 
1841 Broadway, New York 23, N. Y. 















Gripper Clips 


Registered U. &. Pat. Office 


Small and large 
sizes for holding 
twols, garden im- 
plements, kitchen 
utensils, 


with screws. Units 
(23 dos. large and 
1 dos. small to 
box.) Retails i0¢ 
sash. Cireulars on 
request. 


GIBSON GOOD TOOLS, 





INC. 





75 Pearl St., Sidney, N. Y. 











GRAND 








MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

in Stock for immediate Delivery 


GRAND SPECIALTIES CO. 
3101 W. Grand Ave. Chicago 22, Iilinels 














CARTON 
ASSORTED 
NIPPLES 


25's and 100's—!/," to |" Sizes 
Write for Catalog 


PITTSBURGH NIPPLE WORKS, INC. 
1455 Spring Garden Ave., Pittsburgh 12, ao 











His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in January. With 
best wishes for your continued success.” 
Sincerely yours, 
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A Satisfied Advertiser 





i! DOOR HOLDERS | 
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SELL 


ARISTO-MATS 


See Your Jobber or Write For Your Nearest Distributor 





HOUSEHOLD 


A standard item with all house- 


dependable accuracy built to 
Jast a lifetime. Finished in 


ity 25 Ibs. by 1 oz. 


HANSON SCALE CO. (Est. 






SCALE... 


are departments. A scale of 








hite durable enamel. Capac- 


See your jobber 


7 Northbrook, Illinois Model 2000 






















WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 








“VICTRIWARE™ 
GARDEN & LAWN 
ORNAMENTS 


Since there is much to crow about 
with 1954 ‘'Victriware’’ gardenware, 
we have entrusted this competent 
journeyman with the job 
Twenty-five interesting new numbers 
have been added to our already 
extensive line—most of them, direct 
reproductions from imported orig- 
inals. 

We invite you to investigate ‘'Victri- 
ware'’' colorful ornaments for lawn 
& garden. Here is an opportunity 
to create extra profitable sales for 
your store by showing merchandise 
young new homeowners buy during 
early spring. 


Write for new descriptive price list 


Victory Artwares Co. 


Gardenware Divteion 


220 Fifth Ave., N. Y. 1, N. Y. 

















MOP WRINGERS aad BUCKETS COMBINED 


have been CONTINUOUSLY sold by many leading Jobbers and Dealers in every section of the 

United States and Canada since the inception of our 

(a record which speaks for itself) 
they're made right and priced right. 


Manufactured by THE EAGLE WOODENWARE MFG. CO. 


Hamilton, Ohio, U. S. A. 


business—more than 60 years ago— 
You can't go wrong when you buy "EAGLE" because 














"BRASS & ALUMINUM BOUND - OPEN HAND HOLES 


Choicest grade Peruvian 


chemically treate 


=0142AB 42” 


Mohogany, double angle bindir ngs that NEVER 
d ogoins! worping .. . Heavy du 
Finest Moson Level made 


bd =O148AB 48 


WRITE FOR, 


MASONS‘. a 


X\¢ 
TE 2 $|/) 


LEVE LS fz 


EXACT LEVEL & sfele)l igen Co... INC., HIGH BRIDGE, N. a. — World's Largest Manufacturer of Aluminum & Wood Leveis 

















SLIDING DOOR HARDWARE 


The full line of Coburn Sliding Door Hardware gives you 





a broad base of customer coverage... goes over big with 
home owners, farmers, builders and industrial users. 
Send for catalog and price list 


Sales and Engineering Office, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 


VICEPHERE SHCRCER STEEL SEVIS ISE (FJ 
THE COLORADO FUEL AND IRON CORPORATION 
















| Capeet 


and GREATER PROFITS 


jisplay and sell Rupyfluid quid and 
paste soldering flux from eve-catching 
ounter merchandisers Preferred by 
ustomers because Rubyfiuid fast 


acting, wets out freely, easy to use, 
makes strong unions 


RUBY CHEMICAL CO. 


58 S. McDowell St., Columbus 8, Ohio 























Whee Gunrcily joo, 


BUSH HOOKS—BANK BLADES—CANT HOOKS 
DISTRIBUTION THROUGH JOBBERS 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 





Each additional word 
Allow Seven Words for Keyed Address” 
or Your Address 





Representatives Wanted, etc. 
Set solid, maximum 50 words.. . $5.00 
Each additional word..... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
50 words 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, literature 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 


sufficient postage for remailing. 
No agency commission allowed. 


HARDWARE AGE is published every other 


Thursday. Classified forms close 15 days 
prior to publication date. 
Remittance must accompany order in form 


of check or not currency or 


stamps. 


money order, 


—_—— 


Ac 








RI 


Covering all 
apuressive se 
established a 
York, Philad 
We will car 
Inquiries inv 
Street, Pitts 























Representatives Wanted 





Representatives Wanted | 


Representatives Wanted 














SALESMAN WANTED 


We can use one or more young men as 
junior salesmen selling Crescent Tools. Ap- 
plicants should have some selling experi- 
ence either at wholesale or as a retail 
clerk and be familiar with the Hardware 
business. They should be prepared to 
travel in almost any part of the United 
States and be away from home for rela- 
tively long periods. We pay salary and 
expenses and furnish a car. The starting 
salary will not be large but the position 
will lead to a senior salesman's job and 
his own territory to the man that can sell 
tools. Applications will be held confiden- 
tial. 


CRESCENT TOOL COMPANY 
JAMESTOWN, NEW YORK 











EXCLUSIVE PROTECTED TERRITORIES | 
OPEN ON nationally advertised Mak-O-Washer 


to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 


peat business. Address Box A-870, care of Harp- 


ware Ace, 100 KE. 42nd St., New York 17, 
» ¥ 
DISTRIBUTORS WANTED FOR CHEV. 


RONS—amazing new wood fasteners with Coun- 
tersinking Tool. Endorsed by leading lumber and 
building materials dealers. Beautifully packaged 
with point-of-sale displays. Protected territories. 
E. B. PACKARD CO., es peempemnennate 139 
Cedar St., New York 6, N. 


POPULAR 
ABLE 


PRICED PAINT LINE AVAIL. 


Progressive manufacturer is embarking on 








Slanks, Locks and Locksmiths’ Supplies for the 
following States Texas, Oklahoma, New Mexico, 
Arizona, Colorado, Wyoming, Utah, Nevada, Mon- 
| tana, Idaho, Oregon and W ashington. May be 
handled as sideline. Commission basis. Give ter- | 
ritory, experience, references and lines carried 
KEIL LOCK CO., INC., Charlestown, N. H 
PAINT SALESMEN OR M.: ANU FACTUR- 
ERS REPRESENTATIVES WANTED. Some 
good territories open. Complete line, well mer- 
chandised, tube system, rubber paints, etc., com 
petitive prices. Write now to 20th Century Paint 
Corp., 456 Driggs Ave., Brooklyn 11, N. Y. 


a vigorous expansion program. Many territories 
open. Salesmen calling on hardware, paint, sur- 
plus, automotive. Dealers, Chains. Commission. 
Sideline men acceptable Our men know of this 
ad. Replies held confidential. Please write in 
detail. Address: Box B-584, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. } 
SALESMAN WANTED — PROMINENT 


PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against good 
commissions. Will also consider side line man or 
manufacturer’s agents. Address Box B-280, care 
of Harpware Acg, 100 East 42nd Street, 
York 17, N. Y. 


278 


New | 


REPRESENTATIVE 
FOR TOOL LINE 


Manufacturer of nationally famous line of Pipe 
Wrenches, Pipe Cutters and related Tools seeks ex- 
perienced manufacturer's agent covering whelesale 
trades. Several choice territories open in expanding 
national sales organization. These Tools have a fifty 
year history of acceptance in Plumbing, Hardware 
Mill Supply, Railroad and Oil Industries . . . many 
established wholesale accounts . . . thousands of 
satisfied users. Write, giving full details of whole- 
sale trade covered, number of men travelled, terri- 
tory and lines handled. 
Address Box B-596, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











TERRITORIES 


WE ARE OPENING THE 
OF TENNESSEE, West Virginia and Missis- 
sippl Have openings for energetic sale smen to 
handle our line of inexpensive paints in conjunc- 


tion with the compatible hardware or variety line 
Highest commissions paid 


you are now handling. : 
on a product that is well established in 7 
Southeastern states. This is an opportunity to 


handle competitive priced paint that is a tremen- 
dous merchandising item in all types of stores. 
Give full details in first letter. Hampton Paint 
Manufacturing Co., seeeneeendl Va 





SALESMAN— Sideline—To sell spneren line 


plumbing goods to retail hardware stores, plumb- 
ers, lumber yards and mill suppliers, for well 
known, long established firm Many choice ter- 


ritories open. Good opportunity for right man. 
Give full particulars your present setup in first 
letter. Address: Box B-591, care of HarpWwarg 
Act, 100 East 42nd Street, New York 17, N. Y 





COMMISSION SALESMEN HAVING ES 
TABLISHED clientele among hardware retailers 
and jobbers wanted for upper New York state; 


Connecticut and Tllinois by long established tool 
manufacturer Exclusive territories. Address: 
Box B-586, care of Harpware Acer, 100 East 


42nd Street, New York 17, N. Y. 





SALESMAN, EXPERIENCED, for nationally 
advertised line of Key Dupl icating Machines, Key 











REPRESENTATIVE WANTED — Northeast 
and Middle Atlantic States—Complete line cast 
iron building specialties—Prefer men that are 
established—Earning on commission basis in pro- 
tected territory. Reply Address: Box B-574, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y 


WANTED: SALESMAN WHO IS ALERT 
aggressive, to travel 434 Southeastern States te 
sell woven and welded wire fabrics exclusively \ 
wholesale trade. Must have at least five years 
selling experience. Age 28 to 40. Salary eom 
mensurate with experience and ability. If you 
qualify, give salient facts of yourself, snapshot i! 
possible. Reply held in strictest confidence. Write 
Ben Billinger, c/o The Gilbert & Bennett Mfg 
Co., Georgetown, Connecticut. 





REPRESENTATIVES WANTED FOR TER 


RITORIES OPEN IN Southern Ohio, Eastern 
Indiana and Western Pennsylvania. Exclusive 
rights selling a top quality paint product. Bette 


than average dealer mark-up. Cooperative adver 
tising, all point-of-sale dealer helps plus full 
freight allowance to make your selling job easier 

ggressive men can add $5,000 per year to their 
income with this guaranteed product. Address 
Box B-595, care of Harpwarge Aeg, 100 Eas 
42nd Street, New York 17, N. Y. 








QUALITY CHROME BATHROOM ACCESSORIES 


Manufseturers selling nationally te wholesale aistribe- 
tors of hardware, plumbing supply, tile, fleor and 
wall cevering, lumber and builders hardware seeks 
aggressive representatives with allied lines in the fel- 
lowing territories, Alabama, Mississippi, Leuisians, 
Arkansas, Minnesota, Nerth and Seuth Dakota and 
Nebraska. 
Address Box B-593, care of HARDWARE {= 
100 East 42nd Street, New York 17, N. 











SALESMAN WANTED. UNUSUAL SALES 
OPPORTUNITY with future management pos 
sibility, representing a dependable company wit) 
40 years experience in manufacturing high quality 
calking, glazing compounds and asphalt protective 
coatings. Rich, established territory open—llli 
nois, Wisconsin, Minnesota, Nebraska, Kansas 
lowa and Missouri. Experience and following '* 
sheet metal an¢ 


the wholesale paint, hardware, 

roofing trades is desirable but not essential. Sa 
ary, commission and expenses, plus full ¢ 
operation from a_ seasoned, sales-minded hom 
office. Please send full details in first letter 
All replies confidential. Address: Box B-57 
care of Harpware Ace, 100 East 42nd Street 
New York 17, N. 








Accounts Wanted 





CAN NOW ACCEPT A MANUFACTURERS 


ACCOUNT FOR AN established product to & 
promoted and sold to the wholesale Hardwart 
Jobbers, Mill Supply Jobbers, and Plumbing Sup 

ply Jobbers in New York State (except N. Y 
City Metropolitan Area) and Western Pennsy! 


vania. I have consistently contacted and sold the 
above three kinds of Jobbers in the above ou! 
lined territory for over 25 years and these friendly 
| accounts should prove of value to an est blishet 





manufacturer of quality products, requiring ®) 
sales representation. Address: Box B-597, cafe 
of Harpware Ack, 100 East 42nd Street, New 
York 17, N. Y 
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Classified Opportunities Section 





Accounts Wanted 


Help Wanted | 

















REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aporessive service. We are national distributors with 
gtablished actively operating branch offices in New 
York, Philadeiphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 
Inquiries invited. Write Ance Corporation, 7 Wood 
Street, Pittsburgh 22, Pa 


ACCOUNTS WANTED, BY LONG ESTAB 
i)ISHED ALABAMA manufacturers’ representa- 
tves, ample capital, builders hardware, Western 
jywoods sash and doors, wire cloth, metal win- 
dws, galvanized ware, hand tools, power tools, 
atlery, general hardware lines, steel kitchen 
quipment. Good steady business producers. 
Box 3318, Sovth Highland Station, Birmingham. 
Ala. 

WANTED — HARDWARE & KINDRED 
LINES FOR OREGON-Washington Idaho-Mon- 
tana, Commission Basis. Address: Box B-588, 
care of Harpware Acgz, 100 East 42nd Street, 
New York 17, N. Y. 

ST. LOUIS MANUFACTURER AGENT. Es- 
tablished and selling to wholesale Hardware and 
Industrial Suppliers, desires an additional out- 
standing account for this territory. Address: Box 
B-585, care of Harpware Acr, 100 East 42nd 
Street, New York 17, N. Y. 

















DESIRES REPUTABLE and substantiaily good 
repeat line for the mill, mine and industrial sup 
tly houses in Alabama and Tennessee. Address: 
Box B-587, care of Harpware AGE, 100 East 
42nd Street, New York 17, N. Y. 


MFGRS. AGENT selling Wholesale Hardware 
and Industrial Jobber desires another nationally 
known _ line. Have 117 regular customers in 
—e, He. a. Kans., and Dakotas. 
arehouse facilitv available. References. MID- 
WEST WAREHOUSING SALES CO., 905 
SOUTH D ST., OSKALOOSA, IOWA. 





Positions Wanted 


SITUATION WANTED — BUYER. MANY 
YEARS experience buying housewares, cut- 
lery, toys, vacuum goods, wheel goods, and other 
kindred items for wholesale hardware and major 
mail order company College education, married 
and will move. Address: Box B-419, care of 
Sanewaue Act, 100 East 42nd Street. New York 








HARDWARE MAN, 45, FIFTEEN YEARS’ 
EXPERIENCE, office of wholesale jobbers in 
builders’, shelf, cabinet hardware, mill supplies, 
house furnishings, tools, garden supplies, etc., 
thoroughly experienced in all phases of business, 
¢ education, good appearance and well 
spoken—capable of full supervision, inside or 
outside position. New York Metropolitan district. 
Address: Box B-317, care of Harpware Acr, 100 
East 42nd Street. New York 17, N. Y. 


MANUFACTURERS REPRESENTATIVE 
CALLING ON HARDWARE, Variety, Builders 
Supply trade in Washington, D. C. and thirty 
mile radius desires two good lines in Hardware, 
Housewares, or sidelines. If you want volume 
sales from concentrated coverage, Write: A. C. 
ae. 2312 Ashboro Drive, Chevy Chase, Mary- 
and, 








CONNECTICUT MAN 6 YEARS WHOLE- 
SALE HARDWARE & HOUSEWARE expe- 
ence traveling Connecticut, 27 years old, mar- 
ried, veteran, College 2 years. Versatile 
background. Interested in substantial opportunity. 
Reference. Address: Box B-567, care of Harp- 
sl Acz, 100 East 42nd Street, New York 17, 





Help Wanted 


HELP WANTED INDUSTRIAL SALES. 
MAN. Established industrial supply house needs 
Man with good hardware experience for selling to 
industry in Western Pennsylvania, and Eastern 
Ohio. Territories already established. Complete 
stocks of top lines. Attractive proposition to ag- 
fressive man with sales ability. All replies 
Srictly confidential. Write or phone for ap- 
bointment to R. Offerle, Sales Manager, H. R. 
Huston Company, Box 550, New Castle, Penna. 








nity for experienced man now calling on seed, 


den tools, power mowers, 
commission basis, 


SIDELINE SALESMAN: Excellent opportu- 


feed dealers and nurseries, in New York and in 
New Jersey, to handle profitable sideline of gar- 
wire fencing, etc., on 
Address: Box B-592, care of 
Harpware AcE, 100 East 42nd Street, New York 
ve Se 





EXCLUSIVE PROTECTED TERRITORIES 
OPEN FOR MANUFACTURERS’ REPRE. 
SENTATIVES calling on lumber dealers, build- 
ing materials and hardware dealers and jobbers to 
handle new Silicone water-repellent masonry com 
pound. Much-needed product sells eight out of 
ten on first call. State qualifications and par- 
ticulars. Address: Box B-589, care of HARDWARE 
Acz, 100 Fast 42nd Street, New York 17, N. Y. 





Business Opportunities 








Manufacturers 


WAREHOUSE FACILITIES LOUISIANA 


We have large warehouse space, central Louisiana. 
Can offer shipping and billing facilities. Equipped 
to handle Louisiana or all southern states. Large or 
small Hardware items. 25 years experience. Well 
rated firm. Al referee furnished. Correspondence 
invited. 





Address Box B-598, care eof HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











A DEPRESSION-PROOF 
BUSINESS OF YOUR OWN 


NO TRAVELING 
NO SOLICITING! 


THIS IS IT! A 19 year old franchise service 
business that will stand your most critical in- 
vestigation. Over 380 are now well established 
throughout the United States and because their 
service is a necessity, it is depression proof. 

This service is and has been advertised na- 
tionally in consumer magazines for the past 12 
years on a consistent basis and enjoys a pre- 
sold market throughout the country. 

We have a few choice territories available 
for men who possess administrative ability and 
from $600 to $5,000 to start, with our assistance, 
a profitable lifetime business. 

If you are looking for something substantial 
and can qualify, write for brochure which out- 
lines our franchise plan. This is not a vending 
machine operation. 


Address Box B-594, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














FOR SALE. Substantial interest in  estab- 
lished hardware and building supply business in 
suburb of Denver Colo. Expansion requires ad- 
ditional working capital and manpower. Oppor- 
tunity unlimited for man in good health who can 
produce, and assume responsibility. State age, 
experience and capital available. Address: Box 
B-573, care of Harpware Ace, 100 East 42nd 
Street. New York 17, N. Y. 








FOR SALE: Wholesale Hardware FPusiness 
established many years. Doing over 1 million dol- 
lars volume varied stock. Good list of customers, 
Very profitable. Must be cash deal. Address: 





Box B-590, care of Harpware AGz, 100 East 42nd 
Street, New York 17, N. Y. 


WANTED FOR CASH 


Surplus Mdse.—Broken Lots. For your 
closeouts and surplus sporting goods and 
fishing tackle. 


SANTA FE DISTRIBUTING CO. 
1321 Main Street Kansas City, Mo. 


























DO YOU 
WANT T0- 


@ Sell or buy a store 
@ Represent new accounts 


@ Hire experienced hard- 


ware personnel 


@ Dispose of surplus stock 
—distress inventory— 


Job lot merchandise 


@ Get sales representation 


for your line 


@ Get a job in the hard- 


ware field 


THEN— 


Tell It To The Trade In The 
Classified Advertising Pages 
Of HARDWARE AGE 











Classified Ad Dept. 


HARDWARE AGE 


100 E. 42nd Street, New York 17, N. Y. 
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e.. BE SURE 


Be Prepared 
For the Spring 
Gardening 
Trade 





Your customers will ask for 
KEES hand garden tools se 
ready—order now for the rush 
of spring gardeners. Each tool 
is made of 18-gauge, one piece 
pressed steel, with baked 


enamel finish. The handle ends 
are closed, rounded and smooth 
wooden metal 


work 


no plugs or 


caps to loose and come 


off. 





Individual tools: 


Set: 1 set per carton, 24 sets per case. 


2 dozen per case. 


The set 
ORDER FROM YOUR JOBBER. is the 


Write P.O. Box 502 184 set. Available also 
in three-piece Garden 
for free catalog. 


set No. 183. Set No. 183 
1874 does not include fork. 


shown above 
four-piece No. 









Since 


F. D. KEES MFG. CO. 


NEBRASKA 





BEATRICE 





MICHIGAN PEAT 
BRAND 


POTTING SOILS 


DOES A BETTER JOB! 


~*~ 
Vv 
Prac pest) 


APRICAM VIOLE 
POTTING SOI 


-POTTING 
* SOIL 


Va 
7 


SOILS 
BETTER PROFITS 
USE IT 


BETTER 
BETTER BAGS 
BETTER ADVERTISING... SELL IT 
Also a full line of Processed Peat 
Nationally advertised in Better Homes & Gardens, House & 


Garden, House Beautiful, Flower Grower, Horticulture, 
Sunset, Maryland Gardener, Organic Gardening 
Year round cash and carry sales. Colorful plastic bags 

—720 incarton. Wire display racks available. 


MICHIGAN PEAT, INC. 


267 Fifth Ave. New York 14 
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Ruby Chemical Co. 277 
Rugg Co., E. T. 231 
Rugg Mfg. Co 127 
Russell, Harrington Cutlery Co 271 


s 


Savage Arms Corp., Lawn Mower 
Div. Sala 177 


Schacht Rubber Mfg. Co. 232 
Scott-Atwater Mfg. Co., Inc 68 
Scovill Mfg. Co. 181 
Sealand, Inc. (Union Hdwe. Co.) 209 
Seal Rite Caulking Co. 193 
Sessions Clock Co. 212-213 
Sharon Bolt & Screw Co. 265 
Sheffield Bronze Paint Corp 207 
Shetland Co., Inc. The 257 
Simonsen Industries, Inc. 275 
Skil Corp 71 
Smith & Co., D. B 276 
Smith & Son, Inc., Seymour 78 
Southern Screw Co. 7 
Specialty Mfg. Co. 227 
Standard Horse Nail Corp 265 
Stanley Electric Tools 73 
Stanley Works, The 131 
Star Mfg. Co. 261 
Stevens Walden, Inc. 184 
Stewart Iron Works Co., The 268 
Sullivan-Becker Co 265 
Sunshine Chem. Co., Inc., John 48 
Super Tool Co. 186 
Superior Pressed ‘Steel Co. 234 
Supplex Corp. 80-8! 
Swan Rubber Co. 83-84 
Swift & Co. 134 
Swing-A-Way Mfg. Co 157 
T 
Tate Co., E. H 256 
TEG Imports 260 
Teracdo Co. 192 
Toolkraft, Inc 185 
True Temper Corp 238, 239 
Turpentine & Rosin Factors 271 
U 

Union Fork & Hoe Co ! 
Union Steel Products Co 62 
United States Plywood Corp 89 
United States Rubber Co. 137 
United States Steel Co 

Amer. Steel & Wire Div. 171 

Cyclone Fence Div. 25 
Universal Metal Products Co. 17¢ 

v 
Victory Artwares Co. 277 
Vichek Tool Co 189 
Vollrath Co., The 36 

Ww 
W. & H. Manufacturers 272 
Wall Mfg. Co 187 
Warren Tool Corp. 70 
Waterbury Lock & Specialty Co.. 255 
Weather-Proof Co. 123 
| Weber Engrd. Products, Inc 77 
Wen Products, Inc 269 
Wenzel Tent & Duck Co., H 230 
Western Reserve Mfg. Co. 275 
Western Tool & Stmpg. Co. 28 
Westinghouse Electric Corp., 

Lomp Div. 4| 
White Mop Wringer Co. 253 
Whiting-Adams Co. : 217 
Wickwire Bros., Inc 144, 145 
Wickwire Spencer Stee! Div 241 
Wilcox, Crittenden & Co., Inc... 228 
Winfield Arms Corp 273 
Wolfcrest Products 272 
Wooster Rubber Co 54-55 
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These popular magazines will 
bring the Nelson Sprinkler 
Story to millions of potential 
sprinkler customers sige ‘es 
Cash in on Nelgon’s adver- 
tising program and iaie 
sales aids to make 19514 yout 
lawn care 


most profitable 


season, 


Hower J Gree 


€ 


parpairnrye cis SQUARE 


ust 10 to 50 A low cost 


POPPY 


popular whirling 
for long 


d to od 
nkles o squore while 
Retor! Pre $8 50 sery 


prinkler that s built 
ce Retor! Price $3.95 


Write for the neu 


Nelson Catalog 
and the Nelson 
1954 Dealer Sales 
fids Booklet 





L. R. NELSON MFG. CO. INC., PEORIA, ILL. 


AMERICA’S FINEST EDGERS 





ST 


























3 PROFIT MAKERS 
THAT WILL GET YOUR 
Ist CHOICE VOTE... 


The nation wide acceptance of 
Rowe’'l-Ezy All Purpose Lawn and 
Garden Edgers by the American pub- 
lic, is without precedent. Rowe’'l-Ezy 
Edgers trim effortlessly around flower 
beds, tree basins, sprinkler wells, 
along fences and sidewalks, and cuts 
forward and backward. Rowe'l-Ezy 
Edgers are built to the highest stand 
ards of design and workmanship, and 
are PRICED RIGHT TO SELL RIGHT 


MILLIONS OF PEOPLE WILL SEE 
ROWE'L-EZY ADVERTISING IN 
1954...with a topflight 
national and regional advertis- 
ing program. 

For America’s Fastest Selling — Top 
Profit Lawn Edgers, ORDER NOW 
from your local jobber, or write to 


ROWE TOOL CO. 


P.O. BOX 3185 
GLENDALE 1, CALIFORNIA 





281 











for increased profits 
in outdoor goods 
with the versatile 
new BEACON-LITE 


Set your sales sights on BEACON-LITE, the 

smart, new outdoor light for lawns, terraces, gardens, 
swimming pools. This sturdily constructed, 
weather-resistant, glare-free light lends just the 

right touch to attractive landscaping, and provides 
ample illumination for summertime picnics, lawn 
parties, swimming parties. BEACON-LITE’S authenti 
marine design makes it ideal for homes or clubs near 
river, lake or seashore, and its dependable guiding bea 
is perfect for preventing accidents on porch steps, 
along walks and driveways. 


Get on the BEACON-LITE 


band-wagon now 


get a jump on the competition in your area. Writ 


Nel] 


wire, or phone us for further 
details — but do it today. 


AQUA SPORTSMAN, INC., 
2518 Leslie Ave., Cincinnati 12, Ohio 
Phone REdwood 6866 





MARSHALLTOWN TROWEL COMPANY «+ 


MARSHALLTOWN, IOWA 





Hardware Dealers Cash In 


on Sensational Best Seller 
in Garden Insecticides! 


A proved money-maker! Every home 
Gardener wants this handy new push- 
button flower bomb! Sells on sight 
from compact display earton! Made 
specifically for outdoor use! 


ay’ ANTROL <'°%¢, FLOWER BOMB 


(THE ORIGINAL) 


New, easy way te rid outdoor flowers of 
Japanese beetles. other pests. 
messy mixin 


play Now! 


insecticides | Manufactured by 


BOYLE-MIDWAY INC., 22 East 40th St., N. Y. 16 | 


Ready to 
9. no pouring! Nationally advertised. 
12 Full ozs. retails for only $1.49. Stock and dis- 











ae i 
Now demanded by millions for houseplants, flowers, vegetables, lawns, 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays ty 
dealer 3314"; profit. Attractively packaged for display. Does not deter 
iorate, is clean, odorless and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 


Your Cost 
. . $4.80 case 
. $6.00 case 


Retails 
l-oz. pkt. 10c 
3-0z. can 25c. 


72 to case wt. 7 Ibs.. 
36 to case wt. 12 Ibs. . 
7-oz. can 50c. . 24 to case wt. 14 Ibs... .. . $8.00 case 
1-Ib. can $1.00. 12 to case wt. 16 Ibs... ... $8.00 case 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 


> ili te by 
Good eon 








Check these features with the 

shelf hardware line you're now carrying... 
Delivery —-immediate shipments made on all orders. 
Packaging-—all items are unit packaged in durable, 


attractive 
reinforced boxes for shelf use. 


low Prices—no leader items, but consistent low prices. 
Soles Aids —free display and merchandise boards. 


<9 





SOLD THROUGH JOBBERS EXCLUSIVELY 
You can handle this complete Kne of rust-proof shelf hard- 
ware staples and specialty items by contacting your own job- 
ber; or, drop us a card with the name of your jobber on it 
we'll send him our new illustrated catalog and revised price list 
REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 


JOS€PH HALL CO. 


3420 MARKET STREET PHILA. 4, PA. 








NATIONALLY ADVERTISED JIPQMES or SILENCE 


RUBBER CUSHIONED 


One set on a card. 
12 cards in a box. 
Sizes—144”, 
1-1/16", 1”, 

5%”. 


REGULAR 


One set in a box. 
12 boxes in a 
carton. Sizes — 
1%", 1%”, %", 
5”, %”, ¥"*, 
5%”. 








Ask your jobber. If he Is not supplied, write 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


FURNITURE GLIDES 


PINTLE & SOCKET TYPE 


For furniture legs 
where casters 
have been used. 


DS 292— 1%” 
DS 293 — 1%” 
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